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REGAL 


SHOES 


The  New  Year 


and 


Bigger  Business 


Not  only  enlarged  trade,  but  increased  prestige  follows 
in  the  wake  of  Regal  merchandising.  Regal  caters  to 
the  class  of  customer  whose  patronage  will  most  surely 
build  for  you  the  most  desirable  clientele. 

In  addition  to  the  qualities  of  the  product  itself  a  nation- 
al advertising  scheme  is  surely  and  steadily  placing  the 
Regal  Shoe  in  the  minds  of  Canadians  as  something 
really  to  be  desired. 

With  the  stabilizing  inflviences  of  post-war  conditions, 
the  retailer  will  do  well  to  look  to  Regal  as  a  safe  and 
sure  means  of  placing  his  business  upon  the  right  road 
for  the  best  kind  of  business,  from  the  standpoint  of 
volume  of  sales  and  class  of  custom.  The  New  Year  sug- 
gests the  introduction  of  bigger  and  better  things.  Stock 


Regal  Shoes. 


Regal  Shoe  Company,  Limited 


472-474  Bathurst  Street 


TORONTO 
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THE  SOLES 
THAT  SELL 


When  you  suggest  "PANTHER"  Composition  Soles 
and  Heels  to  your  customers  there  is  instant  approval. 

Certainly — the  PANTHER  name  is  assurance  of  a 
quality  unsurpassed  in  Composition  soling. 

They  sell  readily — look  like  leather,  and  are  quite  as 
easily  stitched  and  trimmed,  and  will  not  allow  stitches  to 
"pull  out."  They  do  n  it  crack,  are  waterproof  and  will 
not  slip. 

PANTHER  Fibre  Soles  are  made  in  all 
colors  and  are  guaranteed  by  makers 


"PANTHER 

Composition  Soles 


NT  HE 
TREAD 

■HER  RUBB 


The  recommendation  of 
hundreds  of  dealers  should 
be  convincing  proof  of  the 
popularity  of  the  "  PAN- 
THER"  line. 

If  you  want  an  improve- 
ment for  this  part  of  your 
business  we  would  suggest 
you  send  for  further  details 
of  our  dealer  proposition — 
our  guarantee  and  our  prices. 


PANTHER  RUBBER 

COMPANY,  LIMITED 

Sherbrooke,  Quebec 


January.  19:20 
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REMEMBER 


THAT  YOU  CAN  GET  RUBBERS 
in  every  style  and  shape  to  fit  the  shoes 
of  every  man,  woman  or  child  who 
enters  your  store,  in 


Dominion  Rubber 
System  Rubbers 


If  your  stock  of  Dominion  Rubber  System 
Rubbers  is  sufficient  for  your  immediate 
needs,  REMEMBER  that  Spring  is  but 
a  few  weeks  away.  Order  now  for  later 
delivery. 

Our  nearest  Branch  will  promptly  fill 
"sorting  orders"  and  give  you  immediate 
delivery. 


Dominion  Rubber  System  Branches 

Located  at 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Kitchener, 
London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina,  Saskatoon, 
Calgary,  Lethbridge,  Edmonton,  Vancouver,  Victoria. 
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Cf 90.000.000 

SKINSTMESE  ARE  THE  FINEST 


SIBERIAN  SABLE -THE  EINEST 
EUR  IN  THE  WORLD 


F  all  the  rich  furs  which  are  popular  tO' 
day,  sable  is  the  finest. 

What  sable  is  to  fur,  fine  Spanish,  Patna, 
Szechuen  and  Brazilian  skins  are  to  kid 
leather — the  finest. 

But  just  as  it  IS  only  Siberian  sable  that  is 
used  for  the  finest  garments,  so  it  is  only  the 
pick  of  these  skins  that  are  suitable  for  the 
finest  shoes. 

Of  the  world's  average  annual  output  of 
90,000,000  kidskins  there  are  none  better  than 
those  used  for  Vode  Select.  We  have  always 
avoided  the  superlative  in  our  advertising,  but 
with  this  leather  we  feel  we  have  the  right  to 
use  it. 

Vode  Select — like  Vode — will  be  made  in 
standardized  grades.  It  will  be  dyed  through 
and  through,  and  all  the  skill  at  our  command 
will  be  used  in  its  preparation. 


STANDARD 
KID  MFG.  CO. 

207  South  Street 
Boston,  Mass. 
U.  S.  A. 


FIT  TOR  THE  FINEST  SHOES 
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MILL  BURNED  AT 
CHAMBLY  CANTON 


One  of  Buildings  of  Bennett, 
Ltd.,  Plani  Entirely  De- 
stroyed Last  Night 


One  of  the  buildings  of  Bennett, 
X>imited,  kt  Chambly  Canton,  known 
as  the  old  mill,  was  totally  destroyed 
by  fire  last  night.  The  building  was 
used  for  the  n^anufacture'  of  shoe 
supplies  and  was  the  first  part  of 
the  plant  built  at  Chambly  Canton 
by  the  company.  It  was  of  brick 
artd  four  storeys  high.  A  short  time 
after  the  discovery  of  the  fire  the 
roof  fell  in,  and  by  ten  o'clock  last 
night  the  building  -was  destroyeo 
There  is  only  a  volunteer  fire\ bri- 
gade at  Chambly  Canton  and  the 
efforts  of  the  firemen  were  conftned 
to  preventing  the  fire  from  spread- 
ing. At  first  it  was  thought'  that 
the  fire  would  Ignite  other  buildings 
and  aid  from  the  Montreal  fire  de- 
partment was  asked,  bqt  later  it 
was  found  that  the  Chambly  brigade 
could  manage  it.  The  fire  broke  out 
at  6.30  and  it  was  near  midnight 
before  the  firemen  left  the  place. 


tions  had  not  yet  been  received  ' 
the  Admiralty  about  the  nu'^ 
perscms  on  bxjard  the  XJA' 
therefore  asked  that  the  ' 
be  made  su*)Ject  to  ohi 
AdmiraUy  withjn  rea' 

The  President  awtf 
dra    £185  and  £17 
£90,  the  Ghurka 
£260.     He  dire' 
the  order  in  tb 
should  not-  be 


The  Disaster 


of  yesterday 


tend| 
ex-n\' 
Sun 
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FA 
Ij 
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ter 
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a 


is  today  an 


Incident ! 


As  this  copy  is  written  our  Counter  Factory  is 
in  ruins.  No  equipment  was  available  in  Can- 
ada nor  could  it  be  purchased  anywhere, 

but  we  found  a  way! 

When  this  copy  reaches  you,  we  will  have  in 
operation  a  better  equipped  Counter  Factory 
with  a  capacity  larger  than  the  one  destroyed. 


WRECK  VICTTM*= 


BENNETT 


■ 


DEPENDABLE  COUNTERS 

The  users  of  BENNETT  Counters  expect  DEPENDABLE  SERVICE 

They  will  gat  it! 

SEND   IN   ORDERS   AS  USUAL 


ONTARIO  OFFICE 
28  King  St.  East 
Kitchener 


BENNETT  LIMITED 
MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  P.Q..  CANADA 


SALES  OFFICE 
59  St.  Henry  Street 
Montreal 


Made  in  Canada  by  the  largest  shoe  fibre  makers  in  the  British  Empire. 
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Very= 

G|ood 

Shoes 


Compare  Other  Shoes 


with 


and 


Consider  the  Price 


No  other  line  can  compete  in  style, 
quality  of  material  and  excellence  of 
workmanship  at  prices  equal  to 
those  of  AIRD  Footwear. 

No  progressive  jobber  can  afford  to 
ignore  the  profitable  advantages  of 


This  is  a  line  which  will  meet  the 
requirements  of  the  dealer  and  the 
demands  of  his  customers. 

When  in  Montreal  call  at  our  sales- 
rooms and  we  w^ill  show  you  what 


AIRD  FOOTWEAR  can  do  for  you. 


A  postal  will  bring  our  samples  to 
you,  if  you  cannot  call. 


AIRD  &  SON 


handling  AIRD  SHOES. 


(Registered) 


SELLING 

JOBBERS 

ONLY 


Montreal 
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NEW  YEAR 
1920 

The  makers  of  RITCHIE  SHOES  |  : 

present  the  compliments  of  the  |  ; 

Season  and  their  sincere  thanks  |  • 

for  the  courtesies  of  the  past  year.  |  | 

May  the  coming  twelve  months  be  |  ! 

the  most  prosperous  in  the  history  | 

of  your  business.  |  I 

THE  JOHN  RITCHIE  I  ^ 

COMPANY,    LIMITED  I  \ 

MAKERS  OF  1  i 

MENS'  SHOES  |  \ 

Quebec  | 
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For 

Better 

Footwear 


T^HE  Shoe  itself  is  its 
best  advertiser.  Our 
iate  samples  speak  volumes 
of  truth  in  the  matter  of 
better  quality  footwear.  The 
careful  supervision  in  the 
making  of  all  our  lines  is 
rewarded  by  a  product  to 
be  proud  of.  See  our  new 
showings  of  superior  Shoes 
for  Women,  Misses  and 
Girls  and  be  convinced  of 
their  merit.  We  will  be 
pleased  to  know  your  re- 
quirements. Let  us  know 
if  our  traveller  does  not 
call. 


CANADIAN 
FOOTWEAR 
CO.  LIMITED 


MONTREAL 


SALESROOM: 

36  ST.  GENEVIEVE  STREET 


FACTORY: 

POINT-AUX-TREMBLES,  P.Q. 
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The  Peer  of  All 


Dalaco 

MEN'S  and  WOMEN'S  WELTS  and  McKAYS 

Patricia 

WOMEN'S  TURNS 

Metropolitan 

MEN'S  and  WOMEN'S  WELTS  and  McKAYS 


By  employing  capable  workmen,  up  to  date 
equipment  and  care  in  the  selection  of  our  leather 
— all  tanned  in  our  own  plants — we  are  able  to 
produce  shoes  which  embrace  all  the  qualities  of 
wear  and  style  demanded  by  the  discriminating 
buyer. 

Daoust,  Lalonde  &  Company,  Limited 

MONTREAL,  Que. 

Branch ;  Metropolitan  Shoe  Co.,  91  Paul  St.  East,  MONTREAL 


January,  1920 
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Available  Shortly 

The  Same  Superb  Quality 


in 


Greatly  Increased  Quantity 


We  are  happy  to  announce  that  the  famous  "Trent 
Valley  Oak"  will  available  very  soon  to  our  cus- 
tomers. 

With  greatly  increased  facilities,  we  shall  endeavor 
to  supply  every  need  of  our  good  patrons  in  this  ex- 
tremely popular  brand.  Order  early,  that  we  may  be 
better  able  to  serve  you. 

We  also  solicit  your  business  in  our  other  well- 
known  tannages. 


The  Breithaupt  Leather 

Company,  Limited 

Manufacturers  of 
"  The  Standard  of  Canadian  Sole  Leather  " 

Kitchener     Toronto     Montreal  Quebec 

Tanneries:  KITCHENER,  PENETANG,  HASTINGS, 
WOODSTOCK,  Ontario 
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in  1920 


The  surest  way  to  stock  shoes 
which  will  bring  quick  sales  and 
allow  liberal  profits  is  to  make 
use  of  Robinson  Service. 


The  house  of  Robinson  will  co-operate 
with  you  in  determining  what  is  right  in 
style  and  workmanship,  to  meet  the  re- 
quirements of  your  particular  trade. 


James  Robinson  Co.  Ltd. 

specialists  in  Fine  Footwear 
MONTREAL 


1920 
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Every  progressive  dealer  can  add 
to  his  turnover  in  his  Rubber 
Footwear  Department. 

Independent  Rubbers. 


We  are  prepared  to  meet  your  sorting  re- 
quirements in  this  well-known  line  of 
Rubbers  in  any  of  the  following  brands. 

''Dainty  Mode",  ''Veribest",  "Dread- 
naught  ",  '*  Kant  Krack  ",  Royal  ", 
''Bull  Dog". 

We  have  an  In  Stock  Department  of  these 
reliable  lines,  which  invites  your  patronage. 


James  Robinson  Co.  Ltd. 

specialists  in  Fine  Footwear 
MONTREAL 
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What  the  Retailers '  Convention  in  Boston 
January  Means  to  You  — 


ANNOUNCEMENT  EXTRAORDINARY 

T  is  surprising,  but  nevertheless  true,  that  many  members  of  the 
shoe  and  leather  industry  have  not  comprehended  fully  the  im- 
portance, or  the  details,  of  the  Annual  Convention  of  the  National 
Shoe  Retailers'  Association  of  the  United  States  of  America^  Inc.^  to  be  held 
in  Mechanics  Building,  Boston,  January  12  — 15,  1920. 


Facts  about  the  Convention 

The  Convention  will  cover  four  days.  It  will  be  held  in  Mechanics  Building,  the 
largest  convention  and  exhibition  building  in  the  city  of  Boston. 

The  plans  for  the  Convention  are  in  charge  of  a  committee  of  prominent  Boston 
retailers,  who  have  permanent  headquarters  in  the  Boston  Shoe  Trades  Club,  24  High 
Street,  Boston. 

A  $60,000  Convention.  The  Convention  Budget  calls  for  an  expenditure  of  $60,000, 
making  this  the  Greatest  Shoe  Convention  in  the  History  of  the  Trade. 

Displays  of  Hundreds  of  Sample  Lines.  Hundreds  of  display  spaces  for  showing  lines  of 
shoes  have  been  leased  in  the  Exhibition  and  Convention  Halls  of  Mechanics  Building. 
Practically  all  lines  of  men's  and  women's  high-grade  shoes  will  be  represented,  supple- 
mented by  hundreds  of  other  lines. 

JOOO  to  ^000  Retailers  Will  Attend  Convention.  From  3000  to  4000  retailers  and  buyers 
of  shoes  are  expected  to  attend  the  Convention,  which  will  open  January  i  2  and  continue 
on  subsequent  days  and  evenings  up  to  January  15.  The  purchasing  ability  represented  by 
these  thousands  of  merchants  runs  into  the  tens  of  millions  of  dollars. 

Displays  at  the  Convention  and  Elsewhere,  Numerous  manufacturers  who  have  been  un- 
able to  secure  display  spaces  in  the  Convention  Building  will  show  their  lines  in  various 
hotels  and  in  their  sample  offices  in  Boston. 

A  Monster  Trade  Event.  This  somewhat  brief  outline  will  give  you  some  idea  of  what 
a  monster  thing  the  Convention  will  be. 

1920  Convention  Committee,  N.  S.  R.  A. 


January,  1930 
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NEW  YEAR 
GREETINGS 


We  want  the  trade  to 
accept  our  message  of 

GOODWILL 

and  our  wishes  for  a 
Prosperous  New  Year 


■II 


MAY  1920  be  a 
year  of  bigger 
and  better  business 
for  all  of  us.  May  the  spirit 
of  competition  give  place  to 
more  potent  power  of  co-op- 
eration to  make  this  our  best 
year  yet  in  the  shoe  trade. 

Womens's  McKays —  Shoes 
for  Men,  Youths  and  Boys 


m 


LAGACE  &  LEPINAY 

22  ST.  ANSELME  STREET 

QUEBEC 
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INVINCIBLE 

FORMERLY  CALLED 

MONARCM 


A  LL  we  ask  is  that  you  handle  "In- 
vincibles"  just  once.  The  satisfac- 
tion given  to  the  wearer  will  keep  you 
stocking  them.  Any  man  who  gives 
"Invincibles"  a  trial  continues  to  wear 
them  year  after  year  and  will  go  out  of 
his  way  to  get  them. 

"Invincibles"  are  Pressure  Cured.  The 
same  high  Pressure  Process  that  puts  in- 
to automobile  tires  the  wear  resisting 
qualities  enabling  them  to  carry  a  10-ton 
truck  over  rocks,  mud  and  snow,  is  used 
in  the  making  of  "Invincible"  Rubber 
Footwear. 

ORDER  YOUR  SPRING  STOCK  NOW. 


The  Miner  Rubber  Co. 

Limited 


January,  1920 
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INVINCIBLE 


FORMERLY  CALLED 

MONARCH 


Just  Uke  the  auto  tire.    That's  how  "In- 
vincibles"  are  made.     From  the  same 
tough  tire  tread  stock,  and  with  the  same 
high  Pressure  Process  of  curing. 

Stock  "Invincibles"  this  spring  and  you'll 
give  your  customers  the  toughest  and  longest 
wearing  rubber  boot  that  money  can  buy.  The 
best  advertisement  "Invincibles"  have  is  the  man 
who  has  been  wearing  them.  He'll  go  out  of 
his  way  to  get  them  again. 

"Invincibles"  will  develop  and  hold  your  Rub- 
ber Footwear  Trade. 

STOCK  UP  FOR  SPRING  NOW 

THE  MINER  RUBBER  CO.,  LTD. 
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LANG'S 
ANCHOR 
BRAND 


REGISTERED 
BEST  BY  TEST 


SCOURED 
OAK 
SOLE 

LEATHER 


Sides,  Crops,  Backs,  Bends, 
Bellies,  Shoulders,  Heads 


THE 

LANG  TANNING 
COMPANY,  LTD. 

KITCHENER,  ONTARIO 


January,  1980 


FOOTWEAR    IN  CANADA 


19 


The  Reward  of 

Superior 
Service 

npiLLSONBURG  Shoes  found  the  market  for  a  reliable  work  boot 
for  men.    By   supplying   this   demand   with   a   shoe  that  gives 
superior  service,  Tillsonburg  Shoes  have,  in  three  years,  doubled  their 
sales. 

A  factor  in  the  excellence  of  the  Tillsonburg  Shoes  is  the  high 
grade  workmanship  obtained  by  the  co-operation  of  our  workers. 
Our  recent  decision  to  present  each  employee  with  a  $500  life  insur- 
ance policy  is  another  step  in  cementing  the  relationship  of  employer 
and  employee,  and  in  promoting  the  interests  of  our  customers  by 
serving  them  with  footwear  that  is  produced  by  skilled,  contented 
workers. 

Stock  this  splendid  staple  line  and  feel  the  influence  of  their  suc- 
cess in  your  business. 


TILLSONBURG  SHOE  CO,  LIMITED 

MAKERS  OF 
Men's  —  Boys'  —  Youths'  —  Lads' 
Medium  and  High  Grade  Staple  Shoes 


TILLSONBURG 


ONTARIO 
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H.   O.  MCDOWELL 


IMPORTERS  hUG°HT)!l  JOBBERS 
^^         MANUFACTURERS  V^>^^  SALES  AGFNTS 


H.  N.  LINCOLN 


SALES  AGENTS 


Q? 


BRANCH 
401   CORISTINE  BUILDING 
MONTREAL 


Representing 

American   Lacing  Hook  Co. 

Waltliani,  Mass. 
Lacing  lIooUs  and  Hook 
Setting  Macliines 

Armour   Sand   Paper  Works 
Chicago,  111. 
Crystolon  i'aper  and  Cloth 
for  liiifting  and  Scouiing 

Boston  Leather  Stain  Co. 

Boston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Jileach 

The  Ceroxylon  Co., 

JJoston,  Mass. 
Ceroxylon,  the  Perfect 
l.iiliiid  Wax 

Dean  Chase  Co., 

Boston,  Mass. 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 

Cincinnati,  O. 
Shoe  Machinery 

Hazen,   Brown  Co., 

Brockton,  Mass. 

Waterproof  Box  Toe 
Gum,  Rubber  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood   Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  J\Iass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  Staying,  etc. 

Puritan   Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co.. 

Factory  Supplies, 
Needles,  etc. 

I.  Spaulding  &  Sons  Co., 

N.   Kochester,  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Ont. 

Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather   Facing,  Welting, 
etc. 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


BRANCH 
597  ST.  VALIER  STREET 
QUEBEC 


THE  LARGEST  SHOE  FACTORY   SUPPLY   HOUSE  IN  CANADA 


MAIN   OFFICE   AND  FACTORY 
37    FOUNDRY    ST.  S. 

KITCHENER.  ONT. 


S.U.E.  Electric  Equipment 

Built  by  people  who  understand  Shoe  Factory  needs. 

S.U.E.  stands  for  SAFETY— UTILITY— ECONOMY. 

SAFETY — No  fire  hazard,  meets  requirements  of  Under- 
writers. 

UTILITY — May  be  used  wherever  and  whenever  needed. 
ECONOMY — Operates  efficiently  on  minimum  consump- 
tion of  current.   Shuts  off  when  not  needed. 


HEATING  UNITS  ARE  INDESTRUCTIBLE. 


The 
Unitize 
Heater 


For 
Edge 
Irons, 

Treeing 
Irons, 

Smooth- 
ing 
Irons, 

or  any 
small 
tools 


The  UNITIZE  HEATER  or  any  of  the  following  shipped 

on  10  DAYS  TRIAL. 
SPECIAL   DUTY   STOVE  heats  flat  irons— smoothing 

irons  or  liquids  in  any  size  container. 

DRYER  has  three  degrees  of  heat  readily  controlled.  Drys 
without  danger  of  burning  or  scorching.  For 
Finishing  Room,  Turn  Room,  Stock  Room.  Capa- 
city, 24  pairs  at  one  time. 

BOX  TOE  HEATER— Dry  heat. 

Heater  for  Puller  or  Niggerhead  now  ready  for  delivery. 
Heater  for  Bed  Machine  ready  in  thirty  days. 

Manufactured  by 

Safety  Utility  Economy  Company 


E.  L.  EMERSON 


ALBANY  BUILDING,  BOSTON,  MASS. 
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I  McLaren  &  DsJlas  | 


FALL  &  WINTER  SEASON 


<<CUPERIOD>> 

ij  BRAND  IV 

Felt  Shoes 

Made  in  Canada 

Heavy,   medium   and   light  felt 
shoes  and  slippers  in  men's,  wo- 
men's,    misses'    and  children's 
sizes,   including   women's,  miss- 
es'   and    children's    felt  Juliets 
with  flexible  soles,  plush  bind- 
ing in  brown,  red,  black,  wine, 
green,    blue    and    grey  colors. 
Women's,  misses'  and  children's 
felt    and  kid 

"KUMFY"  SOLE 

with  cushion  insoles.  Women's 
suede  leather  boudoir  slippers  in 
all  colors,  fleece  lined  with  cush- 
ion insole. 

Men's,    Boy's,   Women's,  Miss- 
es'   and    Children's    Heavy  felt 
bluchers    and    Bals,    plain  and 
with    leather    fo-xing    and  with 
felt  or  leather  soles. 

Tricketts     &    Parkers  English 
slippers  in  felt  and  camel's  hair 
cloth  with  all  felt  and  felt  and 
leather  soles. 

1920-1921 

Sheepskin  Wool 
Lined  Sox  and 
Wannigans 

Oil  Tan 
Larrigans 

Knit  and  Felt 
Socks 

Leather  and 
Canvas  Leggings 

Hockey  Boots 

Men's  Fine 
Leather  Slippers 

Moose,  Buck,  Elk 
and  Horsehide 
MOCCASINS 

¥  *  TE  herald  a  New  Year 
\\    of  untried  business — 
a   future    cjf  untold 
possibilities    for    the  shoe 
trade.      Indications  would 
suggest  that  the  season  to 
come  will  bring  competition 
keener  and  more  alive  than 
ever,    in    each    and  every 
branch  of  footwear. 
Meet  the  future  with  lines 
that  are  sound  as  to  the  laws 
of    good    merchandising  — 
lines  that  are  manufactured 
because  the  public  already 
demand  them,  and  are  offer- 
ed at  a  price  which  is  con- 
sistent with  their  real  value. 

Our  representatives  will  call  upon  you  shortly  with  an  assortment  of  samples  for  present  winter 
trade,  and  also  for  spring  and  summer,  but  we  would  particularly  call  your  attention  to  our 
showing  for  next  fall  and  winter. 

With  labor  conditions  as  they  are  today  the  only  safe  way  to  insure  having  goods  on  time 
is  to  place  your  order  when  our  Salesman  calls.       You  will  appreciate  the  values  offered 

McLaren  &  Dallas 


BOOTS,  SHOES  AND  RUBBERS 
30  Front  Street  West,  TORONTO 
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VALUE 
—Visible 
and  Invisible 


Not  all  of  the  value  in 
New  Castle  Kid  is  at  once 
visible;  if  it  were,  this  leather 
would  not  be  as  good   as  it 
really  is. 

New  Castle  Kid  has  all  the  qualities 
that  attract  the  eye  but  —  it  has  others 
at  once   apparent  under  the   test  of 
wear. 

It   WINS  trade  on  its  SIGHT-value 
HOLDS  trade  on  its  SERVICE-value. 


BLACK-WHITE-COLORS 


New  Castle  Leather  Co.,  Inc. 

NEW  YORK 

Boston  Montreal,  Can.  Chicago 

and  the  principal  leather  and  shoe  centres  everywhere 
Factory:  WILMINGTON,  DEL. 
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They  Sell 
Themselves 

but  you  must 
have  the 
stock  to  meet  the 
demand 

Stock  Now 


INDEPENDENT 


The  five  well-known  brands  of  Independent  Rnbl^ers  are  designed 
to  outfit  the  merchant  so  completely  that  his  most  exacting"  customers 
can  be  perfectly  suited.  The  assortment  covers  every  requirement. 
Now  is  the  time  for  vour  harvest  in  this  imjjortant  trade.  Make  a  fea- 
ture of  the  "ROYAL."  "KANT  KRACK,"  "DAINTY  MODE," 
"  DREADNAUGHT  "  and  "VERIBEST"  brands,  and  the  sales  will 
take  care  of  themselves. 


Any  of  the  following  wholesalers  can  supply  you : 


Amherst  Hoot  &  Shoe  Co..  lAi.. 
AmherEt  lioot  &  Shoe  Co.,  Ltd., 
K.  A.   Dafig  &  Company, 
A.   W.  Ault  &   Company,  Limit'jci. 
White  Shoe  Company, 
McLaren  &  Dallas, 

The  London  Shoe  Company.  Limited. 
Kilgour,   Rimer  Company,  Limited, 
The  J.   Leckie  Company,  Limited, 
James  Robinson, 
Brown   Kochette.  Limited, 
T.  Long  &  Brother, 
Dowers,  Limited, 


i^mlierst,  N.S. 
Halifax,  N.S. 
Calgary,  Alta. 
Oltawa,  Out. 
Toronto,  Out. 
Toronto,  Ont. 
London,  Ont. 
Winnipeg,  Man. 
\'ancouver.  li.C. 
Montreal.  Que. 
Quebec,  Que. 
Collingwood,  Ont. 
Edmonton,  Alta. 


Independent  Rubber  Co. 

LIMITED 

MERRITTON         -  ONTARIO 
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TETRAULT 


Represents 
the^ 

Surest 
Way 

to  increase 
sales  in  1920 


Try  it  and  Prove  it 


Tetrault  Shoe  Manufacturing  Go. 


Largest  Producers  of  Boots  and  Shoes  in  Canada 


office  and  Warehouse — 
9  Rue  de  Marseille, 

Paris,  France. 


Montreal 


LIMITED 


Toronto 
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A  NEW  GAITER 


MADE-IN-CANADA 


FITTING  QUALITIES  AND 
MATERIALS  UNSURPASSED 


\  N  American  firm,  believing  in  the 
-^■^  Canadian  market,  has  opened  a  plant 
here  for  the  manufacture  of  High  Grade 
Gaiters  for  men  and  women  exclusively. 

There  is  no  desire  to  meet  competition 
in  the  usual  way — the  complete  merchandizing 
of  the  line  has  been  placed  in  our  hands. 

With  American  patterns,  years  of  ex- 
perience and  with  a  productive  capacity  far 
in  excess  of  that  of  any  similar  plant  here, 
^^Esmay"  gaiters  will  fill  a  need  hitherto  met 
only  by  importation. 

Your  orders  will  be  solicited,  but  your 
inquiries  are  invited. 

(DOMESTIC  SALES  DEPARTMENT) 

_  INDUSTRIAL  EXPORT  COMPANY 

OF  CANADA  LIMITED 

HEAD  OFFICE:— 263  St.  James  Street,  MONTREAL 
BRANCHES:— NEW  YORK,  HAVANA,  COPENHAGEN 

Foreign  Representatives:  LIVERPOOL,  CARDIFF,  PARIS,  GUADELOUPE,  CAPETOWN. 

iiiiiiiwiniiiiiiiiiii   iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 


"A  complete  sales  organization** 
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SHOES 


For 

Infants 
Children 
Misses  and 
Growing 
Girls 


Selling 
to 

Jobbers 
Only 


Serviceable  footwear  for  active  young- 
sters constructed  to  give  exceptional 
wear  where  the  wear  is  hardest. 

Manufactured  to  allow  perfect  comfort 
and  freedom  .to  growing  feet. 

A  line  which  will  satisfy  the  parents 
and  offers  generous  profits  and  rapid 
turnov^er  to  the  dealer. 


Children's  Shoe  Mfg,  Co.,  Limited 

1 1  Belleau  St.  -  -  Quebec  City 


BOOST 


Our  High  Class  Lines  of 

Men's,  Women's,  Boys'  and  Youths' 
WELTS  and  MEDIUM  McKAYS 

These  shoes  meet  all  the  requirements  of  jobber  and   dealer,  and  will 
net  you  liberal  profits  and  give  you  a  rapid  turnover. 

They  are  lines  of  footwear  which  are  reliable  in  service  and  embody  all 
the  essentials  of  correct  style  and  quality  material. 

We  Sell  the  Jobbers  Only 

LUDGER  DUCHAINE 

593  St.  Valier  Street         -         -         QUEBEC  CITY 
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For  1920  -  and  for 
the  years  to  come 

We  extend  to  our  Friends 
in  the  Trade  our  sincere 
wishes  for 

Good  Health 
Good  Fortune  and 
Happiness 


Dominion  Rubber  System 

Head  Ofifice   -  Montreal 


jaiuiary,  1930 
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The  Leather 
Markets 


An  outstanding  feature  of  the 
])re.sent  leather  markets  is  that 
the  price  of  hides  is  about  50  per 
cent,  higher  than  at  the  beginning  of  1919.  There 
has  been  a  slight  reduction  in  some  grades,  according 
to  Mr.  W.  J.  Heaven,  retiring  chairman  of  the  Tan- 
ners' Section  of  the  Toronto  Board  of  Trade,  but 
there  is  no  hope  of  cheaper  leather  for  some  time  to 
come,  principally  because  the  price  of  leather  has 
never  been  commensurate  with  the  price  of  hides,  and 
there  are  immense  quantities  of  leather  yet  to  some 
out  of  the  tanneries  which  will  be  made  from  hides 
bought  at  top  prices. 

A  serious  factor  in  the  present  cost  of  leather  in 
Canada  is  the  exchange  on  Canadian  money.  This 
has  already  cost  Canadian  tanners  thousands  of  dol- 
lars, and  is  sure  to  cost  them  many  thousands  more. 
Practically  all  South  American  hides  are  payable  in 
New  York  exchange,  aiid,  in  addition,  there  is  the 
general  uncertainty  of  ]n-oductiun,  caused  by  labor 
conditions  and  difficulty  and  high  i)rice  of  tanning 
materials. 

The  situation  in  the  glazed  kid  market  is  |)eculiar. 
Not  long  ago  the  ISritish  go\ernment  imposed  an  ex- 
port duty  of  15  per  cent,  on  hides  going  from  India 
to  the  United  States,  and,  as  most  of  the  kid  leather 


used  in  Canada  is  im])orted  from  the  United  .States, 
it  will  be  seen  that  it  is  not  among  the  impossibilities 
that  we  shall  haxe  to  pay  higher  prices  in  the  near 
future.  It  is  said  that  some  India  skins  were  recently 
imported  into  the  United  States  at  prices  which  will 
necessitate  charging  $1.50  for  blacks  and  proportion- 
ate figures  for  colors  in  the  finished  leather. 

*      *  * 
The  annual  meeting  of  the  Shoe 

Shoe  Wanufaclurers'  Manufacturers'     Association  of 
Convention 

Canada  will  be  held  in  (Juel)ec 
City  on  January  20  and  21,  and  all  indications  are  that 
it  will  be  a  huge  success — surpassing,  if  that  is  pos- 
sible, the  first  convention  of  the  Association  held  in 
Montreal  in  December,  1918.  There  is  exjjected  to  be 
over  one  hundred  shoe  manufacturers  from  all  i)arts 
of  the  Dominion  in  attendance,  and  it  is  requested 
that  the  secretary,  Mr.  Henri  Viau,  137  McGill  Street, 
Montreal,  be  notified  by  intending  visitors  so  that 
special  accommodation  may  be  reserved. 

The  business  of  the  convention  will  include  the 
election  of  officers  for  the  coming  year  and  also  the 
discussion  of  alterations  or  amendments  to  the  Con- 
stitution. 

Alembers  of  the  Quebec  shoe  industry  have  pro- 
mised the  visitors  a  royal  reception,  and  they  expect 
every  shoe  manufacturer  in  Canada  to  be  in  Quebec 
City  on  the  two  convention  days. 


Eliminating 
Credit 


Fear,  or  doubt,  is  about  the  only 
thing  that  keeps  many  retailers 
from  going  on  a  cash  basis,  but 
merchants  who  have  adopted  the  "sell  for  cash" 
policy  in  their  stores  wouldn't  think  for  a  moment 
of  going  back  to  the  old  charge  system.  Not  long 
ago  a  shoeman,  who  was  a  firm  believer  in  the  "pay 
as  you  go"  policy,  took  hold  of  a  store  where  it  had 
been  the  custom  to  grant  liberal  credit  to  anybody 
and  everybody  who  asked  it.  Collections  were  slow 
and  some  accounts  were  never  paid  at  all.  He  real- 
ized that  the  old  order  of  things  would  have  to  l)e 
abolished,  but  appreciated  also  that  it  could  not  be 
done  without  friction  unless  brought  about  gradu- 
ally. To  accomi)lish  the  desired  end.  therefore,  he 
started  to  reduce  the  time  limit  which  accounts  were 
allowed  to  run.  Then  he  aniu)unccd  a  cash  sale  for 
one  entire  month.  Special  inducements  in  the  way 
of  prices  were  offered  and  the  sale  was  well  advertis- 
ed. During  the  month  many  confirmed  charge  cus- 
tomers came  to  the  store  and  wanted  to  buy.  l)ut 
these  customers  were  told  to  wait  until  the  end  of 
the  month  if  tliey  wanted  credit  "because  the  man- 
agement would  allow  nothing  ])ut  cash  sales  during 
that  month."  In  some  instances  the  adxice  was  taken 
but  others  who  had  l)eeii  in  the  habit  of  running 
charge  acct)unts  took  advantage  of  the  reduced  i)rices 
oH'ered  during  the  sale  and  bought  for  cash.  When 
the  end  of  the  month  came  the  salesi)eople  were  in- 
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formed  that  the  days  of  credit  in  the  store  were  over 
and  that  the  move  was  successful  was  proved  by  the 
fact  that  sales  increased  right  along. 

The  manager  of  this  store  points  out  that  a 
charge  sale  is  always  unsatisfactory;  it  is  never  really 
completed ;  it  leaves  the  way  open  for  customers  to 
return  goods  without  sufificient  reason ;  it  increases 
office  labor  and  running  expenses ;  it  causes  disputes 
and  loses  friendships;  it  encourages  carelessness  and 
extravagance ;  it  brings  about  loss  of  self-respect  in 
both  the  customer  and  the  merchant ;  it  increases  the 
cost  of  living  and  the  merchant  never  knows  his  fin- 
ancial standing. 

*  *  * 

The  coming  1920  convention  of 
A  Big  Event  the  National  Shoe  Retailers'  As- 
sociation at  Boston,  January  12- 
15,  will,  it  is  said,  be  the  largest  gathering  of  shoe 
and  leather  men  in  the  history  of  the  trade.  The  con- 
vention program  calls  for  a  complete  instructive  en- 
tertainment for  all  connected  with  the  trade  and  a 
shoe  style  show  surpassing  any  that  have  gone  before. 
The  convention  and  all  other  features  will  be  held 
under  one  roof — in  the  Mechanics  Building — and 
every  visitor  is  certain  to  gain  valuable  knowledge  of 
shoe  styles  and  ideas  in  merchandising. 

From  all  indications  there  will  be  a  large  delega- 
tion of  Canadian  shoemen  who  are  alive  to  the  advant- 
ages of  getting  away  from  business  occasionally,  meet- 
ing fellow  retailers  and  acquainting  themselves  with 
what's  what  in  the  trade.  The  convention  and  style 
show  is  being  staged  at  a  cost  of  $100,000,  and  there 
will  be  possibly  3,000  retailers  in  attendance.  The 
committee  also  have  arranged  a  splendid  entertain- 
ment program  for  the  ladies,  so  that  every  retailer 
may  take  along  his  wife  with  all  confidence  that  she 
will  be  enjoying  herself  while  he  is  attending  the  busi- 
ness sessions. 

*  *  * 

A  peculiar  thing  about  a  grouch 

Talk  It  Over  With       that  it's  seldom  justified.  Of 
Him  1  If 

course  we  can  t  go  through  liie 

without  someone  occasionally  stepping  on  our  toes, 
but  in  about  99  cases  out  of  100  the  other  fellow's 
foot  slipped  and  he  didn't  even  know  it.  ^Ve'd  save 
ourselves  a  lot  if  we  only  gave  him  a  chance  to  ex- 
])lain  before  cultivating  a  grouch. 

This  New  Year  is  going  to  be  the  "get  together" 
year  in  the  shoe  industry,  iiut  we  can't  get  together 
as  long  as  someone  is  nursing  a  sense  of  injury.  If 
you've  a  bone  to  ])ick  with  your  competitor,  the  manu- 
facturer, the  wholesaler  or  the  cop  on  the  corner,  take 
it  out  in  tlic  open  and  ])ick  it.  But  don't  go  to  the 
meeting  with  a  shf)oting  iron  in  your  south  pocket 
just  because  you  think  somebody  tried  to  skin  you 
last  year. 

'I'alk  it  over — chances  are  the  otlier  fellow  has 
something  lo  tell  you  too. 


What  is  Your  Largest  Single  Sale?  ! 

! 

"Footwear"  would  like  to  hear  from  retailers 
anywhere  in  the  Dominion  giving  particulars  of 
their  largest  sale  of  footwear  tor  their  own  per- 
sonal use  to  any  individual  customer.  Such  a 
comparison  would  be  very  interesting. 

i 

4,  .. — „_.._.._„ — . — — 

A  well-known  Yonge  Street  (To- 
Price  is  a  Factor    ,.,j„t^j^    retailer    states    that  he 

in  Selling  ,      ,,        1      ^  1    ir  a 

could  sell  at  least  half  a  dozen 

pairs  a  day  more  if  ])rices  were  not  s(j  high.  Not 
long  ago  it  seemed  to  be  the  general  opinion  that 
"price  was  no  object"  Init  to-day  it  appears  to  be  a 
very  vital  factor  in  making  sales.  There  is  hardly  any 
doubt  but  that  the  publicity  occasioned  by  the  Board 
of  Commerce  investigation  established  the  conviction 
in  the  minds  of  shoe  buyers  that  retailers  were  pro- 
fiteering. A  number  of  retailers  state  that  many 
customers  are  giving  way  to  their  feelings  and  openly 
accusing  them  of  inflating  profits.  An  instance  of 
this  was  related  to  us  the  other  day  when  a  wom'en 
brought  back  a  pair  of  Juliets  which  had  been  purch- 
ased for  $1.50  from  a  Toronto  dealer.  In  a  loud  and 
angry  voice  she  demanded  her  money  back,  saying 
she  could  get  precisely  the  same  shoe  down  the  street 
for  $1.00.  The  retailer  happened  to  know  the  slippers 
in  question  and  explained  to  the  woman  that  they  were 
only  the  common,  machine-sewed  variety,  and  that 
the  slippers  she  had  purchased  were  nice,  flexible  turns 
of  superior  quality.  This  explanation  conveyed  noth- 
ing to  the  irate  woman,  who  retorted  that  the  retail- 
ers were  a  lot  of  robbers  banded  together  to  defraud 
the  public.  Naturally  she  did  not  get  her  money  back. 


Colors  For  Fall 

Some  of  the  colors  in  leather  and  fabrics  for  Fall, 
1920,  will  be  Chippendale,  chestnut,  camel,  smoke, 
aluminium,  Morocco,  gold  brown,  moccasin  and  Ari- 
zona. These  colors  have  been  adopted  by  the  Styles 
Committee  of  the  allied  shoe  organizations  in  the 
United  States  to  secure  harmony  in  costumes,  hose, 
gloves  and  all  attire,  the  names  being  taken  from  the 
Standard  Textile  Color  Card. 


Economical  Fire  Extinguisher 

It  is  said  that  ordinary  baking  soda,  mixed  with 
water,  makes  an  excellent  fire  extinguisher.  In  a 
recent  fire  prevention  campaign  in  the  United  States 
it  was  urged  that  every  retailer,  not  otherwise  pro- 
tected, secure  a  supply  of  baking  soda  and  place  it 
in  some  easily  accessible  place  ready  for  emergency, 
it  is  ])( tinted  out  that  baking  soda  is  the  basis  of  many 
lire  extinguishing  solutions  on  the  market. 
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Meeting  of  Canadian  Manufacturers  and  Retailers 

National  Shoe  Fair  to  be  Held  in  Montreal  July  12-17— Discussion  of  Resolutions 
Passed  at  Toronto  Convention  Last  Year — Manufacturers  to  Include  Charges 
for  Cartons  and  Cases  in  Price  of  Goods— Extra  Charge  to  be  Made 
for  Special  Embossing,  Labels  and  Sole  Stamps 


Canadian  Shoe  Fair  is  to  be  held  on 
July  12-17,  1920,  in  Montreal,  under  the  aus- 
pices of  the  Shoe  Manufacturers'  Association 


of  Canada.  This  was  the  decision  of  the 
executives  of  the  Shoe  Manufacturers'  Association  of 
Canada  and  of  the  National  Shoe  Retailers'  Associa- 
tion of  Canada  at  a  joint  meeting",  held  on  Dec.  8,  at 
the  Board  of  Trade,  Montreal.  It  is  to  be  a  national 
show  of  manufacturers,  tanners,  last  makers  and  al- 
lied sections,  and  judging  from  the  support  promised, 
there  is  every  reason  to  believe  that  it  will  be  a  pro- 
nounced success. 

The  meeting  did  something  more  than  discuss  this 
matter.  It  went  into  the  resolutions  passed  by  the 
retailers  at  their  convention  in  Toronto  in  July  last, 
and  discussed  these  in  a  very  frank  way.  As  Mr.  F.  S. 
Scott,  M.P.,  who  presided,  stated,  this  personal  con- 
tact between  manufacturers  and  retailers  was  of 
great  value  to  both  sections  of  the  trade.  It  afiforded 
an  opportunity  to  discuss  questions  of  mutual  bene- 
fit, for  after  all,  the  interests  are  identical.  Questions 
which  arise  between  manufacturers  and  retailers  can 
thus  be  threshed  out  in  a  friendly  way,  and  arrange- 
ments made  which  will  obviate  friction.  The  meeting 
was  conducted  in  this  spirit,  Mr.  Scott  proving  an 
ideal  chairman  in  the  way  of  meeting  the  wishes  of 
manufacturers  and  retailers.  The  case  for  the  latter 
was  ably  outlined  by  Mr.  Warren  T.  Fegan,  the  pre- 
sident of  the  association,  and  Mr.  Ed.  Cook,  the  secre- 
tary. 

The  following  were  present :  Manufacturers, 
Messrs.  A.  Brandon,  Brandon  Shoe  Co.  Ltd.,  Brant- 
ford  ;  J.  E.  Warrington,  John  Ritchie  &  Co.,  Ltd.. 
Quebec ;  J.  D.  Palmer,  Hartt  Boot  &  Shoe  Company, 
Ltd.,  Fre'dericton,  N.  B. ;  A.  E.  Marois,  E.  A.  Marois, 
Ltd.,  Quebec ;  Ralph  Locke.  Dufresne  &  Galipeau, 
Montreal ;  J.  Daoust,  Daoust-Lalonde  Co.,  Mon- 
treal ;  W.  F.  Martin,  Kingsbury  Shoe  Co.  Ltd.,  Mon- 
treal;  Albert  Tetrault,  Tetrault  Shoe  Manufacturing 
Co.  Ltd.,  Montreal;  Geo.  Blachford,  Blachford  Shoe 
Manufacturing  Co.,  Toronto;  Henry  Viau,  secretary. 
Retailers:  Messrs.  Warren  T.  Fegan,  Toronto;  Ed. 
Cook,  Toronto;  F.  R.  Foley,  Bowmanville ;  J.  W.  Jupp 
(treasurer),  Toronto;  W.  T.  Devlin,  Winnipeg;  C.  R. 
LaSalle,  Montreal;  E.  A.  Stephens,  of  Ottawa; 
Louis  Adelstein,  Montreal,  and  Geo.  G.  Gales,  Mon- 
treal. 

Discussion  of  Resolutions 

The  meeting  was  briefly  opened  by  Mr.  Scott,  af- 
ter which  Mr.  Fegan  presented  the  resolutions  passed 
by  the  National  Asociation.  These  were  taken  up 
seriatim. 

The  first  was :  "Whereas  there  is  naturally  a  grow- 
ing tendency,  through  the  scarcity  and  high  price  of 
shoe  materials,  to  revise  shoe  styles  involving  changes 
in  lines  of  staple  as  well  as  fancy  footwear;  and  where- 
as upon  the  retail  shoe  dealer  falls  most  heavily  the 
responsibility  and  risk  of  loss  in  the  sale  of  the  foot- 
wear product  of  this  country;  resolved,  that  the  Gen- 


eral Executive  be  authorized  to  take  up  with  the 
Tanners'  Council  and  Shoe  Manufacturers'  Associq.- 
tion  the  subject  of  co-operation  in  this  and  other  mat- 
ters of  vital  interest  to  all  sections  of  the  trade." 

Mr.  Fegan  expressed  the  opinion  that  there  were 
too  many  styles,  from  the  retailers'  point  of  view,  and 
remarked  upon  the  inconvenience  and  expense  to  re- 
tailers which  resulted. 

The  chairman  pointed  out  that  it  was  the  public 
who  set  the  standard,  and  that  the  manufacturers 
would  be  glad  to  see  many  of  the  styles  eliminated. 

It  was  agreed  to  appoint  a  committee  to  act  with 
the  retailers  and  with  the  tanners  for  the  regulation 
of  styles. 

The  next  resolution  was:  "That  the  Association 
strongly  condemns  the  retailing  of  merchandise  by 
manufacturers  or  wholesalers,  and  the  Executive 
Council  be  urged  to  take  such  action  as  will  protect 
our  members  against  this  most  unfair  and  injurious 
practice."  A  brief  discussion  followed,  the  manufac- 
turers endorsing  the  resolution.  Some  stated  that 
they  refused  to  even  sell  shoes  to  their  employees, 
on  the  ground  that  it  was  unfair  to  the  retailers. 

In  discussing  the  resolution  calling  the  attention 
of  the  manufacturers  to  the  importance  of  making 
shipments  of  complete  lines,  particularly  on  orders 
calling  for  more  than  one  width,  and  that  back  orders, 
when  shipped  late,  be  sent  prepaid,  the  chairman  re- 
ferred to  the  difficulties  under  which  manufacturers 
had  been  working.  He  believed  he  could  promise  an 
improvement  in  respect  of  shipping. 

Requirements  of  Domestic  Trade 

The  following  resolution  was  next  discussed: 
"That  a  request  be  sent  to  the  Canadian  Shoe  Manu- 
facturers' Association  to  bear  in  mind  the  require- 
ments of  the  home  market  when  undertaking  export 
trade.  Further  resolved :  that  they  be  impressed  with 
the  importance  of  shipments  for  placing  orders  being 
completed  on  time  and  thereby  help  the  turnover  of 
retail  stocks,  as  this  has  a  strong  bearing  on  losses 
made  by  retailers  and  again  reflecting  upon  the  manu- 
facturers." Messrs.  Warrington,  A.  Tetrault.  Daoust, 
Blachford  and  the  chairman  took  part  in  the  debate. 
It  was  pointed  out  that  the  export  trade  was  only  a 
small  portion  of  the  manufacturers'  business,  that  the 
domestic  market  was  by  far  the  most  important  sec- 
tion of  their  trade,  and  that  the  export  of  shoes  had 
not  in  any  way  interfered  with  home  orders.  In  one 
respect,  it  had  been  helpful,  inasmuch  as  it  kept  the 
factories  busy,  and  by  increasing  production,  had  kept 
down  the  cost  of  manufacturing.  Moreover,  the  fac- 
tories had  been  able  to  go  ahead  with  work  on  foreign 
orders  where  otherwise  they  would  have  been  slack, 
waiting  for  material  for  shoes  for  the  home  trade. 
The  latter  was  permanent,  whereas  the  export  busi- 
ness was  of  a  more  or  less  temporary  character. 

Another  resolution  passed  by  the  retailers  was 
that  the  manufacturers  include  the  charge  for  cartons 
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and  cases  used  in  shii)pin_o-  goods  in  the  cost  of  the 
goods.  Mr.  Fegan  said  the  idea  was  that  a  flat  charge 
be  made.  After  a  brief  discussion,  in  which  Messrs. 
Brandon,  Blachford  and  Palmer  took  ])art,  a  resolu- 
tion was  passed  to  the  effect  that  the  manufacturers 
be  requested  to  include  the  cost  of  cartons  and  cases 
in  the  selling  price  of  the  shoes. 

Standardization  of  Cartons 

Considerable  discussion  took  ])lace  o\'er  the  stand- 
ardization of  cartons,  which  was  recommended  by  the 
Retailers'  Association. 

The  chairman  pointed  out  that  this  subject  had 
been  freely  discussed  in  Ontario,  Mr.  Brandon  adding 
that  the  manufacturers  would  be  very  glad  to  meet 
the  retailers  on  this  question.  There  were  too  many 
sizes,  he  said. 

Mr.  Martin  stated  that  Mr.  (ieo.  Slater  and  him- 
self had  been  investigating  the  matter,  and  found  it 
very  difficult  to  solve  owing  to  the  number  of  sizes 
and'  makers.  He  would  welcome  the  co-operation  of 
the  retailers. 

Mr.  Fegan  said  the  retailers  would  l)e  glad  to  aj)- 
point  representatives  to  meet  the  manufacturers. 

The  question  was  left  with  the  understanding  that 
the  manufacturers  and  retailers  both  in  Ontario  and 
Quebec  would  get  together.  It  was  admitted  that  the 
retailers  had  their  shelving  now  so  built  that  it  would 
be  difficult  to  get  cartons  to  please  everyone,  but  some- 
thing might  be  done  for  the  future,  and  it  was  sug- 
gested that  a  standard  size  for  men's  and  one  for 
women's  was  desirable. 

Style  Show  in  Montreal 

The  meeting  then  discussed  the  question  of  a 
styles  show.  The  chairman  was  in  favor  of  one  be- 
ing held,  believing  that  it  would  be  beneficial  for  all 
sections  of  the  trade  in  Canada.  It  would,  he  said, 
have  a  good  efJect  in  imoroving  their  products. 

The  idea  was  endorsed  by  Messrs.  Gales.  Palmer, 
Brandon,  Fegan,  and  others.  It  was  decided  to  hold 
the  show  in  Montreal  on  July  12-17.  that  it  should  be 
national  in  scone,  and  embrace  allied  sections.  The 
annual  convention  of  the  Retailers'  Association  will 
be  held  July  13  in  Montreal.  The  Shoe  INIanufactur- 
ers'  Association  of  Canada  will  look  after  the  details 
of  the  show. 

The  last  item  on  the  programme  was  the  order  of 
the  Board  of  Commerce  limiting  retailers'  profits  to 
33  1  /3  per  cent. 

Mr.  Fegan  stated  that  there  was  no  serious  objec- 


ti(jn  to  the  order,  but  there  were  certain  matters  aris- 
ing out  of  it  which  the  retailers  would  like  to  see  ad- 
justed. There  was,  for  instance,  the  equalization  of 
])rofits  made  upon  identical  goods  bought  at  different 
times  and  at  different  ])rices,  and  also  the  question 
of  novelties. 

Mr.  Adelstein  remarked  that  the  33  1/3  j^er  cent, 
was  a  maximum.  Mr.  h'egan  said  that  retailers  would 
not,  he  thought,  desire  to  charge  the  maximum  on  all 
goods. 

The  Chairman  believed  that  the  best  thing  would 
])e  to  co-oi)erate  with  the  Board  of  Commerce  in  car- 
rying out  the  s])irit  of  the  order.  The  manufacurers 
realized  that  the  interest  of  both  sections  was  simi- 
lar, and  would  be  glad  to  hcl])  the  retailers  in  every 
way. 

The  proceedings  concluded  with  a  few  words  from 
Mr.  James  .Acton,  commending  the  work  done  by  Mr. 
Scott,  both  on  behalf  of  the  manufacturers  and  of  the 

retailers. 

.\t  a  subsecjuent  meeting  of  the  e.xecutive  of  the 
.Shoe  Manufacturers'  Association  it  was  decided  to 
hold  the  annual  meeting  in  Quebec  on  Jan.  20  and  21. 

The  Retailers'  Asociation  executive  also  met  after 
the  meeting  and  ai:)pointed  Messrs.  Adelstein,  Gales 
and  LaSalle  a  committee  to  confer  with  the  Manu- 
facturers' Association  on  the  subject  of  standardiza- 
tion of  cartons,  and  to  look  after  certain  details  con- 
nected with  the  styles  show. 

Following  the  conference  between  the  tw'o  asso- 
ciations, the  executive  of  the  Shoe  Manufacturers  As- 
sociation of  Canada  ])assed  the  following  resolutions: 
"Resolved  that,  commencing  with  fall  trade  1920,  that 
the  shoe  manufacturers  be  requested  to  include  the 
charges  for  cartons  and  cases  in  the  price  of  the  goods, 
as  it  was  the  general  desire  of  the  retail  trade,  and 
that  a  copy  of  this  resolution  shall  be  sent  to  every 
shoe  manufacturer  in  Canada." 

"Resolved  that,  commencing  with  fall  trade  1920, 
that  the  shoe  manufacturers  be  requested  to  make  an 
extra  charge  for  special  sole  stamps,  special  pull 
straps,  special  embossing,  special  cartons  labels,  and 
for  special  stamped  lines,  as  the  executive  of  the 
National  Shoe  Retailers  Association  of  Canada  has 
agreed  that  it  was  a  fair  charge  against  the  cost  of 
shoes." 

"Resolved  that  a  Canadian  Shoe  Fair  shall  be  held 
in  Montreal  from  July  12th-17th,  1920,  under  the  aus- 
pices of  the  Shoe  ]\Tanufacturers'  Association  of  Can- 
ada." 


Some  Reflections  on  Buying  Footwear 

 By  an  Average  Woman  '  "" 


ANY  retailer  c."'.:lc  derive  benefit  from  attempt- 
ing to  understand  feminine  psychology  in  its 
relationshij)  to  sho])])ing.  In  this  article,  in 
Footwear  Organizer,  a  woman  writer  puts 
her  linger  on  sonic  of  the  weaknesses  associated  with 
the  management  (jf  retail  footwear  establishments, 
pointing  out  how  the  inleriftrs  of  many  of  them  are 
lacking  in  those  things  which  appeal  to  feminine 
taste : 

Why  does  the  average  woman  set  out  to  buy  boots 
and  shoes  with  little  or  none  of  the  pleasurable  anti- 
cijjation  she  enjoys  when  conlcmphiting  other  shop- 


ping expeditions?  In  the  past  this  was  no  doubt 
partly  due  to  the  fact  that  boots  and  shoes  were  re- 
garded as  very  prosaic  and  sometimes  painful  neces- 
sities, their  purchase  aflfording  anything  but  pleasant 
recollections.  Nowadays,  however,  when  footwea'r 
is  obtainable  in  almost  endless  variety  of  style,  ma- 
terial, and  coloring,  these  articles  are  surely  as  inter- 
esting as  any  items  of  feminine  ap])arel,  and  a  visit  to 
the  shoe  shop  .should  be  as  fascinating  an  experience 
as  the  ])m'chase  of  frocks  or  hats. 

Is  not  the  reason  for  this  unusual  apathy  on  the 
pai  t  of  the  woman  shopper  to  be  found — to  some  ex- 
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tent — in  the  dull  and  uninviting  aspect  of  many  wo- 
men's footwear  departments?  The  outside  may  be 
quite  pleasing.  In  fact,  the  would-be  purchaser  is 
perhaps  attracted  by  the  artistic  window  display,  but 
on  entering  the  shop  is  disappointed  to  find  the  in- 
side does  not  reflect  the  cheerfulness  and  beauty  of 
the  outside.  There  is  very  little  to  lighten  the  sombre 
and  bare  effect  produced  by  the  rows  upon  rows  of 
neatly  labelled  cardboard  boxes  which  greet  the  eye. 
She  feeels  no  desire  to  linger,  and  this  is  vmusual. 

For,  while  a  man,  when  shopping,  likes  to  make  his 
purchase  as  quickly  as  he  can  and  leave  the  shop,  a 
woman  usually  has  more  time — or,  anyhow,  spends 
more  time  shopping — and  she  is  not  at  all  averse  to 
looking  about  her  and  admiring  what  she  sees.  In 
fact,  she  likes  to  see  plenty  of  pretty  things  about, 
especially  if,  as  it  sometimes  happens,  she  has  to  be 
kept  waiting  a  few  moments  before  being  served. 

Cosiness  a  Necessity 

This  fact  should  be  taken  advantage  of  by  those 
responsible  for  the  arrangement  of  the  women's  foot- 
wear department  and  used  as  a  means  of  increasing 
their  business.  Too  few  firms  seem  to  take  the 
trouble  to  make  the  inside  of  their  shop  as  attractive 
as  the  outside.  Possibly  they  are  influenced  by  the 
belief  that  to  entice  a  customer  into  the  shop  is  the 
one  essential  thing ;  but  this  is  a  mistake,  as  the  im- 
portance of  a  cheerful  and  cosy  interior  can  hardly 
be  over-estimated.  By  a  carefully  planned  arrange- 
ment of  the  goods,  and  the  more  frequent  use  of  ac- 
cessories, a  more  attractive  result  than  is  often  seen 
could  be,  obtained,  appealing-  to  the  artistic  sense  of 
the  purchaser  and  creating  a  desire  to  re-visit  the  shop 
at  no  distant  date. 

One  very  efifective  method  of  giving  a  brighter  air 
to  the  department  is  by  introducing  a  touch  of  color 
into  the  scheme  of  things.  This  can  be  achieved  by 
the  use  of  colored  hose.  Nothing  is  more  attractive 
than  a  nicely  arranged  display  of  dainty  shoes,  each 
accompanied  by  hose  of  an  exactlv  matching  or  dis- 
tinctly contrasting  shade.  The  aim  here  should  be 
quality,  rather  than  quantity. 

Attraction  of  Varied  Displays 

A  good  way  to  obtain  variety  is  to  change  the  con- 
tents of  the  show-cases  frequently  and  to  keep  to  one 
class  of  goods  at  a  time,  following  when  practicable 
the  fashions  of  the  moment  as  regards  sports  or  other 
recreations,  as  well  as  the  demands  occasioned  by  the 
seasons.  For  instance,  in  the  early  summer  the  dis- 
play might  be  concentrated  one  week  on  tennis  and 
boating  shoes ;  another  week  on  promenade  shoes.  As 
the  winter  approaches,  boots,  heavy  walking  shoes, 
and  brogues  can  be  shown,  and  during  wet  and  cold 
weather  overshoes  and  gaiters.  Slippers  and  dancing 
shoes  make  a  very  pleasing  show  if  a  little  care  is 
bestowed  on  their  arrangement.  Whether  the  plan, 
it  is  well  to  remember  that  it  is  better  not  to  show 
too  many  kinds  of  goods  at  one  time.  A  few  well- 
chosen  specimens,  in  keepino-  with  the  general  atmos- 
phere of  the  department,  will  call  forth  more  remarks 
of  approval  than  a  conglomeration  of  all  sizes  and 
classes. 

Why  not  Display  Accessories? 

A  small  case  or  table  containing  samples  of  buck- 
les and  ornaments,  colored  laces,  etc.,  adds  consider- 
ablv  to  the  attractiveness  of  the  footwear  dciiartment, 
and  gives  a  lighter  touch. 

Such  accessories  as  button  hooks,  shoe  horns,  pol- 


ishes, and  boot  buttons  are  all  too  rarely  found  in  the 
ordinary  shoe  shop — or,  if  they  are  obtainable,  they 
are  seldom  exposed  to  view — but  these  are  articles 
which  would  be  welcomed  by  the  woman  purchaser. 

There  is  no  reason  why  a  vase  of  flowers  or  tinted 
foliage,  harmonizing  with  the  color  scheme  of  the  mo- 
ment, should  not  occasionally  find  a  place  in  some 
suitable  corner  of  the  department.  Heather,  too,  when 
procurable,  would  give  a  pretty  touch  to  a  display  of 
walking  shoes  and  hose  of  the  "heather  mixture" 
variety. 

Of  course,  the  expenditure  of  time  and  thought  is 
necessary  in  order  to  achieve  a  distinctive  and  artistic 
effect,  but  if  the  ideals  of  beauty  and  utility  are  con- 
sistently aimed  at  they  cannot  fail  to  produce  results 
which  will  more  than  repay  the  extra  trouble  involved. 


Statistics  Tabled  in  Connection  with 
Canadian  Shoe  Industry 

A PRELIMINARY  survey  of  the  boot  and  shoe 
industry  in  Canada  has  been  completed  by  the 
Dominion  Bureau  of  Statistics  for  the  calen- 
dar year  1918,  covering  returns  of  152  estab- 
lishments. In  addition  returns  were  received  from  33 
estal)lishments  which  manufactured  boots  and  shoes, 
but  which  were  classified  among  repairing  establish- 
ments as  their  repairing  exceeded  their  manufacturing 
operations. 

The  total  capital  invested  in  the  industry  was  $31,- 
493,152,  of  which  land,  Iniildings  and  fixtures  consti- 
tuted $5,406,952,  machinery  and  tools  $3,313,338,  ma- 
terials on  hand,  stocks  in  process,  finished  products 
and  miscellaneous  supplies,  $11,829,317,  and  cash,  trad- 
ing and  operating  accounts  and  bills  receivable  $8,- 
043,515. 

The  number  of  employees  on  salaries,  according  to 
sex,  was  1,065  males,  and  281  females,  and  the  total 
salaries  paid  them  was  $2,037,529.  The  average  num- 
ber of  persons  employed  on  wages  by  sex  was  6,750 
males  and  4,128  females,  and  total  of  their  wages  $6,- 
787,760.  In  addition  to  these  there  were  94  males 
piece-workers,  receiving  $57,557.  and  296  females,  who 
received  $101,238. 

The  cost  of  raw  and  partially  manufactured  mater- 
ials used  in  the  industry  was  $25,227,448,  to  which 
leather  of  all  kinds  contributed  $18,009,401,  and  sup- 
plies $7,218,047.  The  total  value  of  production  in  the 
industry  for  the  year  amounted  to  $43,332,932. 


Handsome  Aird  Calendar 

One  of  the  most  beautiful  and  elaborate  calendars 
issued  to  the  footwear  trade  this  year  is  one  bv  Aird 
&  Son,  makers  of  McKays  and  turns  for  women  and 
children,  Montreal.  Que.  The  picture,  which  is  18 
inches  high  by  12  inches  wide,  is  of  a  young  ladv  in 
evening  dress,  the  title  being  "Beautv  Enthroned." 
The  size  of  the  whole  calendar  is  28  In-  22  inches,  the 
nicture  being  so  mounted  that  it  can  I)e  detached  and 
framed,  if  desired,  whcu  the  calendar  has  served  its 
purpose. 


Vou  cannot  make  your  relations  with  your  clerks 
one-sided.  If  xou  do  nothing  for  them,  thev  will  reci- 
procate in  kind.  If  you  work  for  them.  the\-  will  also 
recii)rocate. 
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Fall,  1920,  Style  Program 


As  Prepared  by  the  Styles  Committee  of  Retailers,  Manufacturers  and  Tanners 
and  Issued  by  the  AUied  Trade  Council  of  the  United  States 


In  view  of  unusual  industrial  conditions,  refer- 
ring particularly  to  the  supply  of  labor  and 
working  hours,  and  of  the  general  economic 
conditions  in  the  industry,  and  the  broad  ad- 
vantage from  stabilization  of  90  per  cent,  dis- 
tribution, the  Joint  Styles  Committees  of  the  Al- 
lied Shoe  and  Leather  Industries  of  the  United 
States  recommend  the  following  program  for 
styles  of  footwear  for  fall,  1920,  believing  that 
such  a  program  will  promote  increased  produc- 
tion in  actual  number  of  pairs,  with  a  result  of 
minimizing  the  cost  of  footwear  to  the  consumer. 

Style  Recommendations  for  Women's 
Shoes 

Patterns — For  economy,  the  general  style  of 
present  patterns  with  encouragement  of  economi- 
cal cutting  patterns  should  be  continued  in  use. 
and  the  height  of  women's  boots  remain  as  in 
the  spring,  1920,  program,  with  the  maximum 
height  not  exceeding  nine  (9)  inches.  The  manu- 
facture and  sale  of  low  shoes  for  street  wear 
and  of  boots  with  fabric  tops  should  be  encour- 
aged. 

Button  Boots — Indicate  a  limited  sale  with 
trend  toward  shorter  skirts. 

Lasts — The  brogue  last  with  3%-inch  vamp 
will  continue  in  demand  for  walking  and  out- 
door wear. 

We  reiterate  the  finding  of  the  Special  Style 
Committee  meeting  of  October  22  to  the  ef¥ect 
that  merchandise  conforming  to  the  existing 
spring,  1920,  program  will  continue  strong,  with 
no  innovations  excepting,  however,  that  low  shoes 
and  boots  for  next  fall  season  should  be  consid- 
ered in  the  light  of  a  trend  toward  vamps  not 
exceeding  3 J4  inches  in  length,  calling  for  a  slight- 
ly rounder  toe.  On  medium  and  low  heels  vamps 
may  be  slightly  longer. 

While  there  is  a  slight  trend  in  large  cities 
for  a  high  heel,  short  vamp  (so-called  French 
last),  with  slightly  square  toe  effect,  this  is  not 
the  time  to  encourage  any  radical  change  that 
might  spell  increased  stocks  and  higher  costs. 
This  is  a  type  of  last  that  some  may  feature,  but 
a  careful  study  indicates  that  such  a  last  is  not 
in  demand  among  the  trade  at  large. 

Colors  for  Women's  Shoes 

We  recommend  for  selection  and  stabiliza- 
tion that  colors  be  restricted  as  follows: 

Kid  Leathers 

Dark  Brown — the  Textile  Color  Card  Shade 
of  (  liipijendale. 

Medium  Brown — the  Textile  Color  Card 
Shade  of  Chestnut. 

Medium  Light  Brown — the  Textile  Color 
Card  Shade  of  Camel. 

Neutral  Medium  Gray — the  Textile  Color 
Card  Shade  of  Smoke. 

Light  Gray — the  Textile  Color  Card  Shade  of 
Aluminum. 

Standard  Bronze,  Black  and  White. 

Calf  Leathers  for  Women's  Shoes 
Dark  Brown — the  Textile  Color  Card  Shade 
of  ( 'liippciidalc. 


Medium  Nut  Brown— tlie  Standard  Textile 
Color  Card  Shade  of  Chestnut. 

Old  Wine  Brown — Standard  Textile  Color 
Card  Shade  of  Morocco. 

Medium  Light  Brown— Standard  Textile  Color 
Card  Shade  of  Gold  Brown. 

Black, 

White. 

Patent  Leather,  Ooze,  Buck  and  Side 
Black. 

Buck  (  including  Suede,  Kid  and  Kangaroo). 

Dark  Brown— the  Standard  Textile  Color 
Card  Shade  of  Chippendale. 

Medium  Brown— the  Standard  Textile  Color 
Card  Shade  of  Moccasin. 

Medium  Light  Brown— the  Standard  Textile 
Color  Shade  of  Camel. 

Light  Brown— the  Standard  Textile  Color 
Card  Shade  of  Smoke. 

Light  Grey— the  Standard  Textile  Color  Sliade 
of  Aluminum. 

Black. 

White. 

Fabrics — Chippendale,  Moccasin,  Camel,  Ari- 
zona, Smoke,  Aluminum,  White,  Black. 

Style  Recommendations  for  Men's  Shoes 

In  the  better  grades  of  shoes  we  recommend 
the  following  colors: 

Calf  Leathers— Chippendale,  Morocco  Gold 
Brown,  Black. 

Calf  and  Side  Leathers  (in  medium  and  low 
grades) — Chippendale,  Morocco,  Gold  Brown, 
Black. 

Kid  Leathers— Chippendale,  Chestnut  Black. 
NOTE — Cordovan  will  be  sold  in  one  color — 
Chippendale  (brighter  finish). 

Blacks  will  have  their  usual  demand  with  tans 
much  In  predominance. 

Patent  Leathers  in  Black. 

Colored  Toppings,  in  Buck,  Side  Buck,  Kid 
and  Fabric  in  the  following  shades — Smoke,  Cam- 
el. 

Last  for  Men's  Shoes 

In  the  better  grades  the  extreme  long  fore- 
part, narrow  toe  will  be  eliminated.  There  will 
be  an  increased  demand  for  the  close  coupled 
last  with  a  medium  narrow  recede  toe,  with  a 
broad  tread,  commonlv  known  as  the  "custom 
last." 

In  some  sections  of  the  country  there  will 
still  be  some  demand  in  the  lower  and  medium 
grades  for  the  long,  narrow  last,  but  there  is  a 
rapjdlv  lessening  call  for  this  last. 

The  staple,  medium  and  broad  toe  models  wiU 
be  good,  there  being  an  increased  demand  for 
comfortable  lasts  in  all  grades. 

The  lasts  used  in  Brogue  shoes  will  continue 
in  good  demand. 

Heels — Heels  will  be  around  8/8  height. 

Patterns  and  Punchings — In  the  plain  Bal 
patterns  the  tendency  is  for  a  wider  throat — 
othewise  as  before. 

Bluchers  in  the  medium  and  wide  lasts  are 
still  good  and  will  be  as  before. 


January,  1920 


FOOTWEAR    IN  CANADA 


3^ 


i 

i 

I 
I 

i 

i 


Bal  Paterns  still  predominate  in  the  styleful 
shoes,  with   liluchers  good  in  the  comfort  style. 

Button  Shoes  in  colored  toppings  and  for  dress 
hoots  will  be  sold  in  a  limited  way.  The  greatest 
demand  for  full  dress  wear  is  the  plain  toe,  all 
patent  oxford. 

Brogue  Patterns  and  their  modifications  in 
both  tan  and  l)lack  will  be  in  increased  demand, 
including  foxed  Bals  and  Oxfords  with  straiglit 
tips.  This  style  Ts  the  outstanding  styleful  de- 
velopment in  men's  footwear.  This  departure 
from  the  former  prosaic  type  in  men's  shoes  is 
to  be  welcomed  and  cultivated  in  that  it  makes 
possible  the  use  of  economical  cutting  patterns 
and  of  upper  stock  other  than  the  more  expen- 
sive grades  of  calfskin.  The  men's  shoes  of  this 
type  for  fall  will  have  a  greater  demand  than 
ever.  These  shoes  will  be  made  with  perforations 
and  pinkings,  and  some  straight  tips  with  centre 
perforations.  Stitched  heel  seats,  wide  edge  ex- 
tensions, heavy  soles,  and  some  brass  eyelets. 

These  styles  in  oxfords  will  be  in  considerable 
demand  in  both  blucher  and  lace  for  winter  wear. 

Style  Recommendations  for  Misses'  and 
Children's  Shoes 

For  fall,  1030,  we  recommend  that  former  ef- 
forts to  hold  the  misses'  and  children's'  shoes 
down  to  sensible  orthopedic  lasts  be  continued, 


and  that  the  heights  remain  regular  and  poiiy 
cut,  materials  of  simplest,  patterns  economical, 
that  production  problems  be  simplified  in  pro- 
cesses, so  that  we  may  get  the  largest  number 
of  pairs  posible  at  the  lowest  material  and  labor 
cost. 

We  especially  recommend  that  manufacturers 
and  merchants  co-operate  in  giving  due  attention 
to  utilizing  lower  grades  of  leather  in  good  wear- 
ing tannage,  combined  with  economical  patterns, 
thereby  producing  every-day  staple  shoes  with 
good  wearing  qualities  at  the  lowest  possible 
price,  and  that  manufacturers  and  merchants 
alike  consider  seriously  the  wisdom  of  marketing 
such  shoes  at  the  lowest  possible  profit. 

We  make  this  recommendation'  because  the 
high  cost  to  the  consumer  for  children's  shoes 
has  become  a  hardship  which  it  is  our  duty  to 
assist  in  alleviating  as  much  as  possible. 

For  colors,  we  recommend  Golden  Brown. 
This  is  the  shade  of  tan  always  popular  in  child- 
ren's shoes. 

Style  Recommendations  for  Boys' 
Shoes 

To  follow  the  trend  in  men's. 

The  trend  of  boys'  styles  will  be  black  and 
tan,  built  of  substantial  leathers  and  wide  toes, 
following  men's  styles  excepting  two-tones. 


World  Conditions  in  Hide  and  Leather  Markets 

Valuable  Addresses  Given  at  Recent  Meeting  of  Allied  Council  of  Shoe  and  Leather 
Industries — Survey  of  Raw  Stock  Conditions — Possibility  of  Lower  Prices— The 
Glazed  Kid  Situation — Supply  and  Demand  for  Side  Upper  and  Calf — 
Sole  Leather  Prices  Below  Replacement  Value 


HE  Allied  Council  of  the  Shoe  and  Leather  In- 
dustries of  the  United  States  recently  met  at 
New  York  to  discuss  trade  conditions  and,  in 


addition,  there  were  a  number  of  interesting- 
addresses  on  the  program  dealing  with  the  hide,  lea- 
ther and  shoe  situation.  Mr.  Edmond  Weil,  of  Al- 
phonse  Weil  and  Brother,  New  York,  in  reviewing 
the  world's  raw  stock  conditions  said  : 

The  first  thing  that  we  must  look  into  is  the  fol- 
lowing: What  is  the  situation  relating  to  the  ratio 
of  the  supply  to-day  to  the  supply  of  former  times, 
and,  similarly,  the  relation  of  present  demands  with 
the  demand  that  there  has  been  in  the  past?  When 
we  speak  of  supplies,  as  far  as  our  industries  and 
trades  are  concerned,  we  refer  to: 

First,  Raw  hides  and  skins;  and  then. 
Secondly,  To  the  leather  made  from  them. 

Our  supply  of  raw  hides  and  skins  rests  on  our 
domestic  supply  and  as  well  on  imported  foreign  hides 
and  skins.  It  is  on  the  latter  that  we  have  to  meet  the 
world's  competition,  in  particular  now  that  the  war 
and  with  it  the  abnormal  times  are  about  over ;  for, 
during  the  war  we  had  it,  so  to  say,  almost  all  our 
own  way,  and  yet,  had  it  not  been  for  the  fixing  of 
such  unfairly  low  prices  on  foreign  hides  and  skins, 
this  country  would  probably  have  been,  in  the  long- 


run,  and  at  this  very  time,  in  a  stronger  statistical 
position  as  far  as  supplies  of  hides  and  leather  are  con- 
cerned than  it  is  to-day. 

Proportion  of  Foreign  Hides 
According  to  statistics  our  industries  in  the  former 
normal  course  of  events  depended  on  importations  of 
foreign  supplies,  divided  among  the  following  most 
important  items,  and  the  following  proportions  of : 
Abt.  45/50%  cattle  hides 
55%  calf.skins 
90/95%  goatskins 
80%  sheej^skins 
which  means,  of  course,  that  our  domestic  supj)lies  are 
represented  by  the  differences. 

Basis  of  Consumption 

Our  requirements  are  based  on  the  C()iisunii)tion 
of  our  population  and  on  the  earnings  and  prosperitv 
of  our  masses,  as  well  as  on  the  projiortions  to  which 
our  exjiort  trade  has  developed.  We  know  that  our 
population  has  been  on  a  steadv  increase.  We  know 
that  our  so-called  working  classes  (and  1  consider 
that  almost  everybody  is  a  worker,  be  he  the  banker, 
manufacturer,  merchant  or  the  professional  class,  and 
often  these  are  harder  working  than  the  so-called 
working  classes),  we  know  that  our  so-called  work- 
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ing  classes  have  been  steadily  employed  in  the  last 
five  years  with  unprecedented  and  never  dreamed  of 
high  wages,  which  enabled  them,  on  the  great  aver- 
age, to  set  aside  for  a  rainy  day  considerable  sums 
which  are  now  swelling  the  deposits  of  our  savings 
and  other  banks. 

Exports 

We  know  also  to  what  extent  our  exports  of  lea- 
ther, leather  goods  and  shoes  have  grown.  In  fact, 
at  this  very  time  one  may  say  the  whole  world  seems 
to  be  looking  towards  the  United  States  for  their  full 
supplies  to  cover  their  immediate  requirements.  I 
mean  especially  our  late  enemy  belligerents,  the  Bal- 
kan countries,  Russia,  and  many  other  countries  ;  the 
only  causes  to  prevent  the  consummation  of  business 
are  credit  and  exchange. 

Scarcity  in  Europe 

A  year  ago,  after  the  memorable  armistice  was 
signed,  we  were  still  somewhat  in  the  dark  as  to  con- 
ditions' that  may  be  found  pertaining  to  hides,  skins, 
leather,  shoes  and  leather  goods  in  Germany,  Aus- 
tria, etc.  We  surmised  then  that  there  existed  a  great 
scarcity  in  these  countries  as  regards  these  commo- 
dities, but  never  did  anybody  dream  that  the  condi- 
tions would  be  found  later,  as  we  have  found  them  out 
since,  that  these  nations  were  as  bare  of  them  as  we 
know  now  they  are. 

To  meet  all  these  abnormally  enormous  require- 
ments what  can  we  count  on?  What  are  the  supplies 
on  which  the  late  allies  as  well  as  enemy  belligerent 
countries  can  count  on  ? 

Supply  of  Cattle  Hides 

In  this  country,  cattle  in  numbers  have  increased 
about  seven  per  cent.,  but  only  in  numbers.  The  facts 
are  that  the  increased  numbers  of  cattle  are  repre- 
sented principally  by  younger  and,  therefore,  smaller 
animals,  for  the  older  and  heavier  were  killed  off  in 
preference  during  the  war  to  supply  the  needed  food 
for  our  own  requirements,  and  especially  the  belliger- 
ent armies  and  starving  populations  of  Europe,  and 
they  are,  therefore,  offering  in  reality  but  a  smaller 
supply  of  leather  yielding  cattle  hides. 

Supply  of  Foreign  Hides 

At  the  beginning  of  the  year,  or  rather  in  the  spring 
of  this  year,  we  were  looking  forward  for  a  consider- 
able increase  in  our  supplies  through  importations  of 
raw  material,  principally  from  South  America,  the 
eastern  countries,  Austria,  i)ossibly  also  from  the  Al- 
lied and  Neutral  European  countries,  and  perhaps 
from  Russia;  but  what  has  happened? 

South  America  Cleaned  Out 

South  America  is  virtually  cleaned  out,  principally 
through  the  purchases  of  the  United  States,  England, 
France,  Italy  and  Sweden,  which  latter  country,  be- 
fore the  war,  hardly  made  direct  purchases,  but  se- 
cured its  su]jplies  fron)  llani])urg.  It  is  a  sure  guess 
that  the  bulk  of  the  ])urchases  for  Sweden  were  for 
account  of  the  late  enemy  belligerents. 

We  took  what  we  could  from  the  eastern  countries, 
and  what  we  were  alb) wed  to  secure  from  other  allied 
and  1  ( utral  European  couiilrics,  and,  notwithstand- 
ing, we  fmd,  u])on  comjjarison  of  the  Sumniarv  of  Rav,' 
Slocks  of  Hides  anrl  Skins  in  the  liands  of  packers, 
ci- ,'ilers,  imjxjrters  and  tanners,  issued  monthly  b}-  the 
United  States  Deiiarlment  of  Agriculture,  Bureau  of 


Markets,  and  covering  about  1,200  concerns  engaged 
in  our  trade,  the  following: 

On  January  1,  1919,  there  was  reported  in  the 
hands  of  these  concerns  a  grand  total  of  6,398,234  do- 
mestic and  foreign  cattle  hides,  that  is,  salted  as  well 
as  dry,  suitable  for  sole,  harness,  belting,  upper  and 
other  leathers,  as  compared  with  stocks  on  Nov.  1, 
1919,  of  only  5,920,119,  that  is,  about  480,000  less 
pieces  of  cattle  hides.  , 

On  January  1,  1919,  there  were  reported  about 
2,200,000  calfskins  on  hand  in  all  covering  domestic 
as  well  as  imported,  as  against  2,600,000  on  Nov.  1, 
1919,  that  is,  400,000  more.  This  increase  is  repre- 
sented principally  by  the  million  foreign  calfskins  rej;- 
resented  in  the  total  of  2,600,000. 

On  January  1,  1919,  the  total  stock  reported  to  the 
Department  of  Agriculture  of  goat,  kid  and  cabretta 
skins  amounted  to  about  8,300,000  skins,  as  compared 
with  the  number  reported  on  Nov.  1,  1919,  of  19,700,- 
000. 

Of  sheep  and  lambskins  there  were  reported  to  the 
Department  of  Agriculture  on  January  1,  1919,  14,- 
132,000  skins  as  compared  with  Nov.  1,  1919,  a  total 
of  9,700,000.  The  stock  as  reported  of  Nov.  1  of  sheep 
and  lambskins  comprise  about  5,750,000  foreign  skins. 

These  figures,  although  not  representing  the  hold- 
ings of  all  domestic  producers,  importers,  dealers  and 
tanners  of  hides,  skins,  leather,  show,  nevertheless, 
about  a  fair  comparison  of  stocks  in  the  United  States 
as  compared  with  those  at  the  beginning  of  the  year, 
and  they  speak  for  themselves,  if  you  take  the  trouble 
to  analyze  them. 

As  a  matter  of  further  comparison,  let  us  look  into 
the  imports  of  raw  material,  and  the  exports  of  leather 
and  leather  products  since  the  war  started  until  this 
date. 

Total  Importations 

For  the  nine  months  ending  September,  1919,  total 
importations  of  hides  and  skins  amounted  to : 
During  1919,  530,128,961  lbs.  $203,543,524,  as  com- 
pared with  1918,  268,469,466  lbs.,  $82,798,717;  and 
1917,  518,648,377  lbs.,  $178,847,089,  as  compared  with 
1916,  538,651,393  lbs.,  $134,488,678;  and  1915,  468,748,- 
127  lbs.,  $90,382,704,  as  compared  with  1914,  454,414,- 
.90  lbs.,  $93,500,99..  So  you  see  that  previous  to  the 
war  our  importations  were  about  the  same  as  they 
have  been  on  the  average  for  the  1st  five  years,  and,  if 
anything,  a  trifle  less,  including  the  present  year. 

Growth  of  Exports 

During  these  same  years,  the  export  of  leather  and 
leather  goods,  including  shoes,  compare  as  fallows, 
indicated  in  values  in  dollars:  For  the  nine  months 
ending  Se])tember — 

1919  $223,907,836 

1918    67,106,006 

1917   83,764,180 

1916    115,394,017 

1915   ...  124,389,793 

1914  9,0^)9,9.6 

1913   46,354,739 

That  is,  it  goes  to  show  that  our  exports  of  leather 
and  leather  products  this  year  com])ared  with  the  ex- 
])orts  before  the  war  amount  in  value  about  $175,000,- 
000  more  in  nine  months,  which  .would  average  for  the 
N'car  a])pr()xini  ately  $220,000,000  to  $240,0(5o  ,000  ])er 
aim  mil  more  than  before  the  war.  These  figures  are 
certainly  stui)endous  and  a  credit  to  the  American 
leather   and   allied   industries,   and   deserve  compli- 
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ments  to  our  tanners  as  well  as  our  manufacturers  of 
leather  goods. 

Exports  by  Quantities 

For  further  enlightenment  of  comparison  of  ex- 
ports of  leather  and  leather  goods,  let  me  give  you  the 
figures  in  povmds  of  sole  leather,  feet  of  calf  and 
glazed  kid,  and  pairs  of  shoes  for  the  nine  months 
ending  in  September  for  the  pre-war  year  of  1914, 


and  the  year  1919: 

Sole  Leather —  Pounds 
in  nine  months  ending  Sept.  1914. abt.  19,000,000 

as  against  1919    107,000,000 

Calf  and  Kip —  Feet 

in  1914    5,000,000 

as  against  1919   40,000,000 

Glazed  Kid — 

in  1914    60,000,000 

as  against  1919    78,000,000 

Boots  and  Shoes —  Pairs 

in  1914   .  7,200,000 

as  against   15,800,000 


in  1919  for  the  nine  months  ending  September. 
Embargoes  and  Export  Duties 

Two  other  features  must  not  be  lost  sight  of,  and 
which  are  important  developments  during  and  since 
the  war,  and  which  affect  the  general  situation,  and 
that  is,  that  a  great  many  countries  have  placed  em- 
bargoes and  export  duties  or  higher  export  duties  on 
the  export  of  hides  and  skins,  such  as  Spain,  Mexico, 
Holland,  the  new  countries  such  as  the  Jugo-Slav,  etc. 

Tanning  in  Other  Countries 

On  the  other  hand,  in  a  great  many  countries  the 
tanning  industry  has  been  very  much  encouraged  and 
developed,  such  as  the  Argentine,  Brazil,  Mexico, 
England,  etc.  In  the  Argentine,  for  instance,  a  great 
part  of  the  city  abatoir  and  country  hides  are  tanned 
by  Argentine  tanners  and  likewise  in  Mexico,  more 
and  more. 

Thus  it  happens,  notwithstanding  the  exchange 
which  is  handicapping  them,  our  allies  and  other  neu- 
tral countries  are  over-bidding  us  in  a  great  many 
markets  of  the  world,  and  particularly  so  the  neutral 
countries,  so  that  our  markets  oft'er  the  surprising 
spectacle  of  being  the  lowest  hide  and  skin  market  as 
far  as  cattle  hides  are  concerned  especially  at  the 
present  time. 

Can  We  Expect  Lower  Prices? 

What  can  we  augur  under  such  circumstances? 
Can  we  consistently  and  further  than  momentarily 
figure  on  lower  prices  for  raw  material,  and  is  it  not 
perhaps  likely  that  we  may  not  yet  have  seen  the  very 
highest  prices  before  the  actual  process  of  readjust- 
ment on  a  lower  basis  will  set  in,  and  which  all  of  us 
are  eagerly  looking  and  striving  for.  For  we  all  real- 
ize that  there  has  been  a  great  destruction  during  the. 
four  and  one-half  years  of  warfare  in  Europe,  great 
quantities  of  raw  material  and  leather  goods  have  b"cen 
used  up  and  even  wasted,  and  equally  large  quanti- 
ties of  live  cattle,  goat,  sheep,  horses,  etc. 

Waiting  for  Credit 

Are  the  belligerent  countries  of  Europe  not  wait- 
ing for  credit  facilities  from  the  United  States  to  en- 
able them  to  resume  normal  conditions  of  life,  to  re- 
sume industrial  activity,  for  the  possibility  of  which 
they  necessitate  large  supplies  of  raw  material?    It  is 


that  requisite  and  stabilization  of  Exchange  which  as 
yet  is  preventing  them  from  entering  even  stronger 
the  markets  of  the  world  for  the  purchase  of  shoes, 
leather  goods,  leather,  and  last  but  not  least,  raw 
hides  and  skins. 

United  States  Must  Help 

Speaking  of  the  granting  of  long  time  luiropean 
loans  and  credits  to  our  allies,  this  we  must  all  realize 
is  not  only  our  duty  to  those  who  sacrificed  them- 
selves for  almost  three  years  before  our  entry  into  the 
war,  not  only  to  defend  what  was  everything  to  them, 
their  honor,  their  families,  their  homes,  their  own 
lives,  but  who  virtually  defended,  perhaps  without 
that  intention,  but,  nevertheless,  defended  our  own 
very  country  of  the  United  States  during  these  most 
terrible  and  arduous  years. 

Well,  gentlemen,  do  you  not  agree  with  me  that  we 
absolutely  owe  it  to  them  to  now  come  to  their  help 
and  rescue  for  their  sake,  because,  if  we  do  not,  the 
moneys  already  advanced  to  them  will  be  lost,  and 
we  shall  lose  what  is  even  more,  our  best  customers, 
our  outlets,  which  alone  can  enable  our  large  in- 
creased factories  and  facilities  of  production  to  con- 
tinue on  that  vast  plane  of  operations. 

New  Light  on  Exchange 

Will  you  also  let  me  illustrate  to  you  in  what  a 
sad  plight  this  dislocation  in  the  exchange  situation 
has  brought  the  belligerent  countries.  Take,  for  in- 
stance, the  present  values  of  exchange  on  France  and 
Italy,  which  are  about  Frs.  10  to  each  dollar,  and 
about  Lire  12.50  to  each  dollar.  In  consequence  of 
this  exchange  situation,  hides  and  calfskins  in  Paris, 
for  instance,  are  selling  on  the  average  to-day  at  about 
Frs.  1000  per  100  kos.  (as  against  about  Frs.  200  to 
Frs.  250  before  the  war.)  These  Frs.  1000  represent 
but  $100  to-day.  Should,  through  large  loans  after  the 
new  year,  the  exchange  market  be  brought  back  to 
normal,  that  is,  i'or  the  Francs,  say,  5.18,  the  manu- 
facturers and  merchants  of  this  country  would  be  able 
to  lay  down  their  own  goods  to  the  value  of  $100  to 
the  port  of  Havre,  so  they  will  cost  them  in  Francs 
but  Frs.  518  per  100  kos.,  plus  about  1  to  2  per  cent, 
freight  and  insurance,  and  our  manufacturers  and  mer- 
chants Avould,  therefore,  be  able  to  compete  and  un- 
dersell the  French  holders  of  the  same  goods,  because 
these  Avould  still  continue  to  have  cost  Frs.  1000  per 
100  kos. 

The  same  thing  applies  to  the  Italian  state  of  af- 
fairs, only  worse,  to  the  English  conditions  a  little 
better,  and  far  worse  as  far  as  Germany  and  other 
enemy  countries  are  concerned. 

I  have  just  in  mind,  and  it  may  interest  you,  that 
we  were  informed  that  horschides  in  Germany  to-day, 
2.20  meters  and  up,  cost  as  much  as  Mks.  550,  which 
would  have  been  equal  to  about  $125  per  hide  before 
the  war.  But,  to-day  these  Mks.  550  rejn-esent  but 
about  $14  more  or  less. 

This  threatening  situation  is  overhanging  all  in- 
dustries and  merchants  of  the  late  belligerent  coun- 
tries who  hold  goods,  and  the  ])roposed  cure  might  do 
more  harm  than  the  evil  itself,  if  the  cure  is  not  pro- 
l)erly,  carefully,  and  especially  gradually  administered, 
for  you  can  see  it  is  capable  to  ruin  them  all.  Let  us 
hoi)e,  therefore,  that  our  financiers  and  those  of  Eur- 
ope will  proceed  without  too  nuich  haste,  so  that  our 
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l>rc'thrfn  and  ctjinpetilors  of  luir(Ji)c  can  continue  to 
live  and  soon  prosper  again,  for  coni])etilion  is  tlie  life. 
Yes,  the  pleasure  (jf  trade. 


GLAZED  KID  SITUATION 


Charles    1'.    V'auj^han,   of    Dungan,  IIockI  iK;  Co., 
Philadelphia,  spoke  on  the  general  subject  of  glazed 
kid.    He  explained  the  apparently  large  imports  of  raw 
goatskins  by  calling  attention  to  the  fact  that  stocks 
were  severely  depleted  during  the  time  that  the  em- 
bargo existed,  and  that  the  increased  imports  were 
absolutely  necessary  to  enable  the  manufacturers  of 
glazed  kid  to  supply  the  accumulated  demand  for  lea- 
ther.   In  considering  the  fact  that  the  tanners  had  at 
present  from  three  to  six  months'  sui)ply  (jf  skins  in 
the  hair,  he  called  attention  to  the  fact  that  the  glazed 
kid  to  be  made  from  these  skins  was  practically  all 
sold.    At  the  present  rates  of  exchange  the  exports 
of  kid  have  been  brought  to  a  standstill.    On  the  other 
hand  the  export  duties  imposed  by  several  countries 
will  tend  to  retard  imports  of  raw  stock.    The  export 
duty  of  15  per  cent,  imposed  by  the  government  of 
India,  carries  with  it  a  rebate  of  10  i)er  cent.  n\Km 
skins  exported  to  points  in  the  British  i^mi^ire.  At 
the  prices  of  skins  ruling  tt)-day  this  amounts  to  a 
discrimination  of  $2.15  i)er  dozen.      Recently  India 
skins  in  the  hair  have  been  bought  at  rates  which 
amount  to  $1.00  a  square  foot  for  the  raw  material. 
This  will  make  it  impossible  for  anyone  to  sell  the 
glazed  kid  made  from  such  skins  for  less  than  $1.50 
for  black,  and  proportionate   rates   for   colors.  The 
India  export  duty    with    its    discriminatory  feature 
promises  to  severely  curtail  the  production  of  glazed 
kid  in  the  United  States.    It  is  not  alone  that  the  pro- 
ductive facilities  of  the  British  tanneries  have  been  in- 
creased several  hundred  per  cent,  during  the  war,  but 
the  big  German  tanneries  are  located  on  the  west  bank 
of  the  Rhine  in  what  is  now  occupied  territory.  They 
are  now  stocked  with  skins  by  England.    An  unfor- 
tunate phase  of  the  raw  skin  situation  is  the  extreme 
])ressure  upon  certain  kinds  of  goat.skins  to  the  almost 
complete  exclusion  of  other  sorts.    Mocha  skins  from 
Africa  were  formerly  used  in  great  quantities,  but  shoe 
manufacturers  to-day  will  not  use  kid  made  from  the 
low  cost  skins.    Mr.  Vaughan  alluded  to  the  fact  that 
fully  40  per  cent,  of  our  importations  of  raw  goatskins 
have  been  coming  from  India,    if  this  is  taken  in  con- 
nection with  the  additional  fact  that  40'  per  cent,  of 
the  total  number  of  skins  tanned  in  the  United  States 
have  ))een  going  for  ex])ort  some  idea  of  the  situation 
may  be' had.    Another  consideration  is  that  the  terri- 
iory  from  which  large  numbers  of  African  and  other 
skins  come  is  under  i^ritish  control,    if  Mocha,  Cape 
and  other  raw  stock  is  to  follow  India  skins  into  the 
field  of  discrimination  it  may  be  the  beginning  of  the 
end  of  the  glazed  kid  industry  in  the  United  .Sl;itc"^. 


SIDE  UPPER  AND  CALF 


Mr.  VV.  \<.  iMsher,  of  A.  C.  Eawrence  Leather  Co., 
said  that  in  the  pi'csenl  stale  of  woiid-wide  unrest  and 
hysteria  it  is  certainly  fair  to  expect  the  busiiie-^s  man, 
at  least,  to  keep  his  head,  and  because  there  ha\ c  been 
times  in  the  recent  ])asl,  for  instance,  the  fall  of  \')\() 


and  June  and  July  of  this  year,  when  we  did  noi  ex- 
hibit an}'  \'ery  strong  resistance  t<j  the  hysteria  of  the 
ni(jment.  I  want  io  make  a  plea  for  sober  and  calm 
judgment  and  to  examine  briefly  the  situation  oi  side 
and  calf  up])er  leather  by  the  (jld,  and  recently  much 
neglected,  law  of  sui)ply  and  demand. 

The  su])ply  and  the  demand  for  commodities  are 
most  seriously  out  o{  balance  indi \'idually  and  collec- 
ti\'ely,  but  broadly  speaking  these  United  States  have 
and  our  neighbors  across  the  Atlantic  have  not,  and, 
of  course,  that  condition  is  expressed  in  the  rate  of  ex- 
change, and  while  that  should  ])e  thought  of  as  a 
very  serious  matter  in  its  hindrance  to  the  free  flow  of 
our  exports,  it  shcndd  also  be  thought  of  as  an  indi- 
cator of  the  enormous  demand  acr(jss  the  water  for 
comnujdities  to  hll  the  \-acuuni  created  by  the  whirl- 
wind of  this  war. 

I  found  a  com])aris(jn  cjf  the  Tanners'  Council  sta- 
tistics as  to  stocks  im  hand  and  production  of  side  and 
calf  ujiper  leather  extremely  interesting. 

I  want  to  say  right  here  that,  due  to  a  jjlan  just 
inaugurated  by  the  Tanners'  Council  enabling  a  judg- 
ment to  be  formed  as  t(j  the  re])resentative  character 
of  their  figures,  it  can  be  said  that  these  figures  ]jrob- 
ably  represent  ar(nmd  90  ])er  cent,  of  the  actual  totals 
for  the  country. 

I'^rom  the  first  of  January  to  the  first  of  November 
ttjtal  stock.s — raw,  ])rocessed  and  finished — have 
shown  a  substantial  decline  both  in  calf  and  side 
leathers. 

From  July  1  to  NovemI)er  1  these  stocks  have 
shown  a  slight  decline. 

.Another  interesting  feature  is  the  fact  that,  while 
in  January  the  stocks  of  finished  leather  in  the  hands 
of  tanners  represented  eleven  and  nine  weeks'  produc- 
tion respectively  for  calf  and  side  upper,  the  situation 
on  November  1st  showed  stocks  of  finished  leather 
equal  to  five  weeks'  production  of  both  classes,  and 
the  rate  of  production  in  October  was  not  greatly 
larger  than  in  January. 

Quotations  for  Paris  City  auction  hides  and  calf- 
skins have  increased  very  rapidly  during  the  last  seven 
months  and  on  December  1st  were  practically  still  at 
the  peak  prices  for  the  year.  That  indicator  would 
show  that  prices  for  articles  over  there,  for  which  they 
have  our  com])etition,  advance  as  an  ofTset  to  de- 
clining exchange. 

I  feel  that  we  must  still  give  a  large  part  of  our 
attention  to  the  foreign  demand.  Our  export  busi- 
ness in  leather  has  grown  enormouslv  during  the  war 
])eriod  so  that  it  has  become  a  large  factor  in  the  de- 
mand for  the  product  of  our  tanneries. 

Exports  of  calf  and  side  upper  for  the  month  of 
September — the  last  figures  we  ha\  e — were  the  high- 
est in  history  with  the  exception  of  the  month  of  June 
of  this  year.    The  same  may  be  said  of  total  leather. 

Our  total  leather  ex])orts  for  the  six  months  end- 
ing October  1st  this  year  were  at  least  three  times 
our  average  exports  during  the  war  years  and  well 
o\  er  four  times  the  exports  of  pre-w;ir  years,  and  even 
allowing  for  the  change  in  i)rices  the  com])arison  is 
striking. 

Now,  the  elTect  of  the  recent  serious  declines  in 
exchange  is,  of  course,  to  retard  the  movement  of 
these  exports,  but  no  one  should  argue,  if  for  a  time 
that  is  the  ef¥ect,  that  therefore  the  demand  across  the 
water  has  been  satisfied  and  that  ex])orts  are  no  longer 
a   factor  to  be  considered,  because   I   belie\'e  firndv. 


luuiary,  1920  FOOTWEAR     IN     CANADA  30 


from  a  great  deal  of  evidence,  that  the  demand  al^road 
is  still  very  far  from  satisfied. 

We  are  told  repeatedly  on  the  best  authority  that 
on  the  average,  people  in  Europe  are  extremely  •  short 
of  food  and,  that  being-  the  average  condition,  means 
that  thousands  and  thousands  are  near  starvation. 
They  must  have  our  sugar  and  our  wheat  and  our 
coal,  and  also  our  leather.  It  is  right  that  they  should 
have  them,  and  you  know  as  well  as  T,  that,  needing 
them  as  they  do,  they  will  have  them. 

Summarizing  the  situation,  there  are  seen  to  be  a 
continuing,  strong  domestic  demand  for  side  upper 
and  calf  leathers  and  an  export  demand  of  large  pro- 
portions far  from  satisfied,  and,  on  the  other  hand, 
sufficient  but  moderate  stocks  of  hides  and  leather  in 
the  hands  of  tanners. 

The  previous  speaker  has  mentioned  the  imi)or- 
tance  of  spreading-  the  shoe  manufacturers'  demand 
for  leather  more  evenly  over  the  different  kinds  of 
leather  and  over  the  different  grades  and  weights,  and 
your  chairman  has  mentioned  the  excellent  (|uality  of 
side  leathers  now  being  produced  by  a  large  number 
of  tanners  which  are  available  to  make  up  for  the  short 
supply  of  calf  leather.  These  are  both  very  imj^or- 
tant  points,  and  a  great  deal  can  be  done  by  retailers 
and  shoe  manufacturers  to  help  the  public  and  them- 
selves as  well  as  the  tanners  to  combat  the  high  cost 
of  shoes,  by  spreading  their  requirements  over  a 
greater  variety  in  kind  and  grade. 

Our  present  situation  looks  a  good  deal  like  a  re- 
turn toward  normal  market  conditions.  In  other 
words,  I  feel  that  we  are  through  with  the  violent 
jolts  and  the  violent  extremes  into  which  we  have 
been  thrown  by  this  war,  and  we  can  all  do  our  part 
to  keep  our  market  within  a  reasonable  and  healthy 
range  by  keeping  our  heads  and  refusing  to  get  ex- 
cited. 


SOLE  LEATHER  MARKET 


Mr.  J.  J.  Desmond,  of  J.  \W .  &  A.  P.  Howard  & 
Co.,  Corry,  Pa.,  spoke  upon  the  general  sole  leather 
situation.  He  explained  that  during  the  long  and  con- 
tinued advance  movement  in  cattle  hides  the  sole 
tanners  had  not  forced  their  ])rices  for  leather  to  a 
parity  with  the  raw  material,  l^'or  many  months  sole 
leather  has  been  sold  far  below  the  cost  of  hides,  and 
now  that  hides  have  declined  the  lowest  ])rices  quoted 
are  above  what  the  tanners  call  replacement  values. 
The  speaker  declared  that  the  quotations  for  sole  lea- 
ther now  ruling  are  too  low  considering  the  present 
cost  of  hides.  The  tanners  are  not  buying  hides  to 
any  extent  but  are  still  v/orking  in  hides  representing 
a  much  higher  cost  than  to-day's  market.  Contrary 
to  the  ideas  of  many  persons  the  tanners  would  wel- 
come a  general  return  to  lower  prices.  This  is  not 
possible,  however,  at  the  present  (|uotations  for  hides. 
The  tanners  of  sole  leather  for  some  time  past  have 
been  operating  their  plants  to  about  sixty  per  cent,  of 
their  capacity.  The  speaker  alluded  to  the  abnormal 
expense  of  doing  business  and  the  extreme  expenses 
which  are  not  always  sufficiently  considered  as  fac- 
tors in  determining  the  jiroper  price  of  leather.  In  his 
own  sole  leather  plant  the  high  cost  of  everything  has 
resulted  in  a  demand  for  more  cai)ilal  to  operate  the 


business.  The  loans  on  excess  capital  necessitated 
by  present  conditions  has  resulted  in  an  increase  in 
interest  on  his  plant  of  $300  a  day. 


MEASURES  OF  CONSERVATION 


The  following  report  of  a  special  ccjmmittee  war. 
adopted : 

A  survey  of  the  ways  and  means  that  might  be 
adopted  to  relieve  the  tension  brought  about  bv  dis- 
located economic  conditions  resulted  in  the  following 
suggestions : 

In  the  first  place,  we  must  l)e  guided  by  a  sane 
attitude,  and  bear  in  mind  that  changes  from  one  con- 
dition to  another  are  usually  of  slow  development. 
Speculation  should  be  discouraged.  This,  however, 
should  not  be  confused  with  legitimate  forward  buy- 
ing. Fewer  styles  will  result  in  greater  turn-over  and 
less  basic  stock  and  will,  therefore,  conserve  capital 
and  material.  The  incorporation  of  ])atterns  that  will 
utilize  material  to  the  best  advantage.  The  wearing 
of  low  shoes  both  in  winter  and  summer  will  conserve 
material.  A  more  extensive  use  of  fabrics  is  advo- 
cated. It  is  essential  that  there  should  be  an  in- 
creased demand  by  the  public  for  shoes  made  from 
leather  that  will  give  good  service,  but  which  is  pro- 
duced from  less  ex])ensive  hides.  Iliere  is  an  abun- 
dance of  leather  oi  this  type.  The  present  tendency 
is  like  forcing  the  milkman  to  deliver  all  cream,  which 
is  of  course  impossible.  Centering  the  demand  or 
style  on  any  one  leather  is  bound  to  maintam  a  hio-h 
level  of  prices  on  this  leather.  A  diversifies!  use  of 
leather  in  all  its  grades  should  be  encouraged.  On 
the  part  of  the  manufacturer  the  developing  of  a  bet- 
ter s])irit  of  co-operation  between  management  and 
men,  in  order  that  the  benefits  of  maximum  produc- 
tion might  accrue  to  all  interests.  This,  of  course, 
would  show  uj)  I)oth  in  lessening  of  cost  of  produc- 
tion and  greater  prosperity  and  hapi)iness  to  work- 
ers. It  is  not  to  the  advantage  of  the  industry  to  kill 
or  smother  the  art  of  shoe  designing,  which  has  ])ut 
our  industry  foremost  in  the  world,  but  radical 
changes  of  any  kind  at  this  time  are  tabooed. 


INDIA  EXPORT  DUTY 


It  is  the  sense  of  this  meeting  that  a  i)rotest  should 
be  made  against  the  action  of  the  Indian  Govern- 
ment in  giving  a  i)reference  of  10  per  cent,  to  tanners 
in  the  British  Empire  by  means  of  the  export  duties 
on  hides  and  skins  levied'  in  September  last.  'I^his  dis- 
crimination makes  it  impossi])le  for  .\nierican  glazed 
kid  tanners  to  obtain  40  per  cent,  of  their  nornjal  su])- 
ply  on  which  they  have  de])ended  for  the  past  thirtv 
years,  except  on  a  basis  of  10  per  cent,  above  the  cost 
of  this  material  to  British  tanners.  Moreover,  it  is  a 
blow  to  a  key  industry,  which  will  reflect  seriously 
against  reciprocal  trade  regulations  which  the  world 
so  much  desires  at  the  ])resent  time. 

And  it  is  recommended  that  the  .\llied  Council  and 
all  concerns  interested  in  the  production  of  leather  and 
shoes  take  up  this  matter  actively  with  their  senators 
and  re])resentati\-es  in  Congress  to  ha\e  this  discrim- 
inalion  renu)\-ed. 
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Annual  Meeting  of  Tanners'  Section,  Toronto 
Board  of  Trade— No  Possibility  of 
Cheaper  Leather  Yet 


A REMARKABLE  year  in  the  increase  in  prices 
in  the  tanning  industry  was  reported  for  1919 
by  Mr.  W.  J.  Heaven,  Chairman  of  the  Tan- 
ner's Section  of  the  Toronto  Board  of  Trade, 
at  the  annual  meeting  of  that  section  on  December  17. 
Starting  with  hide  prices  slightly  lower  than  the 
maximum  prices  during  the  latter  period  of  the  war, 
both  packer  and  hide  prices  advanced  until  in  April 
they  surpassed  any  prices  reached  during  the  war,  and 
in  July  had  reached  unprecedented  prices.  A  slight 
easing-  ofif  had  come  since  July,  he  said,  but  hide  prices 
still  remained  50  per  cent,  higher  than  at  the  beginning 
of  the  year,  and  calf  skins  almost  double  the  January 
quotations.  Prices  quoted  by  the  speaker  for  January 
were  29  cents  for  cattle  hides  and  34  cents  for  calf  hides 
and  for  July  55  cents  and  $1,  respectively. 

No  Cheaper  Leather  Yet 

Mr.  Heaven  declared  that  it  would  be  impossible 
for  a  reduction  in  the  prices  of  all  kinds  of  leather 
and  leather  goods  to  follow  the  present  reduction  in 


Mr.  John  Sinclair,  of  the  Barrie  Tanning  Co., 
elected  chairman  of  the  Tanners'  Section 
of  the  Toronto  Board  of  Trade 


hide  and  skin  prices.  This  was  because  the  prices  of 
leather  and  leather  products  have  never  become  com- 
mensurate with  the  high  hide  and  skin  prices  of 
last  summer,  and  because  there  are  immense  quantities 
of  leather  yet  to  come  out  of  the  yards  which  will  be 
made  from  hides  bought  at  the  top  prices.  Under  the 
latter  circumstances,  if  tanners  were  to  get  their  money 
back,  some  advance  on  recent  quotations  would  be 
necessary. 

The  (opinion  that  the  tanners  had  sent  prices  of 
leather  and  leather  goods  up  by  "the  exportation  of 
large  amounts  of  leather,  thus  leading  to  an  undue 
shortage  in  Canada,  was  not  borne  out  by  facts,  said 
Mr.  Heaven.  "The  tanners  generally  have  been  loyal 
to  the  Canadian  trade,  and  have  rejjcatedly  refused 


export  business  at  higher  prices  than  were  being 
asked  in  the  home  market  for  no  other  reason  than  to 
conserve  the  leather  for  domestic  consumption,"  he 
said. 

Officers  Are  Elected 

Officers  cjf  the  Tanners'  .Section  for  1920  were 
elected  as  follows :  Chairman,  John  Sinclair ;  First 
Vice-Chairman,  A.  O.  T.  Beardmore ;  Second  Vice- 
Chairman,  K.  D.  Marlatt ;  Secretary-Treasurer,  F.  G. 
Morley. 

Executive  Committee — A.  O.  Beardmore,  J.  C. 
Breithaupt,  G.  B.  Clarke,  Hon.  E.  J.  Davis,  W.  J. 
Heaven,  H.  B.  Johnston,  Theo.  King,  G.  C.  H.  Lang, 
C.  G.  Marlatt,  W.  G.  Parsons,  Chas.  Robson,  C.  O. 
Shaw,  C.  W.  Tobey,  S.  R.  Wickett. 

Legislation  Committee — R.  M.  Beal,  A.  O.  Beard- 
more, L.  J.  Breithaupt,  G.  B.  Clarke,  N.  D.  Clarke, 
Hon.  E.  J.  Davis,  W.  J.  Heaven,  H.  B.  Johnston,  C.  G. 
Marlatt,  W.  G.  Parsons,  Chas.  Robson,  C.  W.  Tobey, 
S.  R.  Wickett. 

Transportation  Committee — F.  C.  Beal,  S.  P.  Beal, 
A.  O.  Beardmore,  L.  O.  Breithaupt,  H.  L.  Daville,  W. 
J.  Heaven,  Theo.  King,  G.  C.  H.  Lang,  Jas.  McMillan, 
Frank  Rob.son,  S.  R.  Wickett. 


Winnipeg  Wholesaler  Honored  by  Manufac- 
turers and  Jobbers  of  Eastern  Canada 


MR.  J.  J.  Kilgour,  of  the  Kilgour,  Rimer  Co., 
Ltd.,  shoe  jobbers,  Winnipeg,  has  retired 
from  business,  having  sold  his  interests  to 
Mr.  T.  H.  Rieder,  Montreal.  In  order  to 
show  their  respect  to  Mr.  Kilgour,  popularly  known 
as  "Jim,"  the  shoe  manufacturers  and  jobbers  of  East- 
ern Canada  have  presented  him  with  a  very  fine  Bruns- 
wick gramaphone.  Among  the  subscribers  to  the  fund 
were  the  Kingsbury  Footwear  Co.,  Ltd.,  Montreal ; 
Tetrault  Shoe  Manufacturing  Co.  Ltd.,  Montreal ;  the 
James  Robinson  Co.  Ltd.,  Montreal  :  Dufresne  & 
Locke,  Ltd.,  Montreal ;  J.  H.  Hewetson,  Brampton, 
Ont. ;  Theo.  Mayer,  Montreal ;  Gagnon,  Lachapelle  & 
Hebert,  Montreal ;  Aird  &  Son  Regd.,  Montreal ;  St. 
Henry  Shoe  Co.,  Montreal ;  John  Ritchie  Co.  Ltd., 
Quebec;  Blachford,  Davies  &  Co.,  Ltd.,  Toronto; 
Hurlbut  Shoe  Co.,  Preston,  Ont. ;  Duchaine  &  Per- 
kins, Quebec ;  Great  West  Felt  Co.,  Ltd.,  Elmira, 
Ont. ;  Tillsonburg  Shoe  Co.,  Tillsonburg,  Ont. ;  Un- 
derbills, Ltd.,  Barrie,  Ont. ;  Weston  Shoe  Co.,  Ltd., 
Kitchener,  Ont. ;  Independent  Rubber  Co.,  Merritton, 
Ont.;  A.  E.  Marois,  Ltd.,  Quebec;  Clark  Bros.,  St. 
Stephen,  N.  B. ;  Solid  Leather  Shoe  Co.,  Preston, 
Ont. ;  Oscar  Rumpel,  Kitchener,  Ont. 

■  'A  silver  plate  was  attached  to  the  gramaphone 
stating  that  the  instrument  was  presented  on  behalf 
of  the  Eastern  Canada  shoe  manufacturers  a^nd  job- 
bers, and  expressing  the  best  wishes  of  the  subscrib- 
ers, whose  names  were  given. 

Mr.  Kilgour  has  written  to  Mr.  P.  Doig,  sales  man- 
ager of  the  Tetrault  Shoe  Mfg.  Co.  Ltd.  (who  with 
Mr.  C.  Davies  of  Blachford,  Davies  &  Co.  Ltd.,  was 
responsible  for  the  arrangements)  expressing  his 
thanks  for  the  gift  and  for  the  good  feeling  which 
prompted  it. 
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The  Montreal  Home  of  Aird  &  Son 

Mr.  Narcisse  Gagnon  Learned  Shoemaking  from  his  Father  and  at  the  Age  of 
Fifteen  Went  to  Work  in  a  Factory— Was  Later  a  Retail  Shoe  Dealer — 
Now  the  Owner  of  a  Plant  Turning  Out  2,500  Pairs  of  Shoes  a 
Day— Annual  Turnover  a  Million  and  a  Half  Dollars 


IF  one  could  trace  the  history  of  many  of  our 
large  shoe  manufacturing  firms  it  would  be  found 
that  the  origin  was  of  a  very  modest  character. 
The  businesses  have  been  established  by  men  of 
grit  and  perseverance,  who,  beginning  in  a  small  way, 
have  achieved  success  by  overcoming  obstacles  which 
may  now  seem  trivial,  but  which  in  the  early  days 
were  serious  enough.   Sometimes  the  start  was  in  a 


Mr.  Narcisse  Gagnon, 
President  ot  Aird  &  Son,  Montreal. 


very  small  factory,  and  with  very  limited  financial 
resources,  but  gradually  the  barriers  were  surmount- 
ed, the  output  increased,  and  the  factory  enlarged. 
The  commercial  prosperity  of  Canada  has  no  doubt 
aided  the  expansion  of  such  firms,  but  the  opportuni- 
ties thus  provided  would  have  been  valueless  had 
there  not  been  the  ability  to  lay  hold  of  the  trade 
openings  thus  presented. 

Aird  &  Son,  manufacturers  of  McKays  and  turns 
in  women's  misses,  children's  and  infants  lines,  (On- 
tario Street  East,  Montreal,  is  an  example  of  a  firm 
which  has  grown  from  a  very  small  beginning  to  one 
of  the  largest  makers  of  footwear  in  Canada. 

Started  as  a  Retailer 

Mr.  Narcisse  Gagnon,  the  owner  of  the  firm,  is 
one  of  the  few  men  who  have  been  shoe  retailers  as 
well  as  manufacturers.  Born  in  Rimouski,  P.O.,  in 
1860,  he  commenced  very  early  in  life  to  learn  the 
shoe  business.  His  father  was  a  maker  and  repairer 
of  shoes,  and  Mr.  Gagnon  was  taught  the  business. 
At  fifteen  years  of  age  he  wisnt  to  Ouebec,  where  he 
worked  in  the  factories  of  Paul  Couture,  and  Wood- 
ley,  and  Bothrell.  After  this  he  removed  to  Montreal ; 

*The  fifth  of  a  series  describing  prominent  Canadian  shoe  factories 
and  tanneries. 


going  still  further  afield,  he  went  to  I^ynn  and  Hav- 
erhill, and  worked  in  the  factories  of  P'arnswortli, 
Smith,  and  Jennings  &  Spaulding.  He  returned  to 
Alontreal  in  1880,  and  after  five  years,  commenced  in 
business  as  a  retail  shoe  dealer,  a  position  he  occu- 
pied for  14  years.  He  had  a  repairing  department,  and 
also  made  shoes  to  order.  During  his  stay  in  Mon- 
treal as  an  operative  he  worked  for  the  following 
firms — Messrs.  Cannon,  J.  B.  Rolland,  Linton,  Mac- 
Laren  Whitham  and  R.  McCready. 

From  being  a  retailer  he  entered  into  the  manu- 
facturing, and  became  familiar  with  the  various  de- 
tails of  this  end  of  the  industry.  In  1899  he  purchased 
the  business  of  Aird  &  Son,  which  was  carried  on  in 
a  small  factory  on  St.  Timothee  Street.  Success  at- 
tended this  venture,  and  the  trade  grew  to  such  an 
extent  that  it  was  necessary  to'  erect  a  larger  factory 
on  the  same  street.  In  1912  this  was  again  found 
inadequate  and  a  very  large  factory  was  built  at  482- 
84  Ontario  Street  East.  This  is  on  a  site  59  x  140 
feet,  and  consists  of  a  basement  and  four  storeys. 
The  daily  capacity  is  2500  pairs,  employing  300  hands, 
and  the  annual  sales  total  about  $1,500,000.    In  1917 


The  modern  four-storey  factory  of  Aird  &  Son,  482-484  Ontario 
Street  East.  Montreal. 

the  factcjry  had  the  largest  ()ut;)Ut  t>l  an\  factorv  in 
C  anada.  The  goods  are  suld  from  coast  to  coast 
through  jo])bers  only.  The  factorv  is  ecpiipped  with 
sprinkler  and  fire  alarm  systems,  has  two  freight  ele- 
\ators,  and  is  operated  by  electricity. 

Naturally  the  business  has  not  been  built  up  with- 
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Part  of  the  Upper  Leather 
Cutting  Room.  In  this  de- 
partment the  leather  is  sort- 
ed and  stored  in  racks  until 
required.  Patterns  are  first 
cut  in  paper  and  then  in 
metal.  Shelves  on  the  right 
contain  stock  patterns. 


out  encountcriiiL;'  difficulties,  and  it  is  a  tril)Ute  tn 
Mr.  Gagnon  and  thuse  associated  with  him  that  to- 
day the  firm  can  l)e  reckoned  as  one  of  the  foremost 
factors  in  the  shoe  industry  of  Canada. 

Mr.  Gagnon  has  three  l)rothers  in  the  slioe  mak- 
ing' lousiness  in  Montreal :  Mr.  Theo.  Gagnon,  of 
(iagnon,  Lachapelle  &  Hebert;  Mr.  Jules  Gagnon,  of 
LaParisienne  Shoe  Co.;  and  Odclon  (Iagnon,  a  shoe 
jobber. 

The  McKay  Process 
The  McKay  sewing  machine,  or  the  Blake  mach- 
ine, as  it  is  known  in  England,  was  invented  by  Ly- 
man Blake,  in  1858.  It  was  a  very  crude  foot  ]Knver 
machine,  which  was  improved  and  placed  on  the  mar- 
ket by  (iordon  McKay,  and  became  known  as  the 
McKay,  which  was  the  first  commercial  machine  for 
sole  sewing".  By  this  process  the  shoe  is  sewn  through 
and  through,  one  fastening  attaching  sole,  upjjer,  and 
insole  together,  l^y  the  (ioodyear  welt  o])eration,  the 
welt  and  upper  are  first  attached  to  the  insole  bv  a 


curved  needle,  which  does  not  go  through  the  inner 
sole.  The  outer  sole  is  afterwards  attached  to  the 
welt  by  a  separate  stitching  operation  with  a  needle, 
making  a  lock-stitch. 

The  leather  is  recei\  ed  at  the  back  of  the  factory 
of  Aird  and  Son,  the  sole  leather  being  stored  in  a 
basement,  except  that  required  for  immediate  use. 
which  is  sent  on  an  elevator  to  the  sole  leather  cut- 
ting department.  The  ujjper  leather  is  sent  to  the 
upper  leather  cutting  room,  where  it  is  sorted  and 
stored  in  racks,  acording  to  (|uality,  etc.  .After  being 
graded  the  leather  goes  to  the  cutting  room  on  the 
top  floor;  here,  with  the  linings,  it  is  cut  according 
to  pattern,  the  \-arious  ])atterns  also  being  made  in 
this  department.  The  patterns  are  first  cut  in  i)a]>er 
and  then  in  sheet  iron.  On  the  same  fioor  are  the 
skiving  and  perforating  machines;  the  former  skive, 
by  circular  knives,  the  edges  of  the  leather,  while  the 
perforating  machines  do  all  that  is  necessary  in  the 
way  of  ornamental  jjerforations.   The  ne.xt  oj^eration 
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Turn  making  department  in 
t'.ie  Aird  factory.  Turns  are 
being  last:d  on  both  sides 
in  the  forepart  of  this  pic- 
ture. 


is  fitting,  this  department  adjoining-  the  upper  leather 
cutting  room.  A  feature  is  tliat  e\ery  machine  has 
its  own  electric  light  ecpiipped  with  a  flexible  tube, 
so  that  it  can  be  placed  over  any  ])art  of  the  machine. 
In  the  fitting  room,  the  linings,  tops,  and  vami)s  are 
sewn  together,  the  machine  being  so  arranged  that 
unnecessary  handling  is  avoided.  When  the  final 
operation  of  \-am])ing  is  done,  the  stays  ha\'e  been  put, 
and  the  hooks  and  e}'elets  attached,  the  linings  and 
the  various  parts  are  fitted  and  sewn.  The  completed  up- 
l)ers  are  placed  in  large  baskets,  with  the  ])roper  tick- 
ets attached,  and  are  sent  to  the  lasting  room  on  the 
floor  below. 

Lasting  Room 

The  lasting  room  is  the  i)i\  ot  of  the  manufacture 
of  shoes  l)v  machinery.  In  some  respects,  the  mak- 
ing of  McKays  resemf-ile  that  of  welts,  many  (;f  the 
same  machines  being  used.  After  the  inner  sole  has 
been  tacked  on  and  the  box  toe  and  counters — the 
leather  counters  are  made  by  the  firm — ])ut  in  ])lace. 
the  shoe  goes  to  the  ])ulling-over  machine,  one  of 
the  most  ingenious  machines  e\-er  invented  for  any 
industry.   This  ])ulls  the  upper  over  the  last,  drawing 


the  leather  ti.i^htiy  around  the  last,  after  which  the 
up];er  and  the  inner  sole  are  tacked  together,  thus 
making  them  ready  for  the  lasting  operation,  after 
which  the  shoe  is  allowed  to  dry  on  the  last  48  hours. 
The  next  operation  is  tacking  on  the  outer  sole,  which 
is  then  sewed  to  the  upper,  double  threads  and  a  very 
durable  stitch  being  used.  The  sewing  is  done  through 
a  channel  in  the  sole,  the  channel  having  l)een  pre- 
\iously  cut  in  the  process  of  preparing  the  sole. 
Cement  haxing  been  brushed  intcj  the  channel  and 
allowed  to  set,  the  channel  is  closed  by  a  bevelling 
machine,  which  also  gives  the  sole  the  proper  shai)e 
and  makes  the  shoe  compact.  The  heel  is  now  put  on, 
all  the  nails  being  driven  by  one  operation  and  clinch- 
ed inside  the  shoe.  The  heel  is  trimmed  by  machinery, 
a  rapidly  revoh'ing  knife  cutting  away  all  surj^lus 
stock.  Different  knives  are  used  according  to  the 
style  of  heel  desired.  In  the  finishing  department,  the 
edges  of  the  sole  are  trimmed,  the  sole  and  heel  sand- 
]:)apered,  and  other  finishing  i)rocesses  applied  with 
brushes,  so  as  to  give  the  edges  a  burnished  ajjpear- 
ance. 

The  sole  leather  cutting  room  is  on  the  next  floor. 


Portion  of  the  upper  fitting 
room.  The  girl  in  the  fore- 
ground is  trimming  uppers. 
Note  the  extremely  good 
light,  there  being  windows 
on  three  sides  and  a  sky- 
light overhead. 


44 


FOOTWEAR    IN  CANADA 


January,  1920 


Mr.  F.  X.  LeBlanc, 
General  Manager  of  Aird  &  Son 


Mr.  Emile  Gagnon, 
Assistant  Manager  of  Aird  &  Son. 


The  leather,  on  being  received,  is  cut  on  a  beam  cut- 
ting machine  to  various  sizes,  according  to  gauge, 
and  put  into  stock.  Before  being  used  is  put  into  a 
bath,  which  softens  the  material ;  after  this  it  is 
rolled  and  skived  for  the  purpose  of  taking  off  the 
flesh.  The  sole  is  cut  to  shape  and  size  on  a  rounding 
machine,  which  has  a  rotary  motion,  and  which,  by 
means  of  a  knife  cuts  the  leather  to  a  shape  and  size 
to  conform  to  a  pattern  around  which  the  knife  passes, 
the  leather  being  placed  on  the  top  of  the  pattern, 
and  held  in  place  there.  The  inner  soles  are  cut  by 
means  of  dies  and  a  beam  machine.  In  preparing  the 
soles  a  channel  is  cut,  in  order  to  receive  the  thread 
used  in  sewing-  on  the  outer  sole  in  the  making  room. 
Heel  board,  extensively  used  as  a  substitute  for  the 
leather  in  the  lower  lifts,  is  cut  on  another  machine. 
The  heels  are  built  up,  with  the  two  top  lifts  of 
leather,  the  top  lifts  being  cut  by  hand  dies.  Slip 


soles  are  cut  on  a  beam  machine,  skived,  cemented 
to  the  other  ])ortion  of  the  soles,  and  then  pressed  to- 
give  them  shape.  All  the  soles  are  kept  in  boxes, 
with  the  register  number,  ready  to  be  sent  to  the 
making-room  when  required.  The  soles  are  prepared 
according  to  needs  of  the  making  room,  the  foreman 
of  that  department  sending  a  requisition  to  the  sole 
cutting  room  as  soon  as  he  receives  the  register  num- 
bers of  the  u])pers  from  the  making  room. 

Turn  Shoe  Department 

Aird  &  Son  have  also  a  turn  department  on  the 
same  floor  as  the  sole  cutting  room.  First  of  all, 
the  sole  and  the  upper,  the  latter  turned  inside  out, 
are  tacked  on  the  last,  and  then  the  sole  and  the  up- 
per are  sewed  together  by  the  Goodyear  welt  and 
turn  sewing  machine.  After  that  the  operative  with- 
draws the  last  and  turns  the  shoe  the  right  side  out. 


A  section  of  the  sole  lea- 
ther cutting  room  of  Aird 
&  Son.  The  machines  in 
Ihe  foreground  are  beam 
cutting  machines  working 
on  innersoles. 
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The  advantage  of  this  process  is  that  the  shoe  is 
made  very  flexil)le.  The  last  is  reinserted  and  the 
shoe  goes  through  the  various  heeling  and  finishing 
operations. 

The  ground  floor  is  devoted  to  the  treeing  de- 
partment, where  the  sock  linings  are  put  in,  the  shoes 
examined,  and  any  minor  defects  made  good.  The 
soles  are  also  stamped  and  the  shoes  are  then  com- 
plete. After  being  packed,  the  goods  are  shipped, 
this  section  being  adjacent  to  the  treeing  room. 

Offices  and  Sample  Room 

The  offices  are  on  the  same  level,  and  include  an 
etensive  sample  room  and  the  private  office  of  Mr. 
Narcisse  Gagnon.  In  order  to  facilitate  the  work, 
full  instructions  are  made  out  on  a  large  cardboard 
sheet,  perforated.  This  contains  particulars  of  the 
number,  buyer's  number,  sample  number,  price,  and 
a  complete  description  of  the  job.  The  larger  portion 
of  the  sheet  goes  to  the  making  room,  and  as  the 
work  is  by  piece  each  operative  retains  his  portion, 
and  turns  it  into  the  office  for  the  wages  to  be  made 
up.  Two  other  portions  of  the  sheet  go  to  the  fit- 
ting room,  one  to  the  sole  leather  room,  and  the  fifth 
to  the  cutting  and  lining  department. 

A  large  part  of  the  machinery,  'including  button 
hole  machines,  was  supplied  by  the  United  Shoe  Ma- 
chinery Co.  of  Canada,  Ltd..  Montreal ;  a  button  hole 
machine  by  the  Reece  Button  Hole  Machine  Co., 
Chicago ;  while  sewing  machines  are  of  the  Singer, 
Peerless  and  Union  Special  make. 

Mr.  F.  X.  Leblanc  is  the  general  manager,  and 
Mr.  Emile  Gagnon,  assistant  manager.  Mr.  Wilfrid 
Gagnon  is  also  associated  with  the  business. 


Keep  Your  Show  Windows  Clear  During 
the  Cold  Winter  Months 


ONE  of  the  biggest  worries  of  the  merchant  in 
the  winter  is  to  find  a  way  to  keep  his  windows 
from  frosting.  Isn't  it  extremely  discouraging 
to  spend  hours  in  putting  in  a  good  trim,  then 
come  down  in  the  morning  and  find  the  windows  cov- 
ered over  with  Jack  Frost's  mantle  of  white,  covering 
it  in  such  a  way  that  the  merchandise  can  not  be  seen 
for  days  ? 

There  are  a  few  temporary  remedies  for  overcom- 
ing frosted  show  windows  which  work  out  with  some 
satisfaction . 

One  is  to  wash  the  window  several  times  a  day 
with  wood  alcohol  or  alcohol  and  water. 

These  ingredients  are  also  used :  Glycerin  and  wa- 
ter ;  ammonia  and  salt  water. 

Some  have  tried  spreading  a  thin  layer  of  paste 
over  the  window  glass  made  of  water,  glycerin,  white 
candy  and  sugar  in  equal  parts,  mixed  with  a  small 
quantity  of  coumarin  (which  is  camphor  derived  from 
the  tonka  bean).  These  materials  may  be  obtained 
in  your  local  drug  store. 

This  will,  in  many  cases,  prevent  the  precipitation 
of  moisture  and  frost  on  the  glass  and  the  window 
will  be  left  clear. 

Spread  it  on  with  a  soft  rag  or  brush,  which  will 
not  dim  the  window  at  all  after  it  is  dry.  One  layer 
will  last  for  several  days. 

When  the  weather  is  mild  and  the  window  sweats 
and  frosts  slightly,  the  trouble  can  sometimes  be  reme- 
died by  using  an  electric  fan. 


Put  the  fan  at  one  end  of  the  window  and  let  it 
throw  a  strong  current  of  air  on  the  surface  of  the 
glass.  Streamers  of  bright  colored  ribbon  may  be  tied 
to  the  framework  of  the  fan.  These  streamers  will  be 
kept  in  motion,  thus  adding  to  the  attention  which  the 
display  will  attract. 

Ther  is  only  one  successful  way  to  prevent  win- 
dows from  frosting  in  the  cold  weather,  and  that  is  to 
have  an  enclosed  background  and  ventilator  similar 
to  the  one  we  illustrate. 

Here  are  the  advantages:  It  keeps  dust  and  flies 
out  during  the  summer ;  it  is  essential  for  good  dis- 
play ;  it  helps  keep  the  frost  off  the  window  in  winter 
because  of  the  ventilator. 

The  ventilator  consists  of  an  ordinary  stove  pipe 
elbow  and  the  regular  ventilator  jjlate  which  is  in 
common  use  in  the  home. 

How  to  Install  the  Ventilator  in  Your  Window 

Cut  a  hole  under  the  glass  in  the  bulkhead  on  the 
outside  and  make  another  opening  in  the  floor  next  to 
the  glass  on  the  inside  of  the  window  (see  illustra- 
tions "a"  and  "b").  This  shows  how  the  cold  air  from 


the  outside  enters  the  window  and  reduces  the  tem- 
perature of  the  window  to  that  of  the  street. 

Both  ends  of  the  elbow  should  be  covered  with  a 
fine  wire  screen  to  keep  out  dust  and  insects  during 
the  summer  months. 

The  opening  on  the  inside  should  be  covered  with 
a  fine  wire  screen  to  keep  out  dust  and  insects  during 
the  summer  months. 

The  opening  on  the  inside  should  be  covered  with 
a  fine  gauge  or  muslin  to  eliminate  all  chances  of  any 
foreign  matter  entering  the  window. 

The  opening  should  then  be  finished  oft"  with  the 
little  iron  ventilators,  which  can  be  purchased  in  any 
hardware  store  at  a  nominal  sum  (see  illustrations 
"c"and"d"). 

After  the  stove  pipe  is  placed  in  position  it  should 
extend  about  an  inch  or  so  beyond  the  opening.  By 
taking  a  pair  of  tin  snips  the  edge  of  the  pipe  can  be 
cut  and  bent  back  (see  illustration  "e")  .  By  cutting 
the  stove  pipe  in  this  manner  and  bending  back  the 
cuts  as  shown,  same  can  be  tacked  and  hold  the  stove 
pipe  more  firmly  in  position. 

The  working  principle  of  the  ventilator  is  as  ])lain 
as  can  be.  The  temperature  in  the  window  being  near- 
ly the  same  as  the  outside,  and  the  enclosed  back- 
ground as  nearly  air-proof  as  possible,  prevents  con- 
densation, so  that  there  is  no  way  for  frost  glass. 
One  ventilator  to  a  window  will  suffice. 

The  advertising  value  of  a  drv,  clear  window  on 
blustery,  cold  winter  days  is  obvious,  particularlv  in 
those  climates  where  it  seems  all  windows  get  frosted 
up  with  the  least  provocation. 

Try  it  out  and  see. 
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Prosperous  Towns  Mean  a  Prosperous 
Canada 

One  Way  to  Combat  the  Mail-Order  Evil  is  for 
Every  Merchant  to  be  a  Town  Booster— 
If  a  Town  is  Worth  Living  in  it's. 
Worth  Pushing 

  By  E.  M.  Trowern'   

Tl  I  ICRE  are  very  few  people  in  Canada  who  liavc 
not  heard  the  argument  used,  that  in  order  to 
pay  our  national  debt  we  must  produce  more 
goods,  whether  they  are  from  the  forest,  the 
mine,  the  field  or  the  sea.  Th?  object  is  to  exchange 
these  g(jods  for  other  goods  that  we  recpiirc  but  which 
we  cannot  produce.  The  more  goods,  therefore,  that 
Canada  can  produce  the  richer  she  becomes,  and  the 
richer  that  she  becomes  the  better  business  place  it 
is  for  those  who  live  here.  If  the  above  argument  is 
sound  for  Canada  as  a  whole  it  should  also  be  sound 
for  any  part  of  Canada. 

Competition  among!  nations  is  the  strongest  incen- 
tive toward  progress.  The  Canadian  people  are  proud 
of  Canada  because  of  the  ideals. she  has  set  up,  and 
she  is,  therefore,  proud  of  her  flag  and  proud  of  her 
race.  This  is  th.'  incentive  for  higher  development. 
To  build  uj)  Canada  we  must  do  as  all  sane  men  would 
do  in  their  own  private  business;  they  must  build  up 
their  treasury  and  so  must  build  up  the  Canadian 
treasurv.  Hundreds  of  millions  of  d(jllars  in  the  treas- 
ury of  any  foregin  country  are  of  no  use  to  the  Canad- 
ian treasury  unless  we  can  get  some  of  it  by  exchang- 
ing our  products  for  it.  If  the  world  was  the  one  great 
commonwealth  and  there  was  only  one  treasury,  we 
would  become  dormant  through  want  of  competition, 
and  we  would  become  lost  through  enormity.  Com-- 
petition  is  the  mainspring  that  forces  us  on  toward 
higher  ideals.  This  is  true  in  every  position  in  life. 
The  citizens  of  every  city,  if  they  are  liap])y  and  con- 
tented, take  a  pride  in  their  surroundings.  They  want 
their  city  to  be  fhe  best  in  Canada,  and  they  strive 
toward  that  end.  This  produces  a  healthy  rivalry, 
and  so  it  is  with  the  towns  and  villages  of  Canada. 

Competition  Should  be  Encouraged 

h'ollow  the  argument  a  little  further,  and  competi- 
tion among"  the  citizens  for  better  homes  ])roduces  a 
variety  and  style  that  lends  a  charm  to  life,  and  which 
could  not  be  found  where  every  house  was  built  after 
the  same  ])lan  and  of  the  same  style  of  architecture.  If 
legitimate  ccjmpetition,  therefore,  is  an  adxantageous 
incentive  among  nations,  cities,  towns,  villages  and 
individuals,  it  must  be  encouraged  and  not  d:\stroyed, 
providing  it  receives  no  special  privileges  and  does  not 
undertake  to  take  advantage  of  its  position. 

Wherever  there  is  prcjs])  -rity  there  is  usually  pro- 
gress. Pros])erity  is  not  always  re])resented  in  dollars 
and  cents.  If  it  were  so  and  all  the  dollars  and  cents 
in  Canada  g(;t  into  the  hands  of  two  ])eo])le,  no  one 
could  say  that  Canada's  ])rosperity  was  impaired  if  the 
amount  this  year  remained  the  same  as  last  year,  or 
was  somewhat  greater,  but  if  this  condition  was  pro- 
duced we  would  begin  to  sc.'  evidences  of  lack  of  ])ros- 
jH-rity  all  around  us. 

Is  the  Money  Staying  in  Town? 

in  making  a  survey  of  all  the  towns  and  xillages 
throughout  Canada,  can  any  one  say  thai  they  see 

'.Si-crclai  y.  I  Jonii|]ii)ii  I'.xci  iil  i\ c  Ciniiicil,  the  Kctail  McT-cliaiils'  As- 
H'jcialiijii  of  ('auaila,  Oltawa. 


great  evidences  of  |)ros])erity.  Can  they  see  more 
stores  being  built  or  new  additi(Mis  to  (jld  (jnes?  Is 
there  more  paint  used  than  formerly  on  the  store 
fronts?  Are  the  stocks  doubling  u])  or  kee])ing  ])ace 
with  the  p(;pulation?  Is  there  a  general  ai)pearance  of 
])ros|)erity  all  around?  Are  there  more  and  better 
pavement^-;,  b  'tter  fire  fighting  ajjpliances,  nujre  con- 
tented civic  employees,  better  paid  public  school 
teachers,  etc?  If  not,  why  not?  Could  it  be  because  of 
the  lack  u{  ])ride  in  the  tcnvn  or  village?  Is  the  money 
that  is  paid  to  the  farmers  xjr  i)roducers  ])assing 
through  the  town  or  \illage  and  circulating  so  that  all 
engaged  therein  can  have  an  (;pi)ortunity  of  being  re- 
warded f(jr  their  services,  or  is  the  money  going  direct 
to  one  or  two  large  mail  order  hcnises  himdreds  of 
miles  awa}',  and  starving  the  trade  of  the  tcjwn  ? 

Take  the  actual  trade  and  business  out  of  a  town 
and  you  reduce  its  jjower  to  ])ay  tax?s.  Taxes  can  only 
])e  i)aid  by  those  who  have  money  t(j  ])ay  them.  Men- 
dicants and  beggars  never  ])ay  taxes.  Every  retail 
merchant  who  has  a  store  in  a  town  should  make  it  a 
rigid  rule  to  buy  all  the  things  he  recpiires' from  his 
fellow  retail  merchants  in  the  t(jwn.  If  the  goods  you 
want  are  not  in  stock  leave  your  order  and  encourage 
your  fellow  retail  merchant  to  stock  them.  If  retail 
merchants  themselves  ])atroni/-e  and  encourage  mail 
order  catalogue  hotjses,  how  can  they  complain  if 
others  do  the  same  thing. 

Be  a  Town  Booster 

If  you  want  your  town  to  thrive  you  must  kee]) 
your  money  in  local  circulation.  You  must  constitute 
yourself  a  town  booster.  Canada's  continued  prosper- 
ity depends  upon  her  live  u])-to-date  towns.  It  is  far 
better  to  have  eight  million  happy  and  contented  peo- 
ple in  Canada,  all  having  enough  work  to  keep  them 
busy  and  sufficient  salaries  to  enable  them  to  lay  some- 
thing away  for  a  rainy  day,  than  it  is  to  have  thous- 
ands out  of  employment,  thousands  receiving  starva- 
tion wages,  thousands  in  the  poor  houses,  and  a  few 
living  in  luxury  and  abundance.  The  more  active, 
energetic  towns  that  we  have  the  more  equitable  will 
be  the  distribution  of  wealth. 

Canada's  future  depends  upon  the  pros])erity  of 
her  towns  and  village^.  If  the  towns  and  villages  of 
Canada  decline,  Canada  will  also  decline.  If  you  want 
your  town  to  die,  take  your  money  out  of  circulation 
and  send  it  away  to  a  mail  order  house.  If  you  want  a 
thriving,  up-to-date  place  where  people  love  to  congre- 
gate, be  a  town  booster;  take  an  interest  in  the  stores 
in  your  town;  encourage  those  who  keep  clean,  com- 
fortable hotels,  where  commercial  travellers  can  stay 
with  comfort  and  obtain  good  meals.  If  you  have  a 
local  paper,  weekly  or  daily,  subscribe  to  it,  and  if  you 
are  a  merchant  or  a  manufacturer  advertise  in  it  and 
see  that  the  proprietor  keeps  everlasting  boosting  your 
town.  If  it  is  worth  living  in  it  is  worth  boosting; 
if  it  is  not  worth  living-  in  we  would  advise  you  to  move 
out  as  (piickly  as  possible  and  give  place  to  better  men. 


Styles  recommendations  for  next  spring  and  sum- 
mer by  the  National  Cloak,  Suit  and  Skirt  Manufactur- 
ing Association,  which  met  in  Cleveland,  recently,  call 
for  short  skirts — seven  to  nine  inches  from  the  floor 
for  women  and  10  inches  from  the  floor  for  misses. 


The  ])rinter,  especially  in  small  towns,  is  inclined 
to  the  use  of  too  much  ornamentation — flub-dub  and 
so  on.      Ttie  I)est  ads  are  the  plainest. 
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How  Much  Should  You  Spend  for  Advertisin: 

Five  Different  Methods  Used  for  Determining  the  Proper  Amount,  But  Only  One 
Seems  to  be  Safe — What  Forms  of  Advertising  Should  You  Use? 
Expert  Says  75  Per  Cent,  of  Appropriation  Should 
be  Used  in  Newspapers 


H()\\'  much  sliould  you  spend  for  adverti^in;-^' •'' 
— How  should  you  estimate  and  figure  your 
approportion  ?  What  forms  of  advertising 
should  your  use?  These,  and  several  other 
angles  were  discussed  by  Jesse  M.  Joseph,  proprietor 
of  the  Jesse  M.  Joseph  Advertising  Agency  of  Cin- 
cinnati, in  his  address  "How  Much  Should  a  Retail 
Specialty  Store  Spend  for  Advertising"  to  the  mem- 
bers of  the  Advertisers'  Division  of  the  Milwaukee  As- 
sociation of  Commerce. 

"Advertising  nowadays  is  a  science.  It  is  based 
upon  logic  and  psychology  ;  common  sense  and  true 
business  information.  There  is  no  'hokus-pokus'  about 
it  and  there  is  no  question  as  to  its  ultimate  result. 
I  do  not  mean  to  say  that  if  a  firm  advertises  it  is 
sure  to  succeed,  nor  do  I  mean  to  assume  that  a 
firm  which  does  not  advertise  must  fail — but  know- 
ing as  well  as  we  do  that  successful  firms  do  adver- 
tise, it  seems  self  evident  to  me  that  the  proper  kind 
of  pul)licit\-  will  helj)  any  firm  in  any  line  of  business 
to  make  more  certain  of  its  ultimate  success. 

An  Investment  of  Expense 

"In  all  my  experience,"  said  Mr.  Joseph,  "no  one 
yet  has  ever  asked  me  how  much  shall  I  spend  for  ad- 
vertising— they  always  say— How  little  dare  I  spend 
on  advertising  to  make  it  pay  ?  In  other  words,  if 
you  are  to  do  any  advertising,  will  it  prove  an  invest- 
ment or  another  added  expense? 

"In  all  my  experience,  during  which  time  I  have 
had  to  show  results  for  something  like  250  retail 
stores  in  some  30  different  lines  of  business,  I  have 
come  into  contact  with  five  difl^erent  methods  .used 


in  determining  how  much  to  spend  for  advertising, 
with  varying  success.  I  am  going  to  place  them  all 
in  front  of  you  and  point  out  their  weak  points. 

"For  want  of  a  better  name,  we  will  call  the  first; 
method — 'the  rent  basis'. 

"Most  merchants  pay  rent — some  play  "auction".  It 
might  seem  queer  to  you  that  a  merchant  should  ar- 
bitrarily set  aside  an  amount  precisely  equivalent  to 
his  rent  each  year  for  ])ublicity.  it  is  queer!  l!ut  let 
me  tell  you  that  the  merchant  who  thinks  as  much 
of  his  advertising  investment  as  he  does  of  his  roa! 
estate  investment  will  surely  get  somewhere  because 
he  is  started  on  the  right  road  towards  making  his 
store  agreeably  known  to  his  prospective  customers. 
For  example,  if  you  will  bring  before  your  mind's  e\  e 
the  various  retail  stores  of  your  acquaintance  and  ti-y 
to  estimate  their  advertising  expenditures  you  will 
find  quite  a  number  who  spend  approximateh  the 
same  amount  for  advertising  as  they  do  for  renc — i'Ul 
from  a  scientific  standj^oint  "rent  is  rent'  and  "adver- 
tising should  be  advertising'.  The  landlord  fixes  the 
rent  but  your  volume  of  business,  your  margin  of  pro- 
fit, your  methods  and  your  policies  are  the  only  proper 
basis  for  figuring  your  appropriation.  The  amount 
of  your  rent  is  invariable,  according  to  your  leasehold 
— but  the  amount  of  your  advertising  varies  each 
year. 

""First  of  all  rent  represents  an  appropriation  with- 
out regard  to  data  or  conditions.  If  a  man  is  starting 
in  business  and  has  no  data  of  his  own  ;  or  if  he  con- 
ducts that  kind  of  a  store  which  merelv  requires  an 
arbitrarv  sum  to  be  laid  aside  for  good- will — that  man 
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say  the  average  man  Kas  tiut  six 
years  to  buy  the  wearables  he  real'y 
wants—  from  18  when  mother  leaves  off. 
to  24  when  wifie  starts.  So  here  are  the 
shoes  for  the  Era  of  Freedom  -  differer  t. 
and  they  show  it  in  their  swaggering 
affectations.  Liked  by  youngsters  and 
oldsters,  and  noticed   by  feminine  eyes. 


Types  of  attractive  advertising  by  United  States  shoe  stores.  The  Andrew  Alexander  advertisements  have  been  produced  several  times 
before  in  Footwear  in  Canada,  but  they  have  a  style  of  layout  that   seems  to  get  the  eye  immediately — furthermore,   the  reading  matter 

is  interesting  and  different. 
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may  find  l)y  'l)lind  luck'  and  coincidence  that  the 
equivalent  of  his  rent  judiciously  used  is  precisely 
the  sum  he  should  have  spent,  but  there  are  many 
outside  influences  which  might  materially  change  his 
fixed  basis,  for  instance — 

Influences  Changing  Figuring  Basis 

"First — suppose  the  trend  of  trade  is  in  another 
direction  and  he  holds  a  long,  expensive  lease  on  his 
location. 

"Secondly — suppose  the  street  cars  have  been  re- 
routed, causing  certain  localities  to  improve  wonder- 
fully and  others  to  deteriorate  materially. 

"Suppose  a  new  or  old  competitor  should  begin  to 
advertise  extensively  and  with  exceptionally  good 
merchandise. 

''Suppose  your  location  should  be  vastly  improved 
by  a  boom  in  population  or  an  influx  of  transients  or 
l)ermanent  trafific  past  your  door. 

"The  appropriation  based  upon  your  rent  may  be 
far  too  small  for  the  volume  of  business  which  might 
be  done  if  you  increased  it. 

"On  the  other  hand,  I  have  in  mind  a  company 
o])erating  a  chain  of  240  stores.  Suppose  they  paid 
$50  a  month  rent  for  each  store  on  an  average  and 
figured  their  advertising  appropriation  on  their  rental 
basis.  They  would  be  spending  $12,200  per  month  or 
nearly  $150,000  a  year,  which  would  be  far  in  excels 
to  whaL  they  should  spend.  So  you  see  the  rental 
basis  may  be  all  right  as  a  guess  under  certain  condi- 
tions, but  will  not  answer  as  a  definite  basis  for  i)lai'i- 
ning  your  advertising  appropriation. 

"Let  us  turn  to  the  second  method,  which  we  wili 
call  the  discount  method. 

"Some  merchants,  i)articularly  among  large  oper- 
ators, set  aside  trade  discounts  for  advertising. 
These  firms  might  also  obtain  an  allowance  from  in- 
dividual manufacturers  whose  particular  merchandise 
they  handled,  to  be  able  to  reduce  their  own  advertis- 
ing appropriation  to  a  very  insignificant  percentage 
of  their  volume.  But  herein  is  where  this  method  also 
fails. 

"Firstly,  because  the  question  of  manufacturers' 
allowances  for  advertising  is  a  poor  one  and  open  to 
endless  debates  on  either  side. 

"Secondly,  an  additional  discount  for  quantity  or- 
der invariably  tempts  a  merchant  to  over-buy.  Sta- 
tistics show  that  more  than  50  per  cent,  of  the  re- 
tail establishments  have  failed  before  they  were  five 
years  old  because  of  one  reason — 'Over-buying.' 

"The  third  method  often-times  used  might  be  call- 
ed the  spasmodic  method. 

"I  somethimes  call  this  the  'Spontaneous  Method' 
because,  like  spontaneous  combustion  it  is  liable  to 
go  ofif  at  any  time.  We  find  it  usually  in  'one  man 
businesses.'  The  boss  runs  the  business — he  sleeps, 
lives,  eats  and  thinks  nothing  but  his  buiness.  He 
plans  no  advertising  work  and  works  no  advertising 
plan.  He  pays  his  advertising  man  for  what  he  knows 
but  doesn't  let  him  know  anything.  The  ad  man 
must  furni.sh  so  many  inches  of  copy  at  so  much  per 
week.  If  the  ads  i)ull  it  is  the  'merchandise'  and  if  the 
ad  does  not  |)ull  it's  due  to  a  'i)oor  ad  man.'  Many 
a  live,  ])rospective  advertiser  has  been  eternally  sour- 
ed on  advertising  by  just  such  methods. 

"The  Last  Year's  Record  Method" 

"This  method  is  frc(|ucntly  used  after  a  merchant 
has  a  i)rolitablc  year.    If  the  results  were  unusually 


good,  the  self  same  percentage  is  api)roprialed  for  an- 
other year's  advertising.  Is  it  a  good  method?  No! 
Because  last  year  may  have  been  an  entirely  different 
year  from  what  next  year  will  be,  and  secondly,  be- 
cause it  assumes  jjrecisely  the  same  basis  as  the 
'Rental  Method'  inasmuch  as  it  is  arbitrary  without 
making  allowance  for  conditions  which  will  ])robably 
hap])en  during  the  year. 

"Now  let's  see  what  a  combination  oi  a  reasonable 
l)art  of  all  these  methods  affords,  and  let's  call  it  the 
safety  first  or  common  sense  method. 

"While  it  is  not  perfect  it  can  be  carried  out  in 
detail  as  far  as  you  care  to  go.  This  is  the  definition. 

"Take  your  average  increase  in  the  volume  of  your 
sales  percentage  for  the  past  five  years,  ascertain  the 
a\'erage  cost  of  your  advertising  for  those  five  years  in 
percentage,  add  your  average  increase  of  volume  onto 
your  last  year's  volume  of  sales  for  next  year.  Take 
your  average  percentage  of  advertising  on  this  esti- 
mate and  you  will  have  an  approximate  basis  for  your 
advertising  appropriation  for  the  coming  year.  As  a 
more  concrete  example — 

"Here  is  your  sales  record: 

Year        Volume  of  Sales.    Percentage  Increase 
Est.— 1913  $100,000 


1914  $114,000  14% 

1915  $134,000  17.5 

1916  $149,000  11.2' 

1917  $165,000  10.7 

1918  $176,000  6.6 


21,120  12% 
1919  $197,120 


"Your  average  percentage  of  increase  in  sales  for 
the  past  five  years  being  12  per  cent.,  it  seems  reason- 
able to  assume  that  next  year  will  likewise  show  a 
safe  12  per  cent,  increase.  In  this  case  it  would  mean 
$21,120  or  a  total  of  $197,120,  as  an  estimate  of  your 
volume  for  1919. 

"Now  in  order  to  estimate  the  advertising  appro- 
priation do  likewise : 


Year  Amount  Percent 

1914  $6,340  6 

1915  7,370  5.5 

1916  5,215  3.5 

1917  8,250  5 

1918  7,040  4 

1919  7,884  4 


"Hence,  your  advertising  for  the  past  five  years 
represented  an  expenditure  of  4  per  cent,  of  your  total 
sales,  and  only  seems  reasonable  to  assume  that  they 
can  safely  figure  on  a  4  per  cent,  basis  of  estimated 
sales  for  next  year,  which  would  be  $7,884. 

Retail  Stores  Should  Spend  75  Per  Cent,  of  Appropri- 
ation in  Newspaper 

"Now  as  the  exjjending  of  this  appropriation,  which 
however  is  somewhat  governed  by  the  location,  store 
policy,  etc.,  I  recommend  that  at  least  75  per  cent,  of 
the  whole  advertising  appropriation  of  retail  stores 
he  used  in  the  newspapers. 

"In  the  first  place,"  said  Mr.  Joseph,  "newspapers 
reach  your  active  customers,  including  such  transient 
customers  as  are  in  the  city.  Secondly,  a  newspaper 
ad  is  very  clastic.  It  can  be  changed  at  short  notice 
and  is  capable  of  many  variations  of  form.  Thirdly, 
the  tangible  results  of  such  advertising  can  be  com- 
puted within  twenty-four  hours  after  the  appearance 
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WoiTifn'ii  Minart  Wslkmj 
Bnnt  With  Cuban  h>pl 
and  dose-lrjm  nclt  solo 
A  di-sirablc  Winter  Shoe 
Black  or  Brown — 


$9. 


00 


Perforations  Come 
to  Town 

Many  new  and  beaotitnl  Shoe  styles  have  re- 
cently been  received,  and  these  arc  now  on 
display 

Noteworrby  is  the  Rtnart  use  nf  porfm-atim)s  on 
vnmps.  tips,  and  defining  the  eyelets  on  these 
nf^<-  modfU.  This  shows  the  trend  of  latfr 
Shoe  Btylei. 


Johnston  &  Murray 


Wonderful  Shoes 
Reasonable  Cost 

Gales'  Quality  Right  Through 


Ttit  mtlsfrlivs  quality  or 
OnJe  a  8ttOM  aJds  to  the  pteaa 
ure  of  the  woArrr  Ffttcni 
leather,  button  or  I»o«  style, 
bikck  kid  or  grey  auedo  lop 
fMther  Loub  Cuban  heel,  also 
black  C*ir  Uc»  booti.  grey 
■u^d«  lop,  Cuban  beil  Try 
3oe«  (or  bemforf  knd 
amArtocaa,   moderately  priced 


$15 


Geo.  G.  Gales  &  Co. 

481  St.  Catherine  Street  West 


It's  Easy 
To  Make 
The  Ri^ht 
Selection 
Here 


Wbettter  you  pich  out  ibe  shoe  you  like  or  leave 
It  10  our  exp*rienced  Judgment,  you  won't  go  wrong 
in  tuoKlog  a  seleuLlos  froai  our  aboc  stock 

Steadiness  of  purpo^p  enables  us  to  satUfy  you 
either  way.  because  we  aim  lo  have  each  sale  be  the 
raeans  of  yoar  return 

DOn'l  forget  to  make  use  of  our  repair  depait- 
ment     Shoes  called    for  and  delivered  promptly 


Geo.  W.  Cowan 


"Shots  That  Satisfy  " 


Woffl«D'<  Black  Satla 

Evraind  Sllnpen, 

Perfectly  plain. 

Louii  HmI.  Very  Sann 


Putting  Two  and 
Two  Together 

The  rogue  for  luoplr  atylsd  low  shoei 
inade  over  eleader  Ijtsts.  has  a  deQait^ 
parp;>ae  of  ita  own  Ooe  baa  the  ad- 
▼utaso  of  chooiing  baaitoome  buckler 
ftod  noart  apaU  to  we^  witb  tbeae  shoet 
•pprvpnate  for  the  occanoo  &od  tbe 
frodi  witb  wbicb  tbey  are  wora 


R 


EDDEN  & 

SUPERIOR 


^UBLICCVER 

FOOTWEAR 


Pumps 

for 
Evening 
Wear 


PRESENT  DAY  rOOTWEAR  CALLS 
ATTENTION  TO  THE  WEARER  S 
FEET 

Thi>  seaMiM  !.  lihiM'  sty)f^  have  demon 
titrated,  in  colors  aod  vouvcntioDal 
black,  that  grace  and  smartness  are  in 
ilispe.nsabU'  parts  of  both  formal  and 
informal  costuming 

.OLial  sea- 
csenl  ooni 


Desirable  selections  tor 
sun  may  be  made  from  u 
plcte  d;ispla>-s  oB  Ev. 
^^lIllps  aritl  Oxfordv. 


MS  Slippers. 


THE  ZINK  SHOE  CO 


The  Good  Looks  Go 
fClear  Through 

in  These  GOOD  Shoes 


They're  built'for  good  service  as  well 
as  for  gofld  appearaoce.  and  they'll 
feel  as  good  as  they  look. 


Try  out  our  accurate  fitting  system 
and  note  the  improvement. 


Wilsons'  Twin 
Shoe  Stores 

157-159  Hastings  St. 
West. 


Some  of  the  best  advertisements  by  Canadian  shoemen  during  the  past  month.  There  is  little  to  criticize  regarding  any  of  these  layouts — 
they  are  all  very  close  to  the  right  idea  in  advertising.  In  connection  with  these  advertisement  reproductions  in  Footwear  in  Canada  from 
time  to  time  we  have  received  an  interesting  commendation  from  Mr.  C.  F.  Rannard,  of  Rannard  Shoe  Limited,  Winnipeg.  Mr.  Rannard 
says:  "In  connection  with  the  reproduction  of  our  advertisements,  particularly  in  your  October  and  December  issues,  would  like  to  say  that 
anything  we  can  do  from  time  to  time  to  assist  in  placing  our  stamp  of    approval    on    truthful    and    better    advertising,    will    afford    us  much 

pleasure." 


of  the  ad.  Fourthly,  a  newspaper  is  one  of  the  only 
forms  of  advertising-  which  is  not  given  free  to  the 
prospective  customer  whom  you  wish  to  reach.  In 
other  words,  a  man  buys  his  paper  and  what  he  pays 
for  he  takes  mare  seriously  than  what  he  does  not  pav 
for. 

"There  are  other  media  also  which  should  not  be 
overlooked,"  said  Mr.  Joseph.  "A  certain  amount  of 
direct-by-mail  advertising-  should  be  done  l)y  every 
firm.  Programs,  souvenirs,  bulletins,  outdoor  signs  and 
moving  picture  theatres  are  also  good  forms  of  adver- 
tising to  a  limited  extent." 

"Remember  always  that  advertising  which  does 
not  attract  attention  and  therefore  is  not  read,  is  poor 
advertising.  That  is  one  of  the  reasons  why  an  illus- 
trated ad  is  better  than  a  typographical  ad. 

"Brevity,  which  includes  the  headline  and  copy  in 


your  ad,  is  worth  13  per  cent,  of  its  entire  jnilling 
power,  as  the  average  advertisement,  (let  your  adver- 
tising copy  above  the  average." 


Hints  for  tlie  Repairer 

FOR  the  person  who  is  particular  and  likes  nice 
work,  what's  nicer  than  a  fudge  edge?  Too 
many  rej^air  men  neglect  this  on  welt  shoes. 
It  takes  but  a  moment  and  improves  the  job 
a  great  deal.    There  is  a  small  bench  machine  for  this 
purpose,  but  if  you  do  not  have  one,  use  a  hand  tool. 
Your  customer  will  appreciate  the  better  work. 

If  you  use  brass  nails  in  rebuilding  women's  small 
heels,  you  will  find  that  it  looks  better  and  you  will 
not  split  the  heel  with  these.  Regular  heel  nails  are 
all  right  for  women's  large  flat  and  men's  leather 
heels.    Never  use  a  large-headed  nail  on  heels. 
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Does  Calendar  Advertising  Pay? 

A  Western  Ontario  Merchant  Says  They 
are  a  Good  Success  When 
Properly  Distributed 


ONE  would  almost  think  that  the  gentlemen  who 
visit  the  trade  with  such  prom])t  attention  to 
business,  just  after  the  New  Year,  are  like 
tops  wound  up  in  the  holiday  season  ready 
to  buzz  ol¥  with  a  whirl  on  the  second  of  January. 

Whether  or  not  we  want  to  think  of  calendars,  the 
boys  with  the  flat  square  grijjs  ready  to  spread  be- 
fore our  eyes  artistic  ])roductions,  needing  only  our 
name  to  make  them  comi)lete,  are  on  the  job  l)right 
and  early  with  the  new  year. 

It's  good  business  for  them  to  wait  till  a  customer 
has  had  a  big  Christmas  trade  l)efore  they  broach  the 
subject  of  new  calendars.  In  the  midst  of  the  Christ- 
mas rush  of  business  and  the  incessant  requests  for 
calendars  by  people  who  like  to  see  how  many  they 
can  collect,  the  chances  would  be  slim  indeed  of  con- 
vincing merchants  that  calendars  are  a  good  invest- 
ment. 

We  have  used  calendars  in  our  business  several 
tiiues  during  the  jiast  twenty  years  of  its  existence. 
In  fact  in  those  early  days  calendars,  given  out  in  the 
way  we  gave  them,  helped  to  hold  our  growing  trade, 
as  well  as  build  our  business. 

System  in  Giving 

When  we  say  "given  out  as  we  gave  them"  we 
are  touching  a  pet  idea  of  ours.  We  consider  that 
calendars,  given  out  to  anyone  and  everyone  asking, 
for  them,  as  a  business  building  scheme,  is  practically 
useless.  In  fact  this  method  may  even  be  worse  than 
useless.  Most  merchants  feel  like  kicking  themselves 
for  ever  giving  out  calendars  when  some  of  their  good 
customers  drop  in  to  the  store  in  January  and  wonder 
how  they  were  ever  forgotten  when  the  calendars  were 
going  around.  We  all  know  merchants  who  do  not 
use  calendars  for  this  very  reason.  Instead  of  helping 
to  build  business  and  hold  trade  the  giving  of  calen- 
dars has  been  the  means  of  losing  valuable  business. 

Then  again  some  merchants  give  away  a  calendar 
with  each  purchase  of  one  dollar  and  over  made  in 
December.  This  plan  is  an  improvement  on  the  "give 
to  anybody"  idea,  but  to  our  way  of  thinking  this  is 
not  the  best  method. 

Our  calendar  distribution  was  done  in  an  entirely 
different  way.  Realizing  that  the  residents  in  the 
more  closely  settled  central  jjarts  of  our  city  (which 
happens  to  be  one  of  the  medium  sized  cities  of  On- 
tario) have  greater  opportunity  to  receive  free  sam- 
ples, calendars  and  so  forth  than  the  people  in  the 
outskirts,  we  j)lanned  to  distri])ute  in  the  outskirts. 
Half  a  dozen  reliable  school  boys  with  otir  two  thou- 
sand calendars  did  the  work  for  us  between  Christmas 
and  New  Years.  I'".ach  hcnise  in  the  suburbs  was 
called  at,  and  a  calendar  with  a  little  circular  was 
handed  in. 

Helped  the  Business 

This  was  done  tlioroughly  and  systcnialically,  and 
we  found  the  peo]jIe  a])i)reciated  the  calendars  given 
to  them  in  this  way.  You  may  ask  if  it  he!])ed  our 
business.     It  certainly  did.     lM)r  weeks  after  i)eople 
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whom  we  had  never  seen  in  our  store  came  in,  made 
purchases,  and  thanked  us  ior  th(jse  calendars. 

This  year  we  used  more  calendars  than  ever. 
First  of  all  we  bought  fifty  giant  calendars  which 
now  hang  in  carefully  chosen  puldic  places  around 
town.  As  these  cost  one  dollar  for  each  calendar  we 
were  particular  that  each  location  would  be  where 
the  advertisement  would  be  seen  by  the  most  pecjple. 
Barber  shops,  hotels,  restaurants,  etc.,  were  glad  to 
get  the  handsome  picture  as  well  as  the  big  calendar 
pad.  The  big  point,  we  feel  ab^^out  giant  calendars,  is 
to  get  them  hung  in  ])rominent  places. 

In  addition  to  the  giant  calendars  we  sent  out 
al)out  three  thousand  smaller  art  calendars.  Begin- 
ning in  September  we  kept  an  indexed  book  for  the 
names  and  addresses  of  our  customers.  This  list 
grew  steadily.  Each  customer  who  had  a  parcel  sent 
was  recorded.  The  clerks  were  a.sked  to  get  names 
of  people  who  carried  their  i)arcels,  using  judgment 
so  that  calendars  would  go  into  homes  where  ther-e 
were  families  if  possible.  Possibly  only  one  out  of 
four  customers'  names  were  taken,  but  we  felt  by 
Christmas  that  we  had  a  \aluable  customers'  list  of 

+, — ., — ..  ,  . — ^ 

I  I 
1  1 

I       To  Our  Friends  and  Patrons 

1 

W  e  take  great  pleasure  in  handing  you  our 
Calendar.  Please  accept  it  with  our  Best  Wishes 
for  the  coming  year. 

I  Though   conditions   during  the  passing  year 

j  have  been  strenuous  we  have  strictlj'  kept  to  our 

I  policy  of  Reliable  I-'ootwear  at  the  most  moder- 

!  ate  prices  possible,  and  have  been  rewarded  \)y 

i  the  addition  of  manj'  to  our  long  list  of  satisfied 

I  customers,   making    it    by    far   the    best    of  our 

I  twenty  years  of  business  history. 

1  We   hope   to   be   able   to   serve   you   to  our 

I         iiuitual   Ijenelit   and   pleasure    during  1920. 

1 

I  (Store  Name) 

I  I 

I  I 
4.  .„_.»_.,_.._. — ,  + 

Circular  distributed  with  each  calendar 

peo])le  entitled  to  calendars.  Then  came  the  job  of 
addressing,  sorting,  and  delivering.  It  took  time  but 
we  know  it  paid.  No  calendars  were  given  out  at  the 
store,  each  was  delivered  carefully  by  boys  between 
Christmas  and  New  Year's. 

This  plan  has  worked  well  for  our  main  store, 
which  naturally  draws  business  from  all  jjarts  of  the 
city.  To  take  care  of  the  trade  of  the  sul^urban  branch 
store,  we  delivered  about  twelve  hundred  calendars 
in  that  immediate  neighborhood.  It  was  felt  that 
almost  everyone  in  that  district  had  traded  with  us 
at  some  time  in  the  i)ast  year. 

On  our  indexed  list  of  ctistomers  at  the  main  store 
we  found  we  had  about  three  hundred  names  of  ctis- 
tonurs  li\ing  out  t)f  town.  .\s  this  is  a  trade  worth 
cultixating,  tliese  we  carefully  noted  and  calendars 
were  sent  through  the  mail  to  them.  We  imagine 
after  an  out  of  town  ])erson  has  given  their  name  and 
address  on  the  ]>r()niise  of  a  calendar  ])ossibly  two  or 
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three  months  before,  that  our  calendar  will  find  a  wel- 
come in  their  home  and  a  place  on  their  wall,  as  well 
as  create  a  good  feeling  for  the  store  which  had  sent 
a  calendar  as  it  had  promised. 

One  point  we  are  particular  about  is  to  see  that  a 
circular  goes  with  each  calendar.  This  is  what 
clinches  the  good  impression  the  calendar  creates. 
Calendars  cost  money,  especially  if  you  get  many  of 
them  ;  for  its  poor  policy  to  give  a  cheap  looking  cal- 
endar. Then  why  not  get  double  value  out  of  the 
calendar  advertisement  by  enclosing  a  nice  circular. 
Make  your  customers  feel  that  you  really  appreciate 
their  patronage  by  telling  them  so  on  the  circular. 

Do  calendars  pay?  Our  experience  after  using 
them  in  the  way  we  have  outlined  convinces  us  that 
they  become  a  definite  factor  in  successful  merchan- 
dising. 


Seasonable  Advertising  by  Well-Known 
Bowmanville  Shoeman 


T 


HE  two  illustrations  herewith  are  newspaper 
advertisements  used  by  Mr.  Fred  R.  Foley,  pro- 
prietor of  the  Sunny  Side  Shoe  Store,  Bow- 
manville,  Ont.,  at   the   Christmas   and  New 
Year  season.    In  addition  to  using  these  layouts  in 
the  newspaper,  Mr.  Foley  had  a  number  of  copies 
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"We  halfe  seen  his  Star  in  the  East" 

<A  Christmas  cMessage 

Here  it  is  Christinas  again,  the  merriest  season  of  the 
year,  happy  memories,  family  festivities  and  social 
gatherings.  The  air  vibrates  with  kindly  greetings. 
The  mail  bags  are  stuffed  with  expressions  of  love  and 
good-will  going  hither  and  thither.  Glad  messiges  and 
cordial  responses  warm  the  wires  of  connecting  tele- 
phones: "I  wish  you  a  Merry  Christmas"  says  our 
neighbor,  and  we  answer  "Thanks,  the  same  to  you." 

To  Oar  Many  friends  and  Customers 

This  is  to  wish  you  all  a  hale,  hearty  Christmas.  May 
it  be  replete  with  good  cheer,  the  best  of  fellowship 
and  a  generous  share  of  the  good  things  that  go  to 
make  Christmas  a  happy  endiog  to  an  old  year. 

W.  Claude  Ipes  Fred  %  Foley 

Sunny  Side  Shoe  Store 

3oti>man1fille  Ontario 
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Whit  thou  seest,  write  in  a  book."  st. 


John 


Jn  wishing  you  all  a  New  Year  rich  with  plenty 
and  contentment,  we  desire  at  the  same  time  to 
express  our  liearty  appreciation  of  the  good-will 
towards  us  made  manifest  in  a  most  substantial 
manner  during  Nineteen  Nineteen. 

May  good  fortune  and  continued  prosperity 
light  you  all  the  way  through  tlio  coming  year; 
may  all  your  endeavors  he  rcwaideil  with  success, 
and  so  make  for  you  anotlier  rung  in  life's  ladder, 
with  the  best  of  health  to  enjoy  its  bounty. 

Fred  %  Foley 

FOOT  FITTER 

Always  on  the  Sunnyside 

1Bo'tt>man'bille  Ontario 
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struck  off  and  mailed  personally  to  customers  and 
friends  in  the  trade. 

Mr.  Foley  is  one  of  the  livest  shoe  retailers  in 
Eastern  Ontario ;  is  a  firm  believer  in  good  newspaper 
advertising  and  window  displays  and  takes  advantage 
of  seasonal  opportunities  for  increasing  the  trade  and 
goodwill  of  his  store.  In  sending  us  these  circulars 
Mr.  Foley  said :  "With  the  rush  at  the  store  and  home, 
shopping  lists  and  mailing  lists,  I  haven't  time  to  eat 
or  sleep — driven  to  drink,  so  to  speak.  However,  if 
you  hear  anybody  yelling  'Merry  Christmas'  on 
Thursday  morning,  it's  me."  We  listened  long  and 
carefully  on  Christmas  morning  and,  although  the 
wind  was  in  an  of¥  direction,  we  believe  we  caught  a 
faint  echo  of  his  Christmas  message  to  the  trade. 
However,  Mr.  Foley's  letter  indicated  that  the  holiday 
business  was  good,  which,  of  course,  is  the  natural  re- 
sult of  going  after  the  business  properly  beforehand. 
Mr.  Foley  also  says  that  while  these  advertisements 
are  quite  out  of  the  ordinary  he  felt  sure  they  would 
have  the  desired  effect  on  the  trade.  We  think  so,  too 
— it  is  the  "out-of-the-ordinary"  advertisements  that 
demand  and  receive  the  attention  of  the  reader.  Mr. 
Foley  surely  has  the  right  advertising  idea. 





Results  of  the  Best  Window  Contest  will  be 
announced  in  February  issue. 
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New  As  the  Newest 

in  lookB  aad  BerrlceablUty,  yet 
comfortable  as  old  »llpp«r8. 
That's  what  cor  Bboe  repairing 
does  It  gives  new  life  to  them 
without  dlsturblDg  their  old 
shoe  comfort.  Don't  throw  away 
any  sfaoes  no  matter  how  old  or 
worn.  Brfbf  them  here  aud  see 
ir  we  cannot  make  them  wear- 
able again  at  a  tractloD  of  Ih^ 
cost  of  aew  shoes. 

PROUSE 

flho«  Repair  Shop,  opp.  Pott 
Office,  1Z«  N.  May  St. 


Modern  Machinery 

haa  revolutionized  the  shoe  re 
pairing  bustneas  and  permits 
iihoes  to  be  repaired  on  ma 
cbjnes  like  those  on  which  they 
were  bmlt.  This  means  the  very 
best  kind  ot  shoe  repairing  and 
IS  as  far  ahead  of  the  old  style 
hand  work  as  the  electric  light 
IS  ahead  of  the  old-t^shloned 
*_andle.  Quf<"ker  and  b'^tter 
Cheaper  too 

PROUSE 

Shoe  Repair  Shop,  opp.  Pes* 
Office,  128  N.  May  8t. 


THERE  ARE  MANY  PARTS 

to  a  Ahoe  and  many  ways  to  do  bUo^  re- 
pairing 

We've  learned  and  prsclice  only  the 
beet  way  and  uee  only  honeei  ointf^riaU 
in 

I  SHOE  REPAIRING. 

Why  don't  you  send  pome  of  those 
von've  meant  to  throw  awav  to  »«  first? 
We  wtll  tell  yon  frankly  if  it  will  pay  yon 
to  have  tnem  impaired. 

Smith  &  Wealberbed, 

Garflfh  St. 


APUZaE  PICTURE 

Tho  iluslration  may  puzzle  you  but 
don  't  puiilo  over  the  problem  of  thow 
oM  -ihoes  of  yo*«.  We  ll  tell  you 
whether  or  not  they'n)  worth  sdeiiig 
and  heeling.  There  is  no  puzzle  about 
our  ability  to  save  you  money  on 
your  shoea.  Our  show  repairing  i 
one  of  the  Rroatest  offsets  to  H.C.L. 
— the  hi#h  cost  of  li^•ing.  Now  the 
fiecret   is  out. 


CREESE  BROS. 

-The  Ideal  Store" 

114  Vltttrta  U.    Plniit  %W 


Shoe  Prices  High 
and  Going  Higher 


Is  It  not  wise 
r.o  bo  careful  of 
the  ones  you 
have?  A  Kood  old 
shoe  properly  re- 
paired will  often 
la^t  longer  than 
new  ones. 

Th«  b*>Bt  famil- 
ies in  Toronto 
fcr©  now  getting 
thetr  shoes  rci»ijir- 
ed  It's  the  prao- 
Ucitl  w»y  to  re- 
duce th«  hlga 
oovt  ot  sttoes. 

We     D  ->  n  '  t 
CobHk:  Siloes 
We  Repair 
Them* 


BURNILL'S 


STORE 


n  OVEEIV  STKEETT  E/VST 


LADIES'  SHOES 

DYED  AND  PRESSED 


We  cui  dye  tout 
colored  fflioea  a 
foahlonable  brown 
or  black.  We  »Uo 
re-last  the  appen 
and  set  the  edcea. 
Tbfa  wOt  make 
your  soiled  <ho«« 
look  like  tarn  and 
bave  you  the  price 
ot  a  imr  pM■^ 

WE 
DOITT 
COBBLE 
SHOES 

—We  repair  them. 

ST«IIC 
and 
WORKS 


BURNILL'S 


n  4T7EEN  STREBT  EAST 


Help!  Help! 

Help  to  reduce  the  prices  ot  Aoes  }>j 
taking  care  o(  your  old  one*.  It  takes 
less  leather  t*  repair  them  than  It  doM 
to  make  them.  The  difference  Is  a  real 
saving  to  ran  aaj  a  (actor  In  reducing 
the  price*  ot  shoes. 

Our  boy*  are  bade  from  oTer> 
seaa.  Iliex  are  nvw  readj  to 
serre  Ton  as  eeciently  as 
tb^    sMTOd    tbeir  cotuitry. 


BURNILL'S 

75  QUEEN  STREET  EAST 


Shoe  Store  and 
Repairing  Works 

PHONE  MAIN  5738 


Advertising  for  the  repairer  is  profitable.  Many  pairs  of  shoes  are  lying  around  in  cupboards  because  the  owners  just  don't  know  what  to  do 
with  them.     If  you  advertised  your  repair  service  well  and  often  you  will  benefit  accordingly.     Use  illustrations  to  brighten  up  the  corners  and 

make  your  copy  "snappy." 


Prices  Very  Firm  in  Hide  and  Leather 
Markets 


Ox  I'l  cannot  con.sicler  the  present  condition  of 
the  hide  market.s  without  l)eing-  imbued  with 
the  feelinjj;'  that  there  i.s  a  strong-  under-current 
(jf  strength  to  prices  and  especially  so  for  good 
seasonable  stock,  all  of  which  must  be  reflected  in  the 
value  and  price  of  leather.  In  this  connection  we  are 
just  in  receipt  of  a  \ery  interesting  letter  from  the 
I'reithaupt  Leather  ("om])any,  Limited,  Kitchener, 
Out.,  in  which  they  say: 

As  you  may  lie  aware,  there  wa.s  a  slackening  of  oper- 
ations in  tanneries,  I)olh  in  United  States  and  in  Canada, 
owin^  tt)  the  coal  strike.  Since  this  strike  has  l)een  declar- 
ed f)ff,  hides  lia\e  advanced  aj^ain  about  two  cents  jier  pound 
in  spite  of  the  jjoorer  season  now  cmiiinf^  on.  They  may, 
however,  decline  furllier  durin;;  tlie  next  few  months  owiii!.; 


to  the  grubby  season  and  general  poor  conditions  (Df  winter 
hides,  long  hair,  thin  shoulders  and  general  undesirability . 
(3ther  serious  matters  are,  however,  confronting  the  tan- 
ning trade.  There  is  the  general  uncertainty  of  production 
caused  by  uncertainty  of  labor  and  of  getting  tanning  ma- 
terials and  the  high  price  thereof,  in  addition  to  the  very 
serious  matter  of  New  York  exchange  which  has  already 
cost  Canadian  tanners  many  thousands  of  dollars  and  is  sure 
to  cost  them  many  thousands  more.  This  must  be  consider- 
ed in  the  present  cost  of  leather  and  there  seems  to  be  no 
remedy  in  sight  for  some  time.  Practically  all  South  Amer- 
ican hides,  both  dry  and  green  salted,  are  payable  in  New 
York  exchange  and  as  the  best  Cordova  hides  have  been  sold 
at  unprecedently  high  prices  the  high  rate  of  exchange  en- 
hances the  cost  of  them  just  that  much  more.  The  season 
for  the  best  hides  is  now  practically  over  and  there  will 
be  but  few,  if  any,  prime  hides  of  this  class  available  before 
next  summer. 


If  you  use  outdoor  advertising,  see  that  it  is  kept 
u\)  in  attractive  shape.  An  unsightly  sign  or  poster 
damages  your  business. 
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An  Up-to-date  Toronto  Shoe  Repair  Shop 

Queen  Street  Store  of  Practical  Shoe  Repair 
Company  Well  Equipped  for  Efficient  Service 


WE  are  reproducing  herewith  photographs  of 
the  interior  and  exterior  of  the  shop  of  the 
Practical  Shoe  Repair  Company,  667  Queen 
Street  West,  Toronto,  of  which  Mr.  Ar- 
thur Butterworth  is  proprietor.  This  shop  is  located 
in  a  particularly  good  district  and  is  one  of  the  busiest 
in  the  city.  When  Mr.  Butterworth  took  it  over,  it 
was  equipped  with  old  style  machinery  and  run  on 
less  modern  methods.  This  equipment  was  all  re- 
moved and  a  new  22  foot  U.S.M.  outfit,  with  Good- 
year stitcher  installed  in  its  place. 

A  unicpie  feature  of  the  machinery  in  this  shop 
is  the  McKay  stitcher  on  one  end  of  the  main  shaft. 
This  will  be  seen  in  the  illustration — the  Goodyear 
stitcher  is  down  next  to  the  window  while  the  IMc.Kay 
stitcher  is  in  the  foreground.  Several  re])airers  in 
Toronto  have  McKay  stitchers  in  their  shops  but,  so 
far  as  we  know,  this  is  the  only  instance  where  a 
McKay  stitcher  is  attached  directly  to  the  main  shaft. 
Just  to  the  left  of  the  McKay  stitcher  is  situated  the 
channeller.  Other  e(|uipment  in  the  store  includes  a 
nailing  machine,  skiver.  Singer  j^atching  machine  and 
so  on.  - 

The  manager  of  this  store  is  Mr.  .\rthur  Cecil  who 
is  standing  in  the  foreground  with  his  hand  on  the 
McKay  stitcher.  The  next  man  behind  him  is  Mr. 
W.  Smith,  a  returned  man  and  IMr.  Roy  Case  is  stand- 
ing next  to  the  window.  Mr.  Butterworth,  the  pro- 
prietor, has  his  main  store  at  457  Yonge  Street,  oppo- 
site College  Street.  He  also  had,  until  a  short  time 
ago,  a  third  branch  store  on  Church  Street. 


Readers  of  "Eootwear"  will  recall  that  Mr.  Butter- 
worth's  name  has  appeared  quite  frequently  during 
the  past  couple  of  years  in  connection  with  his  acti- 
vities in  the  Toronto  Shoe  Repairers'  Association.  He 
is  one  of  its  most  active  workers  and  has  done  much 
to  bring  this  organization  to  its  present  high  stand- 
ing. This  year  the  members  have  elected  him  secre- 
tary. 

Mr.  Butterworth  has  been  seriously  c(Misidering 
for  some  little  time  the  matter  of  a  much-needed  vaca- 
tion and  may  shortly  take  a  couple  of  months'  holi- 
days in  California.  On  his  return  to  active  work  again 
it  is  likely  that  he  will  put  into  operation  either  one 
of  a  couple  of  plans  he  has  had  under  consideration  for 
some  time.  One  of  these  is  the  establishing  of  a 
modern  shoe  repair  factory — a  large  central  .shop, 
equipped  with  every  known  machine  for  ])r()])er  shoe 
repairing  and  a  large  staff  of  skilled  men,  where  work 
would  be  received  from  all  j)arts  of  the  city,  and  even 
by  mail  from  surrounding  towns.  A  collecting  sys- 
tem would  he  established — motor-car  |)resumably — 
by  which  calls  could  be  made  on  the  various  shoe  re- 
tailers thrcjughout  the  city  and  also  at  the  residences. 
The  aim  of  this  factory  would  be  to  go  a  step  farther 
than  the  average  repair  shop  and  entirely  re-make 
worn  shoes — a  field  in  which  there  seems  to  be  won- 
derful opportunity. 

An  alternative  plan  that  Mr.  Butterworth  may  put 
into  effect  is  to  establish  a  number  of  chain  stores 
throughout  the  city.  Having  already  had  three  shops 
operating  at  the  same  time  he  would  not  find  it  diffi- 


Exterior  view  of  the  Queen  St. 
store  of  the  Practical  Shoe  Re- 
pair Company,  Toronto.  A 
large  overhead  electric  sign  has 
just  been  installed  overhang- 
ing the  sidewalk.  This  is  the 
shape  of  a  large  shoe  and  is  a 
splendid  advertisement  for  the 
store. 


/////////////nil 
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interior  view  of  the  shop  of 
the  Practical  Shoe  Repair  Co. 
A  unique  feature  of  the  equip- 
ment in  this  store  is  the  Mc- 
Kay stitcher  on  one  end  of  the 
main  shaft  and  the  Goodyear 
stitcher  on  the  other  end.  Just 
to  the  left  of  the  McKay  stitch- 
er is   the  channelling  machine. 


4.  .  ,  ._,  ,  + 


ult  to  make  the  necessary  arrangements  for  a  larger 
number  of  stores  and  he  is  quite  confident  that  the 
field  exists  for  more  shops  turning"  out  the  ])etter  class 
of  shoe  repairing. 


Toronto  Shoe  Repairers'  Association 
Elect  Officers  for  1920  Mr.  S. 
Burnett,  President 


A 


r  their  regular  meeting 
on  December  10th 
the  Toronto  Shoe  Re- 
pairers' Association 
elected  officers  for  the  year 
1920.  The  hope  had  been  ex- 
pressed by  some  of  the  officers 
last  year  that  an  entirely  new 
executive  body  would  be  ap- 
pointed so  that  other  members  would  be  able  to  in- 
ject their  ideas  into  the  association.  Several  new 
names  are  on  the  list  but  the  principal  officers — with 
the  exception  of  Messrs.  Carley  and  Dollery,  have  held 
office  previou.sly. 

The  unanimous  choice  for  president  was  Mr.  S. 
Burnett,  who  conducts  a  shop  on  Yonge  Street,  above 
Rloor.  Mr.  Burnett  has  ably  filled  the  office  of  finan- 
cial secretary  for  some  little  time  and  is  one  of  the 
association's  most  energetic  workers. 

Mr.  H.  E.  Carley,  who  has  a  business  on  Gerrard 
Street  East,  was  the  choice  for  the  vice-president's 
chair.  He  also  has  been  an  active  worker  in  the  in- 
terests of  the  organization  and  a  faithful  attendant 
at  all  meetings  and  special  events. 

Mr.  H.  K.  Hayward,  who  was  president  two  years 
ago,  was  appointed  treasurer,  the  office  heretofore 
filled  so  capably  by  Mr.  Arthur  Butterworth. 

Mr.  N.  E.  Dollery,  who  doctors  sick  shoes  on  Har- 
bord  .Street,  was  elected  financial  secretary. 

Mr.  Arthur  Butterworth  was  elected  recording  sec- 
retary.  In  the  last  issue  of  Footwear  in  Canada  the 
announcement  was  made    that    the   repairers  would 


likely  decide  upon  some  form  of  remuneration  for  this 
office — nothing  commensurate  with  the  amount  of 
work  necessary,  but  just  a  little  appreciation  by  the 
association  members.  Mr.  Butterworth  naturally  did 
not  want  to  accept  the  office  but  the  members  in^ 
sisted  and  so,  as  recording  secretary,  he  will  continue 
to  do  the  good  work  for  the  association  he  has  always 
done  in  the  past. 

The  Executive  Committee  consists  of  six  members 
— Messrs.  Robertson,  Weir,  Pretty,  Sparks,  Lewis  and 
Dennison. 

After  the  election  of  officers  the  members  partook 
of  the  refreshments  provided  for  the  occasion  and  an 
impromptu  concert  completed  the  evening. 

One  of  the  matters  for  discussion  early  in  the  new 
year  will  be  that  of  early  closing.  Many  of  the  asso- 
ciation members  favor  closing  their  shops  at  7  o'clock 
every  evening  during  the  week,  excepting  Saturday 
and  they  would  even  favor  having  a  civic  by-law 
passed  to  this  effect  but  the  trouble  then  would  be 
with  the  shoe  retail  stores  who,  not  coming  imder  the 
by-law,  would  be  enabled  to  take  in  repair  work  after 
the  7  o'clock  closing  hour  for  repair  shops.  If  some 
arrangement  could  be  arrived  at  by  which  retail  stores 
could  not  take  in  work  after  7  o'clock — an  arrange- 
ment which  is  by  no  means  impossible — much  of  the 
difficulty  would  be  solved. 


To  Specialize  in  Single  Pairs 

Messrs.  J.  E.  Griffin  and  W.  D.  Hanley  have 
opened  up  a  modern  factory  at  288  Dundas  Street, 
London,  Ont.,  to  make  men's  high  grade  shoes.  They 
will  pay  particular  attention  to  special  made-to-order 
business  through  retailers — a  part  of  the  trade  that  has 
been  more  or  less  neglected  in  the  past.  A  specialty 
also  will  be  orthopedic  shoes. 

Mr.  Griffin,  who  will  attend  to  the  management  of 
the  business,  has  had  a  broad  experience  in  shoe 
manufacturing  with  some  of  the  largest  and  mo.st 
progressive  firms  in  Canada  and  the  United  States. 
Mr.  TIanley,  the  sales  manager,  is  an  expert  shoeman, 
and  has  had  considerable  experience  in  selling. 
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Practical  Hints  by  Practical  Repairmen 


THERE  are  some  repairers  who  do  not  care,  as 
far  as  the  upper  is  concerned,  whether  uppers 
and  soles  will  stay  together  or  not.  Take  a 
McKay  shoe,  for  instance,  and  you  will  find 
that  a  tack  to  hold  the  upper  to  the  insole  would  be 
a  big  help  toward  making  a  solid  bottom.  The  nails 
holding  the  insole  and  the  outsole  together  are  not 
sufficient  to  securely  fasten  the  upper  to  the  bottom 
of  the  shoe  and  the  lasting  tacks  must  be  replaced 
when  lacking. 

In  the  case  of  welt  shoes  the  necessity  of  adding 


is  fully  as  imperative  as  in  the  case  of  McKay  shoes. 
The  form  is  difl:erent,  but  the  need  is  there,  and  the 
modern  repairer  will  see  to  it  that  the  inseam  is  made 
strong  before  he  lets  the  work  go  out  of  his  hands. 
Some  of  the  insoles  are  next  to  worthless,  but  should 
not  be  replaced  by  new  insoles,  because  the  writer 
believes  that  trouble  generally  occurs  when  a  new  in- 
sole is  put  into  an  old  shoe.  In  other  words,  the  re- 
lasting  of  an  old  shoe  in  the  repair  shop  is  a  difficult 
task  at  best,  and  so,  when  speaking  about  adding  to 
an  old  shoe,  the  reader  should,  of  course,  understand 


Mr.  N.  E.  Dollery,  Financial  Secretary, 
Toronto  Shoe  Repairers'  Association 


Mr.    Arthur    Butterworth,    Recording  Sec'y., 
Toronto  Shoe  Repairers'  Association 


Mr.  J.  W.  Hendry,  Organizer. 
Toronto  Shoe  Repairers'  Association 
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Mr.   C.   F.   Robinson,  Executive, 
Toronto  Shoe  Repairers'  Association 


Mr.  D.   Pretty,  Executive. 
Toronto  Shoe  Repairers'  Association 


Mr.  James  J.  Dennison,  Executive. 
Toronto  Shoe  Repairers'  Association 


that  there  is  a  Hmit  to  the  application  of  this  advice. 

The  fact  remains,  however,  that  the  common  last- 
ing tack  is.  without  doubt,  one  of  the  most,  if  not 
actually  the  most,  useful  finding  in  shoemaking  to- 
day, and  even  the  welt  shoe  may  be  adequately  re- 
paired with  lasting  tacks — at  least  as  far  as  the  in- 
seam  is  concerned,  and  the  writer  has  seen  it  repaired 
this  way  quite  often.  Larg-e  lasting  tacks  are  fast 
going  out  of  the  market,  as  the  lasters  do  not  use  the 
large  size  tacks  to  any  extent  at  the  present  time.- 
Shoe  repairers  would  do  well  to  keep  a  stock  on  hand 
because  the  largest  size  tack  is  invaluable  to  shoe  re- 
pairers who  know  how  to  use  them  in  repair  work. 

Speaking  of  the  firm,  solid  shoe  bottom,  the  appli- 
cation of  nails  close  together  cannot  be  too  highly 
praised,  as  everything  is  in  its  favor  and  besides  be- 
ing waterproof  the   shoe  bottom   is   thereby  made 


II 

stronger.  A  word  should  be  said  about  this,  as  so 
many  repairers  lack  in  this  respect. 

Resoling  McKay  Shoes 

One  of  the  difficulties  encountered  by  shoe  repair- 
ers is  the  nailing  on  of  a  sole  directly  to  the  insole. 
A  slip-sole  of  some  kind  should  be  set  between  the 
insole  and  the  outsole  and  this  middle  sole  or  slip 
should  be  well  cemented  to  the  outsole  after  having 
been  nailed  separately  to  the  insole.  Unless  this  is 
done  the  single  sole  is  bound  to  curl  up  under  the 
strain  of  the  nails  and  a  wavy  edge  is  bound  to  result, 
and  besides  there  is  no  substantial  foundation  to  a 
shoe  thus  repaired.  A  wide  strip  of  welting,  such  as 
used  in  shoe  factories  may  be  set  all  around  the  Mc- 
Kay shoe  that  calls  for  a  slip  between  the  insole  and 
the  outsole,  but  with  this  welt  strip,  which  is  about 


llllllll 


Mr.  Lewis,  Executive, 
Toronto  Shoe  Repairers'  Association 


Mr.  J.  L.  Weir.  Executive, 
Toronto  Shoe  Repairers'  Association 


Mr.  Sparks,  Executive, 
Toronto  Shoe  Repairers'  Association 
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one  incli  wide,  tlie  necessity  of  a  filler  of  some  kind 
is  increased. 

Preparing  the  Shoe  for  the  Rubber  Heel 

When  fitting  the  heel  for  a  rubber  heel  some  re- 
pairers use  the  following  method.  They  try  the  shoe 
to  a  rubber  heel  nailed  on  the  edge  of  the  bench  in 
a  way  that  the  forepart  of  the  shoe  is  readily  set  down, 
thus  enabling  them  to  determine  quickly  how  much 
more  is  to  be  taken  off  the  heel  until  the  proper  fit- 
ting qualities  are  reached.  When  taking  off  the  lifts 
the  best  available  nippers  should  be  used  and  these 
are  nickle-plated,  double-jointed  and  very  strong  ones, 
which  are  easy  to  operate  even  on  a  steel  nail.  Many 
repairers  lose  time  by  using  nippers  which  are  dull, 
or  soft,  or  not  properly  constructed  for  easy  opera- 
tion. When  brand  new  shoes  are  brought  in  to  be 
rubber-heeled,  as  is  often  the  case,  the  lifts  should  be 
taken  off  carefully,  so  as  not  to  break  the  leather.  The 
slugs  have  a  tendency  to  hold  fast,  and  the  writer 
would  advise  cutting  the  slugs  underneath  the  top- 
lift  before  proceeding  to  take  off  the  top-lift,  and  this 
means  that  the  heel  reducing  machine  should  be  used. 
It  is  a  lack  of  common  sense  not  to  use  such  a  luach- 
ine,  as  the  results  obtained  are  much  better. 

A  Thin  Edge  and  Heavy  Bottom 

Some  repairers  have  a  way  of  constructing  a  heavy 
shoe  bottom  that  does  not  appear  so  once  the  shoe  is 
on  the  wearer's  foot.  It  seems  that  the  outsole  is 
beveled  off  on  a  rather  long  bevel  all  along  its  margin, 
so  that  when  the  shoe  is  resting  in  its  natural  posi- 
tion the  real  thickness  of  the  bottom  is  not  apparent, 
and  the  edge,  being  rather  thin,  gives  the  looker-on 
the  impression  that  the  shoe  has  a  comparatively 
light  bottom.  This  scheme  is  a  most  excellent  one 
and  a  most  gratifying  one  when  practiced  on  wo- 
men's shoes,  for,  as  we  all  know,  women  folks  are 
not  in  favor  of  heavy  appearing  shoes  because  of  their 
clumsy  effect,  but,  on  the  other  hand,  they  are  wise 
to  the  fact  that  a  certain  thickness  of  sole  is  desir- 
able to  properly  protect  the  foot,  especially  in  the 
cold  season.  The  skived-down  edge  brings  about 
satisfaction  of  both  mind  and  eye.  It  is  an  unfor- 
tunate fact  that  shoes  must  please  the  eye  as  much 
as  the  feet,  and  it  is  up  to  Mr.  Shoe  Repairer  to  do 
like  his  brother,  Mr.  Shoe  Manufacturer  ,and  en- 
deavor to  bring  out  style  edicts  while  conforming 
himself  to  the  cold  rules  governing  modern  shoe  re- 
pairing. 

Squeezing  Out  of  a  Bad  Situation 

A  short  time  ago  the  writer  happened  to  see  a 
workman  in  a  repair  shop  accidentally  cut  through 
the  upper  of  the  shoe  being  repaired,  while  the  custo- 
mer was  watching  him.  The  man's  knife  slipped  off 
the  sole  edge  he  was  trimming  and  the  damage  was 
done. 

To  draw  himself  out  of  this  awkward  position  he 
did  not  charge  anything  for  the  new  soles  he  put 
on  and  repaired  the  uppers  to  the  best  of  his  ability. 

Probably  this  unfortunate  move  was  caused  by  a 
certain  nervousness  brought  about  by  the  close  at- 
tention of  the  customer,  and  the  writer  therefore  be- 
lieves it  would  be  a  good  plan  to  have  the  working 
benches  at  the  rear  of  the  store,  behind  a  partition, 
making  it  impossible  for  the  customer  to  "supervise" 
the  work. 

Reconstructing  the  Shank  Part 

Do  you  know  that  shoes  do  not  bear  up  against 


the  arch  of  the  foot  as  much  as  they  should  in  old 
shoes,  and  oftentimes  in  very  good  shoes?  This  por- 
tion of  the  shoe  is  important  in  upholding  the  arch, 
in  overcoming  the  flatfoot  evil  and,  moreover,  the 
plantar  region  of  the  foot  calls  for  fully  as  much  pro- 
tection as  the  forepart.  Primarily  the  shank  part  of 
the  shoe  is  shaped  in  accordance  with  the  shape  of 
the  last  and  is  supposed  to  be  held  up  in  that  shape 
by  means  of  the  shank  piece.  But  in  due  time  the 
shank  piece  loses  its  life  and  is  more  or  less  crushed 
down  by  the  weight  of  the  wearer.  It  is  up  to  shoe 
repairers  to  remedy  this  condition  and  the  easiest, 
quickest  and  best  .way  is  to  insert  nails — brass  nails, 
if  possible — along  the  shank  part.  These  nails  should 
have  large  heads  so  as  to  uphold  the  outsole  without 
working  through.    It  is  the  feeling  experienced  by  the 
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Exterior  view  of  the  store  of  Mr.  H.  E.  Carley,  1040  Gerrard  St.  East, 
Toronto.    From  left  to  right  are  Mrs.  Carley.  Charlie  Brooks,  Mrs.  Car- 
ley's   sister,   and    Mr.    Carley.     Mr.    Carley   has  just   been   elected  vice- 
president  of  the  Toronto  Repairers'  Association 
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customer  which  is  most  important,  and  the  cost  in 
labor  and  material  for  this  job  is  indeed  very  minor, 
so  a  reasonably  normal  charge  should  be  made  for 
this  work.  Most  shoe  repairers  will  argue  that  the 
shank  part  is  not  of  their  lookout  when  a  half  sole  is 
being  applied,  but  against  that  argument  the  writer 
would  propose  a  more  forceful  one  in  regard  to  the 
need  of  such  shoe  reconstruction  as  is  bound  to  be 
appreciated  by  the  customer. 

Preparing  Welt  Shoes  for  Stitching 

In  trimming  the  sole  around  a  welt  shoe  close  to 
the  welt  preparatory  to  the  outsole  stitching  opera- 
tion, the  old  welt  should  be  brought  down  to  the  sole 
all  around  after  the  sole  has  been  trimmed  close  to 
the  welt,  and  in  getting  the  welt  down  to  the  new  sole 
some  repairers  use  large  jaw  pincers,  extra  wide,  with 
one  end  of  the  handle  curved  and  flattened  out  to 
serve  as  a  rub-stick  in  rubbing  the  welt  down  to  the 
sole  at  the  sides,  the  toe-part  being  set  down  by  means 
of  the  jaws.  After  this  rubbing  down  and  compress- 
ing down  of  the  sole  and  welt  it  will  be  found  that  the 
edge  of  the  sole  still  protrudes  over  the  welt  at  cer- 
tain places,  so  that  the  knife  has  to  be  used  once 
again  to  properly  shape  the  contour  of  the  shoe.  How- 
ever small  may  be  this  overlai^ping  of  the  sole  edge, 
the  trimming  down  operation  is  necessary  as  the  least 
deviation  of  the  sole  edge  will  make  a  dift'erence  in  the 
setting  down  of  the  stitching  line  over  the  welt  at  the 
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outsole  stitching  machine.  Three  nails  are  usually 
driven  to  hold  the  sole  in  proper  position  during  the 
outsole  stitching  operation — one  at  the  toe  and  one 
at  each  side  back  of  the  tip-seam  line.  These  nails 
are  regular  heel  nails  and  are  driven  nearly  up  to  their 
heads,  being  pulled  out  after  the  operation. 

Improving  the  Inside  Bottom  of  Shoes 

All  objectionable  matter  should  be  scraped  off  the 
inside  bottom  of  an  old  shoe  before  the  new  sole  is 
applied.  In  McKay  shoes  the  soft  lining  may  be 
shoved  into  the  toe  or  may  be  partly  spread  out  here 
and  there.  At  any  rate,  the  inside  shoe  bottom  of 
welt  or  McKay  should  be  smooth  before  the  nailing 
operation  takes  place.  The  wrinkled  insole  is  quite  a 
common  thing,  especially  in  welt  shoes  of  medium  and 
cheap  grades,  and  it  is  up  to  the  repairer  to  smooth 
out  the  inside,  either  by  hammering  down  upon  a 
form,  or  by  ironing  out,  or  scraping  off.  It  is  surpris- 
ing what  a  little  defect  at  the  inside  bottom  part  of 
a  shoe  will  do  to  cause  pain  to  the  wearer  and  to  make 
stockings  wear  out  quickly.  Anything  set  inside  the 
shoe  bottom,  unless  well  skived  at  the  edge  and  of 
reasonably  soft  material,  will  hurt  the  foot.  Some- 
times rubber  pads  are  used  at  the  heel  part,  but  some 
people  cannot  stand  the  yielding  nature  of  the  rub- 
ber, which  causes  a  pain  felt  way  into  the  bone  of  the 
foot  after  a  certain  length  of  time.  The  writer,  how- 
ever, knows  for  a  fact  that  the  heel-seat  of  a  shoe 
at  the  inside  should  be  somewhat  cup-shaped,  perhaps 
a  little  bit  more  than  the  average  last  allows.  In 
the  old  days  lasts  were  made  much  more  rounded  at 
the  heel-bottom  part  than  today  as  this  principle  was 
well  understood  by  old-time  shoemakers.  It  is,  there- 
fore, wrong  for  a  shoe  repairer  to  apply  a  pad  and  a 
filler  at  the  heel  of  a  shoe  since  the  curving  in  of  the 
insole  is  a  natural  adaptation  to  the  foot.  The  points 
of  heel  nails  are  objectionable,  of  course,  and  they 
should  be  hammered  in  and  a  pad  set  over  the  heel 
portion  of  the  insole.  Whenever  possible  a  few  heel 
nails  should  be  pulled  out  by  the  conscientious  shoe 
repairer  because  there  are  too  many  nails  in  the  heel 
of  a  shoe  after  it  has  been  repaired.  It  is  surprising 
how  a  large  number  of  nails  will  increase  the  hard 
effect  of  the  heel  on  the  pavement  when  walking. 
Shoe  repairers  can  improve  considerably  at  the  heel- 
end  of  the  shoe. 


Am-Bri-Can  Distributors  Re-organized 

Am-Bri-Can  Distributors  have  re-organized  into  a 
limited  company  with  head  oflice  at  Suite  3,  Central 
Chambers,  Houston  &  King  William  Streets,  Hamil- 
ton, Ont.,  which  will  be  in  charge  of  Mr.  H.  A.  Beatty. 
The  Toronto  sample  room  will  be  at  64-68  Adelaide 
Street  East,  in  charge  of  Mr.  D.  A.  Leonard.  The 
Montreal  office  at  110  Mappin  &  Webb  Building,  St. 
Catharine  Street  West,  will  be  in  charge  of  Mr.  A.  E. 
IClmcr. 


Use  the  best  grade  of  burnishing  wax  and  the  high 
gloss  it  gives  to  the  heels  and  bottoms  will  convince 
you  that  it  is  the  cheapest.  It  does  not  take  as  long- 
to  ajjply  and  the  shine  will  stay  on.  Stick  ])olish 
api^licd  to  the  bru.sh  helps  ])ut  on  a  cpiick  polish  also. 


It  is  stated  that  the  Natural  Tread  Shoe  Company  of 
Toronto  have  been  looking  over  sites  in  the  city  of  Belle- 
ville with  a  view  to  estal)lishing  a  factory  there. 


Kendex  Products  Now  Being  Manufac- 
tured in  Canada 


KEN  WORTHY  BROS.  Com])any,  Stoughton. 
Mass.,  have  formed  a  Canadian  corporation 
which  will  be  known  as  Kenworthy  Bros,  of 
Canada,  Limited,  the  factory  and  main  offices 
to  be  at  St.  Johns,  Que.  Land  has  been  purchased,  a 
])lant  built  and  the  comi)any  is  now  in  full  operation. 
The  officers  are  as  follows:  Herbert  F.  Kenworthy, 
l)resident ;  Harry  J.  Kenworthy,  first  vice-president; 
iv  S])encer  Arend.  second  vice-president,  and  A.  P. 
Hittl,  secretary  and  treasurer.  The  board  of  directors 
will  consist  of  the  above  officers  and  also  George  S. 
Chiswell,  Horace  D'Artois,  and  George  Van  Horne. 
Mr.  Hittl  will  be  factory  manager. 

This  Canadian  company  will  carry  on  the  same 
business  as  the  parent  company  at  Stoughton,  Mass., 
its  principal  line  being  the  manufacture  of  Kendex 
material,  which  is  a  patented  article,  made  in  all  col- 
ors, being  used  for  insoles  and  middle  soles  in  shoes 
and  for  brake  linings  on  automobiles  and  for  linings 
for  friction  clutch  brakes  on  machinery.  They  are  also 
l)erfecting  a  line  of  imitation  leather  to  l)e  made  on 
this  same  material. 

Kendex  is  fast  color  and  a  non-conductor — quali-  < 
ties  which  have  made  it  valuable  for  insole  purposes. 
Used  in  the  manufacture  of  tennis  or  rubber  outsole 
shoes  they  can  be  vulcanized  at  the  usual  degree  of 
heat  used  in  manufacturing  these  shoes  and,  being 
a  positive  non-conductor,  all  burning  or  stinging  of 
the  feet  in  summer  and  cold  feet  in  winter,  are  elim- 
inated. 

The  Canadian  company  will  also  operate  a  cutting 
department,  furnishing  Canadian  customers  with  cut 
felt  heel  pads,  box  toes,  etc.,  and  will  carry  a  general 
line  of  felt  piece  goods  and  imitation  leather  to  meet 
all  the  felt  requirements  in  the  manufacture  of  shoes. 
The  principal  object  in  forming  the  Canadian  corpora- 
tion is  to  give  Canadian  customers  the  best  possible 
service  at  minimum  cost,  and  to  eliminate  the  neces- 
sary duty  on  merchandise  shipped  into  Canada  from 
the  United  States.  The  Canadian  company  has  Cana- 
dian stockholders  and  the  products  to  be  manufactured 
and  sold  in  Canada  will  be  entirely  Canadian-made 
goods. 


Breithaupt    Leather    Company  Have 
Christmas  Celebration 


THE  second  Christmas  celebration  staged  by  the 
Breithaupt  Leather  Company,  Woodstock,  for 
their  employees  and  their  families,  was  held  on 
the  Saturday  before  Christmas  in  the  Knights 
of  Columbus  Hall. 

There  were  about  300  guests  and  the  entertain- 
ment program,  which  included  a  visit  from  Santa  Claus 
himself,  was  very  much  enjoyed.  Mr.  J.  C.  Breithaupt, 
president  of  the  company,  was  on  hand  from  Kitchener 
and  in  a  short  address  s])oke  of  the  good  fellowship 
that  existed  between  the  company  and  its  em])loyees 
and  comijlimcntcd  the  local  manager,  Mr.  A.  I.  Schulz 
on  the  whole-hearted  manner  in  which  he  had  arranged 
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the  entertainment.  The  presentations  included  three 
handsome  umbrellas  given  by  the  employees  to  Mr. 
and  Mrs.  A.  I.  Schulz  and  Mr.  Julius  Schulz.  After 
the  program  of  music  and  addresses  long  tables  were 
laid  generously  with  refreshments  under  the  super- 
vision of  Mrs.  Schulz,  following  which  the  floors  were 
cleared  and  dancing  and  musical  selections  indulged 
in  until  the  midnight  hour. 


A  New  Spat  Dryer 

fT^^HE  illustration    herewith    shows  a    spat  dryer 
I       placed  on  the    market    recently  by  the  E.  T. 
-M_       Gilbert  Manufacturing  Company,  228  South 
Avenue,  Rochester,  N.Y.    Spats  are  in  good 
demand  this  year  and  it  is  pointed  out  that  a  device 
of  this  kind  that  will  enable  women  to  wash  their  spats, 


dry  them  in  perfect  shape,  without  wrinkles,  without 
ironing  and  without  shrinking,  will  be  a  ready  seller 
in  the  shoe  store.  The  spat  forms  are  made  in  sizes 
1  to  (^  inclusive  of  specially  selected  kiln-dried  lumber, 
guaranteed  not  to  warp. 


Montreal  Firm  Making  Gaiters 

Till"'  industrial  Ex])ort  Company  of  Canada. 
Ltd.,  263  St.  James  Street.  Montreal,  is  putting 
on  the  market  a  gaiter  known  as  the  Esmay. 
The  domestic  section  of  the  company  is  work- 
ing in  co-oi)eration  with  a  very  large  United  States 
corporation.  The  gaiters  are  manufactured  in  a  fac- 
tory in  Montreal,  with  a  capacity  of  about  2,000  pairs 
per  day,  and  will  be  sold  throughout  the  Dominion. 
The  gcjods  are  made  for  men  and  women,  and  also 
for  children,  in  all  heights  and  in  various  colors. 
When  desired  they  will  be  fitted  with  the  invisible 
buckle.  The  company  has  a  separate  export  de]nirt- 
ment,  which  specializes  in  the  export  of  footwear,  and 
is  doing  a  large  business  with  Great  Britain,  France, 
South  .Africa  and  other  countries.  Mr.  G.  G.  Hodges, 
who  was  formerly  with  Geo.  A.  Slater,  Ltd.,  is  the 
general  manager  of  the  company,  Mr.  W.  J.  Weldon 
being  the  sales  manager  of  the  domestic  section. 


New  Line  of  Polishes 

The  Canadian  Shoe  Findings  Novelty  Company, 
Toronto,  have  secured  exclusive  rights  in  Ontario  and 
sales  rights  for  all  Canada  for  Everton-Barron  shoe 
polishes  which  will  be  manufactured  at  Amherst,  N.S. 
The  parent  company  is  located  at  Providence,  R.  T. 
and  their  line  includes  high-grade  shoe  polishes  in  all 
colors,  dressings  and  dyes. 


Census  of  Live  Stock  Population  of  Canada 

FKiURh'S  just  published  by  the  D(jmini(jn  Bur- 
eau of  Statistics,  Ottawa,  .show  that  for  1919 
the  figures  for  horse  and  cattle  poi)ulation  in 
Canada  are  the  highest  on  record.  Sheep, 
also,  show  a  very  satisfactory  increase  since  the  an- 
nual decline  in  numbers  was  arrested  in  1917.  This 
year's  total  of  3,421,958  sheep  compares  with  a  pre- 
vious high  point  of  3,155,509  in  1871,  the  first  census 
after  Confederation.  Following  are  the  figures  for 
all  classes: 

Increase  x 

1918  1919        Decrease  -f- 

Horses  3,609,257       3,667,369       x  58,112 

Milch  cows  3,538,600       3,547,437       x  8,837 

Other  cattle  6,507,267  6.536,574  x  29.307 
All  cattle  10.045,867      10,084,011       x  38,144 

Sheep  3,052,748       3,421,958  x369,210 

Swine  4,289,682       4,040,070  ^249,612 


Montreal  Leather  Market  Quiet 

A.S  usual,  at  this  time  of  the  year,  the  leather 
business  in  Montreal  is  quiet,  shoe  manufac- 
turers having  good  stocks  on  hand,  and  buy- 
ing only  such  odd  lots  as  are  required.  Prices 
of  kid  are  very  firm,  and  if  any  real  buying"  sets  in  it 
is  expected  that  a  higher  range  of  values  will  obtain. 
Raw  skins  are,  it  is  reported,  scare  and  dear.  The 
chief  demand  is  for  the  better  grades  of  U])per  stock. 
There  is  only  a  small  stock  of  side  leathers  on  the 
market,  although  just  now  the  paying  is  light.  The 
following  are  some  of  the  prices  ruling:  Box  chrome, 
68  to  70c;  gun  metal,  73  to  75c;  colored  leather,  80c; 
oak  sole,  95c. 


The  Breithaupt  Calendar 

The  Breithaupt  Leather  Company,  Ltd.,  Kitchener, 
Out.,  are  distributing  to  the  trade  a  very  handsome 
calendar  for  1920.  The  picture  is  a  reproduction  of  a 
painting  by  a  noted  cowboy  artist,  Mr.  Charles  M. 
Russel,  and  is  called  "The  Dead-line  of  the  Range." 
It  depicts  a  somewhat  dangerous-looking  argument 
between  cowboys  and  Indians,  the  Indians  quite 
plainly  intimating  that  trespassers  will  not  be  toler- 
ated. 


Shop  Talk  For  the  Repairer 

Shoe  repairers  often  complain  about  various  ce- 
ments evaporating  while  being  carried  in  stock.  A 
good  way  to  prevent  cements  from  evaporating  is  to, 
first,  see  that  the  caps  are  screwed  down  tight  on  the 
cans  and,  then,  to  invert  the  cans  Avith  the  bottoms 
up.  This  allows  the  cement  to  hermetically  seal  any 
air  leakages  that  may  be  in  the  caps  of  the  cans.  By 
practical  test  and  experiment  this  has  proven  to  be 
an  absolute  solution  of  this  problem.  If  you  are 
having  any  trouble  with  your  cements  along  this  line, 
try  this  remedy  and  note  the  result. 

Leather  can  be  tempered  successfully  by  the  rc- 
])airer  and  got  into  condition  so  that  it  will  cut  easily 
by  soaking  it  in  water  for  one  or  two  hours,  and  then 
wrapping  it  in  an  old  burla])  or  carpet  that  is  half 
saturated  with  water.  If  left  in  this  state  for  about 
twenty-four  hours  it  will  be  in  a  condition  that  will 
rnal)lc  the  repairer  to  work  with  more  facility,  and 
at  the  same  lime  saxc  his  knife  edge  and  his  leather. 
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Started  as  a  Parcel  Boy 

K.  ).  II.  Carkner,  206  Spark.s  Street,  (Jttawa, 
started  in  the  slioe  business  20  years  ago  as 
parcel  boy.  In  five  years  he  had  reached  the 
position  of  head  clerk  and  two  years  and  a 
half  later  was  given  the  management  of  a  men's  shoe 
department  which  he  held  for  7^  years.    In  July,  1914. 


M' 


Giving  Longer  Wear  to  Sole  Leather 


Mr.  J.  H.  Carkner. 

with  Mr.  K.  K.  Code  as  partner,  he  opened  up  as  j. 
Howard  Carkner  &  Company  and  has  been  successful 
in  building  up  a  valuable  trade.  Mr.  Carkner  has  al- 
ways been  a  firm  believer  in  the  advantages  of  properly 
htting-  the  foot — they  adopted  for  their  store  the  slogan 
"Shoes  that  l^'it" — and  attribute  much  of  their  success 
to  their  efforts  in  this  direction.  All  widths  of  .shoes 
are  carried,  from  AA  to  E,  Mr.  Carkner  believing  that 
they  would  be  seriously  handicapped  if  they  didn't. 


T 


I',  anncnnicement  is  being  made  o{  a  ]jrocess 
by  which  sole  leather  is  treated  in  such  a  way 
that  it  is  claimed  to  give  considerably  more 
wear  than  an  ordinary  untreated  leather  sole. 
This  is  called  the  .\dwear  Process  and  consists  of  a 
series  of  vertical  threads  formed  through  the  sole,  the 
thread  being  immersed  in  wax,  pitch  and  rosin  which 
has  been  heated  to  a  licpiid.  The  wearing  surface  of 
the  .sole,  after  the  treatment  has  been  api)lied,  resem- 
i)lcs  several  rows  of  stitchin<f.  The  cniter  surface  is 
gradually  worn  ofT,  leaving  the  thread  plugs  in  the 
sole,  averaging  about  400  ])lugs  in  each  sole  of  a  man's 
shoe.  Two  threads  are  used  in  the  ])rocess,  one  going 
into  the  sole  through  the  upper  side  and  the  other 
through  the  lower,  meeting  in  the  centre  of  the  leather 
where  a  plug  is  formed  of  six  folds  of  thread,  aggre- 
gating 50  strands.  It  is  also  claimed  that  the  .sole 
treated  with  this  process  i.s  waterproof  and  will  not 
slip,  is  just  as  comfortable  on  the  foot  and  thoroughly 
flexiljle.  The  machines  by  which  the  treatment  is  ap- 
])lied  are  leased  by  the  Adwear  Process  Sole  Leather 
Machine  Company  on  a  royalty  basis. 


Support  Draws  Out  Splinter 

ASTi''JCL  worker  came  intcj  the  ;-t(jre  of  \V.  J. 
lloneyford,  Collingwood,  ( )nt..  suffering  sev- 
erely in  one  foot  while  the  other  was  almos^t 
normal.  He  had  a  slight  metatarsal  tnnible, 
and  on  examining  the  foot,  Mr.  Honeyford,  who  is  a 
graduate  Practipedist,  found  a  very  tender  spot  on  the 
third  metatarsal.  This  seemed  to  be  nothing  more 
than  a  sore  metatarsal  bone,  so  he  fitted  him  with  a 
Xo.  3  metatarsal  sup])ort  and  ])laced  the  pressure  just 
behind  the  trouble.  In  one  day's  time  a  piece  of  cut 
steel  came  out  through  the  skin,  and  the  man  pulled 
it  out  with  his  fingers  and  then  poulticed  the  s])ot  for 
a  day.  In  a  short  time  his  foot  was  well,  but  he  con- 
tinues wearing  the  arch  sui)ports  and  goes  about  his 
work  with  ])erfect  comfort  and  ease. 
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FOOTWEAR   FINDINGS  i 


Happenings  in  the  Shoe  and  Leather  Trade 


Bllg[>g[a|RlRI[gippiai«iraiKl[Hira[«1(>{lWI«l[«ll5^ 


Allan  Locke,  sales  manager  of  the  Slater  Shoe  Co.,  Ltd., 
Montreal,  lias  resigned,  to  take  up  tlie  position  of  manager  of 
fJnfrcsne  &  Cjalipeau,  Ltd.,  slioe  jol)t)crs  and  manufacturers, 
.Montreal.  Mr.  Ralphc  Locke  recently  acquired  a  controll- 
ing interest  in  the  latter  firm. 

W.  E.  Campl)ell,  representative  of  the  Slater  Siioe  Co., 
Ltd.,  in  Alberta  and  British  Columbia,  was  married  at  St. 
Leo  Ciuirch,  Montreal,  on  December  ;iO,  to  Miss  Irene 
Cummings,  of  Montreal. 

Peter  Hraunstein,  formerly  of  tiie  Children's  Footwear 
Co.,  Montreal,  has  opened  up  a  factory  at  39  Williams  Street, 
Montreal,  lie  is  manufacturing  high  grade  stitchdowns  in 
black,  tan  and  mahogany  patent  leather,  smoked  elk,  and 
gray.  Samples  now  ready,  and  Mr.  Braunstein  has  started 
manufacturing  with  an  output  of  from  700  to  1,000  pairs  per 
week.    .VIr.  I'rannstcin  will  sell  to  jobbers  only. 

Clark  Brothers,  J^td.,  manufacturers  of  ladies  high  grade 
McKay  shoes,  St.  Stephen,  N.B.,  are  issuing  $3r)0,000  in  8 
per  cent,  cunnilative  jjrefcrrcd  stock.    The  company  manu- 


facture from  600  to  800  pairs  per  day,  and  it  is  believed 
that  with  the  increased  capital  the  output  can  be  increased 
to  2,000  pairs  per  day,  with  a  gross  annual  business  of 
$2,000,000.  It  is  stated  in  the  prospectus  that  the  "Supreme 
Lady"  Shoe,  one  of  the  outstanding  leaders  of  the  firm,  has 
a  demand  far  in  excess  of  the  company's  capacity,  and  that 
the  lines  of  the  company  are  sold  from  coast  to  coast.  The 
annual  average  profit  on  the  present  capitalization  is  stated 
to  be  $30,000  per  year. 

Peter  Doig,  sales  manager  of  the  Tetrault  Shoe  Manu- 
facturing Co.,  Ltd.,  Montreal,  has  just  returned  from  a  visit 
to  the  coast.  He  reports  that  conditions  in  the  West  are 
excellent. 

The  New  Idea  Quick  Shoe  Repair  Company,  Toronto, 
sulTcrcd  damage  by  lire  recently. 

.Announcement  is  made  that  the  Tetrault  Shoe  Manu- 
facturing Company  are  increasing  their  capital  stock  from 
one  million  to  two  million  dollars. 

An  exhibit  of  fine  upi)er  leather  and  sole  leather  will 
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K  B 

FELTS  &  KUMFYS 


At  the  beginning  of  the  year  1920  we  wish  to 
express  our  sincere  appreciation  of  the  generous  and 
substantial  approval  bestowed  upon  K.  B.  Felt  Foot- 
wear by  dealer  and  public  alike. 

The  past  year  has  been  the  crowning  year  in  the  history  of 
K,  B,s,  We  feel  that  this  success  has  been  more  than  popularity — 
it  is  the  acceptance  by  the  public  of  the  value  of  the  important 
factors  of  character  which  are  combined  in  the  making  of  K,  B, 
Footwear,  Quality,  Comfort  and  Style  are  essentials  of  Best 
Felt  Shoe  Character  and  in  K.  B,s  these  are  the  solid  foundation 
of  a  good  will  which  is  worth  more  to  us  than  any  other  testimonial 
that  could  be  given. 

For  the  Retailer  and  the  Jobber  there  is  no  safer  guarantee 
than  the  tried  and  tested  judgment  of  thousands  of  satisfied  K,  B. 
Felt  Shoe  wearers, 

1920  samples  are  now  in  the  hands  of  jobbers.  See  them 
early.    There  never  have  been  enough  K,B  s. 


A.J.KINMEL  PresJ 


COBOURG 


MADE  IN 
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he  held  at  the  United  States  Hotel,  Boston,  during  the  early 
part  of  January. 

A.  Walmsley  has  opened  a  siiocmaking  and  repairing 
shop  at  Indian  Head,  Sask.  He  was  for  three  and  a  half 
years  overseas  and  for  two  years  surgical  bootmaker  and 
instructor  to  the  Canadian  Ordnance  Corps  School  of  In- 
struction, Ashford,  England. 

The  iirni  of  Bennett,  Limited,  the  well-known  firm  of 
shoe  supplies,  Montreal,  had  orie  of  their  buildings — known 
as  the  old  mill — at  Chambly  Canton,  P.Q.,  destroyed  by  fire. 
This  building  was  used  for  the  manufacture  of  fibre  and 
counters.  Naturally  the  loss  will  involve  a  little  delay,  but 
the  company  expect  to  have  the  entire  organization  in  full 
running  by  the  middle  of  January.  Fortunately  the  com- 
pany iiave  a  large  stock  of  counters  on  hand. 

W.  C.  Cudney,  formerly  with  Getty  &  Scott,  Gait,  is 
now  covering  the  Ontario  territory  for  the  International 
Supply  Company,  Kitchener,  Ont. 

The  United  Shoe  Machinery  Company  have  installed  a 
new  clicking  machine  at  the  factory  of  the  L.  McBrine  Com- 
pany, Kitchener,  Ont. 

Ames-Holden-McCready  have  bought  out  the  wholesale 
shoe  business  of  Kilgour-Rimcr,  Winnipeg,  Man. 

During  the  recent  cold  snap  in  Toronto  most  retailers 
reported  that  trade  was  very  dull.  People  would  not  ven- 
ture out  of  doors  to  shop. 

Notice  has  been  mailed  to  the  trade  that  the  name  of 
Thompson  Bros.  Inc.,  Brockton,  Mass.,  has  been  changed  to 
Thompson  Bros.  Shoe  Company.  This  change  has  been 
made  for  the  purpose  of  affording  opportunity  for  executives, 
department  heads  and  salesmen  to  become  stockholders  in 
the  company.  Thompson  Bros.  Shoe  Company  make  men's 
fine  shoes  exclusively. 

The  iMidicott-Johnson  Corporation,  Johnson  City  and 
Endicott,  N.Y.,  turn  out  T.j.OOO  pairs  of  shoes  a  day  and 
have  al)out  1."), ()()()  employees.  The  president,  Mr.  Endicott, 
states  that  their  turnover  is  about  $90,000,000  a  year  and 
they  will  probably  have  to  refuse  fifty  million  dollars  worth 
of  business  this  year. 

Geo.  G.  Gales  has  been  elected  treasurer  of  the  Kiwanis 
Club,  Montreal. 

.\t  tlie  regular  monthly  meeting  of  the  Purchasing 
Agents'  ■^ssociation  of  Montreal  and  District  held  at  the 
Queen's  Hotel,  an  address  was  delivered  by  Mr.  C.  C.  Jones, 
purchasing  agent  of  the  Ihiited  Shoe  Machinery  Co.  of  Can- 
ada, Ltd..  on  various  forms  as  used  l)y  the  purchasing  de- 
jjartment. 

W.  J.  Paterson  has  been  appointed  traveller  for  Dupont 
&  Ercre,  Montreal,  and  will  cover  the  provinces  of  Manitoba 
ajid  Saskatchewan.  Air.  I'aterson  started  out  with  a  full 
line  of  samples  on  Jjinuary  1. 

.VI  acM  illan's  Shoe  Store,  Newcastle,  N.B.,  have  an- 
nounced to  their  customers  a  discontinuance  of  credit  ac- 
counts and  that  tlicir  i)usiness  will  be  conducted  henceforth 
on  casii  terms  only. 

The  ratepayers  of  Midl;ind,  Ont.,  will  vote  on  a  by-law 
to  loan  $15,000  to  the  Copeland  Shocpack  Company  for  the 
establishing  of  a  new  industry. 

fialcs  &  Company,  .Sjjarks  Street,  Ottawa,  have  one  of 
tile  most  up-to-date  stores  in  Eastern  Canada.  Mr.  Stanley 
Stratton  is  a  graduate  i)ractipcdist,  and  the  manager,  Mr. 
Roy  Teclzel,  is  an  cnliiusia^lic  booster  of  foot  comfort  ap- 
pliances. 

Tile  Slater  .Shoe  Store,  15  St.  John  .Street,  Quebec,  has 
been  closed,  'he  manager,  .VI  r,  I!.  I'.londean,  having  decided 


to  devote  his  time  to  other  interests.  The  stock  of  the  store 
will  be  disposed  of  by  the  Manufacturers'  Sales  Corporation. 

The  Hyde  .Shoe  Manufacturing  Company,  I^imited,  To- 
ronto, have  been  granted  an  Ontario  charter. 

Eaton's  Bootery  have  ojjened  a  cut-price  shoe  store  in 
Pembroke,  Ont.,  and  recently  advertised  the  "greatest  shoe 
sale  ever  held  in  Pembroke  of  an  immense  stock  of  footwear,, 
direct  from  the  world's  greatest  factories,  bought  months  ago 
at  great  price  concessions." 

Fire  recently  visited  the  Ideal  Shoe  Store,  204  Queen  St. 
East,  Toronto.  Damage  to  the  stock  is  estimated  at  $2,000 
and  to  the  building  $1,.500. 

The  Weekly  Bulletin  of  Boston  states  that  a  Canadian 
shoe  buyer  came  into  the  Boston  market  to  buy  short  vamp 
models  and  when  told  by  the  manufacturer  that  he  did  not 
have  any,  refused  to  jjlace  an  order  for  anything  else.  The 
manufacturer  finally  compromised  and  showed  him  one  of 
the  French  models,  which,  while  he  was  not  thinking  of 
selling,  he  still  had  in  stock.  The  result  was  that  the  Can- 
adian buyer  placed  a  substantial  order  for  this  model. 

A  man  in  Niagara  Falls,  N.Y.,  has  opened  a  foot  com- 
fort station  where  he  sells  nothing  but  foot  comfort  appli- 
ances and  remedies. 

Arthur  Sapsford  recently  took  over  the  boot  and  shoe 
repairing  business  of  F.  A.  Thrun  at  909  Yonge  Street.  Mr. 
Sapsford  was  overseas  in  France  with  the  7.5th  and  84th 
Battalions  and  also  saw  three  j'ears  active  service  in  the 
South  African  war. 

G.  A.  Slater,  president  of  Geo.  -A.  Slater,  Ltd.,  Maison- 
neuve,  accompanied  by  Mrs.  Slater,  has  left  for  an  extended 
trip  to  Great  Britain  on  business  and  pleasure.  Mr.  Slater 
has  been  in  poor  health  for  some  time  and  hopes  to  benefit 
by  the  change. 

C.  B.  Segar,  president  of  the  Dominion  Rubber  System, 
just  previous  to  the  holiday  issued  the  following  statement: — 
"To  officers  and  employees  of  the  Canadian  Consolidated 
Rubber  Co.  As  a  holiday  remembrance,  our  company  is 
giving  its  salaried  officers  and  employees  in  this  country  10 
per  cent,  on  salaries  not  exceeding  $2,000,  and  to  those  re- 
ceiving salaries  of  over  $2,000  10  per  cent,  on  $2,000,  or  $200. 
In  accordance  therewith,  cheque  to  your  order  is  herewith 
enclosed.    With  best  wishes  for  the  coming  year." 

Thomas  Scudder,  a  returned  soldier,  has  started  a  shoe 
repairing  business  in  Clarksburg,  Ont. 

A.  G.  Mooney,  of  Montreal,  has  secured  the  Canadian 
agency  for  the  Essex  Brush  Company,  of  Lynn,  Mass. 

J.  A.  Scott,  of  the  Citadel  Leather  Co.,  Quebec,  was  a 
recent  visitor  to  Montreal. 

W'e  are  informed  that  Mr.  J.  Mullarky,  the  superin- 
tendent of  the  W.  A.  Marsh  Co.  Ltd.,  Quebec,  has  met 
with  a  serious  accident,  by  falling  downstairs  in  the  factory. 

R.  S.  McLeod,  for  17  years  on  the  travelling  staff  of  the 
James  Robinson  Co.  Ltd.,  Montreal,  has  been  presented 
by  the  employees  of  the  company  with  a  sapphire  and 
tliamond  scarf  pin  on  the  occasion  of  his  leaving  the  -firm. 
The  presentation  was  made  by  Mr.  George  Robinson,  vice- 
president  of  the  company,  Mr.  D.  S.  Benvie,  the  secretary- 
treasurer,  adding  a  few  words  as  to  the  respect  in  which 
Mr.  McLeod  is  held.  Mr.  McLeod  has,  with  Mr.  Real  Huot, 
])urchase(l  the  business  of  John  Simpson  &  Co.,  Alexandria, 
Ont.,  which  is  being  carried  on  under  the  style  of  the  Simp- 
son Store. 


WANTED— POSITION   AS  TRAVELLING   SALESMAN   for  the 

Maritime  I'roviiiccs,  witli  well  cstablislied  line.  Married  man,  36  years 
of  age.  Active,  and  can  furnish  Al  references  re  ability,  habits,  etc. 
A.  15.  C,  Box  970,  Footwear  in  Canada,  Toronto.  7-t.f. 
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OSMAWA 


CANADA 


TANNERS  AND  CURRIERS 


Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 

MONTREAL  OSHAWA  QUEBEC 


INCREASE  YOUR  BUSINESS 

and  your  prestige  in  the  shoe  business  by  giving  your  customers 

the  benefit  of 

THE  GRIFFIN-HANLEY  SHOE  COMPANY'S 

Special  Made  to  Order  Shoe  Service 

We  are  going  to  establish  an  agency  in  every  city  in  Canada. 
The  proposition  is  open  to  one  of  the  leading  retail  shoe  mer- 
chants in  each  city.    Act  quickly. 

We  have  a  range  of  stylish,  up-to-date  lasts  to  fit  ordinary  feet. 
Specially  made  lasts  to  fit  any  feet.    Many  special  features  that 
will  appeal  to  your  customers. 

Stylish,  Durable,  Solid,  Honest  Shoes 

THE  GRIFFIN-HANLEY  SHOE  COMPANY 

LONDON,  ONTARIO 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aird  &  Son   0 

Ames-Holden-McCready   '.) 

Armstrong",  W.  D   (W 

r5cal  Bros   04 

Beckwitli  Box  Toe  Cf)mpany   72 

Bennett,  Limited   5 

Blouin,  Pierre    70 

Boot  and  Shoe   Union    74 

Borne,   Lucien    79 

Boston   Blackin*;-  Company    70 

Brcitliaupt  Leather  Co   11 

Brodie  &  Harvie   78 

Canadian  Consolidated  Riil)1)er  Co.  .■!-28 

Canadian  Footwear  Co   S 

Champion  Slioe  Machinery  Co.    .  .  .  (ii* 

Chihlren's  Shoe  Mfg.  Co   27 

Chirke  and  Co.,  A.  R   84 

Cleland,   Regd.,  James    ()5 

Cobourg-  Felt   Co   lil 

Cote  &  Son,  A.  A   0,5 

Cote,  J.  A.  &  M   OH 

Dalrymple  Pulsifier  Co   07 

Daoust-Lalonde  &  Company   10 

Duchaine,  Ludger   37 

Edwards  &  Edwards   78 

Eureka  Shoe  Company    80 


Fortuna  Macliine  Co   70 

Franklin  Machine  Co   78 

Freeman,   Louis  G   77 

(iirouard,  Le  Maison   72 

Globe  Furniture  Co   80 

(ilobe    Shoe    Company    77 

Goodrich,  Hazen  B   73 

Goodyear  Tire  &  Rubber  Co   81 

(iriffin-Hanley  Shoe  Co   o:i 

Hawley  &  C  o.,  A.  E   C7 

Hinde  &  Dauch  Paper  Company  ...  78 

independent  l^ubber  Co   34 

Industrial  Export  Co   30 

International  Supply  Co   20 

Kelly,  Thoma^  .\   83 

Kenworthy    Bros   8.'! 

King  Bros   08 

LaDuchesse  Shoe  Company    71 

Lagrace  &  Lepinay   15 

Landers  Bros.  Co   82 

Lang  Tanning  Co   18 

Landis   Machine   Company    83 

Lennox  &  Co.,  John   00 

McLaren  &  Dallas   21 

Midland  Shoe  Co   41 

Miner  Ruliber  Company  10-17 


Narrow  Fabric  Company   80 

National  Cash  Register  Com])any..  7'> 

New   Castle    Leather   Coni])any    ...  22 

New  .Shoe  Machinery  Co   72 

Oscar  Onken  Cnm])any    (iH 

I'antber  Rubber  Co   Cover 

Perfection  Counter  Co   71 

Perkins  &  McNeely   08 

Ritchie,   John    7 

Regal   Shoe  Company    1 

Kobson   Leather  Co   Gli 

Robinson  Co.,   Ltd.,  James   12-1:! 

Saba  &  Co.,  C.  A   10:5 

.Samson  Enr..  J.  E   7!) 

.Spaulding:  &  Sons,  J   3:i 

Standard  Kid  Mfg.  Co   4 

Standard  Show  Case  Co   05 

Sisman  .Shoe  Com|)any    71 

Taylor-Forbes  Co   0.5 

Tetrault  Shoe  Mfg.  Co   25 

Tillsonburg  Shoe  Co   19 

United  Shoe  Machinery  Co.,  Ltd. .  .  7;i-70 

United  States  Hotel,  Boston   79 

U.  S.  Specialty  Mfg.  Co   05 

Wheeler  &  Cummings    66 


Modern  Equipment 
and  Store  Supplies 
for  the  Shoe  Trade 


ORDER  NOW— 

OIL  TAN- 
MOCCASINS  &  MOCCASIN 
TOBOGANING  TOES 


Special  line  of  built  heels — For 
immediate  delivery 


Best  value  on  the  market 


REPAIRERS — Our  line  of  shoe  repairers  combine 
every  modern  facility  for  first  class,  speedy  shoe 
re])airing'. 

5A  FINISHING  MACHINE  meets  all  requirements 
of  shoe  repairing',  and  is  in  extensive  use  through- 
out the  trade. 

FULL  LINE  OF  SHOE  FINDINGS  and  Leather,  and  all  kinds  of  Shoe  Laces,  Tools, 
etc.,  ready  for  prcmijjt  deliveries.  When  you  want  shoe  supplies  and  equipment,  try 
us  for  reliability,  service,  and  prompt  attention. 

SOLIDITY  REPAIRING  OUTFITS  mean  satisfaction  and  efficient  work. 


Enquiries  Solicited 


Beal  Bros.  Ltd. 


52  Wellington  St.  East 
TORONTO,  ONT. 
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Don't  Say  the  Old  Way  is  "Good  Enough 

And  waste  valuable  time  stuffing  your  shoe  tops  with  paper,  etc.,  which 
distorts  their  appearance  when  at  a  small  cost  you  can  make  your  display 
shoes  look  trim  and  graceful.  "ADJUSTO"  BOOT  TOP  FORMS  are  quickly 
and  easily  adjusted — No  springs  to  get  out  of  order  or  screws  to  adjust 
The  slide  does  the  trick — it  expands  the  form  and  gives  the  shoe  top  a  smooth 
graceful  appearance  and  holds  it  in  perfect  position.  Try  this  simple  inex- 
pensive way.  The  cost  is  small  but  results  are  great.  Order  enough  for 
your  windows  to-day.  Price  $3.00  per  dozen,  f.o.b.  Pittsburg.  If  your  job- 
bers cannot  supply  you,  order  direct. 


Model  No.  2 
Model  No.  3 
Model  No.  5 


&  B  widths 
&  D  widths 
up  Spats,  size 


u.  s. 


1  &  2.. 


SPECIALTY  MFG.  CO.,  Pittsburg,  Kansas,  U.  S. 

(Remember  it's  KANSAS) 


Display  Cards' 

for  voixir 

Canadian  shoe  dealers  now  have 
the  same  opportunity  to  get 
the  same  high  grade  seasonable 
show  cards  as  are  used  by  the 
big  stores  in  the  larger  cities. 

A  post  card  to  us  will  bring'  you 
.complete  information  about  our 
monthly  service  plan 

Adverttstng  brings 
Direct  Returns'' 

dorit  overlook  tliis  most 
important  feature  irv 
■your  plans  for  JQIO. 

'Write  JlsNawr- 

'We  sell  to  only  one 
shoe  dealer  in  a  local- 
ity ^  let  that  one  be 

y?U'  not  your  competitor. 


"AT  YOUf>>  SERVICE 


Largest  Manujacturers  in  Canada 

STEEL  DIES 

for 

Shoe  and  Rubber  Manufacturers 


Prompt 
Service 


Guaranteed 
Work 


JAS.  CLELAND,  REGD. 

16  St.  George  St.,  Montreal 


The 

RELIABLE 

Cobbler  Set 

"Built  for  Service." 


The  demand  for  Cobbler  sets  is  ever  in- 
crea.siiig  and  by  pushing  the  line  you  will 
find  a  ready  sale.  The  "Reliable"  fills  the 
need  in  all  respects  and  is  made  to  stand 
up  against  continued  and  unlimited  abuse. 
Write  us  for  prices  and  details  about  our 
other  cobbler  sets  and  repair  outfits. 

STOCK  SIZES,  Etc. 

I     0      I     1     I    2    I     :-!      14      I    r,   i  6 
WciRht        1  lib.  Toz.l  21b.  GK'I  31b.  3  |  31b.  lO'^l  51b.  l'A\  61b.  4  |  71b.  r> 
LetiKth         [      7"      I    6/,"     I  7M"  I    8f4"    I    9/2"    I    10"  |10.;4" 
Weight  of   Stand,  Id'/i   lbs.    Height,  25'/.  inches. 
Post  taper  measures  -^.s"  x  l/4"> 

Taylor-Forbes  Company  Ltd. 


Head  Office 
and  Works 


GUELPH 

ONT. 


Toronto  Montreal 
Vancouver 


Our  McKay  Sewed  and  Standard 
Screwed  Shoes 

will  stand  plenty  of  hard  wear.  Made  on  foot  litling  lasts  that 
will  give  comfort  to  the  wearer  and  are  durable.  The  range 
includes— Men's,  Boys',  Youths',  Little  Gents',  Children  and 
Infants'  I!lack  Chrome,  l!ox  Kip  and  Gun  Metal  Sides.  Your 
jobber  will  quote  you  prices,  or  write  us  direct. 

A.  A.  COTE  &  SON,  Limited 

Successors  to  St.  Hyacinthe  Soft  Sole  Shoe  Co.  Limited 
ST.  HYACINTHE,  QUEBEC 
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GOOD  PATTERN  DESIGKIN6 

IS  AH  ACQUIRED  ART 

^ittia^  the  lines  of  a  last  is  not 
a  Mechanical  Operation  bat  a 

Matter  of  Skill-a  result  of  \/ears 
oj  Study  and  'Jrainin^ 

PATTERN  MAKINeaemands  Rare 
Judgement  to  ^iuc  5ti|le  an  J  Gracc- 
ull  Lines  and  assure  conjomifij 
b  the  Original  Last  Ouuines 
FITTING  QUALITV  DEMANP5ACCliRy\Cy 

aVHEELERsCMINGS 

i75lmcoln  St.  Boston  Ma55  li.S.A. 


Get  the  People 
^^ComingYourWay^' 

Make  your  store  a  place  where 
people  will  like  to  go — get  them 
started  and  keep  them  coming. 
Getting  them  in  your  store  is 
more  than  half  a  sale  made. 

Every  issue  of  your  trade  journal 
is  helpful — keep  it  as  a  reference. 

READ  IT  THROUGH  AND  THROUGH 

FOOTWEAR 

*  in  Canada 


JOHN  LENNOX  &  CO. 


Our  range  of  Fall  and  Xmas  slippers  for  1920 
is  greater  than  ever.    Our  travellers 
...    are  now  out    .    .  . 


The  Headquarters  for  Slippers 


JOHN  LENNOX  &  CO.,  "IfM,"" 


January,  19:i0 
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THE 


No  Metal 
In  Contact 
With  Foot 


Patented    Feb.   23,  UiVS. 

Sept.  23,  l!tl!). 


Both  retailers  and  manufactur- 
ers will  find  many  advantages 
in  using  buckles  and  bows  equip- 
ped with  the  "Dalco"  device. 
It  is  easily  attached  to  the 
shoe.  Buckles  held  firmly  in 
place  at  any  desired  angle.  A 
trial  will  show  just  why  the 
"Dalco"  is  the  most  popular 
buckle  support  made. 

The  Dalrymple-Pulsifer  Co. 

Manufacturers  of   Shoe  Ornaments  for  30  Years 

HAVERHILL,  MASS. 


"Claim"  Beware  of  the  word. 

Its  definition  is  clear— nevertheless  it  is 
often  found  intentionally  applied  in  a  mis- 
leading way. 

There  can  always  be  a  "doubt"  about  a  claim,  but  a 
"GUARANTEE"  is  definite — it  cannot  be  used  ambiguous- 
ly.   Branded  products  of  guaranteed  merit  are  the  Retailers  surety  and  mainstay. 

Hawley's  Hygienic  British  Black  Dye  for  Cotton  or  Thread  Stockings  and  Socks  is 
guaranteed  by  Hawley's  of  Hinckley  to  be  permanent,  stainless  and  perspiration- 
proot. 

Advertising    has    made    these    guaranteed  claims  known  to  the  general  public  who 

have   been    made    to    appreciate    this  distinguishing 


WARRANTED 

In  addition  to  the  ever-recognized  demand  for  a 
permanently  fast  black  Dye  on  Stockings,  Hawley 
publicity  bas  created  new  business  which  can  be 
taken  advantage  of  by  placing  orders  now  ior  Cot- 
ton or  Thread  Stockings  or  Socks  Hawley-dyed- 
Black— the  guaranteed  safe  Hygienic  Dye  your  cus- 
tomers want  and  need. 

Summer  Breeze  in  Kensington  Gardens,  London,  Eng. 


Hawlevs 

Hygienic 

Black: 


British  Ove 


For  Cotton  &  Thread  Hoie  &  Sockt 

Sole  Dyers  to  the  principal  hosiery  manufacturers 

A.  E.  HAWLEY  &  CO.,  LTD. 

Sketchley  Dye  Works,  Hinckley,  England. 


68 


FOOTWEAR 


IN  CANADA 


January,  VJ2() 


Pan  American 

KID 

Seal  Brown  and  Black 


Perkins&McNeely 

Philadelphia 


Canadian  Representalivc— 

Ed.  R.  LEWIS 

45  Front  St.  E.,  TORONTO 


The 


Make  Your  Show  Windows  Pay  Your  Renl 

M>ny  SaU>  are  made  on  Ike  Sidewalk 

Window  Display  Fixtures 

A  Wondcrlul  >cl  of  PalenlcJ  lnltrchnn£cable  Window  Uiiplay  Fixiurd 
or  dispbyine  Men  or  Women«'  Shoes.  Set  will  Jive  10  Ycari  Good  Service  in 
ffcctive  Iradc  pulling  window  Irimi. 

you  tec  above  arc  only  i  very  few  of  the  dciifini  thai  can  be 
ull  »cr.  bctidck  hundredi  of  standard  fixlurei  can  be  tel  lip. 
Made  of  Oak.  cither  Golden.  Antique  or  Weathered  Fini»h.    Set  is  put  up 
1  Hardwood  Hinijed  Lid  Storage  Che»I,  a  Hood  place  10  keep  the  extra 
"I  here  are  thousand*  ol  *ct*  in  daily  uie. 
No.  lOl      !>cl  has  220  Interchangeable  Younits  For  Larje  Windows,  948.12 
No.  lOl'A  Set  has  110  Interchangeable  YouniU  For  Medium  Windows,  $27.SO 
No.  \0\Vt  Set  has    55  Interchangeable  Younits  For  Small  Windows,  $17.32 
corned  in  HamiUon.  Onl.    Order  direct  or  thru  your  jobber.    Send  lor  catalog.   Patented  and  mode  in  Canada. 

Oscar  Onken  Co.  5950  Fourth  Street   Cincinnati,  Ohio,  U.  S.  A. 


The  Same  in  1920  ^^buf 
Increasing  in  Popularity 

YAM  ASK  A 

This  all-leather  shoe — for  men  of  all  ages,  right  down  to  the 
little  chap — enters  the  new  year  with  added  laurels  to  its  reputa- 
tion as  a  seasoned  seller. 

YAMASKA  comes  to  the  retailer  maintaining  all  the  merit  of 
manufacture  and  material  that  has  won  for  it  such  a  large  share 
of  business  during  1919. 

Given  a  place  in  your  stock  this  year  YAMASKA  will  prove  your 
best  link  between  you  and  your  custom. 

Let  us  hear  from  you. 

LA  COMPAGNIE 

J.  A,  &  M.  COTE 

ST.  HYACINTHE,  QUE. 


t 


ENGRAVERofFINESTEELSTAMPS&DIES 
230,c,A^NES;^MONTREAL.VHo/^.  675 
CR^^^C^^fP)  Q  QUE  o  C^^^  ^AIN 
MY  STAMPS  ARE'UPTO  DATE"  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISH  TO  VOUR  SHOES 
•  WHICH     ILL  INCREASE  VOUR  SALES 


1 


THE  Established  1863 

KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturers  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  Flexible  and  Wax  Splits  for  Home  and 
Export  Trade 


Jonuary,  1930 
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Every  customer  for  a  new  pair  is  a  prospect  for  the  repair 
deparlment. 


With  a 

Champion  Shoe  Repair 

Department,  said 

By  installing  tlie  shoe  repair  department  beliind  a 
glass  partition,  customers  can  look  right  into  the  repair 
shop  and  see  how  the  work  is  done.  1  would  put  the 
Stitcher  right  up  near  the  glass,  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outfit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  Any  hve 
merchant  could  start  right  in  making  such  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  leave  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  repair  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 
ment. 

Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 

Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 

Over  20,000  Champion  Machines  of  various  types 
in  use— That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of: 

Seven  difTerent  types  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 
Forty  different  models  of  Repair  Outfits,  consisting  of  Stitchers 
and  Finishers. 

Two  distinct  types  of  Nailing  Machines. 
Many  different  Models  of  Finishers. 
A  complete  line  of  Double  Tread  Tire  Machines. 
Many  labor  and  material  saving  auxiliary  machines. 


Universal     Model     Curved  Needlt 
and  Awl   Shoe   Stitcher  —  heated 
by  gas,  gasoline,  or  electricity. 


CHAMPION  SHOE  MACHINERY  CO.,  372341  Forest  Park  B»d.,  St.  Louis,  Mo. 

Please  send  me  particulars  about  a  shoe  store  repair  department. 


Name   Street 

City   State 
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^ortuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Leathers 


Glazed  Kid 

Black  and  all  colors. 

Side  Leathers 

All  grades,  all  weights,  all  right 

Glove  Leather 

Grain  and  splits,  all  kinds,  all  colors 

Shoe  Findings 

Buttons,  Bows,  Fabrics,  Topping, 
Drills,  Twills,  Cottons,  Cork  Screws, 
Flannels,  Cotton  Threads,  Ducks, 
Poplin 

Canadian  Representatives  : 

Standard  Kid  Mfg.  Co.,  Boston 
The  Thomas  Lake  &  Whiton  Inc.,  Boston 

You  will  confer  a  favor  to  us  it  you  call  on  them  when  in 
Boston.    They  will  surely  interest  you. 

Pierre  Blouin  Reg^d 


QUEBEC 

60  Colomb  St. 


MONTREAL 

59  St.  Peter  St. 


MADE   IN  CANADA 


1 


iiiiiiiiiiii 


Our  line  of  Channel  Cements,  Sole  Laying 
Cements,  Chrome  Cements,  and  Surefold 
is  a  quality  line. 

The  first  consideration  given  to  their  make- 
up is  QUALITY. 

You  may  depend  on  them  being  as  good  a 
Cement  as  can  be  made. 


Boston  Blacking  Company 

152  McGill  Street,  MONTREALy  Canada 

IIIIIIIIIIIIIIIIIIIIIIIIUIIIII|i|lllllllllllllllllllllllllllllllllllllllli 
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An 

Attractive 
Showing 


"La  Duclies?e" 
McKay  shoes 
for  women  ami 
Turn  Slippers 
for  men  will  ap- 
peal to  you  on 
their  merits  as 
High  Grade  footwear.  You  need  look 
no  farther  for  high  grade  shoes. 

Handle  "La  Duchesse"  Manufacture. 

LaDuchesse  Shoe  Co. 

Registered 

MONTREAL 


"PERFECT" 


— m 

every 

sense 

of 

the 

word 


The  Perfect  Counter 

A  fibre  counter  that  puts  a  distinctive 
quality  into  your  shoes  which  becomes  ap- 
parent when  the  wear  is  strenuous,  giving 
an  excellent  lit,  unequalled  comfort  and  sat- 
isfaction. 

Try  the  "Perfect"  and  you'll  endorse  our 
statements. 

Perfection  Counter  Limited 

699  Letour-neux  Ave.  Cor.  Ernest  St 

Montreal 


The  Best 
Everyday  Shoe 

For  regular  service 


And  The 
Aurora  Line 

For  style  and  wear 


Two  Brands  that  bring  enthusiasm  into  business 


Many  times  throughout  the  year  they  will  send 
you  smiling  to  the  telephone  for  repeat  orders  to 
take  care  of  that  steady  pull  of  sales.  These  two 
lines  are  often  the  backbone  of  a  business,  and  prove 
the  ever-ready  friend  of  the  retailer  who  is  build- 
ing a  steady  trade. 


U):J()  suggests  many  luicertainties,  but  you  can 
depend  upon  these  Sisnian  products  as  a  "sure 
thing"  in  footwear — steady  in  returns,  but  always 
on  the  increase.  The  "Best  Everyday-  Shoe"  and 
the  "Aurora"  should  have  an  important  pl.ice  in 
your  sales  program  for  this  year. 


The  T.  SISMAN  SHOE  CO.,  Limited 

AURORA,  ONTARIO 
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On  and  after  Oct.  1st  the 

Eastern  Townships  Shoe  Co., 

of  St.  Hyacinthe.  Que.,  will  be  known  as 

La  Maison  Girouard  Limitee 

otherwise  the  organization  remains  the  same, 
and  we  will  continue  to  solicit  your  orders  for  : 

"Eastern"  White  Canvas  Shoes,  "Eastern"  Over- 
gaiters,  "  Eastern "  Felt  Leather  Footwear  and 
Maltese  Cross  Rubbers 


HAZEN  B.  GOODRICH  &  CO. 

HAVERHILL  -  MASSACHUSETTS 


MANUFACTURERS 

MEN'S  &  WOMEN'S  SLIPPERS,  OXFORDS,  PUMPS 


Shoe  Tools  and  Findings 


BOSTOX  BURXISriKRS 

Medi'jm  2  size* 


TRI-ANGS 


For  protecting  heels  from  wearing  out  too  quickly.  Manu- 
facturers of  a  large  and  complete  line  of  tools  and  findings  for 
ihoe  repairer  and  shoe  store 

The  New  Shoe  Machinery  Company 

PROVIDENCE,  R.I.,  U.S.A. 

Distributors  for  British  Columbia: 

B.C.  LEATHER  &  FINDINGS  COMPANY  LIMITED 

VANCOUVER,  B.C. 

Distributors  for  Provinces  of  Saskatchewan, 
Alberta  and  Manitoba: 

THE   GREAT    WEST    SADDLERY  COMPANY 

Winnipeg  Edmonton  Saskatoon  Calgary 


Patented 
Dec,  30th,  1913 


Patented 
Oct.  26th,  1915 


Vulco-Unit  Box  Toe 

We  do  not  make  every 
box  toe  used  in  Canada, 

"But  we  make  the 
best  of  it  


BECKWITH  BOX  TOE  LIMITED 

Sherbrooke,  Quebec,  Canada 


January,  1930 
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PROMPT  DELIVERY 

 OF  

CUTTING  DIES 

 FOR  

EVERY  TRADE  PURPOSE 

DIES 

Made  in  Canada.       Are  Guaranteed  Dies. 

An  Up-to-date  Plant  and  Expert  Die  Makers 
enable  us  to  make  prompt  delivery 

WE  SPECIALIZE  IN  DIES  FOR  THE  SHOE  MANUFACTURING  TRADE. 
ALL  ESTIMATE  WORK  FREE.       SEND  US  YOUR  PATTERNS. 

United  Shoe  Machinery  Company  of  Canada^  Limited 

MONTREAL 

179  King  Street  West,  90  Adelaide  Street  West,  28  Demers  Street, 

KITCHENER  TORONTO  QUEBEC 
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A  Marked  Distinction 


To  the  Union  man  and  his  family  the  stamp 
of  the  Boot  and  Shoe  Workers'  Union  is  an 
indelible  mark  of  distinction. 

It  distinguishes  the  one  and  only  shoe  accept- 
able for  the  Union  man  and  his  family. 

Hence  retailers  who  carry  Union  Stamp  foot- 
wear, carry  shoes  that  meet  the  demands  of 
all  the  people  all  the  time. 

Failure  to  carry  Union  shoes  is  to  neglect  the 
trade  most  valuable  to  the  development  of 
your  business — the  trade  of  the  wage  earner, 
the  Union  man. 


Boot  &  Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  Summer  Street  -  Boston,  Mass. 

COLLIS  LOVELY,  Gen'l  President.        CHAS.  L.  BAINE,  Gen'l  Secy-Treas. 


January,  1930 
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An  up-to-date  National  Cash  Register  gives 
a  merchant  control  of  his  business 


IT  forces  each  clerk,  or  the  merchant 
himself,  to  make  a  record  of  every 
sale  he  handles.  The  record  must  be 
complete  before  change  can  be  made 
or  the  transaction  finished. 

The  record  of  each  transaction  is 
brought  to  the  attention  of  the  cus- 
tomer in  two  ways :  by  the  electric- 
ally lighted  figures  at  the  top  of  the 
register  and  by  the  printed  receipt 
which  she  receives. 

The  record  is  also  printed  and  added 
automatically  at  the  time  the  trans- 
action takes  place.  These  accurate 
records  are  the  foundation  of  good 
storekeeping. 


A  merchant  must  have  such  records  to  control  his  business  and 
to  make  up  his  income  tax  report.  An  up-to-date  National  Cash 
Register  gives  them  to  him  cheaply,  accurately,  and  quickly. 

The  National  Gash  Register  Company  of  Canada,  Limited 

BRANCH  OFFICES 


Calgary    714  Second  Street,  W. 

Edmonton    5  McLeod  Bldg. 

Halifax    63  Granville  St. 

Hamilton    14  Main  Street  E. 

London    350  Dundas  Street 

Montreal    122  St.  Catherine  Street  W. 

Ottawa    306  Bank  Street 


Quebec    133  St.  Paul  Street 

Regina    1820  Cornwall  St. 

Saskatoon    265  Third  Avenue,  S. 

St.  John    50  St.  Germain  Street 

Toronto    40  Adelaide  Street 

Vancouver    524  Pender  Street,  W. 

Winnipeg    213  McDermot  Avenue 


Factory  :    Toronto,  Ontario 
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WAX 


FOR  EVERY  PURPOSE 

Machine  Sewing* 

Heel  Burnishing* 

Filling 

Polishing 

Liquid 

Shoemakers 


A  careful  selection — after  long  experience — of  the 
very  best  wax  for  the  shoe  manufacturing  and  shoe 
repair  trades  enables  us  to  guarantee  satisfaction, 

SAMPLES  AND  PRICES 
SENT  ON  REQUEST 

United  Shoe  Machinery  Company  of  Canada,  Limited 

Bennette  Ave.    MONTREAL    227  Craig  Si.  West 

TORONTO  KITCHENER  QUEBEC 

90  Adelaide  Street  West  179  King  Street  West  28  Demers  Street 


January,  1920 
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The 
Globe 
Pillow 
Welt 


A  genuine  Goodyear  Welt 
sewn  right  into  the  sole — 
a  feature  in  our  footwear 
for  Misses,  girls,  children, 
and  infants,  which  provides 
exceptional  comfort  and 
ease  to  growing  feet. 

The  other  points  which 
add  to  the  popularity  of 
these  shoes  are  the  soft 
cushion  sole  and  the  soft 
cork  filling  between  the 
inner  and  outer  sole. 


GLOBE  SHOE  LIMITED 

Factory  TERREBONNE,  QUE. 

Selling  Agents 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 


Tip  Buffing  &  Light  Scouring  Machine 

Motor  or  Belt  Driven  Types 


This  little  machine  will  do  more  and  hetter  work  than  can  be  done 
either  by  hand  or  by  any  other  device  It  allows  a  convenient  posi- 
tion for  operating  either  longitudinally  or  vertically,  and  can  be  fitted 
with  any  desired  shape  of  buffer,  or  with  emery  disc.  The  buffers  are 
easily  re-covered  at  a  minimum  of  cost.  This  is  a  thoroughly  well  built 
mechanism,  and  deserves  your  inspection. 


Particularly  adapted  to  all  kinds  of 
light  scouring  or  sanding 

For  repairing  tips  and  vamps  of  all  kinds  of  shoes,  especially  patent 
leather — sanding  lodges  or  flaps  on  any  style  of  heel — smoothing  out 
joint  of  the  breast  and  shank  of  Louis  heels — touching  up  bottoms  and 
lining  up  edges  where  impossible  to  get  in  with  Naumkeag. 

We  should  like  to  send  you  one  of  these  machines  on  ten  days 
trial.    Try  this  time  saver. 

The  Louis  G.  Freeman  Co.,  Cincinnati,  Ohio 

Canadian  Representatives— INTERNATIONAL  SUPPLY  COMPANY 

Kitchener,  Ont.  Montreal,  Que. 
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Edwards  &  Edwards 


TANNERS 
OF 


SHEEPSKINS 


FOR 


Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

EDWARDS  &  EDWARDS 


Head  Office  and  Sale  Rooms 


Tanneries 


27  Front  E.  Toronto       Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 
Represented  by 

JOHN  McENTYRE  LTD.  '^S'^f-ii-C'tSu'l 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.I. 


THICK 

OR 

THIN 

Ws  free  from  lumps 

Brodie^s  Patent  Flour 
Paste 

has  all  the  attributes  of  a  perfect 
paste :  strong  adhesive  qualities,  is 
clean,  and  can  be  reduced  for  very 
fine  work  by  simply  adding  water. 
We  would  like  to  send  you  samples 
and  prices. 

WRITE  US  TODAY 

Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They   save  storage  space. 

0. — They     have     strong  adver- 
tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"    explains   all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 


January,  1930 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shoppmg  di^ridt,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  mCKEY,  Manager 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR. 

QUEBEC 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Dtpartmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— tliere  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


r>4WWU,KDr  riHANaU..CDIfMUtCiAL  S. 


Over  33  years  in  its  field 


CANADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Picific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


URFACE  KID    b^a.ck  and  colors 


c 

^     Beautifully  pliable  and  with  glove-like  grain — 
m^^^  Surface  Kid  is  particularly  suitable  for  dressy  shoes. 

It  rivals  the  beauty  of  Real  Kid  and  is  very 
much  cheaper. 
Made  in  black  and  colors  and  sold  at  attractive  prices. 
Send  to-day  for  samples. 

BUTTS  IN  GUN  METAL,  DULL,  GLAZED 
CABRETTAS,  GLAZED  KID,  SHEEPSKINS 


Head  Office 

491  St.  ValierSt.,  Quebec 


LUCIEN  BORNE 


Montreal  Office—  2    Lotnolne  St. 
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An  Extremely 
Liberal  Profit 

for  you  in  handling  this  new 
Nufashond  product 


Porpoisette 


A  leather  -  finish  lace  that  is 
better  than  real  porpoise  laces 

Ask  your  jobber 

Samples  upon  request 

The  Narrow  Fabric  Co 
Reading,  Pa. 

Makers  of  the  famous  Nufashond 
Fabric  Tip  Shoe  Laces 


Globe  Furniture  Co. 

(Limited) 

Waterloo,  Ont. 
J] 


Send  for  Catalogue  and  Prices 

GLOBE  INTERLOCKING  SHOE 
STORE  CHAIRS 


"EUREKA" 

To  the  Jobbing  Trade  only 


Our  new  9"  Black  and  Brown 
Kid  bals.  They  are  well  con- 
structed and  are  money  mak- 
ers. 

Write  our  Sales  department 
Am-Bri-Can  Distributors 

64-68  Adelaide  St.   E.,  Toronto 

for  up  to  the  minute  prices  on 
our  lines 


No.  924  Black  Kid 
No.  925  Brown  Kid 


EUREKA  SHOE  CO.,  LIMITED 


THREE  RIVERS,  QUE. 


January,  1920 
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What  Your  Fellow  Shoeman 
Thinks  of  Neolin  Soles 


12   DRESDEN  ROW 

HALIFAX 
Up-to-date  Shoe  Repairing 


Halifax,  N.S.,  Feb.  25th,  1919. 

Messrs.  Goodyear  Tire  &  Rubber  Co., 
of  Canada,  Limited, 

Toronto,  Out. 

Dear  Sirs, — 

It  might  be  of  interest  to  you  to  know  a  little  of  my  experience  in 
the  use  of  Neolin  Soles. 

For  about  three  years  I  have  been  using  Neolin  Soles,  applying  them 
both  by  Goodyear  Welt  Stitcher  and  nailing.  For  some  time'past 
more  than  90  per  cent,  of  the  soles  I  have  applied  have  been  Neolin. 
I  have  very  little  demand  for  leather.  My  customers  recognize  that 
Neolin  has  the  wearing  qualities,  is  water-proof,  also  flexible,  and 
they  readily  accept  Neolin  when  offered  them. 

Wingfoot  Rubber  Heels  are  the  only  rubber  heels  that  I  am  now 
using.  They  will  outwear  any  other  heel  that  I  know  of,  and  give 
the  customers  great  satisfaction.    I  remain, 

Yours  very  truly, 

(Signed)  Louis  Cuvelier 


Let  Neolin  Soles 
Build  Your  Business 


The  possibilities  of  Neolin  Soles  are  by  no 
means  limited  to  the  demand  alone.  To 
one  customer  who  demands  Neolin,  you 
have  ten  who  will  accept  Neolin  upon  your 
suggestion. 

Bigger  business  must  be  built  on  better  sat- 
isfaction. There  is  no  surer  means  of  sat- 
isfying your  trade  than  by  offering  water- 


proof, flexible,  long-wearing  Neolin  Soles. 
Start  now  to  make  you  shop  a  Neolin 
Repair  Shop. 

The  Goodyear  Tire  &  Rubber 

Co.  of  Canada,  Limited 
Toronto  -:-  Ontario 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
(lays,  the  average  daily  output  has  been  800  dozen 
Imished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes— a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catalogue  with  prices  and  terms. 


LandU  No.  12  Shoe  Stitcher.  Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher  coupled  to 

Sold  outright -No  royalty.  Landis  Model  25  Finisher. 

Landis  Machine  Co.,  isis  N.25thst.,  St.  Louis,  U.S.A. 
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INSOLES 

Kendex  has  the  added  quaHties  tor  an  Insole 
which  gives  satisfaction  and  comfort  to  the  wear- 
er ;  conforms  to  the  foot  ;  is  of  viniform  flexibil- 
ity ;  will  not  shrink,  swell  or  check  and  prevents 
calloused  feet  ;  is  fast  color  ;  made  in  all  weights, 
worked  dry  and  sold  in  sheets  or  rolls. 

Kendex  is  made  in  Oak,  White  and  Black 
colors.  Makes  an  excellent  middle  sole  ;  trims 
to  a  clean  edge,  and  is  a  non-conductor. 

Felt  of  every  description  for  shoe  manufacturers. 

Heel  Pads  cut  from  several  qualities  of  white  felt, 
also  all  colors  of  Combined  Imitation  Leather 
and  Felt.  Our  facilities  mean  service  to  you  at 
a  minimum  cost. 

KENWORTHY  BROTHERS 

OF  CANADA,  LIMITED 

ST.  JOHNS,  P.  Q. 

Represented  in  the  Province  of  Quebec  by  HORACE  D'ARTOIS,  224  Lemoine  St..  Montreal 
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The  New  Year 
Demands  the  Highest 

as  to  quality 
and  quantity  production 


Patent 

Leather 

Sorting 


will  supply  the  demand 

RESOLVE  TO  USE  NO 
OTHER  DURING  1920 


In  the 
Clarke 
Plant 


A.  R.  Clarke  &  Co.,  Limited 


MONTREAL 


BRAND 


TORONTO 

"Makers  for  the  Nation" 


QUEBEC 

B  R  i^.  N  P 


Vol.  X.— No.  2 


Toronto.  February,  1920 


REGAL 


The  Quality  of 
Your  Merchandise 

Determines 

The  Class  of  Business 


You  Will  Have 


By  carrying  Regal  Shoes  for  men  yon 
will  attract  the  trade  which  will  make 
business  profitable  to  you.  You  will  de- 
velop a  clientele  which  will  place  your 
business  upon  the  firmest  foimdation. 

WHY? 

Because  Regal  Shoes  are  made  to  ap- 
peal to  men  who  discriminate, — custo- 


mers who  are  willing  to  pa}  well  for 
something  real  good.  Further,  they  are 
made  to  keep  faith  with  their  purchasers 
through  long  wear  and  lasting  appear- 
ance until  the  invariable  choice  for  a 
new  pair  l)ecomes  "RE(1,\1.." 

Build  for  better  business,  and  lasting 
l)usiness  with  our  splendid  new  lines. 
Our  dealer  helps  should  interest  ycui. 


Regal  Shoe  Company,  Limited 


472-474  Bathurst  Street 


TORONTO 
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PANTHER 

SOLES 


They  are  wear-resisting,  give  the  light  elastic  footstep 
and  soft  tread  and  outlast  other  soling.  Easily 
stitched  and  trimmed.  Panther  Soles  take  a  long 
stride  towards  bigger  and  better  business. 


Made  in 
AH  Colors 
and  Guaranteed 
by  Makers 


Panther  Sure  Step 
Rubber  Heels 


arc  famous  for  all-rouiul  wear  satisfaction,  as  is  ])roven  l)y 
tin;  rapid  and  wide  extension  of  their  sales. 

When  it  conies  to  soHng  and  lieelin^  make  sure  the  I 'anther 
mark  is  tliere.    It  guarantees  a  safe  foundation  to  tlie  shoe. 

PANTHER  RUBBER  CO. 

Limited 

Sherbrooke,  Que. 


February, 


1920 
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TWO  MONTHS  OF 
SLOPPY  WEATHER 

make  March  and  April  two  of  the  biggest  months  in  the  year  for 
Rubbers. 

The  coming  of  the  Spring  rains  means  new  Rubbers  for  young 
and  old. 

How  is  your  stock  of 

Dominion  Rubber 


System  Rubbers 


If  you  need  any  particular  style  or  shape  or  size,  you  can  get  it 
in  "Jacques  Cartier"— "Merchants"— "Maple  Leaf  — "Dominion" 
— or  "Daisy." 

With  the  Dominion  Rubber  System  Products  to  rely  on,  you  can 
fit  the  shoes  of  every  man,  woman  and  child  who  enters  your 
store. 

The  "Dominion  Rubber  System"  means  dealer  service  as  well  as 
quality,  value  and  satisfaction  to  you  and  your  customers. 

Our  nearest  Branch  will  gladly  ship  you  immediately  anything 
required  to  complete  your  Spring  stock  of  Rubbers. 

Dominion  Rubber  System  Service  Branches 

are  located  at 


Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  London,  Kitchener, 
North  Bay,  Firt  William,  Winnipeg,  Brandon,  Regina,  Saskatoon,  Calgary, 
Edmonton,  Van;ouver  and  Victoria. 
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FOR  SERVICE 
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of 
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_  CIENTIFIC  tests  prove  kid 
to  be  the  strongest  of  upper  leathers, 
although  many  people  have  assumed 
that  an  upper  leather  to  be  durable  must 
be  heavy  and  hard.  This  belief  is  not 
founded  on  facts,  as  walking  shoes  of  kid, 
which  is  soft  and  light,  will  wear  as  long 
as  shoes  made  of  heavier  leathers,  and  in 
addition  will  be  more  stylish,  comfort- 
able, and  hygienic. 

We  are  telling  these  facts  constantly 
lo  irK.rc  than  6,0()0,()()0  families.  Make 

\\  rite  for  sanfpl 


your  walking  shoes  of  Vode 
Kid  so  that  you  will  be  in  a  position  to 
su()ply  the  demand  which  this  advertis- 
ing is  lx)und  to  create. 

Vode  Kid  is  dyed  through  and 
through;  it  is  not  coated  with  a  paint 
or  pigment  finish,  and  in  its  production 
only  the  better  grades  of  raw  skins  are 
used.  Irrespective  of  market  fluctua- 
tions, the  price  is  always  the  lowest  [hw- 
sible,  while  the  quality  of  the  grades 
never  changes. 

•s  and  price  list. 


Standard  Kid  Mfg.  Go. 

207  Soiilh  Street,  Boston,  Mass. 


I5iii(idii.'s>  at  New  York,  I'liiiudclpliia,  Kocliestcr,  Ciiuiniiuli, 
Chicugo,  St.  Louis  aud  Moutreul 
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SURMOUNTED 

BENNETT 

DEPENDABLE  COUNTERS 


You  cannot  doubt  the  quality  of  the  BtCNXET'l'  Counter.  'I'heir 
tine  fitting  and  well  wearing  (|ualities  have  stood  the  test. 

NOW 

Yo  u  are  assured  that  you  will  always  ha\e  a  sufficient  su])pl\  when 
needed.    BENNETT  service  has  been  severely  tested. 

BENNET  COUNTERS  SATISFY! 
They  must  make  good  or  we  will. 


BENNETT  LIMITED 
MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  P.Q..  CANADA 

Made  in  Canada  by  the  largest  shoe  fibre  makers  in  the  British  Empire 


ONTARIO  OFFICE 
28  King  St.  East 
Kitchener 


SALES  OFFICE 
59  St.  Henry  Street 
Montreal 


c 
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CHILDREN'S 
SHOES 


Specially  Made  for  Growing  Girls  and  Boys 


In  McKays  and  English  Welts 


We  are  specialists  in  the  manu- 
facture of  juvenile  footwear.  Our 
business  is  confined  exclusively 
to  this  work,  and  we  have  the 
facilities  for  turning  out  a  re- 
liable product  at  the  right  price. 

Our  samples,  ready  now  for 
your  inspection,  should  com- 
mend themselves  to  you.  We 
should  like  to  show  you  their 
possibilities  and  quote  you  at- 
tractive prices. 


Write  or  call  — 


Charbonneau  & 
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the  ^ 
hidden 
feature 

which  proves  a  good  shoe 
is  the  counter 


They  may  look  good  when  sold  by  the  dealer  but 
the  test  of  worth  is  shown  by  their  service  in  wear 
— the  one  factor  in  gaining  popular  approval. 

If  the  counter  breaks  down  the  shoe  has  failed. 
D.  &  P.  (durable  and  permanent)  fibre  counters 

are  guaranteed  to  outlast  the  shoe. 

Years  of  faithful  service  is  the  record  which  testifies 
to  the  reliability  of  DUCLOS  &  PAY  AN  Fibre 
Counters. 


Ed.  R.  Lewis,  45  Front  St.  East      |l¥  Tf' 1   flC       V        D  A    If    A  \T      Richard  Freres.  Quebec 
Toronto  IJIIl     I  ^11^      iV      I     /A   I    /A  1 11  Selling  Agents  for 

Ontario  Selling  Agent  *^  ^  V/A-J  V-T  A    AM.  A  AmL  ^  Quebec  City 


Tannery  and  Factory  :    ST.  HYACINTHE,  P.Q. 
Sales  Office  and  Warehouses  :    224  Lemoine  Street,  MONTREAL 
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Standard  Kid  Prize  Winners 

Awards  were  made  at  the  National  Shoe  Retailers'  Association 
Convention  in  the  National  $2,500  Contest  for  the  best  answers 
to  five  important  questions — the  results  have  done  much  to  advance 
the  better  merchandising  of  kid  leather  footwear. 


Question  1.    What  Advantages  Do  You  See  in  Kid  Leather  For  Shoes  and 
How  Can  We  Make  it  Still  More  Desirable  to  the  Consumer? 


Kid  Leather  combines  firmness  with  flexi- 
bility; Ughtness  with  strength;  a  reason- 
able resistance  to  water  with  a  poro'iity 
sufficient  for  ventilation. 
Kid  shoes,  being  softer,  rip  less  often  than 
other  kinds,  l)oth  at  the  sole  and  in  the 
uppers.  They  resist  perspiration  better, 
and  allow  a  closer,  smoother,  clinging  fit 
with  greater  comfort.  Kid  leather  has 
fewer  wrinkles  at  the  ankle.  Wood  heels 
are  more  easily  covered  with  kid  than  any 
other  leather. 

Kid  leather  is  desirable  both  on  account  of 
its  inherent  style  and  its  durability.  It  is. 
therefore,  equally  suited  to  business  shoes, 
walking  boots,  afternoon  pumps,  evening 
slippers,  house  slipper.s  and  comfort  shoes. 


Conduct  researches  into  "better  shoemak- 
ing  for  kid  shoes."  Study  backing,  stitch- 
ing, lining,  lasting,  treeing  and  finishing 
from  a  factory  standpoint  and  urge  fac- 
tories to  use  the  methods  you  find  most 
effective. 

See  if  you  can't  find  a  system  for  making 
— better  button  holes, 
— blind  eyelets  that  won't  "grin," 
— mat  kid  that  won't  stretch  so  much, 
—glazed  kid  that  won't  scuff. so  easily, 
— colors  that  would  be  more  even, 
— colors  that  would  hold  better. 
Maybe  you  could  find  a  new  fiiiisfi  other 
than  mat  and  glazed  kid. 


W  iNT  lIT  H'^ 


Question  2.    What  Sort  of  Retail  Advertising  Service  Could  We  Render 
That  Would  Be  of  Most  Help  to  You? 


I  can  think  of  no  service  I  would  appreciate 
more  than  a  little  booklet  e\  ery  few  weeks, 
showing  exact  reproductions  of  advertise- 
ments run  by  other  retailers  featuring  your 
goods.  I  would  be  glad  to  contribute  my 
advertisements. 

I  could  also  use  a  high-class  booklet  to  hand 
to  my  trade  explaining  the  care  of  leather, 
the  desirability  of  shoe  trees  and  dressings, 
and  the  necessity  of  using  "style"  shoes 
only  for  such  occasions.  It  might  also  con- 
tain an  interesting  story  about  the  sources 
of  kid  leather  and  a  little  about  its  tanning. 
Conduct  another  contest  for  the  best 
(a)  Ad  featuring  "Vode"  in  women's  shoes. 


(6)  Ad  featuring  "Vode"  in  men's  shoes, 
(c)  Ways  and  means  of  taking  advan- 
tage locally  of  your  national  campaign. 
A  booklet  containing  the  best  of  the  an- 
swers wouhf  be  of  great  service  to  me. 
Send  me  an  occasional  circular  that  will 
broaden  my  knowledge  of  shoes  and  leather, 
and  help  me  lno^  e  goods  off  my  shelves. 
Leave  out  the  so-called  "li\e  wire"  stufl' 
intended  only  to  sell  goods  lo  me,  not  /or  me. 
Of  course,  I  want  .some  newspaper  cuts. 
Make  them  small  and  neat.  Yours  is  a 
style  campaign  and  your  ads  mu.st  be 
dignified  and  high  class. 


^  ^  1f!  iMf  1^  Trr 


Question  3.  Would  It  Be  Helpful  to  You  if  You  Could  Show  Your 
Customer  the  Brand  of  Nationally  Wide  Advertised  Leather  in  the 
Shoes  You  Offer  Them?  Why? 


We  are  a  nation  of  name-worshippers, 
from  automobiles  to  pencils.  Why  not  on 
leather  also.'* 

Confidence  is  the  backbone  of  the  whole 
scheme  of  modern  merchandising. 

There  is  no  doubt  that  a  name  on  an  article 
inspires  confidence  in  the  cu.stomer's 
mind,  not  only  as  to  quality  and  desira- 
bility, but  also"  as  to  price.  The  better  the 
name  is  known  the  more  confidence  it 
gives. 


The  average  shopper  is  a  keen  judge  of 
values,  but  her  personal  experience  in  any 
one  line  is  bound  to  be  limited.  And  I  am 
of  the  opinion  that  her  judgment  is  influ- 
enced as  much  by  national  and  local  adver- 
tising as  by  her  own  experience. 
In  other  words,  1  believe  that  a  customer 
who  has  been  attracted  by  "Vode"  adver- 
tising will  buy  a  shoe  made  of  "Vode", 
just  as  readily  and  with  as  much  confidence 
as  she  would  had  she  already  worn  a 
"Vode"  shoe  which  proved  satisfactory. 


W  ^  )pf  ^  ^ 


Question  4.    How  Many  and  Whieh 
facturers  Standardize?  Why? 

This  ((iK^slion  can  be  answered  for  one 
seasf)n  only,  for  we  are  not  ready  to  stop 
introducing  n(;w  colors  from  time  to  time. 
.Standardization  of  colors  is  essential  to 


(Colors  Should  Kid  Leather  Manu- 


the  safety  of  the  average  retailer,  to  protect 
himself  against  his  own  wild  guesses,  in 
his  comnuuidable  effort  to  produce  some- 
thing distinctive. 


February,  1920 
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"To  Give  the  Users  of  Kid  Leather 
the  Maximum  of  Satisfaction^ 


The  Keynote  of 
the  Contest 

President  A.  H.  Geuting  in  Tuesday  morning  session  presented  Murray  C. 
French,  in  behalf  of  the  Standard  Kid  Manufacturing  Company,  the  First  Prize 
a  check  for  $1,000. 


W*  ^      ff  ^ 


C.  A.  Derr,  Worcester,  Mass.,  received 
second  prize  of  $500;  Wm.  J.  Walsh,  So. 
Boston,  third  prize,  $200;  J.  C.  Smith. 
Wellington,  Kans.,  fourth  prize  of  $.'50. 
Seventy-live  awards  of  merit,  $10  each. 


FIRST  PRIZE  WINNER 
MURRAY  C.  FRENCH,  Lincoln,  Neb. 

yf  Iff  Iff    It  T^f 


Next  Fall's  color; 
and  mouse. 


should  be  black,  white,  dark  brown,  medium  tan. 


I  do  not  include  gray  of  any  shade.  Some  grays  can  be  sold  by  some 
retailers,  hut  the  words  "standard  color"  indicate  not  only  a  safe  color, 
hut  a  necessary  color;  and  gray,  for  next  Fall,  is  neither. 


^  ^  1^  ^ 


Question  5.    Which  Magazines  of  General  Circulation, 
One  or  More,  Do  You  Read  Regularly?    Why  ? 

The  two  magazines  that  I  read  more  regularly  than  others  are  "The 
Saturday  Evening  Post"  and  the  "American." 

1  like  these  partly  because  their  reading  matter,  whether  fact  or  fiction, 
is  always  written  in  such  "readable"  style;  but  really  more  because  1 
enjoy  studying  their  high-class  advertisements. 

Moderr  magazine  advertising  has  developed  out  t)f  its  former  status  in 
which  it  wa.s  (considered  a  mere  space  fdler,  a  bore  to  the  intt^Uigcnl 
reader,  and  an  imposition  on  tliose  who  bought  the  magazine  for  its 
reading  matter,  till  now  it  is  to  the  business  man  a  vast  tund  of  informa- 
tion, n  constant  source  of  new  ideas,  a  barometer  of  fashions,  and  an 
incentJA  e  to  higher-grade  personal  elfort. 


Awards  for  Merit 

Seventy-five  Shoe  Men  get  $10  each 


Leon  H.  Fischel,  478  St.  Catherine  St.,  W.  Montreal,  Canada. 

A.  L.  Wright.  33  Victoria  St.,  Amherst,  Nova  Soolia. 

C.  F.  <-ampbell,  169  E.  State  St.,  Hammond,  Indiana. 

Samuel  Supowitz,  131.5  Fifth  Ave.,  Pittsburgh.  Pa.  • 

John  L.  Chishoim,  2866  Dundas  St.,  West  Toronto,  Canada. 

M.  Sehnippel,  116  South  Harrison  St..  Shelbyville.  Indiana. 

A.  A.  McCormick,  1619  West  Fourth  St..  Waterloo,  Iowa. 

Herman  E.  Mailman,  Wauconda.  111. 

Schuyler  G.  Harrison,  496  William  St.,  East  Orange,  >«.  ,1. 

Baxter  Hooper,  244  North  Virginia  St.,  Reno,  Nevada. 

Edward  E.  Rowell,  5  Congress  St.,  Portsmouth.  N.  H. 

C.  E.  Ruggles.  53  Whiting  St..  Lynn,  Mass. 

Joe  W.  Mullen,  215  Reed  St.,  Moherly,  Mo. 

L.  O.  Van  Sickle,  II  Andrews  St..  Rochester.  N.  Y. 

E.  H.  Davis.  210  So.  Washington  Ave..  Lansing,  Mich. 

Frank  P.  Meyer,  18  North  Vermont  St.,  Danville,  111. 

H.  B.  E.  Kenberry,  148  West  4th  St.,  Greenville.  Ohio. 

E.  A.  Palmer,  228  Capitol  St  .,  Charleston-Kanawha.  W  .  \a. 
O.  K.  Johnson,  176  East  Main  St.,  Rochester.  N.  Y. 

James  M.  Borland.  1118-1122  7th  St.  N.  W..  Washington.  I).  C 
Frank  E.  Condon.  205  Grove  Ave.,  Prescott.  Arizona. 
Harrison  Seabury,  214  Thames  St..  Newport.  R.  I. 
Clarence  K.  Andreae.  511  Main  St.,  Evansville,  Ind. 
Chas.  E.  Collar.  322  fJrand  Ave..  Milwauki  e.  Wis. 
CIvde  R.  Kendall.  Yellowstone.  Merc.  Co.,  Sidney.  Mont. 
William  P.  Purfield.  123  E.  Liberty  St.,  Ann  Harbor,  Mich. 
O.  E.  Thorp.  The  Mode,  Ltd.,  Boise,  Idaho. 
W.  Myron  Sollars,  23  South  Paint  St..  Chillicothe,  Ohio. 
James  H.  Ingoldsby,  202 1  Elutaw  Place,  Baltimore.  Md. 
Chester  R.  Nelson.  P.  O.  Box  134,  Hopkins.  Minn. 
William  Pfeffer,  971  Fifth  Ave.,  New  Kensington.  Pa. 
Mortimer  Rosenfield,  100  West  Water  St..  Klmira,  N.  Y. 
Floyd  Wilmer  Coffman,  P.  ().  Box  203.  Harrisonburg.  \  a. 
M.  J.  Kelley,  Stoughton,  Mass. 

Sam  Dehnert.  Ward  &  Morrison,  Fort  Benton.  Mont. 

John  Flanagan,  112  Pennsylvania  Ave.,  Scranton,  Pa. 

John  H.  Vaughn.  19  King  St..  St  John.  N.  B. 

Nancy  Aaron.  223  Princeton  .\ve.,  Bluelield,  W.  Va. 

R.  Eugene  Risser,  Cor.  N.  Main  and  6th  Sts.,  Bonham.  Texas. 

John  T.  Williams.  1 108  2nd  St  .,  S.  E..  Rmhester.  Minn. 

John  S.  Gingrick,  116  Ninth  St..  Altoona.  Pa. 

Abram  Friedman.  12  South  St.,  Morristown.  Pa. 

W.  W.  Kendall.  289  Portage,  Winnipeg.  Manitoba.  Can. 

Frank  E.  Phillip.  719  Pierce  .\ve.,  Niagara  Fall,  N.  Y. 

W.  T.  Ryman.  (Jirard,  Pa. 

Miss  J.  Vivian  Hedgcock.  810  National  .\ve.,  E.  Las  \  egas,  iVe« 
Mexico. 

A.  S.  Workman,  (ilenwood,  Iowa. 

Stanley  Talbot.  1302  12th  St.,  Lewiston,  Idaho. 

Philip  W.  Ruflf.  11 1  So.  Main  St.,  Butler,  Pa. 

Frederick  W.  Small,  11  Wheatland  .\ve..  Dorchester.  \las,s. 

Harry       Theede,  1347  N.  Irving  St..  Fremont.  Neb. 

A.  A.  Scard.  711  Kansas  .\ve..  Topeka,  Kan. 

Morris  L.  Schwartzberg.  Second  &  Johnson  Sts.,  \le\andria.  l.:i 

C.  A.  Sehutte,  2  Main  St.,  Salem,  W.  Virginia. 
Walter  J.  Blum.  DansviUe.  N.  Y. 

John  V.  Van  Coevering.  107  Washington  St.,  Grand  H»\cn.  Mii  li. 
Charles  F.  Gamble,  2  Beardsley  St.,  .\uburn,  N._  Y. 

F.  M.  Nost,  121  Broadway  Ave.,  F'ergus  Kalis.  Minn. 
Jerome      Sholem,  Paris.  111. 

Dolt  J.  Morgan,  1531  .So.  Meridian  St  ..  Indianapolis,  Ind. 
Edmund  J,  Wolf,  29((  No.  Park  St..  Richland  Center.  Wis. 

D.  W.  Crawford,  53  East  Ave.,  Rmhester.  N.  . 
Margaret  E.  McNeary,  Main  &  Fourth  Sis..  Dayton.  Ohio. 
(Jriggs  Marsh.  518  E.  Third  St.,  Berwick.  Pa. 

Michael  F.  <;artier.  118  Dundas  Si..  London.  Ontario,  t'lui 
Edwin  II.  Le<mar<l.  H  Irwin  St..  Winthrop.  Mass. 
Harry  Rubinstein.  835  \.  Water  St..  DiH-alur.  Ul. 
Artbiir  Robinson,  220  So.  Main  St..  .Salt  Lake  Ci;y,  1  lah. 

E.  L.  Frevmaii,  122  So.  Favetti-  St..  Washington  Court  House.  Ohio 
l^rov  Luppold.  2580  K  JelVerson  Avi'..  Detn)it,  Mid' 

Carl  Burgstabler,  l\:>  \   Wabash  Ave.,  Chicugc  III 

W.  Lawrence  Dunsworlh,  115  W  ,  Pierce  St.,        -oni'  111 

W.  \l  .  Vbraham.  Casey,  111. 

Flo  Drumm,  S.  Division  St..  C.asey,  III. 

<;eo.  V.  Ricksecker,  301  Main  St.,  Galena.  Kans. 
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Rush 


ARE  you  ready  for  the 
sloppy,  rainy  days  of 
spring  now  so  close  at 
hand? 

Our  in  stock  department  is 
ever  at  your  service  to 
meet  your  requirements 
for  sorting  orders  in  any  of 
the  following  well  known 
brands  of 


Independent 
Rubbers 


"Dainty  Mode" 
"Dreadnaught" 
"Royal" 


"Veribest" 
"Kant  Krack" 
"Bull  Dog" 


James  Robinson  Co.  Ltd. 

specialists  in  Fine  Footwear 
MONTREAL 


Fel)niary,  1920 
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Sohing 
Problems 
for  the 
Dealer 


UPPERMOST  in  the  mind  of 
every  dealer,  when  choosing 
a  new  stock  or  replacing  old  lines  is 
the  question  of  "the  trend  of  styles" 

The  shortest,  surest  and  safest 
answer  to  this  problem  is  to  let 
the  house  of  Robinson  assist  you 
in  selecting  your  stocks. 

For  many  years  we  have  been 
co-operating  with  hundreds  of 
Canadian  dealers.  Their  continued 
patronage  testifies  to  our  success. 


James  Robinson  Co.  Ltd, 

specialists  in  Fine  Footwear 
MONTREAL 
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Build  Your  Sales 

Upon  This 
Firm  Foundation 

 "Paris"  , 

WOMEN'S  McKAYS  MEN'S  WELTS 

"MetropolitaN" 

WOMEN'S  McKAYS  MEN'S  WELTS 

"Patricia" 

WOMEN'S  WELTS 
 and  TURNS  1 


There  is  no  better  way  to  stabilize  your 
trade  than  by  persistently  carrying 
dependable  merchandise.  These  three 
successful  lines  not  only  provide  the 
dealer  with  reliable  footwear,  but  they 


carry  with  them  an  assurance  of  sat- 
isfaction to  the  customer.  If  you  are 
not  familiar  with  "  Paris,"  "  Metro- 
politan "  and  "  Patricia "  we  should 
like  to  show  you  their  merits. 


Daoust,  Lalonde  &  Company,  Limited 

MONTREAL,  Que. 

Branch ;  Metropolitan  Shoe  Co.,  91  Paul  St.  East,  MONTREAL 


February,  1920 
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INVARIABLE 


It  is  one  thing  to  adopt  a  trade  mark  and 
another  thing  to  live  up  to  it. 

To  us  our  trade  mark  has  become  a  price- 
less asset,  and  to  the  multitude  of  users  of 
New  Castle  Kid  a  positive  assurance  of 
one  grade  of  kid — the  highest. 

It  is  evident  that  such  a  hall  mark  of  value 
could  only  prevail  through  the  product 
maintaining  an  invariable  quality — and  the 
quality  of  New  Castle  Kid  IS  invariable. 

Black  —  White  —  Colors. 


New  Castle  Leather  Co.,  Inc. 

NEW  YORK 

Boston  Montreal,  Can.  Chicago 

and  the  principal  leather  and  shoe  centres  everywhere 
Factory:  WILMINGTON,  DEL. 
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JOBBERS 

Have  You  Seen  Our  New  Line 
Of  Men's  Goodyear  Welts? 


In  addition  to  our  splendid  selling  MacKay's  for  men,  women,  boys,  misses  and  chil- 
dren, we  are  now  turning  out  men's  Goodyear  Welts.  These  should  be  of  particular 
interest  to  Jobbers  who  are  looking  for  a  good  welt  at  the  right  price. 

Our  Footwear  is  well  known  throughout  the  trade  for  its  uniformly  high  quality  of 
materials  and  workmanship,  while  the  style  and  serviceability  are  but  added  features* 
which  insure  a  quick  and  profitable  turnover. 

In  order  to  prove  the  merits  of  our  shoes  we  will  gladly  send  samples  for  your  inspec- 
tion.   Write  to-day. 


Duchaine  &  Perkins 

QUEBEC 

Montreal  Sample  Room 
E.  T.  Bank  Building  St.  James  Street 


February,  1930 
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"STANDARD 


For  the  Manufacture 

of 

Turns  St  Fine  Welts 


IS  UNSURPASSED 


While  the  demand  for  Trent  Valley  Oak  Sole 
Leather  may  exceed  the  supply,  we  can  assure 
our  patrons  that  the  sharpest  demand  will  in  no 
way  effect  the  quality  of  this  splendid  tannage. 
We  would  however,  suggest  that  you  consider 
your  requirements  early  and  advise  us  thereof. 


The  Breithaupt  Leather 

Company,  Limited 

Manufacturers  of 
"The  Standard  of  Canadian  Sole  Leather" 


Kitchener     Toronto     Montreal  Quebec 
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Canadian  Footwear  Co. 

Limited 

MONTREAL 

Salesroom  :  36  St.  Genevieve  St.       Factory  :  Pointe-Aux«TrembIes 


HE  dealer  who  goes 
after  early  trade  will 
soon  be  considering 
his  stock  for  the  de- 
mands of  warmer  weather. 

We  would  particularly  call  your 
attention  to  our  Oxfords  and 
Pumps  in  both  leather  and 
white  footwear. 

You  cannot  do  better  than  order 
a  good  stock  from  our  samples, 
to  be  fully  prepared  for  Spring 
and  Summer  selling. 

Get  in  touch 
with  us 
early 


Women's 
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Our 
Crystal 
Glass 
Fixtures 


are  the  only  absolutely  in- 
terchangeable, complete 
line  on  the  market.  They 
a  (I  m  i  t  o  f  a  const  a  n  t 
changing  of  effect. 


They  are  neutral,  blending  perfectly  with  any  color  scheme 


I    Are  always  clean  and  fresh 


Any  merchandise  is  perfectly  displayed 


They  are  substantial  and  stand  securely  | 


They  are  the  best  and  most  largely  used  fixtures 


Above  we  show  the  Pedestals  (6,  9,  12  and  15  inches  high), 
some  of  the  plate  glasses,  also  two  sample  "Trims."  Our 
Catalogue  "G.F."  shows  the  complete  line.  WRITE 
FOR  IT.    Ask  for  colored  circular  of  Beautiful  WIN- 


DOW RUGS.  Send  for  samples  of  WINDOW  VAL- 
ANCE (carried  in  stock).  Ask  for  samples  of  WIN- 
DOW PLUSHES  and  VELOURS.  Catalog  "R"  shows 
WICKER  FIXTURES. 


New  York  Show  Room 

65-67  East  12th 
Bet.  Broadway  and  4th  Ave. 


THE  HECHT  FIXTURE  CO. 


Medinah  Bldg.,  Wells  St.  and  Jackson  Boul. 


CHICAGO 


February,  1920 
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The  Home  of 

CLASSIC 

SHOES 

The  name  stands  for  the 
highest  and  best 
in  the  production  of 

QUALITY  FOOTWEAR 

for 

WOMEN  and  CHILDREN 


■  '  V 
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Made  to  Conform  with  the 
shape  of  the  natural  tread 

Classic 

"Tru-Trod" 

and 

"Foot- 
Trainer" 


Nowhere  will  the  retailer  find  a  better  investment 
from  the  standpoint  of  juvenile  trade  than  in  Classic 
children's  lines.  They  are  made  as  nearly  as  it  is 
possible  to  design  a  shoe  to  follow  the  natural  shape 
of  the  foot. 

This  detracts  nothing  from  their  good  appearance, 
while  it  increases  both  comfort  and  serviceability. 

A  high  class  product  in  every  particular.  This 
Classic  juvenile  should  be  among  your  stock. 


GETTY  &  SCOTT,  LIMITED 

GALT  -  -  ONTARIO 

Makers  of  the  ''Classic''  Shoe  for  Children 


February,  1920 
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To  be  satisfied 
with 

nothing  but  the  best 

 This  idea  is  put  into  the 

making  of  every  shoe  leaving 
our  hands.  It  means,  among 
other  things,  that  we  use  no- 
thing but  No.  1  sole  leather  and 
the  very  finest  upper  leather 
throughout  all  our  lines.  Every 
Classic  shoe  has  a  counter  of 
solid  leather. 

Classic  workmanship  gives 
evidence  of  its  character  in  the 
appearance  of  each  pair.  Stock 
Classic  shoes  and  go  after  a  bet- 
ter class  of  trade.  These  shoes 
are  equal  to  anything  you  can 
buy  in  High  Grade  Feminine 
Footwear. 


A 

Classic 
Style 
DeLuxe 


GETTY  &  SCOTT,  LIMITED 

GALT  -  -  ONTARIO 

Makers  of  the  ''Classic''  Shoe  for  Women 
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Where 

The  Famous  "Classic'' 

TRU  TROD 

and 

FOOT  TRAINER 

are  made 

Our  Factory  No.  2  with  a  capacity  of  1000  pairs 
of  Ghildrens'  turns  per  day 


GETTY  &  SCOTT,  LIMITED 

GALT  -  -  ONTARIO 

Makers  of  I  he  "Classic  '  Shoe  for  Women  and  Children 


A 
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Mothers  Know 

it  is  the  cost  of  the  shoes  per 
day  that  counts! 


QUALITY 

PAYS 
IN  THE 
LONG  RUN 


IT'S  not  what  she  pays  in  the  first  place 
that  tells  the  cost  of  shoes — it's  the 
return  they  give  on  the  investment — in  other 
words,  how  many  clays'  wear  to  the  dollar. 

By  actual  test,  HURLBUTS  have  proved  them- 
selves the  "lowest  price-per-day's-wear"  of  any 
shoe  made  for  children. 


.  CUSHION 

URLBUTsoLE 

ShoexFORChildren 

QUALITY,  STYLE,  COMFORT. 


Lowest-price-per-day's-wear 


It  is  not  too  early  now  to  place  your  fall  order  for 

HURLBUT  CUSHION  SOLE  WELTS 

and 

PUSSY  FOOT  SHOES 

It  will   insure  delivery   when   you   want  them. 


WHOLESALE  DISTRIBUTOR 

Philip  Jacobi 

T  O  R  O   N  T  O 
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The  Surest  Foundation 
for  Family  Trade 


STAR  SHOES 

for  boys  and  girls 

— embodying  reliable  materials 
and  first  class  workmanship. 

— ensuring  footwear  of  high 
quality  and  exceptional  selling 
value. 

— ideal  footwear  for  boys  and 
girls  who  are  hard  on  shoes. 


Are  you  benefiting  by  the  trade  which 
'STAR  SHOES"  attract? 

Enquire  about  other  popular  Hues  made 
by  us — We  are  at  your  service. 

STAR  SHOE  CO.,  LIMITED 

MONTREAL  QUEBEC 


February,  1920 
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Staple 


Solid  Leather 

For  Men,  Boys  &  Youths 


Made  of  Solid  Leather,  fashioned  for  solid  com- 
fort, with  workmanship  of  the  best,  Tillsonburg 
shoes  are  the  staples  that  will  put  your  sales  upon 
a  solid  basis  of  steady  increase. 

Made  first  for  serviceable  wear,  they  still  present 
that  good  appearance  which  gives  them  enough 
style  for  all-round  use.  You  will  find  them 
easy  to  sell. 


:iiiiiriiiiiiiiiiiiiii|iiii!iiiiiiii! 


Ill 


Tillsonburg  Shoe  Co. 

LIMITED 

Tillsonburg,  Ont. 
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TETRAULT 


Serves 
the  Dealer- 
Serves 
the  Wearer- 


by  producing 
the  utmost  in 


THE  one  feature  of  Tet- 
rault  which  has  given 
this  Footwear  such 
great  precedence  is  its  mar- 
velous value  for  the  price. 
Public  approval  throughout 
the  Dominion  gives  it  a 
tremendous  popularity,  and 
without  hesitation  pro- 
nounces it  the  best  men's 
welt  on  the  market.  Deal- 
ers who  handle  Tetrault 
know  its  value  by  its  sales. 
Are  YOU  deriving  benefit 
from  Tetrault  value?  Bet- 
ter stock  up  in  the  New 
Year. 


VALUE 


Tetrault  Shoe  Manufacturing  Go. 


Largest  Producers  of  Boots  and  Shoes  in  Canada 


Mllicc  ,-iimI   Warclinusp — 

!l  Hur  (Ic  Marseille, 

I'aris.  Kraiice. 


Montreal 


LIMITED 

Toronto 


February,  1930 
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Countor 
ValuG 


1 


J.  SPAULDING  &  SONS  CO. 


Main  Office  and  Factory 

NORTHIROCHESTER,  N.' H. 


PHfLAUELPHIA 
Tolin  G.  Travel-  &  Co. 
320  Arch  St. 


CINCINNATI 
The  Taylor- Poole  Co. 
410-412  E.  8th  St. 


SEVEN  FACTORIES 
PoTiawanda,  N.  Y.  Rochester,  N.  H. 

No.  Rochester,  N.  II.  Milton,  N.  II. 

Townsend  Harbor,  Mass. 


Boston  Office 

203-B  ALBANY  BUILDING 

ST.  LOUIS  CHICAGO 
The  Taylor-Poole  Co.      J.  E.  D.  McMechan  &  Co. 
1G()2  Locust  St.  217  W.  Lake  St. 

English  Agents:  J.  Whitehead  &  Co.,  Ltd., 
Leicester,  England. 


Canatlian  .Assents 

International  Supply  Co.,  Kitchener,  Ontario  and  Quebec  City.     V.  Champigny  Montreal 


['■•i:iii!iiiiiii!i!;miiiiiii!i;i:iiiu 
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Gu^enheim  Buckles 

The  undisputed  beauty  and  originality 
in  design  of  Gugenheim  Buckles  gives 
added  sales  value  to  pumps  and  slippers. 

Not  only  are  they  original,  but  they 
carry  an  air  of  good  taste  and  refinement 
which  appeals  to  the  better  class  of  trade. 


ii 


Cut  Steel-Bronze-Jet-Rhinestone-Metal 

$6.00  the  doz.  to  $75.00  the  pair 

M.   GUGENHEIM,  INC. 

PARIS— Faubourg  Possonniere  32 


NEW  YORK— 362  Fifth  Avenue 


The 
Globe 
Pillow 
Welt 


i 


A  genuine  Goodyear  Welt 
sewn  right  into  the  sole — 
a  feature  in  our  footwear 
for  Misses,  girls,  children, 
and  infants,  which  provides 
exceptional  comfort  and 
ease  to  growing  feet. 

The  other  points  which 
add  to  the  popularity  of 
these  shoes  are  the  soft 
cushion  sole  and  the  soft 
cork  filling  between  the 
inner  and  outer  sole. 


GLOBE  SHOE  LIMITED 

Factory  TERREBONNE,  QUE. 

Selling  Agents 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 


February,  VJ20 
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Beresford^^  and  ^'Vassar^ 

for 

Men  and  Women 


Minister  Mijl 


es 


Minister  Myles 
Shoe  Company 


LIMITED 

TORONTO 


Makers  of  Distinctive  Footwear 
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FOOTWEAR  FOR  THE  WHOLE  FAMILY 


Established  since  1885,  we  are  putting  out  one  of  the 
best  general  lines  of  footwear.  Only  high  grade  work- 
manship and  the  most  reliable  materials  are  employed  in 
the  production  of  our  shoes;  and  our  prices  are  right. 

For 

Men,  Youths,  Boys, 
Women,  Misses,  Children, 

Infants 

St.  Screw        McKay        Pegged        Good  Year 

TO  JOBBERS  ONLY 


ONESIME  GOULET 


575  ST.  VALIER,  STREET 
QUEBEC,  P.Q. 


EDGAR  CLEMENT,  LIMITED 

179  Arago  Street,  ■  QUEBEC  CITY 

We  manufacture  the  celebrated 

Beaver  Brown  Kip 

which  we  have  been  making  for  the 
last  four  years— also 

Gun  Metal  Kip 

which  has  replaced  calf  leather  so 
satisfactorily 

The  ready  sale  of  BEAVER  BROWN  KIP 
from  Coast  to  Coast,  representing  the  ex- 
penditure of  millions  of  dollars,  is  the  testi- 
MR.  EDGAR  CLEMENT,  monial  of  the  Trade  to  its  merits. 

President 

„  ,        „,         X    T  •        1  50,000  sides  of  sphts  to  sell  at  low  price.    Would  like  to  communicate 
Edgar  Clement,  Limited.  ■..  . 

^  '  with  buyers. 


February,  1020 
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A  Progressive 
Best  Known 
Selling  Lines 


FROM  their  inception  in 
1911  the  firm  of  Brown 
Rochette  Ltd.  have  made 
rapid  strides  in  building  up 
a  large  and  successful  whole- 
sale boot  and  shoe  business. 
Mr.  Brown,  who  came  to  the 
firm  with  a  wide  experience 
in  the  shoe  and  leather 
trade,  has  during  the  nine 
years  developed  the  busi- 
ness by  his  shrewd  selection 
of  high-class  footwear  and 
by  giving  honest  service  to 
his  customers.  The  lines 
here  mentioned  are  ex- 
amples of  the  best  values 
obtainable,  and  comprise  a 
large  selection  for  all  your 
requirements.  Write  us  for 
samples,  or  ask  our  travel- 
lers to  call. 


Brown 
Rochette 

Limited 

IVholesale  ^oot  and  Shoe 
^M^erchants 

QUEBEC,  P.  Q. 


Firm  with  the 
and  Quickest 
to  Offer  You 


Goodyear  Welts  and 
McKays 

The  l)est  examples  of  Welt  and  McKay 
processes,  and  very  smart  models  for 
jjarticular  dressers.    All  sizes. 

Abitibi  Special 

A  stront^",  well-made  drawstrini;'  hoot 
that  g'ives  s])lendid  wear,  and  has  no 
ecpial  for  service,  and  as  a  seller. 

Patricia  Boston 


A  ladies'  shoe  well 
known  for  all  round 
excellence  of  shoe- 
making'.  A  favorite 
of  fashion,  and  has 
a  reputation  of 
ready  sales. 


A  high-grade  shoe 
for  ladies  and 
gents.  K  n  o  w  n 
throughout  C  a  n  - 
ada  for  its  wearing- 
qualities  and  smart- 
ness. We  have  a 
full  range  of  sizes 
always  in  stock. 


The  Famous 
Dainty  Mode  and 

Kant  Krack  Rubbers 


Felt  Shoes 


Two  l^rands  of  rubbers  that  have  for 
many  years  held  the  lead  in  sales.  We 
carry  a  large  stock  for  ((uick  shipment. 

Our  felt  shoes  are  in 
a  wide  ^■ariety,  rea- 
scjnably  i)riced  and  made  by  the  best 
manufacturers. 

Gloves  and  Mitts 

We  do  a  big  business  in  glo\es  and  mitts 
of  dei)endable  \-alue,  carrying  an  exten- 
si\-e  range  t)f  st\  les  and  sizes. 
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A  Message  to  the 


A  MAJORITY  of  shoe 
-^"^  men  will  admit  that 
Neolin  Soles  are  satisfactory, 
and  superior  to  most  grades  of 
leather  soles. 

They  admit  that  widespread 
use  of  Neolin  Soles  would 
ease  the  leather  situation. 

Yet  most  people  find  it  diffi- 
cult to  secure  the  styles  of 
shoes  they  want  built  on 
Neolin  Soles. 

Shoe  manufacturers  are  ready 
and  anxious  to  supply  prac- 
tically every  style  of  shoe  with 
Neolin  Soles. 

We  believe  that  shoe  retailers 
are  hesitating  to  complicate 
their  stock  problems  by  the 


addition  of  Neolin-Soled  lines. 

But  this  problem  is  not  so 
serious  as  it  looks. 

Neolin-soled  lines  can  replace 
many  fancy  lines. 

Neolin-soled  lines  can  replace 
many  leather-soled  lines. 

This  has  been  proven  in  every 
case  where  a  genuine  effort 
has  been  made  to  sell  shoes 
with  Neolin  Soles. 

Customers  will  accept  Neolin 
Soles,  if  they  can  get  the  style 
of  shoe  they  want. 

Then  think  of  the  great  advan- 
tages to  your  customers  of 
wearing  shoes  with  Neolin 
Soles. 


lin  Sol 
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Shoemen  of  Canada 


Neolin  Soles  have  made  pos- 
sible better  balanced  shoes. 
Soles  have  always  worn  out 
first.  The  longer  wear  of 
Neolin  Soles  means  longer 
wear  for  shoes — and  Neolin 
Soles  do  not  increase  the  cost 
of  even  moderate-priced  shoes. 

Neolin  Soles  are  proof  against 
water,  moisture  and  slush. 
They  are  flexible  and  foot- 
easy. 

Weigh  these  acknowledged 
advantages.  Decide  then,  if 
you  can  afford  not  to  give  your 
trade  the  benefits  of  Neolin 
Soles. 


The  Goodyear  Tire     Rubber  Co. 

of  Canada,  Limited 
Toronto  -:-  Ontario 
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Opportunity 

for  Jobbers 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiM^ 

OPPORTUNITY  knocks  but 
once.  The  House  of  Aircl 
invites  you  to  call  and  see  the  new 
samples  now  being  shown  at  our 
Montreil  show-rooms.  We  believe 
these  represent  opportunities,  real 
and  live.  No  progressive  jobber  can 
afford  to  overlook  the  value  we  are 
offering,  nor  the  opportunities  they 
represent  in  business  possibilities. 
We  should  like  to  help  you  to 
success  through  our  lines. 

.iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 

//  you  cannot  call, 
drop  us  a  line, 

Aird  &  Son 

REGISTERED 

MONT  REAL 


liiiiiiiiiiiiiiiiiiiiiiii:iiii:iiii:iiiiiiiii:iiiiiiiiiiiiiiJiiiiiiii:iiii:iiii:iiiiiiiii^^ 
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H.   O.  MCDOWELL 


y^\^  IMPORTERS  IiLThtJz)  JOBBERS  K^fj 
V         MANUFACTURERSV^---:^^  SALES  AGENTS  X 


H.  N.  LINCOLN 


BRANCH 
40I   CORISTINE  BUILDING 
MONTREAL 


Representing 

American  Lacing  Hook  Co. 

Waltliam,  Mass. 
Lacing  Hooks  and  Hook 
Setting  Macliines 

Armour   Sand   Paper  Works 

Cliicago,  111. 
Crystolon  Paper  and  Cloth 
for  Huffing  and  Scouring 

Boston  Leather  Stain  Co. 

IJoston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  lUeach 

The  Ceroxylon  Co., 

lioston,  Mass. 
Ceroxylon,  the  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

Boston,  Mass. 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 
Cincinnati,  O. 
Shoe  Machinery 

Hazen,  Brown  Co., 

Brockton,  Mass. 
Waterproof  Box  Toe 
Gum,  Kubber  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Iiin<ling,  S'taying,  etc. 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 


The  S.  M.  Supplies  Co., 

Factory  Supplies, 
Needles,  etc. 


I.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Ont. 

Shoe  Laces 


United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Welting, 
etc. 


SALES  AGENTS 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 

THE  LARGEST  SHOE  FACTORY   SUPPLY  HOUSE  IN  CANADA 


BRANCH 
S97  ST.  VALIER  STREET 


MAIN  OFFICE  AND  FACTORY 
37  FOUNDRY  ST.  S. 

KITCHENER.  ONT. 


n 


the  Hardest  Substance  known 

(Except  the  Diamond) 

Crystolon  is  the  abrasive  for  the  shoe  trade.  Its  extreme  hardness  and 
hrittleness  make  it  particularly  desirable  for  snuffing  hides,  buffing  and  scour- 
ing leather  specialties  and  shoes. 

Being  brittle,  the  tiny  points  of  the  al)rasive  surface  are  continually  break- 
ing off,  thus  forming  an  entirely  new  surface  as  sharp  and  efifective  as  the  first. 
This  gives  a  continual  sharp  cutting  surface  until  worn  down  to  the  backing. 

Crystolon  is  made  in  paper,  cloth  and  combination  styles,  in  rolls,  sheets 
and  special  shapes. 

Manufactured  by  Armour  Sand  Paper  Works,  Chicago,  111. 


iVe  carry  a  variety  of  Specialties 


Cheese  Cloth 


Silkoline 


Vel  Chamee 

Very  Fine  Polishing  Cloth 

Round  Belting 


Oak  Tanned 

Belt  Hooks 
Casters 


Indian  Tanned 


Tag  Holders 
Buttons 

Treer's  Shank  Brushes     H.B.  Canvas 
Cotton  Thread 

For  Puritan  Machines 

For  Fairstitching  and  Upper  Fitting 

You  need  have  no  hesitancy  about  sending  your  orders  to  us.  Our  busi- 
ness is  founded  on  the  principle  of  FAIR  DEALING  and  we  iiandle  only 
GOODS  of  HIGHEST  QUALITY. 

Consider  the  List  of  Houses  WE  REPRESENT. 
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SHOES 


For 

Infants 
Children 
Misses  and 
Growing 
Girls 


Selling 
to 

Jobbers 
Only 


Serviceable  footwear  for  active  young- 
sters constructed  to  give  exceptional 
w^ear  where  the  wear  is  hardest. 

Manufactured  to  allow  perfect  comfort 
and  freedom  .to  growing  feet. 

A  line  which  will  satisfy  the  parents 
and  offers  generous  profits  and  rapid 
turnover  to  the  dealer. 


Children's  Shoe  Mfg.  Co.,  Limited 

1 1  Belleau  St.  -  -  Quebec  City 


Subscribers^  Information  Form 

Many  letters  reach  us  from  subscribers  enquiring  where  certain  goods  can  be 
obtained.  We  can  usually  supply  the  information.  We  want  to  be  of  service  to 
our  subscribers  in  this  way,  and  we  desire  to  encourage  requests  for  such  informa- 
tion.   Make  use  of  this  form  for  the  purpose. 


Date  19 


FOOTWEAR  IN  CANADA," 

347  Adelaide  Street  West,  Toronto. 


Please  tell  us  where  we  can  secure  (give  description  as  fully  as  possible)   S . 


Name  . 
Address 
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Count  The 

COST 

By  The 

QUALITY 


LANG'S  ANCHOR  BRAND 


THE  HIGHEST  PRICED  LEATHER 
PRODUCING  THE  LOWEST  COST 

SOLE 

Sides,  Crops,  Backs,  Bends, 
Bellies,  Shoulders,  Heads 


THE 

LANG  TANNING 
COMPANY,  LTD. 

KITCHENER,  ONTARIO 


38 


FOOTWEAR    IN  CANADA 


February,  1020 


Boys,  Youths  and  Mens'  Shoes 

 for  the  jobbing  trade  


LAGACE  &  LEPINAY 

22  ST  ANSELME  ST. 

QUEBEC 


No.  46 


We  carry  a 
splendid  line  of 
McKays  for  women 


No.  50 


Now  is  a  good  time  to 
come  in  and  see  our  new 
models.  If  you  cannot 
call  upon  us  we  shall  be 
pleased  to  send  samples 
for  your  approval.  We 
can  promise  sound  mer- 
chandise at  attractive 

prices 


BOOST 


Our  High  Class  Lines  of 

Men's,  Women's,  Boys'  and  Youths' 
WELTS  and  MEDIUM  McKAYS 

These  shoes  meet  all  the  requirements  of  jobber  and  dealer,  and  will 
net  you  liberal  profits  and  give  you  a  rapid  turnover. 

They  are  lines  of  footwear  which  are  reliable  in  service  and  embody  all 
the  essentials  of  correct  style  and  quality  material. 

We  Sell  the  Jobbers  Only 

LUDGER  DUCHAINE 


593  St.  Valier  Street 


QUEBEC  CITY 


February,  1930 
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J.  A.  Scott 


W.  A.  Lane 


AT  YOUR  SERVICE 


In  War  or  Business  there  is  no 
real  Victory  without 
Honor 


CITADEL  LEATHER  CO.,  Limited 

MONTREAL  AND  QUEBEC 
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UNIFORM  GRADES 


IN  BLACKS  AND 
TANS 


CITADEL  LEATHER  CO.,  Limited 

MONTREAL  AND  QUEBEC 


February,  t<)3() 
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TANNERS  AND  CURRIERS 


Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 

MONTREAL  OSHAWA  QUEBEC 


CANADIAN  SHOES  LIMITED 


MANUFACTURERS 


Women's  High  Grade  Welt  Shoes 

TORONTO,  CANADA 


Standardized  Styles, 
Standardized  Leather, 
Standardized  Manufacture 
Gives 

Maximum  Factory  Production 
at  Minimum  Factory  Cost 
With 

Highest  Grade    Materials  and 
Workmanship 
Produces 
Shoes   of    Highest   Quality  at 
Lowest  Possible  Cost 
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Producing  Goods 
at  Lower  Cost 


The  higher  cost  of  materials  and  labor,  and  the  keenness  of 
competition,  make  it  necessary  for  manufacturers  to  produce 
their  products  at  the  lowest  possible  cost. 

This  means  that  more  quantity  must  be  turned  out  without 
increasing  the  manufacturing  overhead,  otherwise  profits  are 
bound  to  suffer. 

Efficiency  of  equipment  must  be  made  greater  today  than  ever 
before.  This  is  where  the  remarkable  performance  of 


Dominion  Friction 
Surface  Belting 


demonstrates  its  superiority  for  every  transmission  purpose. 

It  helps  to  produce  goods  at  lower  cost  by  eliminating  power 
waste,  by  its  long  life,  by  preventing  idle  employees  and  machines, 
by  its  low  up-keep  cost,  by  its  elimination  of  most  transmission 
troubles. 

Let  our  enoineers  go  over  your  plant  and  demonstrate  to  yon  that 
Dominion  Friction  Surface  Belting  will  help  produce  your  goods  at  lower  cost. 

This  confers  no  obligation  or  cost,  and  every  suggestion  is  subject  to 
vour  approval.    Address  the  nearest  Service  Branch. 


Service  Branches 


DOMiNlOli 

RUBBER 


Makers  of 

dominion    Hose,    Packing   and  Industrial 
Rubber    Goods   and    Dominion   Tires,  the 
GOOD  Tires  for  every  purpose. 


Halifax 

London 

Saskatoon 

St.  John 

Kitchener 

Edmonton 

Quebec 

North  Bay 

Calgary 

Montreal 

Fort  William 

Lethbridge 

Ottawa 

Winnipeg 

Vancouver 

Toronto 

Brandon 

Victoria 

Hamilton 

Regina 

llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^^ 


February,  1920 


I'OOTWEAR    IN  CANADA 


4.'{ 


i  i    i  1 


m  ,j3=!iP.  / 


A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
quality  circulation — every  reader  a  possible  buyer. 
Published  Monthly. 

HUGH  G.  MACLEAN,  LIMITED 


THOMAS  S.  YOUNG,  Alana? 


Director 


HEAD  OFFICE  -  347  Adelaide  Street  West,  TORONTO 
Telephone  A.  2700 


MONTREAL  - 
WINNIPEG  - 
VANCOUVER 
NEW  YORK  - 
CHICAGO  - 
LONDON,  ENG. 


119  Board  of  Trade  Bldg. 
Electric  Ry.  Chambers 
Winch  Building 
309  Broadway 
14i:j  Gt.  Northern  Bldg. 
-    10  Regent  Street  S.W. 


Authorized  by  the  Postmaster  ueneral  for  Canada,  for  transmission 
as  second  class  matter. 

Entered  as  second  class  matter  July  ISth,  1914,  at  the  Postof?ice  at 
Buffalo,  N.  Y.,  under  the  Act  of  Congress  of  March  3,  1879. 


SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1.50 
Single  copies  15  cents 
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Luxury  Footwear 
Exempted 


An  amendment   to   the  oricrinai 


ruling  of  the  Board  of  Commerce 
of  Canada  exempts  from  the  oper- 
ation of  the  33  1/3  mark-up  on  the  sale  price  all  fancy 
or  ornamental  footwear  together  with  buckles  and 
shoe  ornaments.    This  new  order  reads  as  follows: 

Whereas  this  Board  on  November  2(ith,  1919,  issued  an 
Order  numbered  31  fixing  a  maximum  gross  profit  to  tlic 
retailer  on  all  articles  usually  sold  within  retail  shoe  esta!;- 
lishments  in  Canada  of  33  1/3  per  cent,  of  the  sa'le  price  on 
each  and  all  of  such  articles; 

And  whereas  from  representations  made  to  this  Bo.ird 
that  certain  articles  which  are  sometimes  sold  within  retail 
shoe  stores,  l:)ut  which  are  essentially  luxuries  rather  tban 
necessaries  of  life  (the  same  being  usually  of  a  highly  per- 
ishable character,  and  so  entailing  greater  risk  of  loss  and 
depreciation  in  value  to  the  retailer)  should  be  exempted 
from  such  Order; 

It  is  therefore  ordered  that  until  the  further  order  of 
this  Board  ornamental  footwear  such  as  ladies'  shoes  with 
colored  tops,  satin  and  the  like,  fancy  slippers  and  all  buckles 
for  use  on  slippers,  are  exempted  from  the  provisions  of  llic 
said  Order  of  the  26th  day  of  N  ov  ember,  1919. 

(Signed)  H.  A.  Robson,  Chief  Commissioner;  W.  F. 
O'Connor,  James  Murdoch,  Commissioners. 

This  order  follows  a  similar  order  made  some  time 
ago  exempting  foot  appliances  from  the  original  order. 

Members  of  the  executive  of  the  National  Shoo 
Retailers'  Association  have  expressed  themseh-cs  as 
being  very  well  satisfied  with  the  way  they  have  l)een 
treated  by  the  Board  of  Commerce  ;uid  ;is  the  order 
is  now  fairlv  well  understood  throughout  the  C()unti-\- 


Shoe 
Manufacturers 
Convention 


there  should  ])e  little  friction  l)etween  shoe  retailer.-> 
and  the  Government.  There  are  just  two  points  m 
connection  with  this  matter  that  will  bear  emphasiz- 
ing again:  (1)  A  mark-up  of  33  1/3  on  the  selling 
price  means  a  mark-up  of  50  per  cent,  on  the  invoice 
price  and  (2)  It  is  a  mistake  to  ever  refer  to  "mark- 
up" as  "gross  profit."  If  the  term  "gross  profit"  had 
never  been  used  in  the  shoe  business  there  woulcl 
have  l)een  very  much  less  heard  of  profiteering. 

In  this  issue  we  are  printing  a 
report,  l)y  stafi:'  representatives, 
of  the  first  annual  convent'on  of 
the  Shoe  Manufacturers'  Association  of  Canada,  hehl 
at  Quebec  City,  January  20-21.  From  point  of  attend- 
ance, business  transacted  and  social  gatherings  this 
convention  was  a  real  triumph  of  the  trade — an  event 
of  which  the  industry  may  well  feel  proud.  'I'he  con- 
vention committee,  con;qsting  of  Messrs.  H.  \'.  (iale, 
J.  E.  Warrington,  Fred  Marois,  V.  S.  Scott,  (ieo. 
Blachford,  Josejjh  Daoust,  Ralph  Locke  and  lienri 
Viau,  overlooked  no  details  in  connection  with  th_- 
business  sessions  and  the  leatlier  and  shoe  men  of 
Quebec  City  contributed  a  warmth  of  welcome  that 
will  live  long  in  the  minds  of  the  visiting  manufac- 
turers. 

A  number  of  valuable  addresses  on  trade  problems 
and  conditions  were  presented,  which  are  being  repro- 
duced in  the  February  and  March  issues  of  "Foot- 
wear ;"  the  manufacturers  also  devoted  themselves  to 
an  active  discussion  on  such  questions  as  the  stan- 
dardization of  cartons,  establishment  of  training 
schools,  "Made  in  Canada"  advertising  campaign,  the 
tarifif,  the  Business  Profits  War  Tax,  cancellation  of 
orders  and  the  Board  of  Commerce  activities. 

In  his  presidential  address,  Mr.  F.  S.  Scott  re- 
marked that  it  would  be  idle  to  deny  that  there  has 
l^een  much  discontent  and  unrest  throughout  the  Do- 
minion but,  considering  the  ordeal  through  which  the 
country  has  passed  and  the  difiiculty  of  re-establish- 
ing in  civil  life  an  army  of  more  than  five  hundred 
thousand  men,  it  was  a  tribute  to  the  high  character 
of  our  people  that  we  have  adjusted  ourselves  to  con- 
ditions as  well  as  we  have.  Our  national  debt  has 
been  increased  from  $335,000,000  to  $2,000,000,000  and 
it  is  only  by  increasnig  our  industrial  and  agricultural 
production  that  we  can  hope  to  meet  the  future  suc- 
cessfully. 

The  Shoe  Manufacturers'  Association  of  C\-inada 
was  formed  in  January  1919  and  since  then  has  been 
called  ui)on  to  deal  with  a  large  number  of  i)rol)lems 
in  connection  with  the  trade.  .\  (|uestion  that  is  now 
receiving  very  close  attent-on  is  that  of  tariff.  Mr. 
Scott  ])ointed  out  thai  a  political  leader  of  the  V-dvm- 
ers'  Tarty  had  l)een  going  around  the  countr\-  stating 
lli;it  the  (."anadian  manufacturers  base  their  ])rices  on 
the  Cnited  States  price,  plus  tlie  duty.  This  \u- 
pointed  out  was  a1)solutcly  tmlrue  liecause  Canadia:i 
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manufacturers  can  find  a  ready  niarkcl  in  the  I  In-led 
Slates  for  shoes  at  tlie  same  ])rice  llu'v  are  sold  for 
in  Canada. 

A  numl)er  of  important  resolutions  were  ])assed 
by  the  Association,  one  of  wliicli  calls  for  an  expen- 
diture of  $50,000  durin<;-  the  coming-  year  in  ccjnduct- 
ing-  a  co-operative  advertising-  campa-gn  of  "Made  in 
Canada"  footwear.  The  Association  also  ])a^sed  a 
resolution  to  lend  their  active,  assistance  to  the  Na- 
tional Association  of  Shoe  Retailers  toward  niakin<;- 
the  style  show  and  convention  hi  Montreal  next  |u!\- 
a  complete  success. 

Altogether  it  was  one  of  the  greatest  conventions 
ever  held  in  Canada.  The  manufacturers  gathei-ed 
on  a  business  errand  and  each  session  was  marked 
with  intense  interest.  There  was  time  for  ])lay  and 
amusement,  however,  and  the  entertainment  pr(j\-ided 
by  the  Ouebec  men  was  much  enjoyed  though  th's 
in  no  wav  conflicted  \\  ith  the  main  issue  (jf  business. 


Boston  Leather  Markets  Very  Firm — 
Chief  Demand  is  for  Better  Grade 
Skins  —  Present  Kid  Prices  Re- 
garded as  Very  Low 


The  feeling-  on  the  part  of  luany  shoe  manufac- 
turers that  the  leather  market  was  (jn  the  downward 
trend  is  ajiparently  disappearing".  ( )ur  Boston  office 
reports  that  the  raw  sk'u  and  hide  markets  ha\'e  be- 
come firmer  and  it  is  generally  regarded  that  the 
stability  will  be  maintained  and  lower  prices  are'  not 
expected.  Another  evidence  of  this  accepted  view  of 
the  last  few  days  is  the  report  that  some  quiet  buying 
has  been  going  on  by  a  few  of  the  manufacturers  mak- 
ing the  better  grades  of  shoes.  Some  manufacturers 
are  stdl  stocked  uj)  for  some  time  to  come  wdiile  it 
is  considered  likely  that  most  manufacturers  will 
soon  lia\e  to  re])lenish  their  supplies,  and  it  is  the 
firm  opinion  by  many  leading-  dealers  and  tanners  of 
leather  that  now  the  i)eriod  of  stock  taking  and  inven- 
tory has  passed  over  that  buying  w'll  l)e  more  active. 
Most  of  the  demand  still  appears  to  be  for  the  better 
grades  and  selections  although  there  is  some  excep- 
tion to  this  condition.  Some  sales  have  been  made  at 
attract i\  e  (.ifferings  on  the  medium  and  cheaper  grades 
of  sifle  leatliers  which  is  considered  a  good  sign  wdi'ch 
may  bring  about  the  more  general  disi)osal  of  these 
grade'-  of  leather  which  have  not  Ix'en  in  such  de- 
mand. 

The  condition  in  foreign  exchange  rates  has  not 
resulted  iii  any  great  amcnmt  of  foreign  pm-chasing 
and  it  is  not  considered  that  there  will  be  any  great 
flurry  in  tliis  direction  until  credit  readjustments  make 
it  prcTitable  for  Iuu'o])ean  countries  to  interest  them- 
selves in  .\merican  merchandise. 

'i'he  glazed  kid  market  may  be  said  to  be  in  a  xvi-y 
healthy  stale  although  there  lias  been  \-ery  little  de- 
mand exce])t  f(;r  'mniediale  delivery  and  this  tendency 
has  been  limited  to  the  higlier  grades  only.  The  de- 
mand on  the  cliea])  and  medium  grades  is  about  the 
same  a>  it  ha.^  been  for-  sonic  t inie-- -sluggish.  The 
continued  purchasing  on  the  jiarl  of  the  retail  slio'.' 


dealers  of  the  high  ])rice(l  footwear  is  a  strengtliening 
feature  to  the  leather  market.  Shoe  manufacturers  in 
general  have  lu^t  c(jnii)leted  their  orders  which  slKnild 
have  been  filled  scmie  time  ago  and  therefore  are  con- 
tent t(j  hold  on  buying  at  the  present  iiKJineiit.  It 
is  expected  by  many  that  the  firm  market  on  kid  will 
continue  for  some  time  to  come  although  more  con- 
servative  estimates  would  indicate  jjrices  would  be 
firm  only  for  three  months  or  so.  Time  only  will 
tell.  The  raw  skin  market  or,  goatskins  showed  a 
weakeir'ng  a  month  ago  of  alxnit  10  per  cent,  lower 
on  selling  prices  in  Chinas  or  about  50c  per  dozen. 
Indias  and  South  .\merican  prices  stiffened  scjmewhat 
— Patnas  bringing  $vSO  with  few  sales  reported  and 
Armitsas  at  160  jjence.  A  few  glazed  kid  tanners  can- 
not see  any  justification  in  the  high  prices  and  recent 
ad\ances  and  feel  that  this  is  <jnl}-  a  temporary  con- 
dition while  others  ha\e  slightly  increased  their  top 
grade  asking  high  [jrices  for  black  and  colored  kid 
although  the  demand  for  colored  kid  shows  more  ac- 
tiv'ty  than  for  blacks.  Some  little  increase  from  Etir- 
o])e,  ICngland  jiartictilarly,  has  l)een  ncjticed.  The 
large  Italian  orders  stijjposed  to  have  been  constim- 
ated  by  this  time  are  still  pending  credit  adjustments 
and  large  stocks  are  held  awaiting  satisfactory  bank- 
ing facilities.  As  for  any  extensive  buying  of  kid 
leather  for  a  ])eriod  beyond  the  next  three  months 
some  dealers  of  kid  advise  cautiotts  buying.  Dttring 
this  jieriod  there  shotild  be  no  worry  from  a  buyer's 
standpoint  on  the  top  grades  of  kid  leather.  Prices 
on  blacks  and  Havana  browns  are  arotmd  $1.25  and 
$1.50  ])er  ft.  respectively  but  these  figures  by  .some  are 
regarded  very  low.  The  stiffening  in  the  asking 
jirice,  however,  by  many  kid  mantifacttirers  does  not 
mean  that  the  sale  of  leather  at  the  highest  prices  have 
actually  taken  place  in  any  great  voknne  of  transac- 
tions. In  fact  it  may  be  said,  in  general,  that  the 
btiying  is  still  on  a  hand  to  motith  basis  with  high 
grades  being  considered  no  risk  as  a  business  venttu'e 
for  the  next  few  weeks. 

.Side  leather  tanners  have  felt  the  strengthening  of 
the  hide  market  is  a  good  indication  that  side  leathers 
in  the  better  grades  will  continue  to  remain  firm  as 
they  are  now  even  with  there  being  experienced  little 
demand  with  a  possible  increase  in  price.  Some  of  the 
cheajjer  grades  of  side  leather  used  for  linings,  etc., 
ha\e  moved  more  freely  of  late.  Prices  on  the  top 
grades  of  side  leather  range  from  90c  to  $1.00  on  the 
average ;  on  the  medium  priced  grades  from  60c  to 
90c ;  the  lowest  grades  seem  to  have  no  particular 
stable  valtie  quotable,  ranging  downward.  White 
buck  and  colored  side  are  in  the  best  demand  with 
(piotations  made  at  $1.10  and  $1.15. 

Calf  leather  is  very  firm  at  j^rices  running  up  to 
$1.50.  .Sales  of  the  finer  weight  grades  which  have  not 
been  nio\'ing  any  too  freely  for  the  last  three  or  four 
weeks  seem  to  be  in  greater  demand  jtist  now.  This 
tendeiKW  alone  has  stiffened  up  the  market.  Colored 
calf  is  tlie  most  demanded  with  a  slight  increase  in 
the  demand  for  black  with  prices  on  the  latter  rang- 
ing from  5c  to  10c  lower. 


You  ma\-  fool  a  customer  once  or  twice,  but  a 
burnt  child  dri'ads  lire. 


Keep  stepping!  ^'on  can't  reach  the  top  in  one 
jump.    \t)[\  havt'  got  to  do  it  through  steady  climbing. 


February,  1920 
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The  Canadian  Shoe  Manufacturers' 

Annual  Convention 

Good  Fellowship  and  Enthusiasm  Dominating  Features  at  Quebec  Gathering 
—Important  Discussions  on  Various  Trade  Problems  Including  Stand- 
ardization of  Cartons,  Training  Schools,  National  Advertising 
Campaign,  the  Tariff,  Business  Profits  War  Tax,  Can- 
cellation of  Orders  and  the  Board  of  Commerce 
Activities— Splendid  Addresses  Delivered  on 
Timely  Topics 


1,N  accordance  with  the  decision  of  the  Shoe  Manu- 
facturers' Association  of  Canada  at  their  organiz- 
ing meeting-  in  Montreal  in  1919.  the  first  annual 
convention  was  held  in  Quebec  on  January  20th 
and  21st.  To  say  that  the  convention  was  a  success 
is  to  quite  inadequately  describe  the  proceedings.  The 
attendance  was  large,  the  business  promptly  disposed 
of,  and  the  whole  convention  was  full  of  pej)  and  en- 
thusiasm. 

The  meetings  and  social  functions  were  all  held  at 
the  Chateau  Frontenac,  which  was  the  centre  of 
hustle,  greetings,  and  general  activity. 

The  following  is  a  list  of  the  members  present,  to- 
gether with  a  list  of  representatives  of  allied  firms  of 
the  shoe  industry : 

Amher.st  Boot  &  Shoe  Co.,  Limited,  C.  S.  Sutherland. 
Acton  Shoe  Co.,  Inc.,  Alfred  Lambert. 

Aird  &  Son,  Regd.,  F.  X.  Leblanc,  Narcisse  Gagnon,  WiU'rid 
Gagnon. 

Ames-Holden-McCready,  Limited,  Chester  F.  Craigic,  T.  H. 

Reider,  E.  P.  Hall,  T.  H.  Lane. 
Betournay,  Normandin  Shoe  Mfg.  Co.,  Louis  Scherrer. 
Brandon  Shoe  Co.,  A.  Brandon. 
Canadian  Shoes  Limited,  F.  W.  Manson. 
La  Cie,  J.  A.  &  M.  Cote,  J.  A.  Cote. 
Charbonneau  &  DeGuise,  Mr.  DeGuise. 
Children's  Shoe  Co.,  Ltd.,  L.  Blondeau,  G.  E.  Carpentier. 
Daoust,  Lalonde  Co.,  Ltd.,  Jos.  Daoust. 
La  Cie  J.  B.  Drolet,  Ltd.,  J.  B.  Drolet. 

La  Duchesse  Shoe  Co.,  Regd.,  D.  F.  Uesmarais,  R.  Vaillan- 
court. 

Dufresne  &  Galipean,  Ralph  Locke. 
Dufresne  &  Locke,  Oscar  Dufresne. 
Dupont  &  Freres,  A.  L.  Dupont. 

Gagnon,  Lachapelle  &  Hebert,  W.  Hebcrt,  Theophile  Gag- 
non, J.  Lachapelle. 
H.  Gale  Brothers,  Limited,  H.  Gale. 
Getty  &  Scott,  Limited,  W.  G.  Fallen,  F.  S.  Scott. 
Onesime  Goulet,  J.  B.  Goulet. 
J.  H.  Gosselin,  J.  H.  Gosselin. 
Hartt  Boot  &  Shoe  Co.,  Ltd.,  J.  D.  Palmer. 
Elie  Jobin,  Limited,  Elie  Jobin. 

Hurlbut  Co.,  Limited,  Clayton  E.  Hurlljut,  H.  C.  Edgar. 

Kingsbury  Footwear  Co.,  Ltd.,  W.  F.  Martin. 

Lachance  &  Tanguay,  P.  Cleophas  Lachancc,  W.  L.  I'Vancis. 

Lady  Belle  Shoe  Co.,  Ltd.,  A.  A.  Armbrust. 

Lagace  &  Lepinay,  R.  Luellier,  J.  P.  Lagace,  C.  E.  Lepinay. 

John  McPherson  Co.,  Ltd.,  W.  H.  Dufficld. 

Mallett  &  Company,  Edmond  Mallctt. 

Wm.  A.  Marsh  Co.,  Limited,  Harvey  Grah;un,  W.  II.  .Marsh, 

David  Marsh. 
A.  E.  Marois  Ltd.,  A.  E.  Marois. 
La  Parisienne  Shoe  Co.,  Ltd.,  Romeo  llrosscati. 
Palmer  McLennan  Co.,  \V.  A.  McLellan,  l^  W.  \lci.elh;u. 
Perth  Shoe  Co.,  Ltd.,  G.  11.  .Aush^y. 
Plessisville  Shoe  &  Leather  Co.,  Eudore  i'"ouriiier. 


Reliance  Shoe  Co.,  P.  E.  Rivett,  J.  P.  Maher. 

The  John  Ritchie  Co.,  Ltd.,  J.  E.  Warrington,  M.  J  Sheehy 

B.  W.  S.  Martin. 
Regina  Shoe  Co.,  Ltd.,  P.  Chouinard. 
Rena  Footwear  Co.,  Ltd.,  Arsene  Dussault. 
Luc  Routier,  Luc  Routier. 
St.  Henry  Shoe  Co.,  Ltd.,  C.  Lafleur. 
Saillant  &  Lessard,  Jos.  Lessard,  Eng.  Saukkal)t. 
J.  E.  Samson,  Enr.,  J.  E.  Samson. 
Geo.  A.  Slater  Limited,  C.  P.  Slater. 
Slater  Shoe  Co.,  F.  J.  Boyden,  L.  P.  Deslongcluimps. 
Solid  Leather  Shoe  Co.,  S.  H.  Parker. 
Star  Shoe  Co.,  Ltd.,  A.  W.  Arthur. 
Scott  Chamberlain  Limited,  J.  Dunbar. 
Jos.  Tanguay,  Jos.  Tanguay. 

Tetrault  Shoe  Mfg.  Co.,  Peter  A.  Doig,  Albert  Tetrault. 
Tillsonburg  Shoe  Co.,  L.  C.  Van  Geel. 
Walker,  Parker  Co.,  Limited,  Jno.  A.  Walker. 

Representatives  of  Allied  Industries 

.\danac  Leather  Co.,  C.  E.  Pcrras, 
.Anglo-Canadian  Leatiicr  Co.,  Geo.  M.  Colton. 
Pierre  Blouin  Regd.,  Pierre  Blouin. 

Blachford,  Davies  Co.,  Ltd.,  N.  J.  Collins,  C.  A.  Davies. 

Beardmore  &  Co.,  John  J.  Burke. 

Citadel  Leather  Co.,  W.  A.  Lane. 

Clarke  &  Clarke,  Ltd.,  F.  D.  Porter. 

Duclos  &  Payan,  L.  F.  Payan,  Jules  R.  Payan. 

J.  Einstein  Ltd.,  Paul  Roy. 

C.  S.  Hyman  &  Co.,  G.  P.  Stockton. 

International  Supply  Co.,  Harry  L.  Taylor,  H.  O.  McDowell. 

Independent  Silk  Co.,  Ltd.,  F.  E.  Drapeau,  J.  .A.  Brodeur. 

H.  B.  Johnston  Co.,  J.  H.  Goyer 

John  McEntyre  Co.,  Ltd.,  John  McEntyre. 

National  Rubber  Co.,  J.  M.  E.  Godin. 

Newlands  &  Co.,  George  A.  Moore. 

Ontario  Shoe  Mfrs.  Ass'n.,  Alex.  Marshall. 

Parker  Irwin  Limited,  H.  C.  Parker. 

Panther  Rubber  Co.,  H.  Hurtubisc. 

C.  Parsons  &  Sons,  Limited,  E.  J.  Phillips. 

Panther  Rubber  Co.,  Alorton  A.  M  arcus,  Chas.  .A.  Joslin. 

Richard  Freres,  Arthur  J.  Richard. 

Standard  Kid  Mfg.  Co.,  Wm.  A.  Platz. 

LInitcd  Last  Co.,  J.  J.  Keating,  M.  L.  Sturgis. 

Lhiited  Shoe   Maciiinery   Co.  of  Canada,         W.  Knowlttin, 

H.  W.  Algeo. 
F.  E.  Woodward  &  Sons,  R.  I^.  Woodward. 

Address  of  Welcome 

The  proceedings  ojiened  on  January  20,  when  Mr. 
H.  E.  Lavigueur,  Mayor  of  Oueljcc,  and  Mr.  11.  \'. 
dale.  President  of  the  (Juebec  Shoe  Manufacturers' 
Association,  welcomed  the  delegates.  The  former 
])ointed  out  that  in  (juebec  was  born  the  great  na- 
tional industry  of  the  ])reparation  of  leathers,  which 
began  in  the  i)iont'er  d;i\s  ol  the  colon\ .  ;iud  it  was 
still  one  ot  the  most  important  sources  i)\  local  wealth. 
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Mr.  Geo.  A.   Slater.  Hon.  President, 
Shoe    Manufacturers'    Association   of  Canada 


Mr.   F.   S.   Scott,  M.P. 
Re-elected    President    of    the  Association 


Mr.  A.   Brandon,   Hon.  President, 
Shoe    Manufacturers'   Association  of  Canada 


The  Mayor  then  ])ricfly  sketched  tlic  histor}-  of  the 
iiKhi.strv  in  Oiiebec,  which  city,  he  said,  was  proud 
of  tlie  skill  and  intelligence  of  its  workingmen  in  the 
leather  and  shoe  trades,  and  was  also  proud  of  the 
reputation  which  they  had  won  all  over  Canada. 

Mr.  Gale  stated  that  the  industry  was  never  in  a 
more  flourishing  condition,  everybody  was  operating 
to  full  capacity,  and  would  continue  doing  so  for 
months  to  come.  The  city  of  Quebec  was  the  cradle 
of  the  shoe  manufacturers'  industry  of  Canada,  when 
(  juillaume  Bresse,  53  years  ago,  first  operated  a  small 
factory  in  St.  Roch's,  that  had  a  capacity  of  60  pairs 
of  pegged  shoe  daily.  The  industry  grew-  consider- 
ably in  the  following  eleven  years,  and  in  1878  Mr. 
John  Ritchie  began  his  long  and  successful  career  as 
a  shoe  manufacturer.  He  was  the  only  surviving 
pioneer  of  those  early  days,  and  Mr.  Gale  was  pleased 
to  see  him  present.  The  company  of  which  he  was 
president  was  today  the  largest  and  most  successful 
one  amongst  them.  The  output  of  this  firm  was  2,000 
pairs  of  Goodyear  welted  shoes  daily,  which  they  ex- 
pected to  increase  to  3,000  pairs  wdien  their  large  ad- 
dition now  in  course  of  construction  was  completed. 

The  shoe  industry  of  Quebec  employed  approxi- 
mately 3,000  people,  the  yearly  payroll  being  about 
two  million  dollars,  which  would  be  materially  in- 
creased during  the  present  year,  as  two  additional 
manufacturers  were  planning  to  be  in  operation  by 
April  next,  with  a  ca])acity  of  600  pairs  daily  to  begin 
with.  He  was  i)roud  to  state  that  Quebec  shoe  firms 
had  been  free  of  labor  troubles,  the  workmen  having 
come  to  reali/,e  the  benefits  derived  by  co-operation, 
guaranteeing  a  gcjod  living  wage  to  all. 

The  President's  Reply 

Mr.  V.  .S.  .Sc(jtt,  M.I'.,  the  i 'resident,  in  reply  ex- 
])ressed  the  appreciation  of  the  y\ssociation  of  the 
hos]>ital)Ic  manner  in  which  the  members  had  been 
received.  The  Association  had  been  recently  formed 
in  the  interest  of  the  shoe  manufacturers  because  they 
believed  there  were  good  reasons  for  its  formation,  in 
view  of  the  development  of  the  shoe  industr)-  of  Can- 
ada, it  seemed  fitting  thai  llic  first  meeting  (>\  the 
Ass(jciation  should  be  held  in  the  city  of  (jiiebee. 
Mr.  Scott  said  the)  were  looking  f(jrwar(l  to  the  visit 


of  the  members  to  Ontari(j,  and  he  believed  that 
meetings  of  this  kind  were  not  fre(|uent  enough  and 
did  a  great  deal  of  good. 

Mr.  H.  \'iau,  the  Secretary,  presented  the  annual 
financial  statement,  showing  receipts  of  $4,010,  and  ex- 
penditures of  $3,715.44.  leaving-  a  balance  of  $294.56. 
lie  also  stated  that  98  members  had  joined  the  Asso- 
ciation, but  as  there  were  30  to  35  additional  shoe 
manufacturers  eligible,  it  was  desirable  to  secure  those 
in  order  to  make  the  Association  representative  of 
the  entire  industry. 


STANDARDIZATION  OF  CARTONS 

The  report  of  the  committee  on  the  standardization 
of  cartons — Messrs.  Geo.  A.  Slater,  W.  F.  Martin,  and 
A.  Dupont — had  not  been  completed,  owing  to  the 
illness  of  Mr.  Slater.  Mr.  Viau  stated  that  the  com- 
mittee had  not  yet  arrived  at  a  concrete  conclusion. 

The  President  said  that  in  Ontario  a  committee 
had  been  studying  the  question  and  had  come  to  cer- 
tain conclusions ;  in  Montreal  the  committee  had  also 
come  to  certain  conclusions.  It  was  therefore  a  ques- 
tion of  these  committees  getting  together  in  order 
to  adopt  a  standard  for  the  Dominion.  There  was 
little  difference  in  the  views  of  the  two  committees, 
and  he  did  not  see  any  reason  why  there  should  not 
be  a  standard  carton. 

Letter  from  Mr.  Geo.  A.  Slater 

Mr.  V  iau  read  the  following  letter  from  Mr.  Geo. 
A.  Slater: 

"I  do  not  wisli  to  take  up  nuicli  of  your  time,  but  simply 
to  say  to  you  tliat  words  fail  to  express  my  regret  at  not 
In'ing  able  (through  the  doctor's  orders)  to  be  present  at 
your  second  annual  meeting.  I  sincerely  hope  that  you  may 
have  a  most  successful  and  well-attended  meeting,  with  the 
best  of  results  to  the  trade  as  a  whole. 

"It  is  hardly  necessary  to  point  out  to  you  that  tiiis 
year  is  going  to  have  many  serious  prol)lenis  for  manufac- 
turers lo  solve,  amongst  tliem  being  the  question  of  taritT. 
In  this  regard  I  wish  to  point  out  that  Protection  is  an  evo- 
lution of  nature  and  is  a  born  necessity.  Tariff  to  our  coun- 
try is  as  necessary  as  protection  to  the  birds  of  the  air  and 
the  fishes  of  the  sea.    The  foundation  of  industrial  pros- 
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perity  is  protection  and  production.  The  material  well- 
being  of  every  nation  demands  a  tariff  so  that  the  attain- 
ment of  the  highest  possible  production  may  be  arrived  at. 

"We  are  today  living  on  an  interrogation  point,  won- 
dering what  is  going  to  happen  tomorrow  to  this  Ijroken, 
crippled  world.  It  is  not  only  the  extending  of  the  helping 
hand  until  we  have  passed  through  our  re-construction  period 
hand  which  is  going  to  count,  it  is  the  holding  on  of  this 
that  will  count.  What  we  need  is  co-operation,  and  the 
bringing  together  of  our  manufacturers  by  meetings  such 
as  this,  should  obtain  results  to  the  great  benefit  of  the 
whole  country  as  well  as  our  individual  trade." 


REPORT  ON  TRAINING  SCHOOLS 


The  report  of  the  tollowinij'  committee  on  train- 
ing schools  was  prefented  l)y  Mr.  |.  Daoiist: 

"Your  committee  has  the  honor  to  report  that  an  inter- 
view took  place  with  the  director  of  the  Montreal  Tech- 
nical School.  The  director  seemed  to  be  favorable  to  the 
idea  of  installing  a  department  for  shoe  making  provided 
the  manufacturers  furnished  the  leather.  We  have  also 
much  pleasure  to  report  that  the  United  Shoe  Machinery 
Company  would  be  willing  to  put  in  the  necessary  machines 
at  conditions  to  be  arranged  with  the  Shoe  Manufacturers' 
Association." 

Mr.  Daoust  pointed  out  the  imjjortance  of  greater 
production,  and  expressed  an  opinion  in  favor  of  the 
training  of  ajjprentices  by  technical  schools. 

Mr.  Oscar  Dufresne  declared  that  the  cjuestion  was 
of  great  importance  to  the  shoe  industry. 

Mr.  F.  W.  Knowdton  expressed  the  willingness 
of  the  United  Shoe  Machinery  Co.  of  Canada  to  co- 
operate in  making  arrangements  for  the  necessary  ma- 
chinery. Some  time  ago  the  matter  was. taken  up  in 
connection  with  a  technical  school  in  Quebec,  but  no- 
thing came  of  it.  At  present  there  was  no  practical 
school  with  machinery  for  teaching  the  shoe  trade. 


and  he  agreed  that  it  was  to  the  interest  of  the  trade 
that  such  a  technical  school  should  be  established. 

Mr.  .A.  Lambert  suggested  that  permanent  com- 
mittees should  be  formed  by  the  Association  in  the 
citie.i  where  technical  schools  existed.  These  com- 
mittees could  advise  the  schools  as  to  the  best  meth- 
ods and  i)rogrammes  to  be  followed.  Such  commit- 
tees would  give  c|uicker  results  than  if  the  matter 
were  left  to  the  schools  and  to  the  governments. 

The  President  agreed  that  this  was  a  good  sug- 
gestion. The  committees  could  be  formed  in  Mont- 
real, Toronto  and  Uuebec,  and  the  details  worked  out 
in  conjunction  with  the  authorities. 

Mr.  JJaoust  was  in  favor  of  the  English  system  of 
technical  education  being  adopted.  He  suggested  that 
the  governments  shotild  buy  leather  for  the  school 
from  tanners — 3's  and  4's — which  could  be  bought  at 
a  low  price.  The  shoes  could  then  l)e  sold  at  a  low 
price  for  the  inmates  of  the  penitentiaries. 

Mr.  A.  Marshall  remarked  that  in  Ontario  they 
had  gone  into  this  matter  very  thoroughly  from  the 
point  of  view  of  the  Lynn  Industrial  School,  where 
they  had  organized  on  a  very  extensive  scale.  Lynn 
and  the  State  of  Massachusetts  had  co-operated  in 
establishing  the  schools,  the  tuition  being  free.  Un- 
dottbtedly  some  co-operation  could  be  secured  fnjm  the 
provincial  governments  in  establishing  technical 
schools,  but  concrete  proposals  would  have  to  l^e 
placed  before  the  governments. 

Mr.  Lambert  thought  that  shoe  manufacturers 
should  be  represented  on  technical  school  comiuis- 
sion. 

The  report  of  the  committee  was  carried. 

After  the  adjournment  the  meinbers  had  luncheon, 
and  at  the  afternoon  session,  the  President  gave  his 
address.  This  was  in  English,  a  summary  being 
given  in  French  by  Mr.  J.  Daoust. 


ADDRESS  OF  THE  PRESIDENT-MR.  F.  S.  SCOTT,  M.  P. 


THE  year  just  closed  has  been  a  memorable  one 
in  the  history  of  Canada.  After  more  than 
four  years  of  war,  Canada  found  herself  con- 
fronted with  the  many  and  varied  problems 
of  reconstruction.  Her  ef¥ort  in  the  war  had  been  a 
mighty  one  for  a  nation  of  eight  million  people.  It 
has  been  no  small  task  to  re-establish  in  civil  life  an 
ariny  of  more  than  five  hundred  thousand  men,  and 
transform  our  civilian  population  from  a  war  to  a 
peace  basis.  While  something  of  the  task  remains  to 
be  completed,  a  great  work  has  been  done,  and  at  this, 
the  beginning  of  the  second  year  of  peace  and  recon- 
struction, we  find  the  Canadian  people  looking  with 
a  clearer  vision  and  greater  confidence  to  the  future. 

It  would  be  idle  to  deny  that  there  has  l)een  much 
discontent  and  unrest  throughout  the  country.  When 
we  consider  wdiat  a  terrible  ordeal,  not  only  Canada, 
but  the  whole  world  has  passed  through,  it  is  not  to 
be  wondered  at  that  such  conditions  exist.  The  fact 
that  we  have  so  readily,  and  with  so  little  friction, 
adjusted  ourselves  to  the  changed  conditions,  is  the 
best  possible  evidence  of  the  stability  of  our  institu- 
tions, and  a  great  tribute  to  the  high  character  of  our 
people. 

The  war  has  thrown  a  great  financial  burden  upon 
us.  In  1914  our  national  'debt  was  $.\^.S.O(X),0()() :  to- 
day it  reaches  the  jarge  sum  of  $2,000,000,000.  The 


annual  charges  for  pensions  and  interest  on  our  debt 
exceed  in  amount  our  entire  ordinary  expenditure 
prior  to  the  war. 

With  these  conditions  confronting  us,  it  becomes 
more  clearly  apparent  that  only  by  increasing  our  in- 
dustries and  agricultural  production  can  we  hope  to 
face  the  future  successfully.  What  was  accomplished 
along  these  lines  during  the  war  is  the  best  evidence 
of  our  ability  to  meet  these  problems  in  the  future. 
Increased  trade,  increased  commerce  should  be  the 
motto  of  the  Canadian  people,  and  how  it  can  best  be 
encouraged  and  brought  about  the  chief  concern  of 
our  Doiuinion  and  Provincial  Parliaments. 

The  Shoe  Manufacturers'  Association  was  formed 
in  January,  1919.  During  the  year  we  have  been  called 
upon  to  deal  with  a  number  of  problems  in  connection 
with  the  trade  that  could  only  be  satisfactorily  met 
by  such  an  organization.  A  strong  tendency  <-'\ij^j|lj^ 
at  the  i)resent  time  for  political  organization  along 
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Mr.  Joseph  Daoust, 
First  Vice-President  of  the  Association 


Mr.  J.   D.  Palmer, 
Member  of  the  Executive  Committee 


Mr.  C.  S.  Sutherland. 
Second  Vice-President  of  the  Association 


political  leader  of  the  Farmers'  i'arty  has  been  ad- 
dressing meetings  throughout  the  coantry  attacking 
the  tarifif.  and  using  as  an  illustration  the  shoe  manu- 
facturing industrw  His  statement  is  that  the  manu- 
facturers' price  is  established  l)y  the  American  price 
and  the  duty  added.  Anyone  familiar  with  the  trade 
knows  this  statement  to  be  absolutely  inaccurate. 
Perhaps  the  l)est  evidence  of  this  is  to  be  found  in 
conditions  existing  at  the  present  time.  The  Can- 
adian shoe  manufacturers  are  selling  goods  in  the 
United  States  at  the  same  price  as  they  are  sold  in 
Canada,  and  find  a  ready  market.  Canadian  reta.ilers 
in  the  border  cities  are  advertising  in  American  cities, 
and  attracting  American  customers  to  their  stores. 
At  the  present  time,  and  for  some  time  past,  Can- 
adian leather  footwear  has  been  selling  at  lower  prices 
than  the  American  product.  We  do  not  expect,  nor 
wish  to  suggest  that  such  a  condition  is  likely  to  re- 
main permanent,  but  it  can  be  taken  as  the  best  pos- 
sible evidence  that  the  tarifif  is  not  a  factor  in  arriv- 
ing at  the  selling  price  of  the  shoes. 

Only  Five  per  cent,  of  Shoes  Imported 

There  will  always  be  a  certain  amount  of  import- 
ed goods  used  in  this  country  in  the  shoe  line.  Those 
that  are  being  imported  at  the  present  time  are  for 
the  most  ])art  fancy  goods  that  might  be  described  as 
being  luxuries.  Generally  speaking,  95  per  cent,  of 
the  shoes  consumed  in  the  Dominion  of  Canada  are 
of  Canadian  manufacture,  and  only  5  per  cent,  im- 
ported. 

During  the  year  our  trade  manufacturing  and 
retailing  has  come  under  the  scrutiny  of  the  newly- 
apijointed  Board  of  Commerce.  We  have  given  to 
the  H(jard  all  possible  assistance  in  their  investiga- 
tions and  an  order  has  been  made  affecting  the  retail 
sale  of  shoes.  While  there  must  of  necessity  be  many 
inconsistencies  and  hardshi])s  in  the  working  out  of 
any  scheme  io  fix  arbitrary  ])rices  or  prolits,  the  re- 
tailers of  (  anada  arc  ncvci  thcless  endeax'oring  con- 
scientiously to  carry  out  the  s])irit  of  the  order.  The 
conviction  houcNcr  grtnvs  on  those  who  have  watched 
carefully,  and  studied  the  various  plans  for  the  regu- 


lation and  control  of  commodity  prices  that  they  are 
of  doubtfid  value,  and  that  in  many  instances  do 
more  harm  than  good.  While  it  is  doubtful  if  the 
continuance  of  the  Board  of  Commerce  in  more 
normal  times  is  necessary  or  desirable,  it  can  be  j<aid 
that  the  ])ublic  mind  demanded  the  appointment  of 
such  a  body.  After  several  months  of  careful  investi- 
gation, the  statement  of  the  Board  to  the  effect  that 
proiiteering  was  by  no  means  so  prevalent  as  was 
generally  supposed,  and  that  as  a  matter  of  fact  they 
had  been  able  to  find  comparatively  few  cases  of  it. 
has  done  much  to  cjuiet  the  public  mind. 

The  high  prices  which  have  prevailed  during  1919 
give  little  promise  of  any  reduction  during  the  pre- 
sent year.  The  retailer  has  paid  higher  prices  for 
leather  goods  for  spring,  1920,  than  ever  before.  The 
European  demand  for  all  classes  of  merchandise  ab- 
sorbs readily  all  surplus  stocks,  and  until  production 
throughout  the  world  can  overcome  the  shortage, 
high  prices  will  prevail. 

The  adverse  exchange  rate  between  this  country 
and  the  United  States  will  be  an  important  factor  in 
increase  of  costs,  as  much  of  our  raw  material  or- 
iginates in  the  United  States.  It  may  not,  however, 
be  an  unmixed  evil,  if  it  will  bring  home  to  our  people 
the  importance  of  developing  our  own  resources  and 
the  encoiuMgement  of  the  consumption  at  home  of 
goods  luade  in  Canada. 

r  trust  that  the  coming  year  ma}-  be  one  of  great 
prosperity  and  development  to  the  shoe  industry  of 
Canada. 


ELECTION  OF  OFFICERS 


This  was  followed  by  the  election  of  officers,  the 
following  being  the  list  of  the  nomination  committee: 
lloiiorary  l'i\-si(li'ii' s :  dro.  .\.  .Slater  and  .\.  lirandon. 
J'rcsidciU :  !•".  .S.  .Scott. 

N'icc-i'rosidcnl.s :  Joscpli   Daoii.sl  and  j.   1),  I'aliiuT. 
lixecutivc  Comniittec:  J.  LccUii',  \  ancom  cr,  B.C.;  C.  S. 
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Sutherland,  Amherst,  N.S.:  H.  \\  Gale,  Quebec;  J.  E.  War- 
rington, Quebec;  J.  E.  Samson.  Quebec;  Albert  Tetrault, 
Montreal;  T.  H.  Reider,  Montreal:  G.  A.  Slater,  Montreal; 
W.  Martin,  Montreal;  Ralph  Locke,  Montreal;  C.  S.  Cor- 
son, Toronto,  Ont.;  G.  A.  P.lachford,  Toronto,  Ont. 

Hon.  Chairman;  A.  Brandon,  Brantford,  Ont. 
Chairman:  G.  W.  McFarland,  Brampton,  Ont. 
Vicc-Chairman:  G.  W.  Anslcy,  Perth,  Ont. 
Secretary-Treasurer:  Henri  X'iau.  Montreal. 

Mv.  J.  1\in.<;tia_\-  moved  tliat  ?\lr.  11.  \'.  (lale  l;c- 
elected  President,  liut  thi.s  was  nik'd  out  of  order. 

Mr.  Gale  remarked  that  Mr.  .Scott  \\a-  the  ri,<;ht 
man  by  reason  of  lii;s  parliamentary  position  and  otlier 
(jvialifications. 

The  I'resident  stated  tliat  he  had  only  consented 
to  stand  at  the  request  of  the  e.xecuti\e  ct)mmittee. 
He  recognized  that  the  Association  mu-t  guard 
against  keeping  the  same  men  in  office. 

On  the  motion  of  Mr.  Brandon,  seconded  by  Mr. 
Craigie,  the  list  of  officers  as  nominated  was  agreed  to. 

Meetings  Open  to  Daily  Press 

A  long  discussion  on  the  question  of  opening  the 
meetings  to  the  daily  press  followed.  Mr.  Craigie 
proposed,  and  Mr.  T.  H.  Rieder  seconded,  a  resolu- 
tion to  the  eft'ect  that  in  view  of  the  sensational  state- 
ments made  in  the  newspapers  affecting  their  industry, 
the  meetings  should  be  closed  to  the  press. 

The  discussion  was  taken  part  in  by  the  Presi- 
dent, Messrs.  Craigie,  Rieder,  Laml)ert,  P)randon, 
Doig,  A.  Tetrault,  Plurlburt,  Manson,  Tanguay,  and 
the  representative  of  Footwear  in  Canada. 

The  general  expression  of  opinion  was  in  favor 
of  the  ineetings  being  open,  the  President  remarking 
that  the  passing  of  the  resolution  would  probably  do 
more  harm  than  good,  and  Mr.  A.  Tetrault  declaring 
that  there  was  nothing  to  hide.  Ultimately  it  was  left 
to  the  President  to  indicate  to  the  press  representa- 
tives that  certain  subjects  were  of  a  purely  private 
character. 


COMPLAINTS  RE  EXPORT 
CONTRACTS 


Mr.  Marshall  stated  that  he  had  been  re(|uested  l)y 
Mr.  Walsh,  Secretary  of  the  Canadian  Manufacturers' 
Association,  to  bring  before  the  Association  com- 
plaints alleged  to  have  been  made  by  P.nglish  import- 
ing houses  to  the  effect  that  Canadian  sh(je  manu- 
facturers had  not  filled  their  contracts  for  the  i)r(j- 
duction  of  shoes.  Orders  had  been  given  to  Can- 
adian firms,  and  the  allegation  was  that  either  j^rices 
had  been  advanced  or  the  deliveries  long  delayed.  In- 
quiries had  been  made  as  to  c(;mplaints  in  cjther  in- 
dustries, and  it  was  generally  found  that  there  was 
no  basis  for  the  complaints.  Mr.  Walsh  was  desirous 
of  knowing  whether  there  was  any  justification  for 
the  aPeged  complaints  as  to  shoes. 

Mr.  Doig  wanted  concrete  instances.  It  was  not 
easy,  he  said,  to  deal  with  minors. 

Mr.  Marshall  remarked  that  there  were  specific 
instances.  Ontario  and  the  Maritime  Provinces  be- 
ing mentioned. 

Mr.  Doig  stated  that,  from  information  received 
from  English  buyers  who  visited  Montreal,  it  was 
clear  that  the  manufacturers  were  not  to  blame  for 
any  complaints,  but  that  the  fault  had  to  be  laid  to 
the  neglect  of  certain  luiglish  agents. 

Mr.  J.  D.  Palmer  stated  that,  so  far  as  the  .Mari- 
time Provinces  were  concerned,  the  manufacturers 
were  not  guilty.  The  reason  of  the  complaint  was 
due  to  the  laxity  of  English  buyers  in  ])utting  in  their 
orders. 

Mr.  C.  V.  Slater  said  that  he  had  recently  been  in 
England,  and  confirmed  Mr.  Doig's  statement. 

The  President  declared  that  it  was  not  possible 
to  find  a  more  relia])le  set  of  men  than  in  Canada. 
They  had  to  do  business  on  a  permanent  basis,  and 
were  prepared  to  do  it. 

Mr.  J.  D.  Palmer,  of  the  Ilartt  Boot  &  Shoe  Co., 
P'redericton,  then  read  the  following  paper  on  "Na- 
tional Advertising." 


ADDRESS  BY  MR.  J.  D.  PALMER  ON  NATIONAL  ADVERTISING 


I THINK  it  is  very  fittings  indeed  that  what  one 
might  call  the  first  annual  meeting  of  this 
National  Organization  of  Shoe  Manufacturers 
of  Canada,  should  be  held  in  this  grand  old 
historic  City  of  Quebec.  One  might  say  that  this  is 
really  our  first  annual  meeting,  as  the  previous  meet- 
ing held  about  a  year  ago  in  Montreal  was  more  or 
less  of  an  organization  meeting. 

Ever  since  a  boy  I  have  heard  the  name  "Quebec" 
associated  with  shoe  manufacturing  in  Canada  and 
I  have  no  doubt  that  this  city  manufactures  probably 
a  larger  proportion  of  shoes  per  capita  than  any  city 
in  Canada. 

Canadians,  as  we  all  are,  and  virtually  interested 
in  the  welfare  and  development  of  Canada,  it  is  indeed 
a  pleasing  sight  to  see  the  two  great  pioneer  and 
dominant  races  of  Canada  meeting  here  today,  as  we 
are  going  to  discuss  wa}  s  and  means  of  development 
of  this  great  national  industry.  Meeting's  of  this 
kind  are  the  best  means  of  doing  ;iway  with  tlu' 
prejudices  which  have  in  the  past  to  sonic  extent 


interfered  with  this  get  together  spirit.  But  I  be- 
lieve, Mr.  President,  that  if  all  the  great  industrial 
life  of  Canada  were  to  meet  and  mingle'  with  each 
other  as  we  are  doing  here  today,  that  the  kindliest 
and  best  of  feeling  would  always  obtain  between  otir 
two  great  races  and  that  the  future  de\elopiiient  of 
our  Nation  would  be  assured. 

1  think  it  would  be  a  great  re\elation  to  most 
people  to  learn  the  large  number  of  shoe  factories 
the  great  total  output,  the  very  high  (|uality,  both, 
in  material  and  workmanshii)  and  that  the  styles  that 
are  used  are  as  up-to-date  as  those  that  are  used  in 
any  country  in  the  world,  to  say  nothing  of  the  large 
number  of  people  who  earn  their  dailv  livelihood 
from  this  industry.  In  earrving  on  ;i  campaign  of 
this  kind  the  three  principal  peo])le  to  appeal  to  would 
be,  the  Ret.ail  dealer,  llie  clerk  in  the  RrinW  Slioe 
Store  and  kist  ;ind  gre.atoi  of  ;dl  the  oonsuming 
public. 

'i'he  average  cit'/en  of  Canada,  1  do  not  ])elieve, 
appreciates  the  quality  of  Canadian  made  footwear. 
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I  tliink  it  is  the  duty  of  shoe  manufacturing  industry 
to  lay  before  the  consuming  i)ul)lic  of  this  country  the 
merits  of  our  production.  There  is  a  tremendous 
amount  of  ignorance  and  prejudice  in  the  minds  of 
the  people  of  this  country  with  respect  to  the  merits 
of  Canadian  made  footwear  as  compared  with  the 
imported  article. 

Object  of  the  Campaign 

The  object  of  this  advertising  campaign  as  1  take 
it  to  be,  would  be  to  disabuse  the  minds  of  our  people 
of  the  prejudice  and  ignorance  that  now  exist.*;.  One 
can  hardly  expect  other  than  false  ideas  to  prevail 
among  a  large  portion  of  our  people  when  you  consider 
the  unfair  and  untrue  criticisms  that  have  been  pas.s- 
ing  through  certain  of  the  press  during  the  past  two 
or  three  years  with  regard  to  our  particular  industry 
— Let  me  give  you  an  example. 

In  the  latter  part  of  April  last  or  the  early  part  of 
May  (I  think  that  was  about  the  correct  date)  an 
article  appeared  in  the  Ottawa  Citizen,  which  article 
stated  in  effect  that  the  shoe  manufacturers  of  Canada 
were  making,  over  and  above,  their  normal  profit, 
an  additional  profit  of  the  tariff  protection,  or  30% 
additional  to  a  normal  profit.  This  article  was  copied 
through  a  great  many  of  the  newspapers  all  throughout 
Canada,  in  fact  I  saw  this  article  copied  in  the 
"Veteran"  which  is  the  official  organ  of  the  Great 
War  Veterans  Association  of  Canada.  The  Veteran 
made  no  comments  on  it  whatever — they  simply 
copied  the  article.  1  do  not  recall,  however,  having 
seen  any  newspaper  in  Canada  take  up  the  other  side 
of  the  cpiestion  and  endeavor  to  show  to  its  readers 
how  ridiculously  foolish  and  absurd  a  statement  of 
that  kind  would  be.  Every  gentleman  here  i)rcsent 
to-day,  knows  as  well  as  I  do,  that  this  statement  and 
imjnitation  has  not  one  shred  of  truth  in  it,  in  fact 
if  it  were  so  the  most  of  us  w(nild  only  require  to  be 
in  business  two  or  three  years,  then  we  could  retire, 
but  unfortunately,  however,  the  great  majority  of  us 
I  believe,  will  have  to  remain  ])retty  close  to  our  bus- 
iness for  the  remainder  of  our  lives.  1  do  not  knov>' 
that  that  is  any  great  niisforlunc  cither,  but  however, 
I  believe  it  is  what  the  most  of  us  will  ha\'e  to  dn. 
Mr.  ['resident,  you  and  those  of  the  ICxeculive  that 


are  ])resent  will  recall  a  meeting  which  was  held  in 
Ottawa  about  Aj^ril  last  at  which  this  matter  was 
referred  to  and  of  certain  criticisms  which  had  been 
made  by  some  speakers  in  the  Doni'nion  House  of 
Parliament  during  the  last  session  with  regard  to 
tariff'  matters,  in  which  shoes  were  mentioned  i)ar- 
ticularly. 

In  order  to  enlighten  the  ])ublic  concerning  the 
matter  of  profits  that  are  being  made  by  the  shoe 
manufacturers  of  Canada,  we  passed  a  resolution  in 
wh'ch  we  invited  the  Canadian  Council  of  Agriculture, 
Winnipeg'  to  send  representatives  to  look  into  the 
(|uestion  of  the  profits  made  by  the  shoe  manufacturers 
and  we  promised  to  give  them  every  assistance  and 
courtesy  in  looking  into  this  matter. 

The  "Farmers'  Platform"  Matter 

If  you  will  permH  me,  Mr.  President,  I  would  like 
to  read  the  correspondence  that  passed  between  the 
Executive  of  our  Association  and  the  Secretary  of  the 
Canadian  Council  of  Agriculture,  AVinnipeg.  The 
following,  is  our  letter  to  the  Canadian  Council  of 
.\griculture  : 

Montreal.  17  .\pril,  19i;). 

Mr.  R.  MacKenzie, 

Sec'y-  Canadian  Council  of  Agriculture, 
Winnipeg,  Man. 

Dear  Sir: 

At  a  meeting  of  the  Executive  of  our  association  which 
was  lield  in  Ottawa  yesterday  for  the  purpose  of  arranging 
for  export  trade,  the  attention  of  the  members  was  drawn 
to  a  booklet  issued  l)y  the  Canadian  Council  of  Agriculture 
under  the  heading  "The  Farmers  Platform."  On  page  19 
there  is  reference  to  the  Boot  and  Shoe  Industry  under  the 
heading  "Plunder  on  Boots  and  Shoes." 

As  manufacturers  we  are  in  a  position  to  know  much 
better  than  outsiders  the  exact  conditions  that  obtain  in  an 
industry  witli  which  we  are  identified.  The  statement  con- 
tained in  this  article  and  the  deductions  made  are  misleading 
and  untrue.  We  do  not  intend  to  suggest  that  your  Council 
have  any  desire  to  do  an  injustice  to  any  Canadian  industry 
or  to  an  individual,  but  we  feel  that  a  statement  of  this  kind 
could  only  originate  with  someone  unfamiliar  witli  the  true 
conrlitions.  We,  therefore,  extend  an  invitation  to  you  to 
appoint  a  small  committee  to  visit  any  of  our  plants  and 
make  an  investigation  that  will  allow  you  ti>  form  ;i  correct 
judgment  as  to  the  true  condition  of  affairs. 

W'l.-  assure  you  that  every  facility  will  he  given  In  von 
in  ihis  connection  and  the  l)ooks  will  be  thrown  open.  Our 
luclhods  t)f  liguring  cost  and  the  i)ercenlagcs  of  prolit  made 


February,  1930 


FOOTWEAR 


IN  CANADA 


51 


by  the  individual  manufacturer  can  be  readily  established. 

We  feel  that  if  you  are  shown  that  you  arc  wrong  in 
your  conclusion  that  you  will  be  the  first  to  admit  it,  and 
all  that  we  ask  is  an  opportunity  to  show  you  the  correct 
facts. 

The  details  in  connection  with  the  invcsti.tjation  can  ]->l- 
arranged  through  myself. 

Trusting  to  hear  from  you,  I  am 

Yours  very  truly, 

(Signed)   Henri   \  iau, 

Scc.-Trcas. 

And  wc  received  their  replw  as  follows: 

G13  Boyd  Bldg.,  Winnipeg,  Man.,  28  April,  H)j'i. 
Mr.  H.  Viau, 
Sec.-Treas., 

Shoe  Manufacturers  Assn.  of  Canada, 
Montreal. 

Dear  Sir: 

I  beg  to  acknowledge  receipt  of  your  letter  of  the  17th 
in  respect  to  some  matters  contained  in  the  booklet  issued 
l)y  the  Canadian  Council  of  .\griculture  on  the  Farmers' 
Platform.  This  booklet  was  issued  some  two  years  ago. 
was  extensively  distrilnited,  and  has  been  before  the  public 
since  then.  You  object  to  a  statement  referring  to  the  Boot 
and  Shoe  Industry  and  state  that  this  article  and  the  deduc- 
tions made  are  "misleading  and  untrue."  The  facts  con- 
tained in  this  article  have  been  secured  from  census  of  manu- 
facturers 1911  issued  by  the  Government,  and  I  presume, 
based  on  information  supplied  by  manufacturers  on  that 
date. 

The  only  deductions  made  are,  that  manufacturers  take 
advantage  to  the  full  extent  of  the  protection  they  recc!\'e 
through  custom  duties  against  foreign  competition  in  the 
selling  of  their  product.  As  it  is  regarded  as  good  business 
ethics  for  a  man  to  sell  what  he  has  to  sell  at  the  best 
price  he  can  get,  it  cannot  be  regarded  as  a  reflection  on 
manufacturers  if  they  live  up  to  the  full  extent  of  the  privi- 
leges they  enjoy  through  custom  duties. 

Regarding  your  invitation  to  us  to  appoint  a  small  com- 
mittee to  visit  any  of  your  plants  and  make  an  investigation 
so  as  to  allow  a  correct  judgment  as  to  the  true  conditions 
of  affairs,  and  your  further  of¥er  to  give  every  facility  in 
this  connection  and  that  the  books  will  be  thrown  open 
and  your  method  of  figuring  cost  and  percentage  made  by 
the  individual  manufacturers  be  established,  a  visit  to  the 
plants  by  a  small  committee  would  be  very  interesting  to 
the  members  of  that  committee.  I  have  no  doubt  whatever 
that  they  would  be  shown  every  courtesy  and  every  facility 
to  examine  the  operation  of  the  factory,  but  such  an  examin- 
ation by  a  Committee  of  the  Canadian  Council  of  Agricul- 
ture, apart  from  having  a  pleasant  visit  would  be  useless 
in  trying  to  establish  profits  made  by  such  manufacturers. 
Only  expert  accountants  could  throw  any  light  on  "figuring 
cost  and  the  percentage  of  profits"  by  an  examination  of 
the  books. 

I  appreciate  your  kind  invitation  and  will  be  glad  to 
avail  myself  of  the  privilege  of  visiting  your  plants  at  any 
time  while  in  Montreal. 

I  am 

Yours  very  truly, 

(Signed)  R.  MacKenzie. 

I  desire  to  impress  upon  you  Mr.  President  and 
gentlemen,  that  I  am  not  in  politics  and  have  no  desire 
to  be,  and  therefore,  I  wish  you  to  treat  my  remarks 
concerning  the  "Farmers'  Platform"  reference  to  the 
shoe  industry  in  a  purely  business  way. 

You  will  note  Mr.  MacKenzie  states  that  they 
based  their  contention  on  the  statistics  census  returns 
of  1911.  I  find  on  looking  up  the  returns  of  1911  that 
the  shoe  industry  "included  not  only  manufacturers  of 
boots  and  shoes  but  also  of  rubbers  and  any  other 
kind  of  footwear".  The  figures  they  gave  were  as 
follows : 

Cost  of  materials  used   $18,507,535.00 

Employees'  wages   6,542,347.00 

Employees  salaries    1,155,985.00 

Total  $26.205,868.(X) 

Whereas  the  selling  \aluc  of  the  product  was 
given  as  $33,987,248.00.    You  will  note  the  above 


three  first  items  added  together  amount  to  $26,205,868- 
00.  The  difference  between  this  total  and  the  selling 
I)rice  value  of  the  product  is  above  $7,781,380.00. 

I  find  the  Farmers'  Platform  states  in  their  article 
on  ])age  19  that  the  shoe  manufacturers  made  a  profit 
of  $10,171,893.00.  The  way  they  arrive  at  thai  amount 
of  profit  is  by  calculating  30%  on  the  total  output. 

$33,967,248.00 
Less  the  exports  60,935.00 

Or  30%  $33,906,313.00— $10,171,893.00 

Advertising  is  Salesmanship 

'Jlie  matter  of  advertising  that  I  wish  to  speak 
about  briefly  might  l)e  likened  to  salesmanship.  'J'he 
successful  salesman  is  one  who  can  ])!easingly  and 
])roperly  set  before  his  cust(jiner  the  merits  of  his 
j)articular  article  and  so  it  follows  in  advertising. 
Advertis'ng  to  be  successful  must  forcibly  and  cor- 
rectly set  forth  the  merits  of  the  article  in  question. 

A  "Made  in  Canada"  advertising  campaign  cover- 
ing the  shoe  industry  could  be  written  up  in  a  way 
that  would  be  very  attractive,  I  think,  to  the-general 
public.  The  public  has  not  kept  pace  in  any  measure 
with  the  great  development  that  has  taken  place  in 
the  Shoe  Manufacturing  Industry  of  Canada  during 
the  juist  decade,  and  the  story  of  the  evolution  of  this 
great  industry  could  be  written  up  so  as  to  make 
very  ])lcasant  and  interesting  reading.  Oiu"  citizens, 
I  believe,  as  a  whole,  are  interested  in  the  development 
of  Canadian  industry  and  I  further  believe  would  take 
a  ])ride  in  assisting  that  development  if  the  subject 
is  r)ro])erly  placed  before  them. 

You  will  note  that  they  state  that  the  shoe  manu- 
manufacturers  made  a  profit  of  over  $10,000,000.00  on 
the  year's  transaction  but  as  I  have  outlined  above 
you  will  notice  the  difference  between  the  cost  of  the 
materials,  wages  and  salaries,  added  together,  and  the 
selling  value  of  the  product  was  only  $781,380.00,  so 
therefore,  even  taking  their  own  basis  of  argument 
for  it,  they  have  deliberately  misrepresented  the  figures 
given  in  the  census  of  industry.  But,  when  we  go 
into  the  matter  further  we  find  that  the  census  of 
industry,  figures  for  1911,  do  not  cover  items  of  ex- 
pense such  as  rental  of  offices  of  works,  cost  of  power, 
and  heating,  insurance,  taxes,  royalties,  advertising, 
travelling  and  selling  expenses,  repairs,  depreciation, 
interest  and  many  other  items  of  overhead  that  would 
not  be  covered  in  the  three  above  mentioned  classes, 
viz :  Cost  of  materials,  wages  and  salaries,  so  that 
this  $7,781,380.00  would  be  largely  wiped  out,  when 
the  above  additional  items  of  expense  or  cost  of  pro- 
duction are  considered. 

Let  me  give  you  an  example  of  a  shoe  manufact- 
uring business  that  T  am  very  familiar  with  for  the 
year  1918.  The  above  mentioned  items  of  expense 
which  were  not  taken  into  consideration  in  the  census 
of  industry  1911,  when  added  together  were  equal  in 
total  to  37%  of  the  value  of  the  materials  used  in  this 
case,  which  was  $18,507,535.00  would  amount  to 
$6,847,787.95  leaving  a  difference  of  $933,593.00  for 
l)rofit  or  .slightly  less  than  3%  on  the  total  turnover 
or  volume  of  business  done.  Surely  not  a  ^  cry  ex- 
travagant or  exorbitant  profit.  Mr.  President. 

One  can  see  at  a  glance  how  absolutely  foolish 
and  ridiculous  is  the  conclusion  arrived  at  in  the 
h'armers'  Platform  regarding  the  shoe  industry.  Rut 
it  is,  Mr.  President,  wvy  Largely  owing  to  the  spread- 
ing of  false  doctrines  of  this  kind  that  makes  it  neces- 
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sary  to  carry  on  this  educative  campaign  of  adver- 
tising". And  it  would  almost  look  also  as  if  they 
were  cognizant  of  the  fact,  that  they  were  misrepres- 
enting the  industry  when  they  did  not  accept  our 
invitation  to  send  a  rei)resentative  to  look  into  the 
profits  that  are  being  made  by  the  shoe  manufacturers. 
One  would  think  that  the  least  they  might  have 
done,  since  that  time  in  view  of  our  invitation  to 
them  to  investigate,  would  have  been  to  discontinue 
the  spreading  of  this  false  information,  but  I  riiight 
point  out  to  you  that  since  that  time  Mr.  Crerar, 
one  of  the  prominent  leaders  of  low  tariff  or  Farmers 
Party  has  been  stumping  Canada  and  in  practically 
every  speech  that  he  makes  he  refers  to  the  shoe 
industry.  For  instance  when  speakiilg  in  Woodstock, 
N.  B.,  on  December  10th.  he  made  the  following" 
statement : 

"Taking  shoes  as  an  instance  there  is  a  tariff  of  from 
30%  to  40%  on  this  article  which  meant  a  Canadian  manu- 
facturer could  add  $1.05  to  the  cost  of  a  pair  of  shoes  which 
could  be  produced  for  $3.00  at  the  factory  and  could  still 
be  able  to  compete  with  those  coming  into  the  country." 

He  also  made  similar  statements  in  an  address 
that  he  made  in  Nova  Scotia  a  day  or  so  later  and 
practically,  so  on,  all  over  the  country. 

The  inference  would  be  to  the  average  man  from 
that  statement  that  the  shoe  manufacturer  is  adding 
30%  to  40%  to  his  regular  profit. 

You  will  note  he  says  30%  to  40%  duty  while  the 
general  tariff  at  that  time  and  now,  is  either  25% 
or  30%  divided  as  follows,  viz:  25%  on  boots  and 
shoes  pegged  or  wire  fastened,  tariff  item  611  A.  Evi- 
dently Mr.  Crerar  has  not  informed  himself  on  the 
tariff  although  he  is  trying  to  educate  the  Canadian 
public  on  tariff  matters. 

This  statement  of  Mr.  Crerar  is  most  tnifair,  tni- 
truc  and  very  misleading;  he  fails  to  take  into  con- 
sideration that  the  comiictition  which  exists  in  tin- 
shoe  industry  in  Canada  would  limit  Ihc  jirolils  of 
llic  industry.  We  all  know  that  the  coin])etitioti 
such  as  exists  in  the  shoe  inannfacluring  businc-s 
kee])s  profits  at  a  very  low  level.  1  lowcxcr,  the  gencr;il 
public  do  not  always  stop  to  think  of  these  things 


and  that  is  one  reason  1  suggest  this  advertising- 
campaign  so  that  the  general  public  may  be  instructed 
as  to  the  true  facts  of  the  shoe  itidustry  of  Canada. 

Tariff  Not  Figured  in  Profits 

As  a  matter  of  actual  fact  the  tariff'  is  not  even 
taken  into  consideration  by  a  Canadian  shoe  manu- 
facturer when  naming  his  prices.  I  think  most  of 
the  factories  would  be  well  satisfied  with  a  profit  on 
their  turnover  of  from  5%  to  8%  and  perhaps  in  some 
cases,  less  than  that,  in"stead  of  the  enormous  profits 
that  Mr.  Crerar  would  insinuate  that  we  were  making. 

In  discussing  a  question  of  this  kind  from  the 
standpoint  of  tariff  I  think  it  is  a  generally  admitted 
principal  that  one  of  the  great  functions  of  a  tariff 
is  to  protect  the  employee  in  the  industry,  thereby 
causing  the  payroll  to  be  circulated  in  Canada  rather 
than  in  some  foreign  country. 

But  it  should  always  be  borne  in  mind  that  living 
side  by  side  and  neighbors  of  the  greatest  shoe  manu- 
facturing nation  of  the  world,  and  where  there  arc 
such  tremendous  organizations  (in  the  United  States) 
you  can  readily  understand  that  there  must,  at  all 
times,  be  large  accumulations  of  job  lines  which  would 
be  bought  at  job  prices  and  if  there  was  no  tariff" 
protection,  in  that  case  the  industry  in  this  country 
wotild  be  swamped. 

The  imports  of  shoes  into  Canada  for  the  year 
ending  March  31st,  1919  was  about  two  and  three 
quarter  million  dollars.  I  understand  from  a  report 
issued  by  the  Dominion  Bureau  of  Statistics  for  year 
1918,  which  is  practically  the  same  period  as  above 
that  the  total  output  of  shoes  from  Canadian  shoe 
factories  was  from  40  to  45  million  dollars.  You  will 
therefore,  note  that  the  imports  were  approximately 
C)%.  as  great  as  the  total  quantity  manufactured  in  the 
comitry  and  these  im])orts  took  place  not  withstanding 
the  tariff  of  30%  and  a  war  tax  of  7^'%  at  that  time. 
Mow  much  greater  could  one  reasonably  expect  the 
inq)orls  to  be  if  thai  tarilT  were  rcduC'.'d  ?  The  result 
would  na(m"all\'  be  a  large  curtailment  of  the  industrv 
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and  a  corres])ondin^'  numlier  of  shoe  wcirkcrs  throwi 
out  of  employment. 

One  season  of  tliis  kind  of  advertising-  may  not 
he  sufficient,  it  may  l)e  necessary  for  us  to  carry  on 
this  work  for  several  years  or  several  seasons,  l)nl 
where  we  have  the  true  facts  concerning-  this  matter 
so  overwhelmingly  in  our  favor,  it  is  our  duty  and 
also  our  great  privilege  at  this  time,  to  make  them 
known  to  the  Canadian  consumer,  and  1  am  cpiite 
satisfied  Mr.  President  and  gentlemen,  that  the  present 
misapprehension  that  exists  in  the  minds  of  a  gre.'it 
many  Canadians  with  regard  to  Canadian  shoes  as 
compared  with  foreign  shoes  would  disapi)ear  if  the 
true  facts  were  known  to  them. 

Mr.  J.  K.  Warrington  declared  Mr.  Palmer's  paper 
was  one  of  the  best  he  had  ever  heard. 

Jn  the  e\ening-  the  Citadel  Leather  Co.,  Ltd.,  en- 
tertained the  members  and  a  large  number  of  guests 
to  dinner.    This  is  referred  to  elsewhere. 

At  the  opening  of  the  second  day's  session,  on 
the  motion  of  Mr.  R.  Locke,  seconded  l)y  Mr.  War- 
rington, it  was  agreed  to  alter  by-law  14  of  the  con- 
stitution referring  t(j  the  executive  committee.  As 
amended,  there  is  one  representative  for  every  seven 
members  (instead  of  five)  or  fraction  thereof,  accord- 
ing- to  certain  geographical  divisions. 

It  -was  agreed  to  hold  the  next  annual  meeting  in 
Toronto,  the  J 'resident  assuring  the  members  that 
they  would  receive  a  very  hearty  welcome,  although 
he  was  not  sure  that  the  hospitality  of  Quebec  could 
be  equalled. 

Mr.  Daoust  reported  that  a  deputation  on  tech- 


nical schools  had  interviewed  Sir  Lomer  (iouin,  who 
had  postjjoned  his  reply  until  the  evening. 

The  (piestion  of  standardization  of  cartons  was 
again  brought  u\),  Mr.  F.  W.  Martin  stating  that  the 
C(nnmittee  had  agreed  to  the  recommendations  of  the 
T(n-(jnto  committee.  These  now  become  the  recom- 
mendations of  the  Association. 

Handicap  to  Jobbers'  Travellers 

Mr.  A.  Lambert  stated  that  jobbers  and  some 
manufacturers  were  much  handicapped  by  the  dates 
of  sending  out  travellers  for  felts  and  rubbers.  The 
Association  might  be  able  to  make  arrangements  with 
the  rubber  manufacturers  for  a  date  for  the  opening 
of  the  season.  Travellers  who  carried  felt  samples  for 
the  fall  started  early  in  January  and  the  rubl)er  sea- 
son opened  first  of  March.  This  meant  that  the  trav- 
ellers had  to  go  over  the  ground  twice.  I  fe  suggest- 
ed an  arrangement  should  be  adopted  by  the  felt  and 
rubber  firms  by  which  this  could  be  obviated,  and 
he  asked  the  Executive  Committee  to  take  uj)  this 
matter  at  an  early  date. 

The  (|uestion  was  referred  to  the  Executive  Com- 
mittee. 

Mr.  T.  H.  Reider,  President  of  Ames-Ifolden-Mc- 
Cready,  Ltd.,  read  a  ])aper  on  ".K  h'reshman  .Survey  of 
Our  Industry." 

This  was  followed  by  a  paper  on  "Export  Trade," 
by  Mr.  R.  D.  Fairbairn,  of  the  C  anadian  Trade  Com- 
mission, Ottawa. 

After  a  luncheon  tendered  by  the  Quebec  Hide  & 
Leather  trade — reported  in  another  column,  Mr.  W. 
D.  Bennett.  Vice-President  of  "Hide  &  Leather."  Bos- 
ton, spoke  on  "Trade  Conditions  in  1920." 


MR.  BENNETT'S  ADDRESS  ON  LEATHER  CONDITIONS  IN  1920 


1WISH  to  thank  the  members  of  your  Association 
for  the  warm  welcome  that  you  have  so  kindly 
extended  to  me  also  to  my  friends  and  other 
visitors  from  the  States.  We  like  to  come  here 
and  as  many  of  us  have  been  visiting  you  for  years, 
I  am  sure  that  you  will  not  think  we  are  here  this 
week  because  the  States  went  "dry"  last  week.  But 
I  must  get  to  my  subject  of  trade  conditions  at  home. 
Last  week  we  had  in  Boston  the  largest  meeting  of 
the  shoe  and  leather  trade  ever  held,  including  shoe 
retailers,  wholesalers,  shoe  manufacturers  and  tanners 
from  all  parts  of  the  country.  From  the  exchange  of 
opinions  it  was  clear  that  shoe  retailers  all  over  the 
country  are  prosperous  and  doing  a  big  business.  Shoe 
manufacturers  state  that  they  have  no  anxiety  in  re- 
gard to  orders  as  there  is  plenty  of  business  in  sight, 
but  that  they  are  only  worried  about  production  and 
labor.  I  think  many  agree  that  before  the  war,  labor 
was  under-paid.  It  may  develop  that  labor  has  not  yet 
got  all  that  will  be  demanded,  and  the  time  may  come 
when  labor  will  be  over})aid  to  the  point  of  handicap- 
ping profitable  business. 

United  States  shoe  manufacturers  say  that  shorter 
hours  and  better  wag'es  have  failed  to  increase  pro- 
duction. It  has  been  shown  that  men  who  get  nu)re 
l)er  hour  have  actually  produced  less  i)er  hour  than 
before  the  wages  were  advanced.  It  has  been  proven 
both  in  the  States  and  abroad,  that  workmen  who 
went  on  an  eight  hour  day  not  only  ])roduced  less  |)er 
day  (which  might  be  expected)  but  it  was  somewh;il 
of  a  surjjrise  to  learn  that  the  average  production  was 


less  per  hour.  This  is  accounted  for  by  a  desire  on 
the  part  of  workmen  to  make  the  job  last  longer.  Our 
American  shoe  factories  running  at  full  capacity  for 
six  months,  can  make  enough  shoes  to  fill  the  recpiire- 
nients  for  a  year.  The  workmen  prefer  to  work  a  full 
year  instead  of  six  or  eight  months  and  avoid  being- 
idle  during  the  remaining  months.  Then  too,  they 
fear  that  by  speeding  up  there  may  be  accumulations 
of  surplus  stocks  and  consequent  loss  of  employment. 
With  labor  demands  such  as  they  are  to-day,  it  is  verv 
difficult  for  shoe  manufacturers  to  anticipate  costs, 
but  they  have  all  made  money  and  prospects  ior  the 
coming  year  are  encouraging. 

The  Five  Day  Week 

As  said  before  the  chief  i)rol)lems  are  production 
and  labor.  In  the  cities  of  Lynn  and  Haverhill  shoe 
manufacturers  have  a  five  day  week.  The  workmen 
like  this,  but  the  manufacturers  regret  to  lose  the  half 
day.  Tanners  and  shoe  manufacturers  enter  the  new 
year  with  a  feeling  of  confidence.  It  will  take  xears 
to  replace  the  vast  .wastage  of  war.  in  leather  stocks, 
both  at  h  ome  and  abroad,  and  there  are  man\'  ware- 
houses in  foreign  lands  where  shoes  and  leather  are 
badly  needed.  Then,  too,  the  new  free  nations  will  all 
need  sup])lies,  and  it  is  thought  that  the  great  bu\-ing 
])(jwer  of  these  countries  has  not  \-el  been  felt.  'The 
depreciation  in  foreign  exchange  has  brought  .\meri- 
can  ex])ort  trade  with  England  and  l'"uropi'an  coun- 
tries ;ilmost  to  ;i  com|)lete  standstill,  ;nul  manv  thought 
that  lower  prices  in  shoes  ;ind  leather  would  result. 
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There  were  some  sharp  declines  in  packer  and  country 
hide  prices,  but  on  every  dip,  large  interests  came  into 
the  market,  taking  big  l:)locks  of  stock,  resulting  in 
quick  reaction.  Leather  prices,  while  a  little  easier, 
when  export  trade  dropped  off,  have  stififcned  up  again 
and  both  hide  and  leather  markets  are  steady  and  hrni 
to-day.  Calf  and  kid  leathers  are  especially  strong, 
with  prospects  for  advance.  The  only  weakness  or 
accumulations  in  any  kind  of  sole  or  upper  leather 
appears  to  be  only  in  the  cheaper  grade.  This  is  on 
account  of  the  fact  that  people  are  buying  a  better 
class  of  shoes  than  ever  before,  as  labor  is  so  well 
paid  and  they  have  the  money.  The  standard  of  com- 
fort is  rising  as  shoe  retailers  report  such  good  busi- 
ness and  shoe  manufacturers  see  such  an  encouraging 
prospect  for  orders,  there  is  nothing  in  the  situation 
that  points  to  lower  prices  in  the  near  future. 

American  tanners,  shoe  manufacturers,  and  retail- 
ers, all  seem  to  agree  on  the  following  points:  'J'hat 
business  will  continue  good  during  the  coming  year. 

That  1919  showed  the  greatest  volume  of  sales  in 
the  history  of  the  shoe  trade.  That  prices  cannot  have 
substantial  declines  until  production  equals  or  exceeds 
the  demands  of  the  consuming  public.  That  neither 
shoe  manufacturers  nor  dealers  are  over-stocked,  and 
that  the  supply  of  desiral)le  goods  is  ccjnsiderably  less 
tliaii-the.demand. 

These  opinions  point  to  a  continued  high  market, 
and  active  business.  Large  shoe  manufacturers  be- 
lieve that  our  domestic  demand  will  absorb  the  output 
of  our  industries  for  some  time  even  if  export  trade 


ccjntinues  quiet  as  we  are  getting  less  production  ])cr 
worker,  and  there  is  little  prospect  of  a  quick  increase 
in  supply.  They  say  that  more  people  are  employed 
all  over  the  country  at  higher  wages,  and  it  cannot  be 
expected  that  the  ]jroducts  of  high  priced  labor  will  be 
cheap. 

We  are  in  the  midst  of  an  era  of  extravagant  per- 
sonal spending  according  to  John  Bush,  President  of 
the  Brown  Shoe  Co.,  who  further  states  that  manufac- 
turers ])roducing  shoes  of  known  quality,  will  be  short 
of  desirable  merchandise,  all  of  which  makes  lower 
prices  impossible  for  some. time  to  come.  Mr.  Bush 
suggests  that  shoe  manufacturers  and  retailers  co- 
operate to  give  the  public  the  best  shoes  possible  with- 
out increasing  the  present  average  cost. 

That,  I  assume,  will  be  a  leading  purpose  of  your 
association  also,  and  we  heartily  wish  you  the  best 
of  success  in  coo])erating  with  all  branches  of  your 
trade  as  well  as  the  consuming  public. 

In  closing,  I  would  say  that  no  one  in  the  States 
wishes  to  see  prices  any  higher,  either  for  shoes  or 
leather.  The  tendency  is  to  avoid  speculation  and 
])ractice  conservation.  We  all  feel  sure  that  your  As- 
sociation of  Canadian  Shoe  Manufacturers  will  have 
splendid  success  and  growth  for  the  betterment  of 
shoe  and  leather  trade  conditions  in  the  Domuiion  of 
Canada. 

The  last  paper  was  by  Mr.  F.  W.  Knowlton,  man- 
ager of  the  United  Shoe  Machinery  Co.  of  Cana»da, 
Ltd..  on  "Machinerv  in  the  Shoe  Trade." 


MACHINERY  IN  SHOE  TRADE-ADDRESS  BY  McKNOWLTON 


HE  matter  of  machinery  used  in  the  manufac- 
ture of  shoes  is  quite  a  broad  subject,  and 
covers  developments  that  have  taken,  in  some 


cases,  many  years,  and  includes  so  much  de- 
tail that  only  a  comparatively  small  number  of  items 
can  be  taken  up  in  a  discussion  such  as  the  one  on 
hand  at  this  time. 

There  are,  as  you  are  all  aware,  almost  entirely 
dif¥erent  lines  of  machinery  used  in  the  making  of 
the  difYerent  types  of  shoe,  such  as  the  pegged  shoe. 
The  standard  screw,  or  nailed,  shoe,  and  the  McKay, 
all  of  which  represent  shoes  the  soles  of  which  are 
attached  by  the  through  and  through  fastening  pro- 
cess, and  in  addition  to  these  we  have  the  Goodyear 
turns,  and  lastly  the  most  important  commercial  shoe 
to-day,  the  Goodyear  Welt. 

Development 

The  development  of  shoe  machinery  is  so  closely 
idlied  with  the  development  of  the  modern  shoe,  that 
it  really  becomes  practically  one  subject.  While 
f.hoemaking  is  a  very  old  industry,  shoe  manufactur- 
ing, or  the  making  of  shoes  for  the  trade,  is  a  much 
more  recent  ])roposition,  and  it  is  only  since  shoes 
were  made  in  factories  that  there  has  been  any  de- 
v'elo])ment  in  what  would  l)c  classed  as  "Shoe  Ma- 
chinery." 

The  earliest  record  we  have  of  shoe  makers  who 
made  .shoes  for  the  general  public  dates  from  about 
]()29,  in  Salem,  Mass.,  followed  by  the  ])ioneer  of  the 
1-ynn  business,  one  I'liilli])  Kertland,  in  about  U)35, 
but  it   was  only  about   ]7S()  that  liic  industry  com- 


menced to  assume  any  commercial  proportions.  At 
^;his  time  Mr.  John  Adam  Dagyr,  a  Welshman,  started 
the  business  of  importing  sample  or  model  shoes  from 
England  and  France,  and  used  these  as  models  from 
which  to  make  shoes  in  quantity,  and  he  was  probably 
the  founder  of  the  shoe  industry  in  Lynn.  The  shoe 
trade  in  the  Eastern  States,  and  particularly  in  East- 
ern Massachusetts,  has  grown  very  rapidly,  and  to- 
day Massachusetts  produces  nearly  one-half  of  the 
shoes  manufactured  in  the  United  States.  The  New 
England  States,  with  only  about  2  per  cent,  of  the 
area  of  the  country,  and  8  per  cent,  of  its  population, 
manufacture  about  57  per  cent,  of  all  shoes  made  in 
the  United  States.  The  shoe  industry  is  considered 
the  fourth  in  size  in  the  United  States,  and  in  Canada 
it  is  about  the  sixth. 

Shoe  machinery,  as  we  now  understand  it,  really 
seems  to  have  originated  with  the  invention  of  the 
McKay  Sewing  Machine  by  Lyman  Blake  in  1858. 
This  was  a  crude  bench  type  of  machine  operated  by 
foot  power,  and  for  a  few  years  was  very  little  used. 
A  crude  type  of  rolling  machine  was  one  of  the  earl- 
iest machines  used,  and  in  about  1855  power  was  first 
used  for  operating  machinery  for  the  making  of  shoes. 
This  was  introduced  b}'  Mr.  William  Trowbridge  at 
Feltonville,  near  Marboro,  Mass.,  and  horse  power, 
similar  to  what  was  afterwards -used  for  operating- 
machines  such  as  threshers,  was  the  first  power  em- 
ployed for  this  purpose.  The  McKay,  or  Blake  ma- 
chine, after  being  materially  im])roved,  was  used  by 
\\'illiam  Porter  &  Son,  one  of  the  oldest  Lynn  manu- 
f.'icturers  in  1861-2.  This  machine,  perhaps  more  than 
:mv  other,  sliould  ])e  given  credit  for  revolutionizing 
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Uk'  making  of  shoes,  and  it  was  used  very  largely  in 
the  making  of  army  shoes  for  use  in  the  Civil  War. 

The  placing-  of  this  machine  with  the  shoe  trade 
was  the  first  beginning  of  what  afterwards  develo])ed 
into  the  "royalty  system,"  and  as  many  of  you  prob- 
ably know,  the  manufacturers  using  this  machine  pur- 
chased stamps  from  ]\IcKay,  these  stamps  being  af- 
fixed to  the  soles  or  heels  of  each  pair  of  shoes  handled 
on  the  machine.    Only  a  few  years  ago  quite  a  nuni- 


Mr.  G.  W.  Ansley, 
Vice-Chairman  oi  the  Executive  Committee 


ber  of  these  stamps  were  exhibited  by  a  Brockton 
manufacturer,  whose  father  had  used  the  McKay  ma- 
chine when  the  stamp  system  was  in  force. 

The  invention  of  the  sewing  machiine  by  Elias 
Howe  in  846,  also  enabled  makers  of  shoes  to  handle 
their  work  to  greater  advantage,  although  that  ma- 
chine was  not  made  specially  for  shoe  work. 

One  of  the  early  machines  used  for  sole  fastening 
was  the  cable  nailer,  which  inserted  nails  cut  from  a 
coil  of  wire  which  had  been  slightly  corrugated.  Very 
few  of  these  machines  have  been  used  during  the  past 
twenty  years,  but  such  machines  were  operated  up  to 
about  that  time  in  some  of  the  older  Quebec  factories. 
The  standard  screw  machine  was  one  of  the  early  fas- 
tening machines,  and  the  first  machines  used  for  the 
ptirpose  were  very  crude,  developing  later  into  the 
so-called  standard  screw  machine  which  is  in  use  to- 
day. 

Goodyear  Machines 

One  of  the  most  important  inventions  of  machinery 
used  in  the  shoe  trade  was  that  of  August  Destouy  in 
1862,  the  invention  of  the  curved  needle  sewing  ma- 
chine for  turns.  This  machine  was  improved  by  Dan- 
iel Mills  during  the  follownng  years,  and  further  de- 
veloped by  Charles  Goodyear,  a  nephew  of  the  man 
who  had  invented  and  perfected  the  Goodyear  Rubber 
Process,  and  by  him  this  machine  was  ada]5ted  for 
the  sewing  of  welts. 

The  first  machines  used  for  this  work  were  very 
crude  compared  with  even  the  oldest  types  used  to- 
day, but  were  a  great  improvement  over  hand  work, 
both  as  regards  quality  and  quantity. 

Lasting  Machines 

Another  invention  wh'ch  was  a  great  interest  to 
the  trade  was  the  lasting  machine,  a  crude  form  of 


which  was  first  made  in  1883,  and  while  many  im- 
l-'rovements  and  developments  have  been  made  in  the 
type  of  machine,  the  principle  of  the  first  machine, 
that  of  the  hand  method,  has  continued  through  the 
later  improved  types. 

The  inventor  of  this  machine,  a  Portuguese  named 
Matzeliger,  had  great  difficulty  in  placing  his  ma- 
chine on  the  market.  He  organized  a  small  com])any 
to  finance  the  invention,  and  just  before  his  death  he 
left  a  large  part  of  the  stock  of  his  company  to  several 
Massachusetts'  churches.  While  this  stock  was  con- 
sidered worthless  at  the  time,  it  was  afterwards  pos- 
sible for  three  churches  in  Lynn  to  pay  off  their  mort- 
gages by  means  of  stock  presented  to  them  by  the 
mventor  of  the  lasting  machine,  and  the  company 
formed  by  this  inventor  finally  developed,  after  many 
changes,  into  the  United  Shoe  Machinery  Company 
of  to-day. 

Other  lasting  machines  which  have  ])een  used  to 
quite  an  extent  in  the  shoe  trade  are  the  Chase  Ma- 
chine, the  Ideal,  and  McKay  Copeland,  which  ha\e 
practically  all  superseded  by  the  so-called  No.  5  ma- 
chine, which  is  in  general  use  to-day.  These  several 
machines  are  of  what  is  known  as  the  bed  type,  dif- 
fering in  that  respect  from  the  hand  method  machine, 
in  which  the  shoe  was  held  and  controlled  entirely  bv 
the  operator.  In  some  of  the  first  types  of  hand 
method  machines  a  jack  or  work-supjiort  for  the  shoe 
was  employed,  but  this  was  soon  discarded  as  not  be- 
ing entirely  practical. 

One  of  the  early  inventors  of  what  may  be  con- 
sidered modern  shoe  machinry,  was  the  late  Louis 
Cote  of  St.  Hyacinthe,  who  invented  and  first  used 
an  edge  trimming  machine  with  a  rotary  cutter,  a  type 
of  machine  in  which  the  tjriginal  jjrinciple  is  still  re- 
tained, although  changes  have  been  made  in  the  de- 
sign and  construction  of  the  machine,  and  in  the  make 
of  the  cutter.  Mr.  Cote  also  made  many  other  ma- 
chines and  devices  used  in  the  shoe  trade,  an  impor- 
tant one  being  a  very  accurate  grading  machine  of 
ihe  different  type  than  those  that  had  been  used  up 
to  the  time  of  the  invention. 

Another  inventor  whose  name  probably  is  not  so 
well  known  as  those  named,  but  whose  work  is  an 
important  factor  in  the  shoe  trade  to-day,  is  the  late 
Robert  McEeely,  inventor  of  the  pulling  over  ma- 
chine, probably  the  most  comjjlicated  machine  used 
in  the  industry  at  the  present  time.  This  machine 
was,  without  doubt,  the  most  difficult  to  develop  of 
any  machine  in  the  trade,  and  after  an  expense  of 
three  quarters  of  a  million  dollars  had  been  incurred, 
the  question  of  discarding  the  machine  was  considered 
very  seriously,  but  it  was  decided  to  continue,  and  to- 
day nearly  all  modern  factories  are  ecpiipped  with  this 
machine. 

Operations 

It  has  been  stated.  b\-  those  coni])etent  to  advise, 
that  the  making  of  a  single  pair  of  shoes  to-dav  re- 
<|uires  the  use  of  b)o  machines  and  involves  210  oix'r- 
ations.  Possibly  in  the  number  of  machines  were  in- 
cluded certain  machines  used  in  pre])aring  certain  ma- 
terial, as  well  as  those  used  in  actually  making  the 
shoe,  but  there  are  actually  135  machines,  that  one  can 
readily  enumerate,  furnished  to-day  for  the  making 
of  the  modern  Goodyear  Welt  shoe.  Xot  all  factories 
are  e(|uipped  with  such  a  large  \ariety  of  machines, 
but  that  lunnber  can  i-eadily  be  shown,  and  without 
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considcriiio-  dififcrciit  U'])('s  of  iiiacliincs  ni;i(lc  for  llic 
s;ini('  operations. 

Royalty 

The  system  of  l\o}';illy,  first  inlroduced  ;is  \vc  li;i\e 
seen  by  Mr.  (njrdon  McKa_\-  in  connection  with  thi' 
McKay  sewing  macliine,  has  become  one  of  the  fea- 
tures of  the  shoe  machinery,  and  is  generally  consid- 
ered as  the  best  basis  for  the  use  of  machines  in  the 
shoe  trade,  as  it  enables  either  large  or  small  manu- 
facturers to  provide  themselves  with  the  most  modern 
machinery  without  tying  up  large  amounts  of  ca])ital, 
which  is  of  much  greater  value  for  use  otherwise  in 


Mr.  Henri  Viau.  L.I. A.,  Secretary  of  the  Shoe  Manufacturers' 
Association  of  Canada 

their  business  than  if  invested  in  machinery  and  equip- 
ment. There  are  those  who  argue  against  the  royalty 
plan,  but  if  machinery  was  purchased  outright  by 
.shoe  manufacturers,  the  royalty  could  not  possiljly  be 
saved,  as  the  interest  on  capital  invested,  deprecia- 
tion, and  the  fact  of  machines  becoming  obsolete  and 
the  necessity  of  replacing  them  with  more  modern 
types  in  order  to  compete  with  others  in  the  same  line, 
also  the  cost  of  the  necessary  service  to  maintain  the 
machine  in  proper  operating  condition,  would  more 
than  ofifset  any  amounts  that  are  being  paid  as  royalty. 

During  the  largest  year,  on  the  basis  of  i)airs, 
which  the  shoe  trade  has  ever  shown,  the  royalty  pa-d 
per  ])air  on  the  shoes  manufactured  in  Canada,  was 
slightly  over  2c.  While  on  some  shoes,  of  coiu'se,  the 
royalty  would  be  higher  than  the  amount  stated,  thai 
figure  represents  the  actual  average  paid,  and  if  some 
means  could  be  found  of  sa\ing  the  entire  item  of 
royalty,  it  can  readily  be  seen  that  it  would  hax  e  no 
bearing  whatever  on  the  retail,  or  even  the  wholesale 
price  of  shoes,  as  it  stands  to-day. 

The  plan  of  furnishing  machines  on  the  loan  basis, 
without  initial  ])ayment,  was  of  great  value  to  shoe 
manufacturers  who  requiried  additional  e(pii])nunt  in 
.'-ome  departments  for  handling  large  numbers  of  army 
shoes  during  the  late  war,  and  a  very  large  number  of 
machines  were  loaned  temporarily  to  manu fact ui'crs 


for  thai  purpose,  enabling  ihem  to  increase  their  out- 
]'Ul  very  lai-gely  without  making  additicjnal  invest- 
ments in  machinery.  Jn  many  cases  it  developed  that 
machines  thus  furnished  were  afterwards  needed  for 
regular  use,  owing  to  the  natural  increase  in  the  (|uan- 
lity  of  boots  and  shoes  recjuired. 

Service 

Probably  the  greatest  factc^r  in  the  develo])ment 
and  success  of  machinery  in  the  shoe  trade,  differing 
from  a  like  condition  in  any  other  industry,  is  the  item 
of  service,  which  is  a  greater  factor  in  the  success  of 
the  shoe  manufacturing  trade  than  ])erha])s  many  of 
you  realize. 

The  experience  that  many  firms  ha\e  had  in  con- 
nection with  machines  furnished  by  individuals  or 
concerns  who  do  not  furnish  a  regular  service  is,  per- 
haps, the  best  demonstration  of  this  fact.  During  the 
|>ast  year  or  two  there  has  been  at  limes  some  critic- 
ism of  the  service  offered  in  connection  with  shoe  ma- 
chinery, and  some  of  this  was  j^erhaps  justified,  but 
the  fault  was  largely  on  account  of  the  labor  situation, 
;'nd  the  fact  that  the  company  furnishing  such  service 
hesitates  to  engage  people  who  are  actually  required 
by  its  customers  in  operating  their  machines,  and  this 
has  been  very  largely  overcome,  and  the  prospect  for 
the  future  is  quite  encouraging. 

While  the  placing  of  a  call  for  an  agent  to  either 
:ej)air  or  adjust  a  machine  is  a  simple  matter  in  itself, 
there  were  in  1919  nearly  10,000  of  such  calls  atten'ded 
to  in  Canada,  some  of  these  requiring  perhaps  only  a 
few  minutes'  work  with  many  others  requiring  several 
days,  such  as  instructing  operators,  etc.,  and  the  ac- 
uial  average  cost  of  attending  to  these  calls  was  $6.40 
for  each  one,  representing  only  actual  outlay  in  the 
way  of  salaries  and  expenses,  and  not  including  super- 
vision or  overhead  charges. 

In  no  other  industry  does  any  such  condition  exist, 
and  it  is  freely  admitted  by  many  of  the  largest  con- 
cerns in  the  shoe  trade  that  the  royalty  system  in 
respect  to  machinery  and  its  strongest  supporter, 
"Service,"  have  been  instrumental  to  a  greater  extent 
than  any  other  factors  in  bringing  about  the  very  suc- 
cessful condition,  financially  and  otherwise,  of  the 
shoe  manufacturing  industry  in  the  Dominion  of  Can- 
ada to-day. 


CONSIDERATION  OF  RESOLUTIONS 


I  1 1{  concluding  session  was  devoted  to  the  con- 
sideration of  resolutions.  Following  his 
paper,  Mr.  Palmer  moved  and  Mr.  Daoust 
seconded  the  following  resolution: 

That  in  view  of  the  lack  of  information  and  knowledge 
that  prevails  among  the  people  of  Canada  generally  with 
regard  to  tlie  merits  of  Canadian  made  footwear: 

Be  it  resolved  that  this  .\ssociation.  here  asseml)led. 
liledge  themselves  to  undertake  and  carry  on  a  co-operative 
Made  in  Canada  Shoe  National  Campaign  of  newspapers 
and  other  kind  of  advertising,  at  a  maximum  cost  of  $50,000 
for  the  first  year,  this  fund  to  be  contributed  by  the  various 
members  of  this  Association  on  the  basis  of  voilume  of  sales; 

,\n(l  Be  it  Further  Resolved  tliat  tlie  allied  trades  be 
invited  lo  co-operate  and  join  with  us  in  such  a  campaign: 

\',v  it  .Mso  Resolved  that  a  special  committee  composed 
nf  ,1.  1).  i'alnier.  J.  II.  W.  Warrington,  George  .\.  Blach- 
ford,  .\.   i.ambert  and  C.  F.  Craigie,  be  and  is  hereby  ap- 


Fchriiary,  1930  FOOTWEAR     IN     CANADA  57 


pointed  to  oversee  the  proper  carryjng  out  of  this  cam- 
paign. 

The  resolution  carried. 

Mr.  T.  H.  Reider  moved  and  Mr.  T.  H.  Lane 
.seconded  the  following-  resolution  which  carried : 

Whereas  the  departments  of  Trade  and  Commerce  and 
Customs  now  list  in  the  tariff  schedules  only  two  classes 
of  imports  and  exports  and  include  with  leather  boots  and 
shoes,  felt  shoes,  fejt  slippers,  canvas  shoes,  etc.,  and 

Whereas  these  departments  here  expressed  willingness 
to  give  us  more  comprehensive  classification  and. 

Whereas  the  new  fiscal  customs  year  begins  April  I 
and  it  is  therefore  necessary  that  immediate  action  be  taken 
so  that  the  new  classification  may  become  effective  April  1, 

Resolved  that  the  President  name  a  commiittee  of  three 
composed  of  Messrs.  T.  H.  Reider,  Montreal;  J.  A.  Walker, 
Toronto,  and  H.  V.  Gale,  Quebec,  to  consider  sucli  greater 
classification  of  leather  and  boots  and  shoes  and  communi- 
cate with  these  departments  as  soon  as  possible. 

On  motion  of  Mr.  Warrington,  seconded  by  Mr. 
Brandon,  a  resolution  was  passed  approving  the  pro- 
posal of  the  National  Association  of  Shoe  Retailers 
to  hold  a  style  show  in  connection  with  their  conven- 
tion in  Montreal  in  July.  The  resolution  also  ind'- 
cates  the  intention  of  the  manufacturers  to  lend  their 
active  assistance  in  making"  the  show  a  complete  suc- 
cess. 

At  the  suggestion  of  Mr.  Lambert,  seconded  by 
Mr.  Doig",  a  resolution  was  also  passed  asking  the  Go\  - 
ernment  not  to  renew  the  Business  Profits  War  Tax 
Act. 

At  the  suggestion  of  Mr.  Joseph  Tanguay  a  reso- 
lution was  passed  suggesting  that  the  retailers  hold 
their  convention  in  Quebec  in  June  or  July,  1921,  in 
connection  with  a  leather  fair  to  be  then  held. 

Resolutions  passed  by  the  Ontario  Association  of 
Shoe  Manufacturers  on  a  number  of  questions  were 
referred  to  the  Executive. 

At  the  suggestion  of  Mr.  Lambert  it  was  decided 
to  print  the  proceedings  in  both  languages. 


Three  Hundred  Guests  at  Banquet  of 
Citadel  Leather  Company 


THIS  is  not  to  be  a  serious  evening;  we  are  to 
have  lots  of  ftm  said  Mr.  Jimmy  Scott  at  th" 
banquet  given  by  the  Citadel  Leather  Co., 
on  the  evening"  of  January  20th.  Mr.  Scott 
was  right;  there  was  plenty  of  fun  and  if  the  guests 
numbering"  about  three  hundred,  did  not  enjoy  them- 
selves it  was  not  the  fault  of  Mr.  Scott  and  his 
associates. 

The  banquet  was  one  of  the  best  ever  given  in 
Quebec.  Besides  the  members  of  the  shoe  and  leather 
trades,  there  were  a  number  present  of  Mr.  Scott's 
personal  friends.  The  tables  were  very  finely  decor- 
ated and  the  menu  was  all  that  could  be  desired. 

During  the  evening,  Mrs.  Scott  looked  in  for  a 
short  time,  and  was  given  a  rousing  reception.  She 
said  a  few  words  in  English  and  French  exjjressive 
of  her  appreciation  of  the  way  in  which  she  had  been 
received. 

After  dinner  Mr.  Scott  started  the  programme  liy 
singing  his  favorite  song"  "Gentille  Allouette",  in  which 
all  the  guests  joined.  Speeches  were  madee  by  Mr. 
Jimmy  Scott,  Mr.  J.  A.  Cloutier,  Mr.  J.  Daoust,  Col. 
Beckett,  Sir.  William  Price.  Mr.  F.  S.  Scott,  and  others 
all  the  speakers  referred  to  the  popularity  of  Mr.  Jimmy 
Scott  and  the  high  esteem  in  which  he  is  held. 
References  were  also  made  to  the  cordial  relations 


in  Quebec  between  the  two  nations,  Mr.  F.  S.  Scott 
citing  the  banquet  as  a  good  example  of  the  bonne 
entente.    William  -   Price     was     in   a   more  seriou-s 


Mr.  J.  A.  Scott 


veil"!.  He  declared  that  the  mingling  of  the  races  was 
a  good  thing  for  Canada,  and  it  certainly  was  an 
advantage  to  have  the  French  Canadians  here.  He 
was  glad  to  say  that  there  had  been  no  labor  troubles 
in   Quebec.     He  looked  forward  to  an   increase  in 


Mr.  W.  A.  Lane 


prosperity  both  in  the  Province  and  in  the  Dominion. 

Mr.  W.  A.  Lane  had  a  large  part  in  arranging  the 
early  dinner,  and  the  musical  arrangements — the  men  a 
card  contained  a  large  number  of  popular  songs  iii 
which  all  the  company  joined. 


A  good  example  of  the  value  of  (he  ventilated 
window  is  afforded  by  contrasting  a  modern  store 
front  with  the  more  ancient  window  next  door.  It 
will  generall}-  be  found  that  on  the  coldest  days  the 
modern  window  is  free  from  frost  while  the  unveUt- 
ilated  window  looks  like  a  sheet  of  ice. 
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Hon.  Arthur  Meighen  and  Sir  Lomer 
Gouin  Principal  Speakers  at 
Annual  Dinner 


THl-:  I-fonoral:ile  Arthur  Afeij^hen,  Secretary  of 
State  of  Canada,  and  Sir  Lomer  Couin,  Pre- 
mier of  Quebec,  were  the  i)rincipal  speakers 
at  the  annual  dinner  of  tlie  Shoe  Manufac- 
turers' Association  of  Canada  on  the  night  of  Janu- 
ary 21st,  at  the  Chateau  Frontenac.  Both  delivered 
eloquent  speeches  dealing  with  the  same  subject,  which 
was,  however,  treated  from  different  aspects.  Mr. 
Meighen,  in  his  keen,  logical  manner,  dealt  with  the 
subject  of  production  and  taxation  frrjm  a  national 
point  of  view,  while  Sir  Lomer  Ciouin,  naturally,  s])oke 
trom  the  Provincial  point. 

Mr.  F.  S.  Scott,  M.P.,  presided,  and  after  the  toast 
to  the  King,  declared  that  the  hospitality  received  in 
Quebec  had  exceeded  their  most  sanguine  expecta- 
tions. The  delegates  came  to  Quebec,  not  simjjly  to 
enjoy  themselves,  but  to  identify  themselves  with  the 
great  industrial  life  of  the  Dominion.  The  future  of 
Canada  depended  to  a  large  extent  upon  trade  and 
commerce,  and  those  in  the  shoe  industry  were  work- 
ing not  for  the  purpose  of  adding  to  their  profits,  but 
to  give  improved  service  to  the  people  of  Canada  in 
the  line  in  which  they  were  engaged.  A  tremendous 
advance  had  been  made  in  their  own  and  in  other  in- 
dustries, and  he  was  confident  that  greater  progress 
would  be  made  in  the  future.  They  had  heard  a  great 
deal  of  the  dilYerences  that  existed  between  Quebec 
and  Ontario,  but  he  believed  that  these  differences 
were  largely  creations  of  the  imagination.  Meetings 
of  this  kind  were  the  hope  of  the  future. 

Their  next  convention  would  be  in  Toronto  and 
he  extended  an  invitation  to  their  Quebec  friends  to 
attend  it,  and  promised  to  give  them  as  hearty  a  wel- 
come as  they  had  given  those  from  other  provinces 
who  had  attended  the  convention  just  concluded. 

Need  of  Greater  Production 

Replying  to  the  toast  of  the  Dominion,  the  Hon. 
Arthur  Meighen  referred  to  the  immense  burden 
which  the  war  had  placed  on  Canada  and  insisted  upon 
the  urgent  necessity  of  greater  production  in  order 
to  meet  the  obligations  which  the  war  had  imposed 
upon  the  people.  In  referring  to  the  tariff  inquiry 
which  is  to  be  held,  he  declared  that  manufacturers 
could  not  exi)ect  a  tariff  that  could  be  used  for  ex- 
jJoitation,  nor  could  they  expect  a  tariff  behind  which 
they  could  shelter  in  ease.  The  best  that  could  be 
expected  were  conditions  that  gave  a  reasonable  ad- 
vantage for  the  country's  business,  but  compelled 
them  to  exercise  every  resource  of  intellect,  industry, 
and  economy  to  ensure  success. 

Sir  Lomer  Couin,  in  the  course  of  his  reply,  alluded 
to  Mr.  I'almcr's  pa])('r  on  National  Aflvertising,  and 
also  said  that  he  gathered  from  an  article  l)y  Mr. 
Reidcr  that  the  shoe  manufacturers  were  so  ])ros]XM-- 
ous  th;it  they  were  able  to  pay  such  wages  as  $2.00 
an  hour.  Sir  Lomer  then  touched  on  ])oints  raised 
by  Mr.  Meighen,  and  slated  that  it  was  essential  to 
have  a  tariff  which  would  kccj)  Canadian  industries, 
enable  g(jod  wages  to  be  ])aid  to  labor,  and  encourage 


ihe  farmers.  He  also  said  that  the  shoe  manufacturers 
could  not  find  a  better  jjlace  to  locate  than  in  the 
Province  oi  Quebec. 

Referring  to  the  deputation,  headed  by  Mr.  Daoust, 
which  had  waited  on  him,  asking  for  his  supjiort  for 
the  establishment  of  technical  training  in  connection 
with  the  shoe  trade,  he  was  very  glad  to  be  able  to 
]jromise  that  sui)port.  He  was  sorry  that  the  recpiest 
had  not  been  made  before,  as  he  believed  that  the 
granting  of  it  would  be  for  the  progress  of  the  ])r(j- 
vince  and  of  the  shoe  trade.  It  was  particularly  grati- 
fying that  the  re(|uest  had- been  made  by  a  national 
and  not  by  a  provincial  association. 


Delegates  Entertained  at  Luncheon  by 
Quebec  Hide  and  Leather  Trade 


ON  the  morning  of  Wednesday,  Jan.  21st,  the 
Quebec  Hide  and  Leather  trade  entertained 
the  delegates  to  luncheon.  In  the  absence  of 
Mr.  Romeo  Ciguere,  the  President  of  the 
Quebec  Tanners  Association,  the  chair  was  occupied 
by  Mr.  J.  A.  Cloutier,  who  read  a  letter  from  the 
President  pointing  that  the  shoe  and  leather  trades, 
which  had  contributed  so  much  to  the  prosperity  of 
Quebec  and  Canada,  were  one,  since  one  could  not 
exist  without  the  other.  One  of  the  advantages'  of 
meetings  of  this  character  was  that  it  cemented  the 
satisfactory  relations  between  both  associations.  In 
Quebec  they  saw  representatives  of  both  the  English 
and  French  poi)ulations  working  together  for  the  wel- 
fare of  their  industries,  and  he  impressed  upon  all  the 
necessity  of  harmony  and  mutual  respect. 

Mr.  F.  S.  Scott  in  replying  referred  to  the  close 
relation  between  the  shoe  manufacturers  and  the  tan- 
ners. During  the  past  four  or  five  years  they  had 
passed  through  very  difficult  times,  and  his  experience 
with  the  tanners  and  leather  men  during  that  period 
showed  that  they  had  dealt  fairly,  and  played  their 
part  magnificently.  He  felt  sure  that  the  people  of 
Canada  knew  that  their  particular  industries  would 
also  play  their  part  in  the  difficult  times  which  were 
ahead  of  us.  On  behalf  of  the  Shoe  Manufacturers 
.Association  he  expressed  his  appreciation  of  the  way 
in  which  the  members  had  been  received. 

After  a  few  words  from  Mr.  Jimmy  Scott,  iMr. 
A.  J.  Scanlin.  of  the  Scanlin  Leather  Co.,  Philadelphia, 
made  a  brief  speech,  pointing  out  the  reasons  for  the 
high  price  of  leather.  He  referred  to  the  advance  in 
the  cost  of  skins,  and  to  the  great  increase  in  the  cost 
of  labor,  and  concluded  a  forcible  little  speech  by  ask- 
mg  the  members  to  stick  together,  to  frankly  express 
their  views,  to  boost  the  association,  and  in  this  way 
to  make  the  association  a  great  success. 


When  customers  a.sk  for  a  simple  favor,  grant  it 
so  cheerfully  that  when  they  really  want  to  spend 
money  they  will  come  to  you. 


You  get  out  of  life  just  what  you  put  into  it.  Some 
folks  |)ut  in  wormwood  and  exi)ect  honey  in  return. 


When  showing  goods  of  high  (piality,  don't  cpiote 
the  ])rice  until  you  have  made  the  quality  clear. 
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"Footwear"  Findings  at  the  Manufac- 
turers' Convention 


SOMEBODY  told  us  that  the  real  secret  of  the  success 
of  the  Convention  was  good  spirits.    The  unkind  reader 
may  suspect  a  double  meaning.    What  we  mean  is  that 
goodfellowship.    buoyancy    and    enthusiasm    were  the 
dominating  notes  at  tlie  Chateau.    Everybody  wa-<  happy. 

*  *  * 

The  enthusiasm  with  which  jimmy  Scott's  four  hundred 
guests  sang  "Smiles"  at  the  Citadel  Leather  Banquet  on 
Tuesday,  January  20,  was  significant  of  the  feeling  of  con- 
fidence that  exists  among  the  shoe  trade  and  allied  interests. 

*  * 

We  hate  to  record  the  fact,  hut  just  as  we  were  leaving 
the  Chateau  on  the  last  night  of  the  Convention  we  heard 
a  prominent  Toronto  shoe  man  singing.  "I  am  with  you  in 
anything  you  do,  but  don't  take  me  home."  We  understood, 
— and  sympathized. 

*  :(:  * 

A.  J.  Scanlin,  from  the  "City  of  Brotherly  Love,"  cer- 
tainly gave  the  delegates  a  lesson  in  how  to  "speak  up  and 
shut  up"  in  his  three-minute  talk  at  the  luncheon  on  Janu- 
ary 21st.  Ungrudgingly  we  yield  the  palm  to  the  lightnui'.; 
orator  of  Mr.  Scanlin's  class.  A  world  of  philosophy  was 
contained  in  his  remarks, — particularly  in  regard  to  the  frank 
and  open  discussion  of  trade  topics  at  conventions. 

*  *  * 

It  is  rumored  that  arrangements  are  already  being  madi- 
for  the  accommodation  of  the  convention  in  Toronto  iv.xt 
year.  A  United  States  inventor  is  said  to  be  desi.gning  beds 
in  perpendicular  tiers  capable  of  accommodating  six  or  eight. 
By  this  means  it  is  hoped  to  house  not  less  than  forty  to 
fifty  delegates  in  a  single  room  at  shoe  conventions.  (This 
is  what  a  "Footwear"  man  describes  as  his  worst  night- 
mare.) 

*  *  * 

Mrs.  J.  A.  Scott  would  make  an  ideal  president  of  a 
Ladies'  Section  of  the  Association.  It  was  a  particular!}- 
graceful  act  on  her  part  to  come  forward  and  say  a  few 
words  at  her  husband's  banquet. 

*  *  * 

VVe  are  inclined  to  wonder  now  why  "Pussyfoot"  John- 
son went  so  far  afield  as  Old  London  to  originate  his  cam- 
paign. Quebec  City  would  have  been  much  h;indier, — and 
easier  of  exit:  the  St.  Lawrence,  for  instance. 

*  *  * 

Famed  in  song  and  story  at  the  Scott  Banquet  were 
"the  Johnson  boys,"  who  found  it  impossible  to  make  a  fin.nn- 
cial  success  out  of  a  sawmill  which  they  located  on  the  side 
of  a  hill,  despite  their  assiduous  efforts,  day  and  night.  The 
brothers  Johnson  got  an  advertisement,  if  nothing  else. 

*  *  * 

Speaking  of  "Footwear"  (not  the  paper,  the  product), 
it  was  remarkable  that  every  style  and  weight,  shade  and 
.grade  of  shoe  was  in  evidence  at  the  Convention.  Every- 
thing was  there. — from  the  prehistoric  gravel-cruslu-r  and 
great  war  veteran  to  the  really  d.iinty  article  with  the  puiiitvd 
toe  and  suede  top.    Their  name  was  le.gicni. 

*  *  * 

Some  kid!  We  refer,  of  cour>e,  to  the  glazed  kid  manu- 
factured by  A.  J.  Scanlin  &  (."ompany,  of  I'hiladelphia,  and 
not  to  Mr.  Scanlin  himself. 

*  *  * 

Many  were  moved  to  tears  of  gratitude  at  the  kindness 
of  the  Citadel  Leather  Company  in  holding  a  continuous 


informal  reception  in  their  special  suite  at  the  Chateau. 
Some  of  the  delegates  from  Toronto  and  Western  points 
were  qm'te  overcome  l)y  their  emotions,  in  fact. 

*  *  * 

To  Col.  Scott  our  congratulations.  He  has  the  secret 
of  doing  well  anything  that's  worth  doing.  The  banciuet 
was  a  conspicuous  success. 

The  topical  song  composed  and  sung  by  Mr.  I'aul 
Hebert  at  the  Citadel  Leather  Company's  banquet  was  re- 
ceived with  great  enthusiasm, — even  by  those  to  wiiom 
many  of  the  verses  were  addressed  personally. 

*  *  * 

Mr.  J.  D.  Palmer,  of  Fredericton,  told  some  of  the  dele- 
gates that  one  of  his  little  sons  was  heard  to  a>k  for  l.is 
"heartless  boots."  On  inquiry,  this  turned  out  to  be  his 
"Hartt  laced  boots."  In  keeping  with  his  proposed  educa- 
tional publicity  campaign.  Mr.  Palmer  said  that  this  liule 
remark  was  a  concrete  example  of  wdiat  everyone  should 
do, — get  better  acquainted  with  Canadian-made  shoes  and 
ask  for  them. 

^       ^  ^ 

Mr.  Farnsworth,  of  Boston,  was  asked  if  the  present 
occasion  was  his  first  visit  to  Quebec.  He  said  he  thought 
he  must  have  come  the  fir>t  time  in  a  perambulator.  He- 
had  l)een  visiting  the  historic  city  regularly  for  more  tha:i 
twenty-seven  years. 

"There  is  only  one  Quebec,"  said  an  enthusiastic  To- 
ronto delegate,  engaged  with  a  little  knot  of  his  friends. 
Came  the  reply,  "And  there  is  only  one  Scott!"  Wherein 
we  have  the  essence  of  the  Convention  creed — r)ne  Quebec 
and  One  Scott. 

*  *  * 

A  momentarily  startling  affect  was  made  upon  the  To- 
ronto men  by  a  card'  bearing  the  ominous  words,  "Whiskey 
Inspector,"  affixed  to  the  door  of  one  of  the  rooms.  Later, 
when  this  had  been  taken  down  and  another  substituted, 
"Prohibition  Room  Closed,  at  ;i  o'clock,"  it  was  known  that 
a  wag  had  been  at  work. 

*  *  * 

Nobody  who  witnessed  the  enthusiastic  send-off  given 
to  Mr.  F.  S.  Scott  on  the  Wednesday  night  could  wonder 
what  the  shoe  man  thought  of  their  president.     Our  l)est 
wishes  are  with  Mr.  Scott  in  his  second  term  of  office. 
+       *  * 

The  paper  in  which  Mr.  Palmer  presented  his  sugges- 
tion of  a  national  advertising  campaign — designed  to  remove 
the  illusions  of  the  general  public  in  respect  to  profits  and 
])rofiteering  in  the  shoe  industry — was  the  most  noteworthv 
contribution  to  the  literature  of  the  convention. 

*  *  * 

.\  goodly  portion  of  the  Toronto  .-md  Montreal  contin- 
gent took  the  five  o'clock  train  from  Montreal  to  Quebec 
on  Monday.  January  the  I'.Hh.  Mr.  W.  A.  Lane  was  O.  C. 
train.  We  know  of  only  one  Orderly  Room  case  that  arose 
out  of  the  journey. 

*  *  * 

Comparisons  are  not  always  odimis.  Reminiscence  and 
comparison  an-  editorial  prerogatives.  In  the  accpiisition  of 
the  lew  hard-earned  dollars  that  we  have  managed  to  stow 
away  in  the  Savings  Bank  during  the  last  (piarter  of  a  cen- 
tury, we  have  attended  tr,-ule  meetings  and  coiiventions 
galm-e;  we  have  listened  to  tiresome  treatise  and  technical 
discourses;  we  have  endured  statistics:  we  h;ive  been  drag.ged 
into  discussions  and  many  other  things  have  been  inliicted 
upon  us.  I?ut  the  Quebec  convention  was  something  new. 
In  the  warmth  of  the  hospitality,  in  the  business  transacted. 
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Tohn  Lennox  &  Company,  Ltd.. 
Hamilton,  have  enlarged  their 
quarteis  and  intend  stocking  a 
greatly  increased  line  of  boots 
and  shoes.  An  adjacent  build- 
ing has  been  tak;n  over  and 
the  two  upper  floors  will  be 
used  for  stock  rooms.  The 
company  state  that  they  are 
carrying  some  of  the  finest  and 
largest  lines  of  slippers  in  Can- 
ada They  firmly  believe  in 
good  window  displays  as  a 
m'ans  of  sales  promotion  and 
f"atur?,  from  time  to  time, 
come  splendid  examples,  the 
photograph  herewith  being 
typical. 


and  ill  the  results  produced,  it  stands  out  as  an  even!  oi 
which  the  industry  may  well  feel  proud. 

As  we  expected,  Toronto  has  the  convention  for  next 
year.  For  years  Toronto  people  have  been  telling  us  that 
they  were  citizens  of  no  mean  city.  One  heard  it  in  remote 
quarters  of  the  globe  long  before  the  war.  And  as  for  the 
war  itself,  one  could  not  question  a  sentry  in  a  front  line 
trench  without  hearing  something  about  "little  old  Toronto." 
It  was  the  same  in  billets.  We  know  of  estaminets  in  the 
Vimy  Sector  that  are  still  suf¥ering  from  the  effects  of 
Queen  City  gas  attacks.  Now  Toronto  will  have  a  chance. 
The  "Queen  City"  will  come  into  its  own  at  the  second 
annual  convention  of  tlie  Shoe  Manufacturers'  Association 
in  1931. 

Two  excellent  luncheons,  two  suijer-excellent  lianquets, 
and  the  "open  house"  extended  by  the  Citadel  Leather  Com- 
pany were  the  more  important  features  of  the  hospitalitj- 
extended  at  Quebec.  The  luncheon  on  the  first  day  was 
given  by  the  Quebec  hide  and  leather  trade,  and  on  the 
second  by  the  Shoe  Manufacturers'  Association.  The  Cita- 
del Leather  Company  gave  a  banquet  on  the  first  night  and. 
the  Association  on  the  second. 

*  *  * 

It  was  a  Montreal  man  who  exclaimed,  "Great  Scott!," 
and  a  Toronto  prohibitionist  who  replied  absent  mindedly, 
"You  bet!" 

*  *  * 

As  in  Montreal,  Mr.  J.  Daoust  acted  as  tlie  official  in- 
terpreter,— and  lie  makes  a  very  good  one,  too.  The  \>ro- 
ceedings  were  naturally  bi-lingual,  and  as  many  of  the  dele- 
gates were  not  conversant  witli  both  languages,  the  services 
of  Mr.  I)aou-t  were  greatly  a])preciated. 

The  Convention  ('omniittee  were  Messrs.  H.  V.  Clab.', 
J.  \-..  Warrington,  [''red.  Marois,  S.  Scott,  Ceo.  Hlachford, 
Joseph  i)aousl,  Ralpli  Lockt',  and  llenri  \  iau  (.Secretary). 
All  llial  need  be  said  i.^  that  the  ari'angements  were  spk'iidiil. 


lust  a  won!  abmil  .\1r. 


\'iau,  tin-  secretary-treasurer. 


He  did  a  tremendous  amount  of  work,  with  that  directness 
born  of  an  accountant's  training.  All  the  papers  were  t3 
hand  at  a  moment's  notice, — and  the  business  was  transacted 
the  more  promptly  by  reason  of  the  methodical  preparation 
for  the  meetings. 


Annual  Meeting  of  the  Ontario  Shoe 
Manufacturers'  Association 


A WELL  attended  and  enthusiastic  meeting  of 
the  Ontario    Shoe   Manufacturers'  Associa- 
tion was  held  in  Toronto  on  Wednesday, 
January  7th,    1920.     In   the   morning,  the 
members  divided  into  groups  according  to  the  classes 
of  goods  made  and  exchanged  information  for  their 
mutual  advantage. 

The  afternoon  session  was  devoted  to  subjects  of 
general  interest.  The  members  had  the  privilege  of 
hearing  addresses  from  Mr.  S.  R.  Parsons,  the  Cana- 
dian Employers'  Delegate  to  the  recent  International 
Labor  Conference  on  how  the  proposals  and  activities 
might  afifect  Canadian  industry,  and  from  Mr.  H.  \'. 
E.  Jones,  Assistant  General  Manager,  Canadian  Bank 
of  Commerce,  who  gave  a  most  interesting  review  of 
financial  conditions  during  the  war  and  the  effect  of 
exports,  imports  and  was  loans  on  the  exchange  situ- 
ation. Mr.  J.  R.  K.  Bristol  also  made  a  short  address 
on  tiTe  Canadian  tariff. 

At  this  meeting  the  Ontario  Association  endorsed 
the  action  of  the  Executive  Committee  of  the  Shoe 
Manufacturers'  Association  of  Canada  in  coming  to  a 
friendly  arrangement  with  the  Retailers'  Association 
regarding  the  cost  of  cartons  and  cases  and  special 
features  in  shoes.  They  also  endorsed  the  policy  of 
holding  a  great  Shoe  Eair  in  IVIontreal  on  July  12-17 
next,  and  arc  advocating  that  the  shoes  assembled 
there  l)e  retained  for  further  showing  at  the  Canadian 
National  Itxliibition  in  Toronto. 

The  shoe  luainifacturers  also  expressed  tliemselves 
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in  favor  of  having  imported  shoes  marked  with  the 
country  of  origin  and  Canadian  shoes  also  specially 
distinguished.  This  portion  of  the  programme  will 
probably  be  best  taken  care  of  in  connection  with  the 
proposed  general  advertising  campaign  on  which  the 
shoe  manufacturers  are  about  to  embark. 

The  elections  took  place  at  this  meeting  resulting 
in  Mr.  A.  Brandon  of  Brantford  and  Mr.  C.  \V.  Mc- 
F"arland  of  Williams  Shoe,  Limited,  Brampton,  be- 
ing re-elected  Hon.  Chairman  and  Chairman  respect- 


ively. The  rest  of  the  Executive  Committee  is  com- 
posed as  follows  : — 

Vice-Chairman,  (',.  H.  Ansley,  Perth,  Out.;  F.  H. 
Ahrens,  Kitchener,  Ont. ;  S.  H.  Parker,  Preston,  Ont. ; 
C.  S.  Corson,  Toronto,  Ont.;  W.  H.  Duffield,  Hamil- 
ton, Ont. ;  N.  M.  Davison,  Kitchener,  Ont.,  the  latter 
re])resenting  the  felt  shoe  manufacturers.  Mr.  I'\  S. 
Scott,  M.P.,  of  Gait,  Chairman  (jf  the  Shoe  Manufac- 
turers' Association  of  Canada,  was  also  made  an  ex- 
ofhcio  member  of  the  Ontario  Executive. 


Sole  Leather  and  the  Outlook  for  1920 


LOOKING  backward,  one  can  say  that  the  year 
1919  was  a  sensational  and  adventurous  period 
in  the  shoe  and  leather  industry,  the  whole 
trade  passing  through  a  trying  and  unprece- 
dented experience,  and  while  sole  leather  perhaps  was 
not  affected  as  much  as  upper  leather  by  the  unexpected 
turn  the  markets  took,  yet,  on  the  whole,  it  shared 
in  the  general  active  demand  that  the  other  leathers 
enjoyed. 

The  early  part  of  the  year  found  sole  leather 
markets  dull  and  stagnant ;  prices  remained  practic- 
ally unchanged  for  some  weeks,  due  to  the  universal 
belief  that  prices  of  both  hides  and  leather  would 
immediately  sag  with  the  cessation  of  hostilities, 
coupled  with  the  fact  that  there  was  no  government 
demand  for  shoes  and  that  the  domestic  buyers  did 
not  feel  conditions  warranted  their  buying  very  far 
ahead.  Within  a  few  weeks,  however,  conditions  were 
radically  changed;  inquiries  began  to  come  in  and 
stocks  of  leather,  that  were  available  for  export,  were 
very  speedily  cleared,  these  being  principally  in  the 
lower  grades,  such  as  rejects,  scabs,  pasters  and  offal. 

The  active  buying  for  export  was  naturally  re- 
flected in  the  domestic  markets,  the  home  trade 
realizing  that  foreign  buyers  w^ere  likely  to  take  further 
quantities  of  leather  out  of  the  countrty  at  higher 
prices  than  they  were  willing  to  pay ;  the  markets 
became  excited  and,  with  the  scramble  for  leather 
from  the  manufacturers  at  home  and  the  dealers 
abroad,  prices  on  both  hides  and  finished  leathers 
advanced  beyond  the  high  records  of  the  previous  war 
years. 

The  result  of  this  was  that  manufacturers  stocked 
up  more  liberally  and  anticipated  their  requirements 
to  a  much  greater  extent  than  had  been  the  custom 
in  former  years;  as  the 'year  grew  older,  prices  con- 
tinued to  advance,  but  the  sensational  advance  on  upper 
leathers  was  not  reflected  to  the  same  extent  in  sole 
leather,  the  average  advance  on  sole  leather — as  vou 
know — being  much  less  than  on  upper  leathers. 

Prices  Below  Replacement  Values 

In  this  country,  however,  sole  leather  tanners  did 
not  force  their  prices  for  leather  to  a  parity  with  the 
cost  of  raw  materials.  For  many  months,  sole 
leather  has  been  sold  and  delivered  to  the  shoe  manu- 
facturers far  below  prices  that  were  justified  bv  the 
then  ruling  cost  of  hides.  V.vvu  allowing  for  what 
decline  has  taken  ])lace  recently,  the  lowest  prices 
(luoled  today  on  sole  leather  Ir'des  are  above  leather 
replacement  values  today. 

Sole   leather  tanners   would   welcome   further  rc- 

*An  address  preiiari-d  for  tin  Sluu  .Manufacturers'  Conviiition  I>v 
Mr.  Geo.  W.  Heardniorc. 


ductions  in  hide  values  and  a  general  return  to  a 
lower  level  of  prices,  but  there  does  not  seem  to  be 
any  immediate  prospect  of  this.  Hides  suitable  for 
sole  leather — in  fact,  all  classes  of  hide.s — as  you  know, 
have  stift'ened  considerably  in  the  past  few  weeks — 
both  at  home  and  abroad — and  sole  leather  tanners 
today  are  more  likely  to  be  obliged  to  advance  |)rices 
on  their  leathers  than  to  be  in  a  position  to  make 
any  reductions. 

.As  to  the  value  of  hides  and  leathers,  it  would  be 
quite  right  to  say  today  that  the  hide  markets  through- 
cut  the  world  are  exceedingly  firin.  A<  an  instance  of 
the  increase  in  the  price  of  some  hides,  we  would  just 
like  to  mention  one  line  of  hides,  which  has  advanced 
from  16^'jd.  in  the  early  part  of  1919  to  28d.  per 
pound,  a  quotation  which  we  have  received  this  morn- 
ing— making  a  difference  on  these  even  with  the  de- 
crease in  the  value  of  sterling  exchange — of  25  to 
30c.  i)er  pound  in  the  walue  of  the  finished  leather. 

Future  Prices 

.\s  to  prices  on  hides  in  the  future,  from  what  we 
can  judge,  tanners  have  pretty  generallv  decided  that 
values  are  not  g'ohig  to  recede  very  much  from  present 
levels  and  they  have,  therefore,  operated — and  are 
operating — much  more  freely  in  the  past  few  weeks. 

The  sauT^  remarks  apply  to  foreign  hides;  sole 
leather,  we  have  been  advised,  advanced  in  England 
12c.  per  pound  in  December  and  a  further  advance  of 
6c.  per  pound  was  talked  of  for  January  1st.  This 
mformation  was  given  us  by  a  representative  of  a 
large  English  Tanning  House  who  visited  us  during 
the  past  week. 

We  must  confess  that  we  do  not  anticipate  in  the 
near  future  any  lower  prices  for  sole  leather  and,  if 
hides  stay  where  they  are,  tanners  will  be  forced  to 
ask  more  money. 

Few  sole  leather  tanners — if  anv — are  todav  oper- 
ating at  full  capacity,  due  to  the  labor  shortage, 
scarcity  of  coal  and  also  market  conditions:  oxerhead 
costs  are,  however,  mounting  higher  and  must  todav 
l^e  reckoned  as  a  considerable  item  in  the  cost  of  pro- 
duction. If  plants  are  not  operating  at  full  cai)ac'ty, 
then,  of  course,  the  average  cost  jier  side  or  ])er 
pound  of  the  overhead  charges  natural! \-  is  increa^^ed. 

Stocks  are  Low 

l'"rom  what  we  know  of  our  own  situattion  and 
what  we  learn  from  other  tanners,  stocks  of  finished 
leather  are  on  ;i  very  low  basis  in  Canada — probablv 
lower  than  at  an\-  jieriod  in  the  hislor\-  of  the  industrv, 
\\  ith  a  reduced  i)roduetion  and  an  act'\  e  demand — 
which  appears  likely  for  the  whole  of  this  year  at 
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least — over-production  is  not  likely  to  ])e  a  factor  in 
reducing  prices  in  this  country. 

Orders  are  still  coming  to  us  regularly  from 
abroad,  although,  unless  the  sterling  exchange  rights 
itself,  we  will  probably  not  do  very  much  exporting 
to  Great  Britain  this  year.  On  the  other  hand. 
Continental  Europe  is  still  very  short  of  leather  and 
r.  steady  trade  will,  no  doubt,  result  from  the  shij)- 
ments  of  Canadian  sole  leather  that  have  already  been 
sent  there,  in  spite  of  any  difference  in  the  exchange. 

We  regret  that,  as  far  as  the  cost  of  leather  is 
concerned,  the  exchange  situation  militates  against 
the  boot  and  shoe  manufacturers,  in  that  the  cost  of 
hides — and  consec|uently  the  cost  of  leather — is  in- 
creased to  just  that  extent,  as  there  is  only  a  small 
]>ercentage  of  Canadian  hides  suitable  for  sole  leather. 

Summing  up,  we  look  for  a  good  twelve  months' 
business  and,  while  there  has  l)een  some  hesitation 


in  the  past  three  or  four  months  in  ])ooking  new  bus- 
iness, yet  we  find  that  today  manufacturers  are  placing 
orders  for  leather  more  freely,  due,  no  doubt,  to  the 
recent  stiffening  in  the  hide  market.  Similar  con- 
ditions are  reflected  in  the  American  market,  the  hide 
market  reaction  having  had  a  great  deal  to  do  with 
establishing  confidence  again  in  the  value  of  leather, 
and  we  have  every  reason  to  believe  we  are  going  to 
have  splendid  business  for  the  next  year. 

This,  country  has  a  wonderful  future  before  it; 
undoubtedly,  commencing  this  year,  we  shall  get  a 
considerable  number  of  euiigrants — and  we  trust 
desirable  emigrants — the  total  of  whom  should  in- 
crease year  by  year  as  ship])ing  becomes  freer  to  handle 
them,  and,  this,  together  with  the  immense  natural 
resources  of  the  country,  which — in  many  cases — are 
as  yet  hardly  scratched,  augurs  well  for  the  future  of 
the  shoe  and  ieather  industrv  in  Canada. 


The  Greatest  Shoe  Style  Show  Ever  Held 

Various  Lines  of  Over  75  Different  Manufacturers  Exhibited  on  Living  Models  at 
Boston  Convention— Special  Features  Marked  Exhibition  which  was 
Attended  by  Shoe  Retailers  from  All  Parts  of  Canada 
and  the  United  States 

 From  Our  Boston  Correspondent  —  


ON  Tuesday  evening,  Jan.  13,  The  National  Shoe 
Retailers'  Association  produced  the  greatest 
shoe  style  show  ever  held.  It  was  not  only 
the  biggest  style  show  of  its  kind  in  j^oint 
of  numbers  attending  but  it  was  the  greatest  in  every 
'■espect  and  particularly  the  first  style  exhibition 
which  has  shown  distinctly  the  most  advanced  styles. 
The  latest  in  1921  spring  patterns  in  both  shoes  and 
garments  were  displayed  in  every  conceivable  color 
scheme,  lines  of  beauty,  and  variety  of  personal  adorn- 
ment. From  8.30  to  10.30  p.m.  over  500  wondering 
admirers  gazed  with  enthusiastic  interest  on  the  ever 
increasing  grace  and  attractiveness  of  live  models  who 
promenaded  up  and  down,  bedecked  from  coiff'ure  to 
feet  in  the  most  chic,  fitting,  and  tasty  wearing  ap- 
l^arel — according  as  the  particular  model  was  intend- 
ing to  show  either  a  street  costume,  drawing  room 
outfit,  beach  negligee,  ball  room  or  sporting  combina- 
tion of  dress. 

Grand  Hall  where  the  style  exhibition  was  held 
was  crowded  to  the  last  seat  and  the  walls  surround- 
ing the  hall  and  the  gallery  were  packed.  The  ar- 
rangement of  the  runways  with  a  vacant  broad  aisle 
in  the  middle  of  the  floor — proved  to  be  the  best  layed 
out  scheme  yet  i)roduced  to  give  the  i)ublic  uninter- 
rujjted  view  (jf  the  entire  display  from  the  time  it 
opened  until  the  last  model  left  the  stage  at  10.30  p.m. 

l'"rom  a  large  broad  stage  at  the  front,  running 
down  each  side  of  the  large  hall  extended  si.x  feet 
runways,  reaching  the  extreme  rear  main  aisle.  Shoot- 
ing off  toward  the  center  of  the  hall  and  in  the  op|)o- 
site  direction  toward  the  walls  were  transverse  walks, 
apijcaring  as  fre(|uently  as  every  fourth  tier  of  seals. 
In  this  way  models  were  seen  by  everyl)ody  on  the 
main  floor  at  closer  range  than  it  would  have  been  pos- 
>  il)le  to  observe  them  in  any  other  arrangement.  This 
arrangement  has  been  ihought  out,  well  in  advance, 
by  tlu-  committee  in  charge,  of  which  the  chairman 
was  iiollis  l>.  Scales,  buyer  and  manager  of  the  shoe 


department  of  Filene's  department  store  of  Boston. 
The  models  would  come  from  a  door  at  the  left  hand 
side  of  the  stage  and  would  come  down  the  "Red- 
Line-In"  covered  promenades  in  twos,  one  on  each 
side  of  the  hall,  their  gait  being  slow  and  well  mea- 
sured to  permit  a  good  studied  inspection.  The  plat- 
form was  transformed  into  a  beautiful  stage  with 
floral  decorations,  scenery  and  other  appointments  to 
harmonize  with  the  spirit  of  the  various  tableaux, 
plays  and  musical  readings  which  were  rendered  at 
intervals  during  the  display  of  the  models.  Men's, 
women's,  youths'  misses',  boys'  and  children's  displays 
were  equally  interesting. 

A  band  in  the  pit  of  the  gallery  and  an  orchestra  in 
front  of  the  stage  played  continuously  throughout  the 
evening.  Special  spot  lights  thrown  on  models  on  the 
stage  as  they  would  cross  to  the  promenades  on  the 
ojiposite  sides  of  the  hall  added  to  the  splendor  of  the 
evening's  finery.  The  lighting  arrangement  from  the 
ceiling  was  all  that  would  be  desired. 

Large  Number  of  Exhibitors 

The  manufactured  lines  of  over  75  dift'erent  firms 
were  produced  and  exhibited  by  the  dift'erent  models, 
who  freciuently  carried  a  card,  or  some  form  of  sou- 
venir which  they  would  throw  to  the  audience,  to  iden- 
tify the  particular  shoe,  leather,  or  ornament  he  or  she 
happened  to  be  displaying  at  that  appearance.  There 
was  no  doubt  on  the  part  of  the  admiring  gallery  as 
to  the  maker  of  the  particular  style  being  shown.  An- 
nouncements,  tableaux,  ballets,  plays,  etc.,  would  sup- 
ply in  the  way  of  information  what  the  models  them- 
selves did  not  reveal. 

The  most  rigid  ins])ection  was  given  most  of  the 
models  as  they  ])araded  by  the  onlookers  and  fre(|uent 
comments  of  approval  or  the  reverse  were  made  to 
add  to  the  joviality  of  the  occasion.  As  a  large  i)art 
i»f  the  audience  was  com])Ose<l  of  travelling  shoe  sales- 
nun,  needless  to  say  the  atmosphere  was  charged  with 
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compliments  of  a  personal  nature  intended  for  the  wil- 
ling ears  of  the  fascinating  models. 

Everything  in  shoedom  was  shown.  If  anything 
was  left  out  it  was  because  the  time  did  not  jjermit  of 
the  showing.  High  and  low  heels;  pointed,  graceful 
swinging  and  the  broader  toes;  oxfords;  pum])s  ;  slip- 
pers ;  high  boots  and  again  higher  boots  ;  steel,  rhine- 
stone,  beaded  and  ribbon  efifect  ornaments ;  lace  and 
button  varieties  were  all  in  evidence.  Styles  from 
Paris  and  their  pseudo-types,  never  before  shown  ;  the 
latest  creations  of  our  fashionable  American  concep- 
ceptions  ;  and  styles  of  footwear  popular  in  the  Puri- 
tanic days  had  their  bit  of  display. 

It  was  an  uncommon  thing  to  see  interested  spec- 
tators who  came  from  far  and  less  distant  sections  of 
the  country  using  their  j)encils  and  notebooks  to  take 
down  what  they  saw,  so  that  they  would  be  able  to 
take  away  with  them,  for  future  use,  before  they  for- 
got them,  the  very  original  ])atterns  which  they  be- 
lieved would  be  called  for  in  their  respective  towns  or 
communities  where  they  probably  did  business. 

Educational  Films 

In  connection  with  the  Style  Show  it  is  fitting  to 
call  attention  to  the  moving  picture  performances 
given  in  Paul  Revere  Hall  on  the  afternoons  of  iVIon- 
day,  Tuesday  and  Thursday,  as  they  are  correlative  to 
the  Style  Show  as  much  as  they  are  to  the  other  fea- 
tures of  the  Convention.  These  movies  were  con- 
ducted by  the  Scholl  Mfg.  Co.  of  Chicago  on  "Foot 
Comfort" :  Churchill  &  Alden  Co.  of  Brockton  on 
"Foot  Anatomy":  International  Shoe  Co.  of  St.  Louis 
on  "Industrial  Film";  B.  F.  Goodrich  Rubber  Co.  of 
.\kron  on  "Americanization  Film":  J.  F.  O'Connell, 
advertising  manager  of  the  United  Shoe  Machinery 
Corporation  presenting  with  lecture,  "Making  of  a 
Shoe":  the  War  College  of  Washington,  D.  C,  on 
"American  Army  and  its  Feet":  Dr.  Henry  A.  Gart- 
ner, representing  War  Council  of  the  Y.W.C.A.,  on 
"Woman  and  Her  Feet."  These  were  attended  by 
large  audiences  and  all  declared  them  highly  educative 
in  their  value. 

The  Style  Show  Program  Committee  ajjtly  worded 
the  purpose  of  a  style  show  when  they  said  "The  mes- 
sage of  the  Style  Show  is  the  correlation  of  footwear 
fashion  with  costume  in  the  trend  of  the  art  of  shoe- 
making  toward  the  development  of  better  taste  in  the 
shoe  style  of  the  American  Public." 

A  Boston  Danseuse  of  more  than  local  fame,  intro- 
duced the  evening's  blaze  of  glory  by  fanciful  and 
deft  movements  which  was  followed  by  the  presenta- 


tion of  the  standard  colors  for  1920,  an  original  ballet 
of  nine  frolicing  maidens  who  burst  forth  from  the 
stage  under  the  spot  light  clad  in  costumes  which 
would  leave  no  doubt  as  to  just  what  shade  or  color 
the  particular  artist  was  intended  to  ])ortray.  This 
color  scheme  was  the  contribution  of  Lynn's  Shoe 
Manufacturers'  Association  as  a  style  guide  t(j  the 
shoe  merchants  of  America. 

The  color  ballet  was  presented  in  the  following 
order:  Chippendale-leather  from  Standard  Kid  Mfg. 
Co. ;  Chestnut-leather  from  Standard  Kid ;  Camel- 
leather  from  Standard  Kid  ;  Smoke-leather  from  Stan- 
dard Kid  ;  Aluminum-leather  from  Standard  Kid  ;  Mor- 
occo-leather from  Standard  Kid;  Golden  Brown-lea- 
vertised  houses,  whose  garments  and  dress  were  re- 
flections of  the  various  fictitious  personages  of  the 
well-known  advertised  lines  of  shoes — the  model 
translating  the  advertisement  into  life.  "The  Queen 
ther  from  Hunt-Rankin  Leather  Co.;  Moccasin-lea- 
ther from  A.  C.  Lawrence  Leather  Co. ;  Arizona-lea- 
ther from  A.  C.  Lawrence  Co. 

Another  added  interest  to  the  Style  Show  was  the 
original  group  of  models,  representing  a  few  well  ad- 
Quality  Girl"  of  the  T.  G.  Plant  Co.;  "Miss  Fox  Foot- 
ery"  of  Chas.  K.  Fox's  line  of  shoes;  the  "Upham  Girl" 
of  Upham  Bros.  Co. ;  Saturday  Evening  Post  "Buster 
of  Dorothy  Dodd  Shoe  Co.;  "Miss  Walk-Croft"  of 
Brown  Boy"  of  Brown  Shoe  Co..;  "Miss  Cosy  Toes" 
reproduction  of  Bebe  Daniels;  "Miss  Dorothy  Dodd" 
Bancroft-Walker  Co.;  "Miss  Korrect"  from  "Field  & 
Flint;  "Miss  Regal'" — the  Modern  Girl  in  the  Show — 
Regal  Shoe  Co. ;  "The  Walk-Over  Man"  of  the  George 
Iv  Keith  line. 

A  feature  play  contributed  by  the  Standard  Kid 
Manufacturing-  Co.  and  especially  designed  for  the  Na- 
tional Convention  Style  Show  was  given  by  a  caste 
of  six  artists  in  six  acts  entitled  "Shoe  For  Each  Oc- 
casion"— In  Kid,  the  Leather  of  Fashion.  This  was 
excellently  gotten  up,  the  custumes  being  very  strik- 
ing and  rare  in  the  finery  and  taste  and  the  acting  was 
enjoyed  by  all.  The  characters  were — Pilgrim  Girl ; 
Automobile  Girl  ;  Matinee  Girl  ;  Florida  Girl ;  Skating 
Girl  ;  Revue  Girl — with  a  selection  of  Modern  Win- 
dow Displays.  Also  they  produced  "Kind  of  Man  I 
Like" — a  sextette  of  Boston's  Handsomest  Girls  make 
their  Own  Selection. 

Thus  ended  the  Style  Show  of  1920 — unanimously 
;i greed  hy  everybody  present  to  be  the  best  style  exhi- 
bition ever  seen  by  the  witnesses  in  America  or 
:ibroad. 


Convention  of  National  Shoe  Retailers'  Association 

 From  Our  Boston  Correspondent  


THE  Ninth  Annual  Conventit)n  (jf  the  National 
Shoe  Retailers'  Association  held  in  Mechanics 
building  of  Boston  on  January  12  to  15,  was 
generally  declared  to  be  the  l)ig"gest  style 
exhiliition  ever  held  in  the  annals  of  the  shoe  and 
leather  industries.  Over  5,000  retailers  coming  from 
all  parts  of  the  United  States  and  Canada  gave  their 
enthusiastic  sup])ort  and  co-operation  to  help  make 
the  gathering  an  instructive,  live  social  success,  k^rom 
the  time  the  opening  reception  was  held  at  9  o'clock 
Monday  morning  until  the  closing  of  the  doors  at  the 
conclusion  of  the  bancjuet  at  11  I'.lM.  Thursday,  hoih 


I^xhibition  and  Convention  Halls  were  crowded,  with 
an  audience  showing  a  rare  and  keen  interest  in  all 
the  exhibitors'  booths  and  events  which  were  con- 
tinuously trans])iring.  \'arious  estimates  have  been 
made  as  to  the  numbers  who  attended  the  convention 
but  un(|uestionably  close  to  100,000  visitors  jiassed 
through  the  gateway  during  the  four  days.  Hotel 
reservations  had  been  made  months  in  advance  of  the 
visiting  retailers  and  while  everyone  was  accomodated 
finally  througli  the  untiring  efi'orts  of  members  of  the 
entertainment  committee,  yet  many  were  compelled 
lo  be  lodged  in    hotels  in    cities    nearby  to  Boston. 
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Canadians  visiting-  Boston  were  reminded  somewhat 
of  their  own  country  I^y  the  steady  cold  atmos]jheri; 
which  met  them  during-  their  stay,  the  cold  spell  being 
the  second  severest  of  this  winter's  allotment. 

Following'  the  invocation  by  Cha])lain  Eliner  I). 
Cildersleeve  of  Poughkeepsie,  N.  Y.  Mr.  W.  Wilson  (jf 
Boston,  Chairman  of  the  1920  Con\'ention  committ'-i? 
announced  that  there  would  be  connnunity  singing 
in  which  most  all  indulg'ed  and  was  a  titling  methiid 
of  work'iig-  up  the  ])ent-ui)  enthusiasm  which  was 
about  to  burst  forth  for  four  days  and  nights,  (len- 
eral  Committee  Chairman  Wilsi  n  then  turned  the 
formal  opening:  of  the  Convention  over  to  National 
President  A.  H.  Geuting.  President  (ieuting-  intro- 
duced the  ]\Iayor  of  Boston,  Andrew  J.  Peters,  who 
delivered  the  address  of  welcome.  The  Mayor  said 
brief  that  he  was  glad  to  say  that  the  Massachusetts 
shoe  workers  were  among-  the  best  class  of  paid  help 
in  the  State;  that  the  sanitary  conditions  surroundin.;.; 
the  workers  at  the  benches  and  machines  were  proper 
and  healthful  ;  that  our  humaiiitarian  laws  provided  for 
the  child  labor  probleiii,  sweat-shop,  and  employment 
of  women  under  improper  circumstances. 

Massachusetts'  place  in  the  Sun  was  emphasized 
as  far  as  her  shoe  and  leather  industries  are  concerned, 
the  only  thing-  lacking  in  "our  scheming  having  been 
cattle  ranges.  Mayor  Peters  regarded  the  shoe  con- 
vention as  indicative  of  broad  Americanism  and  repre- 
sentative of  the  spirit  of  her  democratic  g-overnment. 

The  response  to  the  Mayor's  address  was  made  by 
President  Emeritus  A.  C.  McGowin.  Following-  was 
the  appointment  of  committees  and  other  business  and 
the  I'resident's  address  dedicating  the  Convention  to 
merchant  betterment  and  service  to  the  public.  Dur- 
ing- the  afternoon  in  Paul  Revere  Hall  moving  pictures 
were  conducted  by  SchoU  Manufacturing  Co.  and 
Churchill  &  Alden  Co.  on  "Foot  Comfort"  and  "Foot 
.\natomy".  These  were  extremely  interesting,  elucid- 
ating and  enthusiastically  applauded  by  large  audi- 
ences. Splendid  arrangements  were  made  in  the  main 
dining  room  for  large  numbers  of  guests  so  that  it 
was  not  necessary  for  those  who  so  desired  to  leave 
the  building.  The  examination  of  booths  and  exhibits 
was  a  continuous  j)erformance  until  the  concluding- 
hour. 

The  various  aisles  and  passageways  throughout  the 
main  hall  were  bowers  of  floral  arrangement,  inter- 
mingled with  the  patriotic  color  deorations.  Each 
aisle  named  after  some  European  battle-ground  site 
such  as  "Chemin  de  Dames",  "Seichfrey",  Argonne 
Forest",  Verdun",  etc. 

Entertainments 

In  the  way  of  entertainment  for  the  evenings.  Con- 
vention I  lall  was  admirably  adapted  for  large  audiences 
and  each  evening  some  function  of  imusual  interest 
was  provided  ranging  from  an  elaborate  Pop  Concert 
and  Cabaret  given  under  the  auspices  of  the  New 
I'jigland  Shoe  &  Leather  Association  on  Monday 
Evening  appealing  io  the  music  lovers  of  the  gathering  ; 
the  biggest  Style  Show  on  .shoes  ever  yet  produced  on 
Tuesday  evening;  an  athletic  entertainment  for  men 
only,  conducted  by  Ceorge  V.  Brown,  Athletic  Direc- 
tor of  the  H()st(jn  Athletic  Association,  on  Wednesday 
night  ;  while  on  Thursday  evening  came  the  annual 
banquet  for  which  arrangements  had  been  niade  to 
seat  over  .WOO.  There  were  over  this  number  pre^^eni 
y\t  11  l'..\l.  afljiiurnnicnl  was  made  to  the  Copley 
I'laza  I'alirooni  wlicrc  tlic  happy  rcelcrs  (lis])ersed  in 
the  wee  hours  of  llic  morning. 


Women  visitors  at  the  Convention  registered  at 
the  Copley  Plaza  in  the  Swiss  Room,  where  they 
learned  on  arriving  that  an  elaborate  program  had  been 
made  by  the  entertainment  committee  for  their  s])ecial 
benifit. 

The  Boston  Shoe  'J'rade  Club  was  host  during  the 
'^tay  of  -guests  of  the  Convention  and  every  courtesy 
was  extended  to  and  amjile  provisicius  made  for  the 
visitors  who  enjoyed  the  Club's  hospitality.  Noonday 
lunches  were  served  each  day  of  the  Convention  and 
cnlerlainment  was  provided  by  a  splendid  double  male 
(piarlette.  it  was  \  ery  evident  by  the  large  numbers 
who  attended  these  warm-ngs  that  they  were  a])])rec- 
iated  and  that  the  retailers  were  glad  to  make  the 
clul)  their  up-town  meeting  ]jlace  and  headquarters. 

One  of  the  very  pleasing  facts,  realized  by  both 
manufacturers  and  retailers,  connected  with  this  con- 
vention was  the  rapid  and  growing  interest  on  the 
])art  of  the  public  at  large  which  is  now  being  evinced 
to  prove  that  the  shoe  wearer  is  ever  increasingly 
going  to  demand  that  he  be  educated  to  the  values, 
cpialities,  processes  of  manufacture  and  distribution, 
])rices  of  .shoes  and  reasons  for  these,  and  the  dealer 
and  manufacturer  must  in  the  future  regard  the  third 
party  to  the  contract  in  his  sales  transactions  and  to 
retain  this  confidence  must  strive  to  i^lease  and  never 
deceive. 

Another  thing  of  the  ])ast  is  the  abolition  of  Fair 
Price  committees  who  have  never  succeeded  in  regu- 
lating or  standardizing  prices  or  reducing  the  cost 
of  li\-ing.  Vigilance  committees  among  retail  mer-- 
chants  and  intenser  factory  economies  among  manu- 
facturers are  the  key-notes  to  future  shoe  merchan- 
di'^ing  in  America. 

Over  300  exhibitors  had  their  respective  booths 
extending  over  the  entire  basement,  main  floor  and 
gallery  of  the  Grand  Hall  and  lined  the  walls  of  the 
large  Convention  Hall.  In  this  building  the  central 
si)ace  was  left  open  and  several  thousand  chairs  were 
placed  and  arranged  to  ])ermit  the  sitting  of  lar.ge 
audiences  for  the  various  speeches,  meetir^gs,  and 
picture  shows.  This  Hall  was  also  used  for  the  Style 
Exhibit  and  Banquet.  The  main  door  of  Grand  Hall 
was  given  over  to  shoe  exhibits,  while  the  gallery  and 
basement  were  given  over  to  leather  and  accessory 
exhibits. 

Visiting  Canadians 

Among-  the  Canadians  attending  the  National  Shoe 
Retail  Convention  were  the  following : 

Aubrey  Davis.  Newmarket;  G.  W.  McFarland.  Bramp- 
ton; F.  S.  Scott.  Gait;  W.  G.  Fallen.  Gait;  R.  J.  Kidd.  Peter- 
boro;  M.  McPherson,  Brantford;  Wm.  Carlisle.  Lindsay; 
Felix  Forbert,  Lindsay;  J.  C.  Budreo.  Toronto;  N.  L.  Wil- 
son, Hamilton:  Geo.  St.  Ledger,  Toronto;  T.  H.  Ross,  Ham- 
ilton J.  H.  McLelland.  Toronto;  Geo.  H.  Weston,  Toronto; 
Stuart  .Anderson,  Toronto;  S.  E.  Bennett.  Toronto;  Chas.  A. 
Blachford,.  Toronto;  Alex.  Inrig.  Kitchener;  Peter  Doi.ir. 
Montreal;  Geo.  G.  Gales.  Montreal;  E.  E.  Swallow,  Russel, 
Man.;  L.  .A.delstein.  Montreal;  R.  H.  Savage.  Montreal;  J. 
Fred  Gainor.  Montreal;  Bert  R.  Grosskurp.  Montreal;  Ches- 
ter F.  Craigie,  Montreal;  P.  A.  Doig,  Montreal;  Chas.  Albee 
(Minster-Miles  Co.)  Toronto;  M.  Levy  (Canadian  Shoe  Find- 
ings Novelty  Co.)  Toronto;  K.  Levy,  Toronto;  A.  McGee, 
St.  Georges.  N.  B,;  Ralph  Mumford.  Halifax,  N.  S.;  R.  E. 
Griffith,  Hamilton,  Ont.;  R.  E.  Holmer.  Hamilton,  Ont.; 
T.  J.  Murphy.  Toronto,  Ont.  (Robert  Simpson  Co.);  C.  S. 
Corson,  Mgr.  Regal  Shoe  Co..  Toronto. 

Artistic  booth  and  hall  decorations  with  their 
mingled  i)atriotic  and  Convention  colors  together  with 
llu'  niu-ical  atmosi)here  furnished  by  Boston's  best 
in  band  ;in(l  orchestral  music  and  the  walking  exhibits 
or  exhibitors  created  no  end  of  favorable  comment 

(Continued  on  pajjc  SG) 
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Main   Factory  and  General  Offices  of  Getty  and  Scott,   Ltd.,  Gait,  Ont. 


Home  of  the  Classic  Shoe  for  Women  and  Children 

Progress  of  Getty-Scott,  Limited,  Gait,  Ont,  has  been  Continuous  and  Rapid— Com- 
bined Output  of  Two  Large  Factories  Now  2500  Pairs  a  Day— Mr.  F.  S. 
Scott,  President,  is  Prominent  in  Industrial  Circles  and  also  has 
had  a  Notable  Political  Career 


SOMEWHERE  in  the  neighborhood  of  twenty- 
three  years  ago  E.  J.  Getty  rented  a  couple  of 
rooms  in  Gait,  Ont.,  and  started  to  manufac- 
ture shoes.  A  couple  of  years  afterwards  he 
and  Mr.  F.  S.  Scott  got  together  and  formed  a  part- 
nership, acquiring  at  the  .same  time  a  small  frame 
l)lant  at  one  end  of  the  town.  A  certain  wise  man 
once  defined  success  as  "finding  out  what  the  world 
wanted  and  supplying  it  in  a  style  better  than  others 
had  done  before."  Getty  &  Scott  evidently  knew  the 
secret,  whatever  it  is,  for  it  was  only  a  very  short 
time  until  their  business  had  outgrown  the  little  frame 
factory  and  it  was  necessary  to  move  to  larger  premises 
on  what  is  now  the  site  of  their  No.  1  factory  at  109 
North  Water  street. 

The  whole  factory,  at  that  time,  covered  little  more 
space  than  is  now  occupied  by  the  general  offices  of 
the  company.  Power  was  derived  from  a  little  30 
"dog-power"  sterm  engine  situated  at  a  point  that 
now  is  practically  the  entrance  to  the  plant  and  the 
modern  methods  of  today  were  in  their  infancy.  The 
progress  of  the  firm  ever  since  that  time  has  been 
continuous  and  rapid.  The  visitor  to  that  plant  as 
it  strnds  to-day  is  shown  the  factory  extensions,  step 
by  step,  from  the  small  building  that  was  occupied 
originally,  to  the  extensive  premises,  covering  over 
50,000  square  feet  of  floor  space,  that  now  houses 
such  a  thriving  industry.  These  extensions  can  be 
clearly  seen  in  the  accompanying  photograph  of  the 
No.  1  factory.  The  origin.-d  building  comprised  only 
the  corner  in  the  foreground,  or  that  part  extending 
half  way  across  the  front  and  half  way  down  the  side 
of  the  two  story  structure.  The  next  extension 
doubled  the  width  of  the  building  and  the  third  exten- 
sion doubled  the  length  of  the  original  building.  With 
each  enlargement  the  coini)any  felt  that  they  would 

*The   sixth   of   a   series   describinK   proniintnt    Canadian  -  shoe  fac- 
tories and  tanneries.  i 


surely  have  enough  space  to  cope  with  al!  the  re- 
quirements but,  as  time  went  on,  it  was  found 
necessary  to  build  the  large  four-story  factory  addition 
shown  rt  the  rear  of  the  picture. 

Second  Factory  Found  Necessary 

In  time  this  extension  also  l)ecaine  congested  and, 
a  large  three-story  building  being  available  a  few 
hundred  feet  awry,  it  was  decided  to  lease  it  and 
occupy  the  two  u])per  floors,  renting  the  ground  floor. 
The  building  was  taken  over  in  April,  1919,  but,  on 


No.  2  factory  of  Getty  &  Scott,  acquired  in  April.  1919 

second  consideration,  it  was  decided  to  lei  the  ground 
floor  go  empty  for  a  few  months  as  the  prospects  for 
even  greater  expansion  were  \-ery  promising.  The 
wisdom  of  this  course  is  now  ex  ident  and  the  ground 
Hoor  is  being  fitted  up  and  will  shortl}-  ])e  in  oi)eration 
as  a  i)art  of  the  (ietty-Scotl  pl;;iil.  This  No.  2  factory 
has  about  15,000  feet  of  floor  space  which,  added  to 


that  of  the  main  j)lant,  gixcs  a  total  of  65,000  s(|uare 
feet. 

Shoes  for  Women  and  Children  Only 

The  company  confine  themselves  exclnsively  to 
shoes  for  women  ;  nd  children  in  welts,  McKays  and 
turns.  No.  1  factory  has  a  capacity  of  1500  ])airs  a  day 
and  No.  2  factory,  which  is  devoted  entirely  to  child- 
ren's turn  shoes,  has  a  ca])acity  of  1,000  p;  irs  a  da\-. 
In  the  sample  room  in  the  main  factory  there  are  635 
lines  on  d'splay — a  range  that  enables  the  firm  to 
meet  every  reciuiremcnt  in  fine  fcjotwcar  for  women 
and  children. 

Retrilers  all  over  the  Dominion  are  quite  familiar 
with  the  "Classic"  brand.  This  name  was  adopted 
about  15  years  ago  and  at  that  time  was  applied  only 
to  children's  shoes.  These  shoes  became  so  popular 
throughout  the  country  thrt  women  commenced 
asking  why  there  were  not  "Classic"  shoes  for  them- 
selves as  well  as  their  children.  So  insistent  was  thi,s 
demand  that  the  Getty-Scott  peoi^le  decided  to  market 
their  entire  output  with  the  "Classic"  brand  and  so 
the  fame  of  the  name  was  further  perpetuated. 

Nature  Tread  Lasts  for  Children 

A  sh(jrt  time  ago,  in  res])onse  to  the  growing 
development  (;f  nature-tread  shoes  for  children,  the 
comi)any  added  the  "Classic  Tru-Trod"  and  "Classic 
I''oot  Trainer"  lines.  These  lasts  are  as  near  to 
nature  as  it  is  ])(jssible  to  get  rnd  are  in  large  demand 
in  all  ])arts  of  the  Donrnioii.  The  higher  grade  lines 
in  women's  turns  and  wells  l)ear  the  name  of  "Classic 
1  )e  Luxe"  and  it  is  a  generally  exjjressed  oi)inion 
that  these  shoes  are  the  e(|ual  of  ;  n}-  that  can  be 
imported. 

The  Employees 

The  company's  pay-roll  averages  about  500  em- 
l^loyces — all  well  jiaid  and  treated  with  every  con- 
sideration. Modern,  sanitary  toilet  conveniences  rre 
situated  on  each  floor  and  a  well-e(|ui])ped  rest-room 
is  pro\''dcd  for  female  cnijjliAces  who  ma\'  become 
indis|)osed  while  al  work  and  for  use  during  lunch 
\\<)ur. 

There  is  no  confusion  in  ihc  (ietty-Scoll  ])lant 
while,  at  the  same  time  there  is  ;  n  air  of  intense 
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activity.  Ivverything  moves  along  in  orderly  routine 
from  the  cutting  to  the  .shipi)ing  room.  If  the  produc- 
ti(jn  in  any  one  department  is  delayed  the  working 
strength  of  that  de])artment  is  reinforced  so  that  it 
may  catch  uj)  to  the  schedule. 

In  the  manufacture  of  shoes  each  men  is  a  special- 
ist in  his  own  line.  As  you  walk  through  the  plant 
you  will  see  certain  men  doing  nothing  but  cutting 
soles  ;  others  doing  nothing  but  lasting  ;  others  scouring 
bottoms,  and  so  on.  It  wnll  be  readily  seen,  therefore, 
that  the  men  in  each  department  become  highly  skilled 
at  their  machines  and  it  is,  of  course,  essential  that 
all  departments  keep  pace  with  each  other  so  as  to 
avoid  a  tie-up  at  any  one  operation  and  consequent 
disorganize  tion . 

The  entire  factory  is  protected  by  an  automatic 
sprinkler  system,  the  water  being  pumped  to  a  large 
overhead  tank.  Absolutely  ]nire  water  is  secured 
from  an  artesian  well  situated  on  the  company's  prop- 
erty. There  are  a  large  number  of  these  wells  in 
and  around  Gait  at  surprisingly  shallow^  depth,  rn 
abundant  supply  being  secured  by  the  Getty-Scott 
company  at  60  feet.  A  new  pump  has  recently  been 
installed  to  meet  the  increased  demand  in  the  plant 
and  sanitary  drinking  fountains  are  plentifully  supplied 
throughout  the  factory. 

Hydro-electric  Power  Used 

The  motive  i)ower  throughout  the  plant  is  alto- 
gether electric,  the  current  being  secured  from  the 
lines  of  the  local  Hydro-electric  Power  Commission. 
About  160  horse-power  is  required  and  underground 
wiring  was  recently  installed  as  an  improvement  to 
the  old  overhead  system.  The  current  sui)ply  to  each 
part  of  the  factory  is  controlled  from  a  central  switch- 
board room  in  which  is  situated  a  Westinghouse 
switching  panel  and  indicating  instruments. 

The  plant  is  heated  by  a  300  h.p.  Goldie-McCul- 
loch  boiler  and  another  of  equal  crpacity  is  held  in 
reserxe. 

An  up-to-date  machine  shop  is  maintained, 
e(|uip])e(l  with  forge,  drill,  lathe,  planer  and  so  on 
and  the  man  in  charge  of  things  mechrnical  about  the 
factory  is  Mr.  Wm.  Krusc.    Mr.  Kruse  superintends 
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all  changes  in  machinery  and  electrical  equipment 
and  it  is  said  that  he  has  yet  to  meet  a  factory  problem 
that  he  cannot  solve. 

Independent  Telephone  System 

An  automatic  telephone  system  takes  care  of  local 
calls  throughout  the  factory  End  is  giving  excellent 
satisfaction.  The  equipment  is  called  the  "FVesto- 
Phone"  and  was  installed  by  the  Canadian  Indei)endent 
Telephone  Company,  of  Toronto.  When  using  this 
telephone  all  that  is  necessary  to  do  is  to  indicate 
the  department  by  pressing-  buttons  on  a  dial  at  the 
bottom  of  each  telephone,  ring  the  bell  and  the  call 
is  made.  Any  department  may  be  called  indix  iduall}' 
or  general  call  may  be  circulated  throughout  the 
plant  for  any  executive  whose  exact  location  is  not 
known.  That  is,  suppose  there  is  an  urgent  call  in 
the  office  for  the  superintendent,  whose  whereabouts 
are  not  known.  A  certain  pre-determined  call — three 
rings  for  exami)le — is  given  on  every  telephone. 
The  superintendent  immediately  recognizes  his  call 
and  answers  the  telephone  nearest  to  him. 

In  addition  to  the  independent  system  there  is, 
of  course,  the  regular  Bell  Telephone  Conipany's 
switchboard  in  the  main  office  connecting'  with  all 
executive  offices. 

The  Main  Office 

In  entering  the  main  office  at  the  (ietty-Sccjtt  plant 
the  visitor  is  immediately  impressed  by  its  spick  and 
span  appearance.  Everything  is  thoroughly  modern 
rnd  labor-saving'  devices  are  everywhere  in  evidence. 
Furthermore,  it  seems  to  be  the  business  of  everyone 
in  the  Getty-Scott  organization  to  be  courteous.  You 
find  this  spirit  right  through — from  the  lady  who 
presides  at  the  information  desk  all  the  way  up  to 
the  president  of  the  company. 

Manufacturing  Processes 

The  process  of  manufacturing  shoes  of  all  kinds 
is  fairly  well  standardized — thr.t  is,  the  machines  used 
for  a  particular  purpose  are  much  the  same  in  one 
factory  as  another.  In  some  of  the  plants,  however, 
there  will  be  found  machines  that  are  more  modern 
or  machines  that  are  designed  to  do  mechanicallv 


the  work  that  is  sometimes  done  by  manual  lalxir 
consuming  very  much  more  time.  l'\>r  instance,  in 
the  Getty-Scott  i)]ant  one  machine  is  a  sole-grader 
that  automatically  grades  soles  and  stamjjs  the  gruge 
on  them  as  qu-ckly  as  they  can  be  fed  into  it.  This 
labor-saving  device  gauges  all  thicknesses  of  leather 
in  half  sizes  and  the  young  mm  who  o])erates  it  has 
only  to  glance  at  the  number  stamped  (jn  the  sole  and 
place  it  in  the  proper  rack. 

Progressive  factories  take  ad\  antage  of  all  of  these 
developments  in  shoeniaking  ecpiii)ment — it  is  neces- 
sary, ;  s  a  matter  of  fact,  in  order  that  production  costs, 
and  subsequent  cost  to  the  retailer,  be  kept  at  the 
lowest  ])oss'ble  level.  Practically  all  the  machinery 
used  in  the  Cietty-Scott  plant  is  snpjjlied  by  the  L'nited 
-Shoe  Machinery  Compan}-  and  is  of  the  \ery  latest 
type. 

Use  Only  the  Best  Materials 

The  company  hrve  always  adhered  to  the  policy 
of  making  shoes  as  good  as  they  can  j)ossibly  be  made. 
There  are  no  substitutes  or  make-shifts  employed  that 
are  liable  to  escai)e  the  notice  of  the  retailer  but 
become  apparent  to  the  customer  after  a  slTort  -pe«-od 
of  wear.  They  use  solid  leather  counters  and  box 
toes  and  the  findings  used  are  the  best  that  can  be 
bought.  The  same  a])plies  to  sole  and  U])per  leathers 
—one  can  pick  up  a  Ijundle  of  cut  .soles  in  rny  part  of 
the  large  sole  leather  dei)artment  and  find  them  to 
])e  uniform  in  quality  and  of  the  verv  highest  grade. 
For  children's  shoes  hemlock  tannage  is  ])rinci])ally 
used  because  of  its  greater  flexibility  and  l)etter  wear- 
ing qurlities. 

A  large  quantity  of  shoes  are  made  of  patent  leather 
supplied  by  A.  R.  Clarke  &  Company,  Toronto,  and 
the  kid  and  calf  leathers  used  are  of  selected  high 
quality.  For  a'  special  rrnge  of  infant's  shoes  they 
use  leather  made  from  the  skins  of  prematurely  born 
kids.  This  leather  is  often  as  soft  and  pliable  as  a 
])icce  of  silk  and  the  shoes  made  from  it  are  in  great 
demrnd. 

Seven  Copies  Made  of  Each  Order 

When  orders  pass  through  the  general  offices  to 
the  factory  there  are  seven  co])ies  made.    This  is  done 
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The  upper  stitching  department. 
In  this  room  the  vamps,  quart- 
ers, back  straps,  linings,  fac- 
ings, top  bands,  eyelet  stays, 
eyelets,  and  so  on,  are  all 
brought  together  and  assembled 
preparatory  to  the  lasting  oper- 
ation. 
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Westinghouse  switchboard  used 
for  distribution  of  power  to 
various  parts  of  the  plant.  The 
equipment  in  the  background 
is  the  Presto-Phone  automatic 
telephone  system,  and  storage 
batteries,  used  for  local  calls 
throughout    the  factory. 


on  a  .special  machine  wliicli  ha.s  a  slalc  1)asc  .so  that 
tlie  impre,s.sioii  can  be  cle;  rly  made  on  all  copies. 
The  purpose  of  these  duplicate  orders  is  so  that  a 
copy  can  be  sent  along"  to  each  de])artment — one  for 
the  sole  leather  room,  one  for  the  u])per  cutting 
department,  one  for  the  linings  and  so  on.  The  idea 
of  til's  is,  of  course,  that  all  departments  mry  complete 
their  iiart  of  the  order  and  have  it  ready  at  the  proper 
time  for  assembling.  All  parts  of  the  upper,  for 
instance,  with  the  exception  of  box  toes  and  counters, 
are  assembled  in  the  upper  stitching"  room  and  when 
these  parts  rre  put  together  and  sent  on  to  the  sole 
room  the  remaining"  parts  of  the  shoes  must  be  ready 
to  go  on  with.  Without  a  perfect  system  of  assemb- 
ling the  shoes  in  this  way  there  could  be  no  quick 
progress  of  an  order  through  the  factory.  Rather, 
we  should  find  things  in  a  very  bad  jumble  indeed 
and  it  will  readily  be  seen  thet  a  large  factory  turning 
out  2500  pairs  a  day  is  an  organization  requiring  very 
skilful  management. 

Sole  Leather  Department 

In  the  sole  leather  department  the  leather  is  stamped 
out  on  Irrge  machines  with  steel  dies  and  in  this 
department  also  the  cut  soles  are  rounded  to  special 
])atterns,  channelled,  tempered  and  so  on.  All  soles 
are  cut  to  as  nearly  the  correct  size  as  is  possible,  a 
feature  th;  t  is  particularl)'  important  on  McKays  and 
turns.  This  is  done  ])y  using  a  wooden  pattern  and 
passing  the  sole  leather  and  the  wood  lilock  through 
a  machine  which  shaves  oif  the  surplus  leather  very 
(|uickly. 

Upper  Cutting 

'l  lu-  upper  portion  of  the  shoe  commences  its 
career  on  the  to])  floor  of  the  factory.  .\  copy  of  the 
order  is  given  to  the  mm  in  charge  of  the  leather 
storeroom  who  calculates  the  amount  of  leather 
necess.'iry  for  the  order  and  ])asses  it  out  to  ihc  cutting 
room.  This  man  's  a  good  judge  of  (|uantilics  and  if 
a  cutter  comes  Ijack  and  asks  for  more  leather  he  must 
show  why  he  did  not  get  enough  out  <if  the  first 
r  llotmenl . 

Upper  leather  is  almost  eiilirel)  cut  by  hand.  There 


are  few  clicking  machines  used  for  cutting  the  upjjers 
on  children's  shoes  where  the  styles  are  fairly  well 
sta])le  but  the  difficulty  in  cutting  women's  shoes  on 
clicking  machines  is  the  cost  of  steel  dies.  In  cutting 
them  by  hand  it  is  necessary  first  to  provide  a  set  of 
flat  metal  patterns  and  the  cutters  hy  these  on  the 
leather  and  go  around  them  with  a  sharp  knife.  They 
change  the  pattern  of  course  to  suit  the  shape  of  the 
leather — otherwise  there  would  be  a  great  waste  end 
the  skin  would  not  cut  to  good  advantage.  For  ex- 
ample, the  cutter  may  take  out  a  vamp  and  then  see 
that  his  next  best  cut  will  be  a  quarter,  or  perhaps  a 
small  ])attern  and  they  work  through  the  skin  in 
this  way  so  that  the  whole  surface  is  utilized. 

Perforating  and  Skiving 

If  the  order  calls  for  perforr.tions  the  pattern  is 
marked  on  the  leather  and  the  holes  punched  on 
special  perforating  machines.  These  machines  cut 
each  hole  individually,  the  work  being  carried  through 
the  machine  just  like  an  ordinary  stitching  machine. 
To  make  the  perforations  waterproof — in  a  rainstorm, 
for  instance — a  strip  of  waterproof  fabric  is  pasted  on 
the  inside  of  the  leather.  Then  too  the  edges  of  the 
leather  have  to  be  skived,  cemented  and  folded  in. 

It  often  happens  that  there  are  variations  in  color 
in  a  single  shi])ment  of  lerther — or  even  in  a  single 
skin.  Part  of  the  skin  may  have  been  of  a  closer  tex- 
ture and  so  did  not  absorb  the  dye  to  the  same  extent 
as  a  softer  portion.  It  is  necessary,  therefore,  to  num- 
ber the  various  parts  as  they  are  cut  so  that  when  the 
.shoes  rre  assembled  there  will  not  be  two  dififerent 
shades  of  leather  in  a  shoe,  or  two  dififerent  shades 
in  the  pair. 

The  linings  are  also  cut  in  the  upper  leather  room 
and  all  of  the  parts — vamps,  quarters,  trimmings — 
are  sent  on  to  the  stitching  room. 

Upper  Stitching 

In  this  department  the  u])pers  and  linings  rre  as- 
scinMed,  pasted  where  necessary  and  stitched.  This 
inrlndes  the  vain])s,  (|narters,  back  straps,  linings, 
facings,  top  bands,  eyelet  stays  and  so  on.     In  the 
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A  portion  of  the  sole  leather 
room  in  the  basement  of  the 
Getty-Scott  plant.  In  this  de- 
partment the  soles  are  cut. 
rounded,  channelled,  tempered, 
and  so  on.  and  placed  in  box- 
es, a'.ong  with  the  counters, 
and  sent  to  the  making  room. 
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linings,  at  the  backseam,  a  reinforcing  tape  is  in- 
serted to  add  strength.  This  is  stitched  on  a  special 
machine  which  feeds  the  tape  and  inserts  three  rows 
of  stitching  all  in  the  one  operation.  This  machine  is 
another  example  of  modern,  labor-saving  shoe  ma- 
chinery. 

When  the  uppers  are  completely  assembled  and 
stitched  by  the  various  operators,  each  using  a  ma- 
chine particularly  adapted  to  a  certain  operation,  they 
are  laced  preparatory  to  lasting.  The  machine  that 
does  this  work  is  also  a  very  clever  invention.  Con- 
sider the  time  it  would  take  to  lace  and  tie  everv 
upper  by  hand ;  then  imagine,  if  you  have  never  been 
through  a  shoe  factory,  a  machine  that  automatically 
laces  the  uppers,  ties  the  string  and  cuts  it — all  in  a 
second. 

Where  the  uppers  are  of  a  delicate  color  they  are 


protected  by  a  covering,  sewn  on  previous  to  lasting, ' 
and  remaining  in  place  until  the  f^nal  lasting  and  tree- 
ing operation. 

The  Lasting  Department 

As  previously  mentioned,  the  Getty-Scott  Com- 
pany produce  McKays,  welts  and  turns  and  it  may 
be  said  that  there  are  few  Canadian  factories  making 
as  many  turns  as  they  do.  The  McKay  proce  s  is  a 
method  named  after  one  of  the  inventors.  The  upper 
is  lasted  over  an  insole;  the  last  then  removed  and  the 
outsole  sewed  on  bv  a  thread  which  goes  straight 
through  from  the  outside,  catching  the  upper  and  in- 
sole with  the  seam  showing  on  the  inside.  The  out- 
sole,  having  first  been  channelled,  is  pasted  back  over 
the  outside  seam  after  sewing  so  that  it  does  not  show 
at  all  oh  the  bottom,  and  a  sock  lining  covers  the 
stitching  on  the  inside  of  the  shoe.    An  advantage  of 


A  portion  of  the  making  room 
in  the  Getty-Scott  plant.  The 
motors  for  the  machinery  in 
all  of  the  departments  are  so 
arranged  that  one  side  of  the 
room  can  be  operated  independ- 
ent of  the  other  side — a  useful 
feature  in  case  part  of  a  de- 
partment is  required  to  work 
overtime. 
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A  portion  of  the  lasting  depart- 
ment. The  special  machines 
used  in  this  department  are 
very  ingenious  and  were  de- 
veloped   at    enormous  expense. 


the  McKay  is  tliat  it  is  next  in  ile.xiUilit}-  and  line  ap- 
pearance t(^  tlie  tnrn  shoe  and  the  cost  is  less  than 
that  of  a  (lood}"ear  welt  shoe. 

Process  of  Manufacture 

In  the  making-  of  McKays  the  operator  who  first 
receives  the  upi)ers  from  the  stitching  department 
places  them  over  the  proper  lasts,  inserts  the  counter 
and  tacks  on  the  insole,  'i'he  bottoms  of  the  lasts  are 
of  metal  and  contain  two  small  holes  through  to  the 
wood  for  attaching  the  insole.  The  shoes  are  now 
ready  for  the  pulling-over  machine,  at  which  opera- 
tion the  box  toe  is  also  inserted.  After  the  box  toe 
is  placed  the  toe  is  pulled  over  on  Niggerhead  lasting- 
machines  which  pull  the  ler.ther  around  the  last  and 
automatically  tack  it  to  the  insole.  The  next  oi)er- 
ation  is  performed  on  the  flat  bed  lasting  machine 
which  is  just  a  continuation  of  the  work  started  by 
the  Niggerhead  machine.  This  lasting  equipment,  by 
the  way,  is  among  the  most  ingenious  ever  invented 
for  any  industry.  The  flat  bed  laster  seizes  the  leather 
and  pulls  it  well  down  over  the  sole  of  the  last  and 
while  held  in  that  position  it  is  tacked  by  the  oper- 
ator who  uses  a  handy"  little  instrument  which  auto- 
maticj:lly  feeds  the  tacks  as  fast  as  they  can  be  driven. 

The  .shoes  are  then  allowed  to  remain  on  the  lasts 
for  a  certain  length  of  time  so  that  they  will  become 
set  t<j  the  ])roper  shape.  'J1ien  the  outsoles,  which 
have  been  prei)ared  and  tempered  as  outlined  pre- 
viously, are  tacked  on,  the  lasts  ])ulled  rnd  the  soles 
stitched  on  the  McKay  stitcher  which  works  from  the 
outside  and  sews  through  to  the  inside  of  the  shoe. 
The  lip  of  leather  that  has  been  laid  back  for  the  chan- 
nel is  then  cemented  and  rubbed  back  into  ])lace  on 
a  revolving,  corrugated  wheel. 

l"\)llowing-  this  the  shoes  go  to  levelling  m;  chines 
which  lake  ibc  place  of  the  old-time  shoemaker's 
hammer.  The  shoe  is  jjlaced  oxer  a  solid  metal  last 
and  the  sole,  after  ])ciiig  wetted,  is  ])resse(l  out  under 
great  pressure.  .Xnolher  cleN-er  inachiiie  nninds  the 
l)ottoms  with  re\-ol\ing  rollers. 

The  Goodyear  Welt  Process 
l-lxcejjt  where  extreme  lightness  and  flexibility  are 
desired,  the  welt  process  is  generally  considered  to  be 


the  highest  type  of  shoemaking.  The  lasting  process 
is  practically  the  same  as  for  McKays.  An  insole  with 
a  channel  and  lip  cut  around,  not  far  from  the  edge, 
is  tacked  to  the  last  with  the  channel  side  out  and  the 
shoe  is  lasted.  The  surplus  upper  leather  is  then 
trimmed  away  and  the  welt  sewn  on  to  the  upper  an9 
insole  at  one  operation.  The  welt  is  a  narrow  strip 
of  leather  to  which  the  outsole  is  attached  with  the 
stitching  showing  on  the  sole  extension — different  to 
the  McKay  i)rocess  in  which  the  sewing  is  entirely  on 
the  inside  of  the  shoe.  In  a  Avelt  shoe  there  is  no 
stitching-  whatever  on  the  inside  of  the  shoe.  When 
the  welt  is  attached  it  involves  catching  together  in 
one  seam  the  welt,  the  upper  and  the  lip  that  has  been 
turned  up  in  the  bottom  of  the  insole. 

The  shank  is  then  inserted  and  the  space  in  the 
middle  of  the  sole  filled  up  with  cork  composition 
filler  which  levels  up  the  bottom  of  the  shoe  ready  for 
the  application  of  the  outsole.  The  outsoles  are  tacked 
on  and  then  sewed  on  Goodyear  stitching  machines, 
which  are  entirely  dififerent  to  the  McKay  sewing  ma- 
chines. 

Turn  Shoes 

The  finest  grades  of  footwear — that  is  footwear 
built  for  style  and  flexibility  rather  than  wear — in- 
fants' shoes  and  many  lines  of  slippers — are  made  by 
the  "turn"  process.  Briefly  a  turn  has  the  upper 
stitched  directly  to  the  sole  wrong  side  out,  the  shoe 
then  being  "turned"  right  side  out,  the  process  giving 
it  the  name.  The  soles  naturally  must  be  of  thi-n,  flex- 
ible quality.  In  making,  the  sole  is  fastened  to  the 
last  and  the  u|)])er  is  lasted  over  it.  wrong  side  out  and 
stitched  through,  the  threads  catching  in  a  channel  or 
shoulder  cut  in  the  edge  of  the  sole. 

Turning  the  shoes  requires  very  .skilful  operators 
r.iid  there  is  considerable  muscular  exertion  involved. 
They  are  then  re-lasted  right  side  out  and  ])Ut  through 
the  heeling  and  finishing  processes. 

The  Heeling  Department 

There  are  many  types  of  heels  used,  according  to 
the  type  of  shoes.  On  fine  dress  shoes  the  heel  is 
either  wood,  which  is  purchased  all  ready  made,  or 
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leather,  which  is  for  the  most  part  made  up  in  the  slioe 
factor}-,  ilie  wood  heels  rre  the  most  expensive,  the 
leather  heels  being  cheaper  for  the  reason  that  they 
are,  strictly  speaking,  not  leather.  The  high  "leather"' 
heels  are  built  in  three  sections — the  top  deck,  base 
and  top  piece  and  the  top  deck  and  base  are  con- 
structed of  what  is  known  as  "leatherboard"  and  the 
only  leather  used  is  the  top  piece  which  is  the  wearnig 
surface.  This  makes  a  much  chea])er  heel  and  one  that 
is  just  as  satisfactory  as  if  constructed  of  solid  leather, 
for  there  is  no  wear  on  the  top  deck  and  base — the\ 
r.re  just  there  to  fill  in  the  s{)ace,  so  to  speak. 

Special  machines  are  used  for  attaching  the  three 
sections  under  great  pressure  and  each  portion  is 
thoroughly  cemented  before  being  nailed.  All  the 
nails  are  driven  in  one  operation — that  is,  all  the  nails 
in  each  section.  The  heel  ;:t  this  stage  is  a  very 
rough  looking  object — unshapely  and  jjossessing  none 
of  the  beauty  it  afterwards  develops  in  the  hands  of 
the  trimmers. 

It  may  be  noted  that  leather  heels  are  attached 
from  the  outside  whereas  wood  heels  are  fastened  from 
the  inside  of  the  shoe.  Before  the  wood  heels  rre  put 
on  their  position  is  marked  on  the  heel  seat  and,  as 
the  heel  is  made  concave  the  heel  seat  must  be  con- 
vexed  to  fit.  It  is  then  cemented  and  clamped  into 
])lace  and  afterwards  fastened  in  place. 

The  Getty-Scott  Company  ;  re  putting  through  a 
large  niunber  of  shoes  made  with  the  Baby  Louis  heel. 
These  are  principally  oxfords  and  ])umps  for  which 
there  will  be  a  big  demand  next  si)ring  and  summer. 
The  Baby  Louis,  as  the  name  implies,  is  made  after 
the  same  shape  as  the  full  Louis  but  very  much  lower. 

Finishing  Soles  and  Heels 

Shoes  with  leather  heels  are  turned  over  to  the  heel 
and  breast '  trimmers  where  they  are  trimmed  to  the 
proper  shape  on  machines  which  are  set  to  turn  out  the 
proper  shape,  something  after  the  manner  of  a  wood- 
turning  lathe.  Then  thev  are  srnded  and  dved  and 
filled. 

Following  this  there  are  the  various  operations  such 
as  edge  setting,  coloring,  waxing  and  so  on. 

The  bottom  of  some  of  the  soles  are  sanded  on 


what  is  known  as  the  Naumkeag  machine.  The  sr.nd- 
ing  surface  consists  of  a  rubber  pad,  covered  with 
emery  and  ke])t  infialed  with,  constantly  circulating 
air.  This  air  circulaticMi  not  only  keeps  the  sanding 
surfrce  cool,  thus  pre\enting  any  danger  of  burning 
but  also  providing  a- yielding  surface  which  is  neces- 
sary in  sanding  the  shank. 

The  finish  of  a  good  shoe  may  often  be  marred  by 
an  imperfectly  finished  bottom  and  the  landing, 
bleaching  and  waxing  of  the  bottoms  is  an  importr  nt 
operation.  From  this  ])oint  cm  the  shoes  are  all  laid 
on  their  sides  on  the  racks. 

Treeing  Department 

The  final  operation  is  the  treeing  and  ironing  out 
of  the  uppers.  In  this  dei)r-rtment  the  shoes  are 
I)laced  over  Miller  treeing  machines  wdiich  have  an 
expansion  leg  to  fit  all  sizes  of  shoes  and  the  opera- 
tors iron  out  all  wrinkles,  clean  oft"  any  spots  which 
may  have  got  on  the  shoes  and  also  remove  the  pro- 
tective covering  on  delicately  colored  tops.  Follow- 
ing this  the  shoes  are  inspected  and  anything  that  has 
escaped  the  attention  of  the  operators  in  the  treeing 
room  is  then  put  right. 

The  shoes  are  then  wrapped  in  tissue  and  packed 
in  cartons  which  have  been  stamped  with  the  pro])er 
numbers,  and  sent  along  to  the  warehouse  ready  for 
shipment. 

The  Shipping  Department 

"Classic"  shoes  rre  packed  in  fibre  containers  for 
domestic  shipment  and  in  wooden  boxes  for  export. 
The  fibre  cases  come  in  d'ft'erent  sizes  to  fit  different 
size  cartons  and  each  carton  is  so  sealed  that  the  cus- 
tomer can  detect  immediately  whether  or  not  the  shij)- 
ment  has  been  tampered  with.  Also  the  number  and 
sizes  of  shoes  in  each  case  is  nurked  on  the  outside 
so  that  the  retailer  knows  what  stock  he  has  in  re- 
serve without  opening  the  cases. 

The  detty-Scott  ])eople  are  l)uilding  up  a  large  ex- 
port business  Init  this  trade  is  secondary  to  the  do- 
mestic demand.  The  orders  of  Canadian  retrilers  are 
given  entire  precedence  over  foreign  orders. 

The  export  orders  are  shipped  in  wood  boxes  and 


A  portion  of  the  treeing  de- 
partment. Here  the  shoes  are 
put  on  Miller  treeing  machines, 
which  have  an  expansion  foot 
to  fit  all  sizes  of  shoes,  and  all 
spots  or  marks  are  carefully 
cleaned  off  and  the  uppers 
ironed    free    from  wrinkles. 


bound  with  metal  strips  to  iircnciU  tlu'ft.  'I'lu-  metal 
strii)ping  is  put  on  with  an  ingenious  little  machine 
which  takes  hold  of  both  ends  of  the  strapping  and 
holds  them  tight  while  a  clamp  is  attrched. 

Stationery  &  Supply  Departments 

A  "commissary"  department  contains  the  reserve 
stock  of  shoe  machinery  parts  and  supplies  of  all  kinds 
such  as  sandpaper,  stains,  cements,  threr.d,  needles 
and  so  on,  and  a  stationery  department  contains  large 
quantities  of  the  special  forms  and  so  on  used  through- 
out the  factory  and  generr.l  ofifices.  Both  of  these  de- 
partments are  in  charge  of  special  men  who  issue  noth- 
ing without  a  proper  requisition. 

A  special  room  is  being  fitted  up  for  the  accom- 
modation of  the  travellers  and  their  sample  cases. 

Careful  Record  of  Each  Order 

The  compr.ny  keep  an  accurate  record  of  every 
order  that  goes  through  the  factory.  The  seven  du- 
])licate  order  cards  contain  information  that  enables 
them  to  see  at  a  glance  every  employee  who  has 
worked  (jn  the  .shoes.  Thus,  if  there  is  any  favilt  in 
the  construction  of  a  shoe  the  matter  cm  be  traced 
right  back  to  the  man  responsible.  For  example,  an 
o])erator  in  the  stitching  room  may  find  the  various 
parts  do  not  fit  properly  when  assembled  and  the  order 
is  traced  back  to  the  cutter  who  must  give  an  account 
ing  of  the  error.  Then  :  gain  an  ojjerator  working  on 
turn  shoes  may  lind  a  defect  in  the  sewing  after  he 
has  turned  the  shoe.  This  is  traced  back  to  the  man 
who  sewed  the  sole  or  whoever  else  was  responsible 
for  the-  mistake. 

The  Salvage  Department 

The  system  of  ins])ection  in  every  de|)artnient  in 
the  plant  is  so  clfcctiNc  that  tlu-rc  is  alxmt  one  chrnce 
in  ri  thousand  of  any  im])erfect  shoe  getting  through 
to  ihc  retailer.  When  an  imperfection  is  disc(jvered 
in  an\-  de])artm(  nt  the  shoe  in  question  is  not  allowed 
lo  ])rocec(l  but  is  rcnio\'C(l  fi-oni  the  order  and  sent  to 
a  special  '%al\agc"  (le|);  rlnicnl   where    the  defective 


])art  is  removed  and  a  new  j)iece  ]jut  in,  or  else  the 
shoe  is  duplicated  entirely. 

The  careful  watch  that  is  kept  on  every  order  and 
the  .system  of  tracing  back  mistakes  in  this  way  pro- 
motes crrefulness  on  the  part  of  the  employees  because 
it  is  a  general  rule  in  shoe  factories  to  penalize  the 
operatives  for  carelessness  and  it  will  readily  be  seen 
that  a  mistake  cannot  travel  very  far  without  de- 
tection. 

The  Personnel 

Mr.  Frank  Stewart  Scott,  president  of  the  comprny, 
is  also  president  of  Scott-Chamberlain,  Limited,  Lon- 
don, Ont.,  who  manufacture  the  "Astoria"  shoe  for 
men  ;  president  of  the  Canadian  Shoe  Manufacturers' 
Association ;  president  of  the  Crown  Hat  Company : 
vice-president  of  the  Crnadian  Brass  Company  and  a 
director  of  the  Gait  Reporter  Company.  He  was  born 
in  Gait  and  educated  at  the  Gait  Collegiate  Institute. 
Previous  to  forming  the  partner.ship  with  Mr.  E.  J. 
Gettv  he  was  with  the  Gait  Knitting  Company — from 
1897' to  1899.  In  1912  he  acquired  Mr.  Getty's  inter- 
est in  the  business,  Mr.  Getty  retiring  completely 
from  the  Getty-Scott  organization. 

Mr.  Scott's  politicrl  career  has  also  been  note- 
worthy. In  1907  and  1908  he  served  in  the  capacity  of 
alderman  in  Gait;  was  Reeve  in  1909  to  1911  and 
Mayor  1912  and  1913,  all  of  these  elections  being  by 
reclamation.  In  1914  he  was  elected  to  the  House 
of  Commons  for  South  Waterloo — also  by  acclama- 
tion— and  was  sakl  to  be  the  youngest  member  in  the 
House. 

The  Sales  Manager 

Mr.  W.  G.  Frllen  is  sales  and  advertising  manager 
of  the  Getty-Scott  Company  and  has  been  with  the 
firm  for  about  sixteen  years.  He  started  in  the  shoe 
business  as  a  salesman  for  Mr.  Mark  Mundy.  one  of 
the  leading  shoe  retrilers  in  Gait,  where  he  estab- 
lished (|uite  a  reputation  as  an  exj^ert  window  dresser. 
His  ne.xt  nio\ f  was  to  go  with  Getty  and  Scott  as  a 
traveller  and  from  the  }ear  1913  to  the  beginning  of 
1*)1')  he  covered  the  Western  Canada  territory.  At 


February,  1920 


I-'  O  O  T  \V  E  A  R    1  N    C  A  N  A  13  A 


73 


Mr.  W.  G.  Fallen,  Sales  and  Advertising 
Manager,  Getty-Scott,  Limited 


Mr.   F.   S.   Scott,   M.P.,  President, 
Getty-Scott,  Limited 


Mr.  J.  G.  Hoye,  Plant  Superintendent, 
Getty-Scott,  Limited 


the  Ijeginniiif^'  of  last  yerr  he  was  created  sales  and 
advertising  manager  and  also  superintends  style  se- 
lections for  the  firm.  Mr.  Fallen  is  a  consistent  visi- 
tor to,  all  the  leading  style  shows  and  has  legion  friends 
in  the  trade. 

The  Superintendent 

The  present  superintendent  of  tlie  plant  is  Mr.  J. 
G.  Hoye  who  jo*ned  the  firm  in  May,  1919.  Mr.  Hoye 
has  hrd  many  years'  experience  as  superintendent  in 
factories  manufacturing  high  grade  shoes  in  the  United 
States.  He  comes  of  a  shoemaking  family,  his  father 
being  a  well-known  shoeman.  Under  Mr.  Hoye's 
guidance  the  Getty-Scott  plant  moves  along  with  the 
precision  of  a  well-oiled  mr  chine  and  ])roduction  is 
kei)t  at  the  hig-hest  point. 

The  Gentlemen  of  the  Road 

The  "Classic"  shoes  are  shown  to  the  trade 
throughout  Canada  by  the  following  travellers: 

Mr.  D.  R.  Havvley — Ottawa  and  Montreal  ; 

Mr.  Wm.  Edwards — Toronto  ;nd  Hamilton; 

Mr.  D.  R.  Logan — Alberta  and  British  Columbia; 

Mr.  L.  S.  Walden — Saskatchewan  ; 

Mr.  W.  A.  MacDonald— Manitoba  ; 

Mr.  W.  E.  Young — Western  Ontario; 

Mr.  W.  A.  Kearney — Quebec  and  the  M;  ritime 
['r  vinces  ; 

Mr.  T.  A.  Cosford — Northern  and  h'-astern  ()ntario, 

and 

Mr.  F.  R.  Delafield— Northwest  Ontaro. 
Spring  and  Summer  Styles 

A  feature  of  the  '"Classic"'  line  h)V  1920  is  a  hand- 
some one-eyelet  tie,  which,  according  to  many  style 
authorities,  is  going  to  be  a  good  ])et  in  low  shoes 
for  s])ring  rnd  summer.  The  Brogue  Oxford  is  going 
to  ])e  another  strong  seller  and  Getty  &  Sctitt  make 
it  in  cocoa  l)rown,  i)atent  and  white  buck.  Low  shoes 
w'th  the  Bal)\-  Louis  heel  are  strong  in  ])oi)ularity  and 
orders  in  the  factory  now  l)ear  out  the  prediction  made 
last  fall  that  they  would  be  in  good  demnid.    If  the 


retailer  demands  extreme  novelties  (jetty  &  Scott  can 
supply  them.  For  example,  there  is  an  all  red  kid 
five-eyelet  oxford,  a  beautiful  high-cut  (jf  blue  kid  and 
another  novelty  line  is  made  with  patent  vamp  rnd 
shepherd's  plaid  cloth  cjuarter  in  all  sizes»and  styles 
from  the  baby  in  the  cradle  to  the  mother.  A  com- 
b'nation  high  cut  is  field  mouse  and  chestnut  brown 
and  two  striking  models  make  use  of  satin  uppers. 
One  is  of  chestnut  brown  kid  with  seal  browil  srtin 
upper  and  the  other  is  black  patent  with  black  satin 
upper.  There  is  a  complete  range  of  the  Tru  Trod 
and  Foot  Trainer  lines  on  nature  lasts  and  a  splendid 
showing  of  high  shoes  for  growing  girls. 


Canada's  Footwear  Production 

PARTICULARS  of  a  preliminary  surxey  of  the 
boot  and  shoe  industry  in  Canada  were  pul)- 
lished  in  our  last  issue.    The  following  table, 
however,  is  supi^lementary  and  itemizes  th'j 
l)roduction   of   shoes   which   totalled  $43,332,932  for 
the  calendar  year  191S: 

Men's  boots  and  .shoes  4,354,5S5  S17,(>4^),7<S9 
Boys' and  youths'  shoes    \J27J72  3,597,S52 

Women's  shoes   ?,JU^J^7  11,153,200 

Misses'  and  ch'ldren's 

shoes   2,413,7()S  4,()47,17S 

Men's  bovs  and  vouths 

sli])per.s   .  .    .     .  .    .  .       132,903  \7i<.27Z 

Women's  misses'  and 

children's  slippers  ..     1,214,541  1,S')3,()5S 
Infants'     shoes  and 

slipjiers   345,989  3^)*),97') 

Moccasins   315,328  SS3,S3(i 

All  other  (value  only)  \41<),723 

Construstion    and  re- 
pair work   10*), 37s 

.\  customer  ni  one  of  the  large  dow  ntow  n  Toronto 
.'lores  says  she  was  asked  40  cents  for  a  pair  of  grey 
laces.    She  did  not  buv  them. 
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The  Prize  Winners  in  Best  Window  Contest 


*"  I — ' — ■ — ' — ^-11  .  -ywyj/M 


First  prize  awarded  to  Mr.   Fred   R.    Foley,   of    Bowmanville.  Ont. 


The  photograi)hs  reproduced  herewith  are  the 
prize-winning  entries  in  our  "Best  Window"  contest 
which  closed  on  January  2.  This  contest  was  arranged 
with  a  view  to  encouraging  the  art  of  window  dress- 
ing among  shoe  retailers  and  also  having  in  mind  the 
value  of  the  interchange  of  good  merchandising  ideas. 
Four  prizes  were  offered  as  follows:  First,  $35.00; 
Second,  $20.00;  Third,  $10.00,  and  Fourth.  $5.00. 

The  photographs   were  judged   l)y   an  impartial 


Second  priz<i — Mr.  A,   L.  Wright,  Amherst  Boot  and  Shoe  Company 


committee  of  three — a  manufacturer,  a  jobber  and  a 
retailer.     These   were :    Mr.    F.  S.  Scott,  President- 
(Jetty-Scott,  Limited,  Gait,  Ont.;  Mr.  Davies,  of  the 
Blachford-Davies  Company,  Toronto,  and  Mr.  Warren 
T.  Fegan,  of  the  Big  88  Shoe  Store,  Toronto. 

First  Prize 

Mr.  P^red  R.  Foley,  of  Bowmanville,  Ont.,  carried 
off  the  first  prize  of  $35.  It  is  evident  that  these  two 
windows  of  Mr.  Foley's  inA^olved  a  con- 
siderable amount  of  effort,  and  it  is  al- 
so readily  apparent  that  the  photo- 
graph does  not  do  them  justice,  this 
latter  fact  being  taken  into  considera- 
tion by  the  judges.  In  the  men's  win- 
dow, at  the  right,  there  is  an  old-fash- 
ioned log  hut  with  glistening  snow- 
clad  roof.  Santa  Claus  is  in  the  chim- 
ney and  there  is  a  Christmas  tree 
springing  from  a  snowbank  beside  the 
hut.  The  floor  represented  a  snow 
effect  with  evergreen  twigs  sprinkled 
here  and  there  and  from  the  gate  post 
hung  a  card  reading  "A  Merrie  Chris- 
mas." 

In  the  window  displaying  gifts  for 
women  there  was  a  fireplace  at  one 
end  and  this  was  made  very  realistic 
with  an  electric  glow.  In  the  way  of 
further  ornameatation  there  was  a 
Christmas  scene  above  the  mantel  and 
a  floral  basket  on  a  pedestal.  The 
footwear  was  tastefully  displayed  on 
the  hardwood  floor  of  the  window  and 
decorated  here  and  there  with  holly, 
])oinsettia  and  Japanese  rope,  while 
show  cards  bore  timely  mottoes  such 
as  :  "Gifts  that  Bear  the  True  Ring  of 
h'ricndship" ;  "A  Thoughtful  Gift  is 
Valued  More  than  Gold";  "Gifts  that 
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Kindle  the  Flame  of 
Goodwill."  and  so  on. 

Second  Prize 

The  .second  prize 
was  carried  off  bv 
Mr.  A.  L.  Wright, 
manager  of  the  Retail 
Department  of  the 
A  m  h  e  r  s  t  Boot  and 
Shoe  Company.  Am- 
h  e  r  s  t  ,  N.  S'.  M  r  . 
W  r  i  g-  h  t  is  an  old- 
timer  at  the  window 
dressing  game,  many 
of  his  displays  having 
been  reproduced  in 
"Footwear"  d  ii  r  i  n  g 
the  past  few  years. 
This  present  window 
has  a  beaverboard 
background  in  French 
grey   Mellotone,  pan- 

nelled  with  green  bronze  moulding.  The  plush  drapes 
on  the  left  were  sapphire  blue,  and  on  the  right  Per- 
sian orange.  These  gave  a  very  rich  coloring  to  the 
display,  although  unfortunately  the  effect  is  lost  in 
the  photograph.  The  top  scenic  panel  is  a  hand-paint- 
ed oil  color  continuous  picture.  Adam  period  fixtures 
in  pale  gold  and  display  plateaux  with  glass  shelves 
were  used  for  displaying  the  footwear,  and  the  decor- 
ative lights  over  the  scenic  panel  had  ornamental 
shades  in  French  grey  crepe.  The  hosiery  form 
showed  silk  hosiery  in  wild  rose  color  and  (|uilted 
satin  baby  bootees  with  white  fur  trimmings  and 
sprays  of  pink  rosebuds  completed  the  display. 

Third  Prize 

Mr.  H.  F.  Mclnnis,  of  A.  Redden  &  Son,  Har- 
rington and  Sackville  Streets,  Halifax,  was  awarded 
the  third  prize.  Mr.  Mclnnis  believes  in  plain  win- 
dow's with  plenty  of  show  cards  to  help  make  them 
"talk."  The  cards  in  this  window  were  executed  by 
himself,  and  as  his  experience  at  this  sort  of  work 
dates  back  only  two  or  three  months,  the;  result  is 
very  creditable.  The  color  scheme  in  this  window- 
is  green,  red  and  white,  the  floor  being  tiled  with 
these  colors.  The  lower  show-cards  are  red  and  green 
lettering  on  white  background  and  the  upper  cards 
are  red  lettering  on  green  background,  the  holly  out- 
liiic  Ijeing  in  white. 


Third  Prize— Mr.   H.   F,   Mclnnis,  A.  W.   Redden  &   Son.  Halifax 


Fourth  Prize 

The  fourth  prize  window,  by  the  Cut  Price  Shoe 
Specialists,  Montreal,  also  loses  considerable  in  the 
photograph.  Generally  speaking,  this  type  of  win- 
dow is  not  as  good  as  those  displaying  a  smaller  num- 
ber of  shoes.  However,  there  was  plenty  of  \ariety 
for  the  Christmas  shopper  to  choose  from  and  a  good 
deal  of  attractive  decoration  that  was  lost  in  the  pho- 
tograph. 

Manufacturers  Will  Prepare  Memoranda 
on  the  Tariff  Question 

/"i  rH   a   view   to   preparing   evidence   t(j  be 
placed  before  the  promised  tariff'  commis- 
T  T       sion,  the  Shoe  Manufacturers'  Association 
of  Canada  have  asked  the  co-operation  of 
manufacturers  in  order  that  a  memorandum  on  the 
following  points  may  be  prepared  :— 

Comparative  prices  of  United  States  and  Canadian 
shoes ; 

Close  margin  of  profit ; 
Tariff  has  no  bearing  on  selling  price  ; 
To  guard  against  "dumping"    from    the  United 
States ; 

Canadian  consumer  is  not  suft'ering  by  export  busi- 
ness ;  and 

Canadian  business 
|M-ofit  war  taxes  are 
the  largest  in  the 
world. 

The  executix'c  com- 
mittee of  the  .\ssoci- 
ation  will  oppose  any 
reduction  on  the  tarill 
of  leather  shoes,  and 
the  memorandum  w  ill 
slu)w  reasons  why  the 
present  tariff  cannot 
be  equitably  reduced. 

The  particulars  are 
to  be  sent  to  mem- 
bers, who  will  i)re- 
parc  the  case  in  their 
rc-peclix  c  districts. 


Fourlh   Prize — Cut   Price   Shoe   Specialists,  Montreal 
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An  Ideal  Type  of  Shoe  Repair  Shop 

President  of  Toronto  Association  Keeps  His  Workshop 
Out  of  Sight— Shop  Tallc  for  the  Repairer 


IN  spite  of  continued  admonitions,    shoe  repairers 
will  trim  the  welt  too  close.    We  saw  a  pair  of 
repaired  shoes  the    other    day    wiith  the  welt 
trimmed  down  rig'ht  to  the  or-j^inal  stitching 
line  which  produced  a  very  poor  edge  finish.    It  was 
not  at  all  necessary  because  the  shoes  were  in  good 
condition. 

In  the  downtown  stores  in  the  larger  cities  they 
do  a  large  "while-you-wait"  business  and  one  cannot 
Init  help  noticing  how  they  hand  these  repaired  shoes 
I>ack  to  the  customer.  No  ef¥ort  whatever  is  made 
to  rub  off  the  uppers,  which  are  in  nine  cases  out 
of  ten  more  soiled  than  when  the  repairer  started  work. 
It  would  only  be  the  work  of  a  few  seconds  for  the 
finisher  to  pass  the  uppers  over  one  of  the  brushes 
and  at  least  remove  some  of  the  traces  of  repairing. 

In  the  average  shop  sufficient  care  is  not  taken 
in  finishing  top-lifts  on  French  heels.  The  edge 
seems  to  last  only  for  a  day  or  .so  and  then  becomes 
rough  and  unsightly.  There  is  going  to  be  more 
than  ever  of  this  business  during  the  coming  summer 
and  repairers  who  do  the  work  properly  will  gel 
more  than  the  ordinary  amount  of  business. 

If  you  cater  to  "While-you-Wait"  trade  there  is 
nothing  better  than  a  distinctly  painted  sign,  or  window 
card,  telling  the  people  the  length  of  time   it  will 


take  t(;  do  certain  jiAis.  Some  peo])le  have  an  idea 
that  it  takes  al)out  half  a  day  to  i)Ut  on  a  pa'r  (jf 
soles.  IVIore  business  should  come  of  ac(|uainting 
people  with  quick  service. 

If  the  customer  asks  for  rubber  heels  it  is  a  good 
l)lan  to  ask  him  what  kind  of  heel  is  wanted.  The 
other  day  a  man  ordered  a  whole  sole  and  rub])er 
heels  on  his  shoes,  thinking  he  would  get  a  well-known 
standard  make  of  heel  without  having  to  si)ecify  it 
particularly.  When  he  got  his  .shoes  they  were  equip- 
ped with  a  pair  of  heels  of  a  make  he  had  never  seen 
before  and  the  impression  he  got  was  that  the  rejjairer 
had  "i)ut  something  over  on  him"  by  not  using  a 
standard  make  of  heel.  There  are  several  makes  of 
good  rubber  heels  nati(jnally  advertised  and  known  to 
almost  everybody  and  the  repairer  would  do  well 
to  use  them. 

In  the  average  store  sufficient  accomodaticjn  is 
lacking  for  the  customer  who  waits.  In  some  places 
they  spread  down  a  few  newspapers  ])ut  as  these  are 
usually  directly  in  front  of  the  entrance  they  .soon  get 
l)adly  soiled  and  kicked  about.  In  other  shops  there 
are  a  few  pairs  of  slippers  available.  The  slipper  idea 
is  unsanitary  and  will  not  be  used  by  fastidious  people 
and  the  best  alternative  for  the  small  shop  is  to  see 
that  every  customer  secures  a  clean  sheet  of  paper 


I 


Bcal    Brothers,    Limited,  Toronto,   are  agents  for  the   Model  5A  finishing  outfit  illustrated  herewith.     This  machine  is  in  extensive 
use  throughout  the  trade  and  is  completely  equipped,   including  skate  sharpener. 


February,  1920 


FOOTWEAR-   IN-  CANADA 


i 


Photograph  of  the  ofifice  and  wait- 
ing room  of  Mr.  S.  Burnett,  Pre- 
sident of  the  Toronto  Shoe  Re- 
pairers' Association.  Mr.  Bur- 
nett's work-room  is  aL  the  rear  of 
the  store  entirely  closed  off  from 
the  office.  This  is  a  type  of  shop 
that  is  doing  much  to  elevate  the 
standard  of  shoe  repairing,  and  is 
in  striking  contrast  to  the  average 
establishment  in  which  the  custo- 
mer is  confronted  with  all  the 
muss  and  untidiness  of  the  work- 
shop. 


oii  which  to  rest  his  feet  and  liave  the  chairs  so 
;'ittiated,  if  possible,  that  the  customers'  feet  are  not 
in  the  path  of  other  customers  entering. 

A  broken  thread  showing  in  the  stitching  of  a  new 
sole  often  spoils  the  look  of  a  job,  particularly  if  care 
iis  not  taken  to  smooth  it  down  properly.  Even  when 
this  is  done,  however,  the  broken  ends  make  their 
a})pearance  in  a  few  days  and  become  unsightly.  Re- 
pairers should  make  every  effort  to  see  that  their 
.-titchers  are  kept  in  good  working  order  so  that 
broken  threads  will  not  occur  too  frequently. 


If  you  want  to  interest  your  trade  in  any  line  of 
goods,  set  about  making  your  clerks  enthusiastic  over 
it.    A  little  spark  will  start  a  great  conflagration. 


Modern  Coast  Repair  Shop 

6207  Eraser  Street, 
South  Vancouver,  B.  C. 

Editor  Footwear  in  Canada : 

I  am  writing  to  advise  you  that  I  have  just  in- 
stalled a  Landis  No.  12  stitcher.  This  is  the  first  of  its 
kind  in  Western  Canada  and  has  all  the  latest  im- 
provements. The  Landis  people  were  kind  enough 
to  send  an  instructor  from  Seattle  W'ash.,  to  instruct 
me  in  the  workings  of  the  stitcher.  I  have  also 
installed  a  Progressive  finisher,  No.  D19  which 
makes  my  repair  department  one  of  the  most  modern 
on  the  Coast. 

Yours  truly, 
H.  North 


The  working  quarters  in  Mr.  Bur- 
nett's shop  ar;  also  clean  and  tidy 
and  Mr.  Burnett  and  his  assistant 
appear  in  clean  white  aprons — thus 
proving  themselves  an  exception 
to  the  usual  rule  of  much  stained 
and  bespattered  "dusters."  Many 
repairers  would  be  well  advised  in 
following  Mr.  Burnett's  -splendid 
example. 


i 
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Reading  left  to  right: — Top  row — J.   Storey,  Storey  &   Campbell,  Vanco   uver,   B.C.     J.   Milne,  Adams  Bros.   Harness  Mfg.  Co.,  Ltd.,  Edmonton, 
Alta.     C.  Tripp,  Adams  Bros.   Harness  Mfg.   Co..  Ltd.,   Edmonton.  Alta.     W.  J.  Thompson,  Great  West  Saddlery  Co.,  Ltd..  Edmonton,  Alta. 
R.  J.  Hutchings,  D.  J.   Hutchings,  Great  West  Saddlery  Co..  Ltd..  Calgary.   Alta.     E.   R.   Dowdall.   Great  West  Saddlery  Co.,  Ltd.,  Winni- 
peg, Man. 

2nd  Row: — Walter  Wait.  Secretary.  C.  M.  Adams.  Adams  Bros.  Harness  Mfg.  Co..  Ltd..  Winnipeg.  Man..  2nd  Vice-President.  R.  B.  Francis, 
B.  C.  Leather  &  Findings  Co..  Ltd..  Vancouver.  B.C..  1st  Vice-President.  S.  L.  McCracken.  Calgary  Saddlery  Co..  Ltd..  Calgary.  Alta., 
President.  A.  E.  Spriggs.  Trees  Spriggs  Co..  Ltd..  Winnipeg.  Man.  J.  G.  Hutchings,  Great  West  Saddlery  Co.,  Ltd.,  Calgary,  Alta., 
Treasurer. 

3rd  Row: — W.  J.  Whittaker,  Adams  Bros.  Harness  Mfg.  Co..  Ltd..  Saskatoon.  Sask.  F.  M.  Waggett,  Great  West  Saddlery  Co.,  Ltd.,  Ed- 
monton,  Alta.     R.   B.   Green.   Calgary  Saddlery  Co.,  Ltd.,   Calgary,  Alta.     F.  W.   Eastwood.   Great  West  Saddlery  Co.,   Ltd..   Calgary,  Alta. 


Western  Canadian  Leather  and  Shoe  Finders'  Ass'n 


LI"~.ATHER  and  .shoe  finding.s  concerns  through- 
out Western  Canada  have  awakened  to  the 
fact  that  the  time  is  ripe  for  getting  together 
and  working  in  harmony  for  the  betterment  of 
tlie  entire  trade,  and  its  dependents.  Practices  some- 
times resorted  to  in  the  past  between  conflicting  in- 
terests have  resulted  in  loss  of  capital,  and  consequent 
acK  ersc  circumstances  governing  labor,  resulting,  ■  in 
turn,  in  the  distrust  and  disruption  rampant  amongst 
us  to-day.  Sincere  co-o])eration  between  trade  inter- 
ests can  only  eliminate  irrational  wasteful  acts,  and 
disagreeal)le  elements. 

The  leather  and  shoe  findings  companies  of  West- 
ern Canada  have  therefore  taken  another  j)rogressive 
stej),  in  the  right  direction,  when,  at  meetings  held  in 
Calgary,  Alberta,  they  organized  and  formed  them- 
selves into  the  Western  Canadian  Eeather  &  Shoe 
I'inders'  Asscjciation.  The  fundamental  principle  un- 
dcrl\ing  the  fornlaticjii  of  the  Association  is  that  of 
I  lie  conferring  together  of  conflicting  interests,  on  all 
trade  j)roblenis,  for  the  purpose,  through  such  co-oper- 
alioii,  of  eliminating  wasteful  methods. 

Delegates  ])rc^cnt  at  the  conference  rejiresented 
praclically  all  the  houses  handling  leather  and  shoe 
fmdiiigs  between  VVinni])eg  and  Vancouver,  and  after 
the  formal  organization  of  the  ,\ ssociation,  the  fol- 
lowing officers  were  elected  for  the  ensuing  twelve 
months  : 


President,  S.  L.  jMcCrecken,  of  the  Calgary  Sad- 
dlery Co.,  Ltd.,  Calgary,  Alta.;  1st.  Vice-President,  R. 
B.  Francis,  of  the  B.  C.  Leather  &  Findings  Co.,  Ltd., 
\'ancouver,  B.  C. ;  2nd  Vice-President,  C.  M.  Adams, 
of  the  Adams  Bros.  Harness  Manufacturing  Co.,  Ltd., 
Winnipeg,  Man. ;  Treasurer,  J.  G.  Hutchings,  of  the 
(ireat  West  Saddlery  Co.,  Ltd.,  Calgary,  Alta.;  Secre- 
tary, Walter  Wait,  Calgary,  Alta. 

A  Congenial  Gathering 

The  progress  of  the  Convention  was  notable  for 
the  ])erceptible  diminution  of  that  barrier  of  suspicion 
hitherto  existing  between  some  of  the  different  houses. 
In  fact  as  members  became  better  acquainted  with 
each  other  the  air  became  completely  cleared  of  any 
distrust  that  might  have  been  latent  before. 

Messrs.  R.  J.  Hutchings,  of  Calgary,  C.  M.  Adams, 
of  Winnipeg,  J.  Storey,  of  Vancouver,  and  others,  all 
spoke  eulogizing  the  beneficial  eft'ect  of  assembling- 
together  and  openly  discussing  present  and  future 
trade  problems  instead  of  each  man  sitting  at  his  de.sk 
meditating  upon  what  the  other  fellow  was  trying  to 
"slip  over." 

During  the  Conventi(jn  the  Secretary  read  a  paper 
|)re])ared  by  Mr.  R.  J.  Hutchings  on  Credits.  Mr. 
Hutchings  dealt  principally  with  that  phase  of  the 
(juestion  concerning  the  extension  of  credit  to  the  man 
altogether  inexperienced  in  the  handling  of  credit,  and 
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who  can  more  successfully  conduct  a  small  business 
without  this  accommodation,  pointing  out  that  not 
only  does  the  unwarranted  extension  of  credit  in  many 
cases  adversely  affect  the  house  granting  it,  but  to  a 
greater  degree  does  it  lessen  the  integrity  and  moral 
standard  of  the  debtor,  when  he  ascertains  he  is  get- 
ting out  of  his  debt  financially. 

The  Convention  from  start  to  finish  was  a  splendid 
success.  The  Entertainment  Committee,  Messrs.  Fred 
W.  Eastwood  and  R.  B.  Green,  arranged  a  very  so- 
ciable and  merry  party  at  the  Board  of  Trade  during 
the  luncheon  hour  of  the  first  day,  and  in  the  evening 
all  delegates  gathered  together  at  the  Grand  theatre. 

The  delegates  were  photographed  in  a  group  pre- 
vious to  their  departure  from  Calgary,  and  those  from 
the  North  and  East  certainly  had  to  somewhat  re- 
luctantly admit  that  Calgary  received  more  than  its 
fair  share  of  Sunny  Alberta's  warm,  balmy  weather 
in  mid-winter,  the  thermometer  very  agreeably  ar- 
ranging to  keep  up  between  the  30  to  40  above  mark 
during  the  Convention,  which  augurs  favorably  for 
the  future  of  the  new  Western  Canadian  Eeather  & 
Shoe  Finders'  Association. 


International  Export  Company  Give 
Dinner  to  Representatives 

THE  Industrial  Export  Company  of  Canada,  Ltd;, 
^Montreal,  on  January  2  enterained  their  rep- 
resentatives and  a  few  guests  at  dinner  at 
the  Place  Viger  Hotel,  Montreal.  The  com- 
pany, through  its  Domestic  Sales  Department,  is 
putting  on  the  market  the  "Esmay"  gaiter,  and  is 
also  extending-  the  sale  of  Indian  slippers,  and  other 
footwear  lines,  and  the  object  of  the  gathering  was  to 
discuss  various  points  of  the  sales  campaign,  con- 
ditions, co-operation  etc.,  and  also  to  make  the  meml)ers 
of  the  travelling  staff'  better  known  to  each  other. 

The  dinner  was  informal,  and  proved  satisfactory  in 
every  way.  Mr.  G.  G.  Hodges,  who  presided,  made  an 
admirable  speech,  outlining  the  companys'  policy, 
and  impressing  on  the  representatives  that  in  selling 
its  products  the  company,  desired  to  give  the  highest 
class  of  service  to  the  customer.  There  were,  he  said, 
immense  opportunities  for  a  perfect  fitting  gaiter, 
made  in  a  Canadian  factory. 

Replying  to  the  toast  of  his  health,  Mr.  S.  S.  May. 
of  New  York,  stated  that  he  had  thoroughly  invest- 
igated the  conditions  in  Canada,  and  was  convinced 
that  there  were  great  possibilities  for  the  "Esmay" 
gaiter,  and  for  the  best  merchandise  it  was  possible 
to  produce.  The  Canadian  factory  would  have  behind 
it  the  experience  of  the  Premier  and  American  Gaiter 
Companies.  The  great  ideal  in  making-  the  goods 
was  to  see  that  they  came  up  to  sample  or  a  little 
better ;  not  how  many  pairs  of  overgaiters  could  be 
produced,  but  how  good  they  could  be  made — to  show 
the  customers  that  they  were  producing-  the  highest 
grade  and  the  best  fitting  gaiters  in  the  world,  and  to 
deliver  the  goods  on  time. 

Mr.  Hodges  mentioned  that  Mr.  Ma\-  held  the 
Canadian  patents  for'  the  invisible  buckle. 

"Our  absent  Representatives",  ])rop()se(l  bv  Mr. 
Hodges,  and  re])lied  to  ])y  Mr.  Cole,  was  the  only 
other  toast. 

A  discussion  on  the  selling  cam])aign,  sizes,  and 
kindred  matters  followed,  in  which  Messrs.  W.  1. 
Weldon,  W.  P.  Hodges,  S.  Blondeau  (Quebec),  S.  K. 


Wygant,  De  Cardiallac  (French  representative),  and 
others  took  part.  In  a  speech  on  ideals  in  retailing, 
I\lr.  Wygant  referred  to  the  great  part  that  buying 
had  in  successful  merchandising.  He  advocated  the 
confinement  of  purchases  to  a  few  houses — the  scatter- 
ing of  purchases  led  to  the  accumulation  of  stock, 
with  unnecessary  investment  of  capital,  and  difficulty 
in  turning  over  stock. 


Was  a  Veteran  in  the  Shoe  Industry 

THE  death  of  Mr.  Avila  Corbeil,  head  of  Corbeil, 
Ltd.,  Montreal,  removes  one  of  the  veterans 
of  the  shoe  manufacturing  industry.  He  com- 
menced business  with  his  uncle  in  Montreal  in 
186(S,  making  infants'  shoes,  and  over  20  years  ago  re- 
moved to  the  present  premises  of  the  firm  on  St.  Paul 
.^treet.  Since  then  the  firm  have  added  many  lines 
l(j  their  range  of  goods,  and  now  manufacture  men'. 


The  late  Mr.  Avila  Corbeil 

boys  and  youths  goods  in  welts  and  McKays,  and 
women's,  misses,  children's  and  infants'  McKays. 
Mr.  Corbeil  was  connected  with  a  large  number  of 
trade  organizations,  including  the  Shoe  Manufacturers' 
Association  of  Canada.  Of  late  years,  he  took  little 
active  part  in  business,  his  son,  Mr.  Emile  Corbeil, 
taking  over  the  management. 


An  Announcement 

IT  has  l)ee.i  re])resented  through  several  channels 
that  The  Kilgour  Rimer  Co.  Limited  of  Winnipeg 
has  been  absorbed  by  .\mes,  llolden.  McCreadv 
Limited.  Mr.  (ieo.  K.  Wheeler,  \'ice  l^resident 
and  General  ]\Ianager  of  the  Kilgour  Riimer  Co.  Lim- 
ited, states  that  the  report  is  incorrect.  "It  is  true", 
he  says,  "that  there  has  been  a  change  in  the  ])ersonnel 
of  the  company,  but  it  retains  its  identity.  It  is 
being  conducted  in  the  same  manner  as  heretofore, 
with  the  exception  that  the  Kilgour  and  Rimer  in- 
terests have  sold  their  capital  stock  holdings,  i)ut  Mr. 
l"\M-guson  and  myself  have  retained  our  holdings,  in 
fact,  increasing  them.  The  company  is  new  only  inso- 
far as  the  personnel  of  the  shareholders  is  concerned. 
The  .\ines-Holden-McCready,  Limited,  ha\  e  no  con- 
nection with  the  Kilgour  Rimer  Co.  Limited. 

"I  cannot  be  too  emphatic  in  making  this  state- 
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ment,"  Mr.  Wheeler  states,  "for  neither  myself,  Mr. 
Geo.  (1.  Miller,  who  is  one  of  the  new  shareholders 
and  is  the  jjresent  Secretary-Treasurer  and  Credit 
Manager,  or  Mr.  I<"erf>uson,  who  retains  his  holdin<;s 
and  is  on  our  board,  have  made  this  statement  to 
any  |)u])licati(jn  whatsoever,  and  where  the  inform- 
ation which  has  been  ])ublished  has  emanated  from, 
we  canncjt  understand.  We  trust  our  friends  will 
realize  that  Tlie  Kilgour  Rimer  L'o.  Limited  is  a 
seperate  and  distinct  organization,  being  conducted  for 
our  own  interests  and  those  of  other  shareholders 
associated  with  us." 

It  can  be  seen  from  the  above  that  the  report  wliich 
has  gained  considerable  headway  is  incorrect  and  we 
have  much  j)leasure  in  publishing  the  above  proper 
standing  of  the  firm  and  in  wishing  them  continued 
success. 


Manager  of  Children's  Footwear  Co. 

MR.  Antoine  Lefaivre.  of  the  Children's  Foot- 
wear Co.,  3  St.  Alexander  St.,  Montreal, 
has  been  connected  w\th  the  shoe  industry 
since  1904,  when  he  joined  the  sales  force 
of  Ames-Holden-McCready  Co.,  Ltd.,  Montreal.  He 
remained  there  till   Dec.   1919.    While  working  for 
Ames-Holden-McCready  Co.,  Mr.  Lefaivre.  in  Jul}', 


Mr.  Antoine  Lefaivre 


191K,  re-organized  the  Children's  Footwear  Co..  Ltd.. 
;ind  next  year  was  appomted  manager  of  that  company. 
When  the  company  started  they  had  an  outj^ut  of 
500  ])airs  per  week,  which  has  steadily  increased  until 
it  is  now  4000  ])airs  per  week.  They  are  manufacturing- 
high-grade  stitchdown  hand  welts.  It  is  the  intent'(Mi 
lo  mo\c  to  a  much  larger  building  in  tiie  near  futiu-e. 


Now  in  Business  for  Himself 

MR.  I'eter  Hraunstein,  29  William  Street,  Mon- 
treal, who  learned  the  sh(je  ])usiness  in 
Fur(jj)e,  came  to  C  anada  six  years  ago,  and 
conunenced  work  for  Theod(;re  Maver,  slicn- 
niannf;irlin-ers  on  St.  Paul  .Street,  Montreal,  in  |anu- 
ary,  1919,  Mr.  P)raunslcin  opened  u|)  a  business  on 
.St.  .Alexander  Street,  under  the  name  of  the  Cliildren's 
l'"ool\vear  (  o.,  Ltd.,  but  in  August  191'J,  sold  his  in- 


terest. He  is  now  in  business  for  himself  at  29  Wil- 
liam Street,  Montreal,  manufacturing  footwear  for  in- 
fants, children  and  adults.     His  (jut]nn  to  start  with 


Mr.   Peter  Braunstsin 


will  be  from  700  to  1000  pairs  per  week.  He  is  manu- 
facturing fine  stitchdowns  in  black,  tan,  and  maho- 
gany, patent  leather,  smoked  elk.  and  ])earl. 


Mr.  Coles  Makes  a  Change 

MR.  Wm.  A.  Coles,  367  Melrose  Ave.,  West- 
mount,  Montreal,  Que.,  formerly  Canadian 
representative  of  the  Champion  Shoe  Mi\- 
chinery  Co.,  of  St.  Louis,  ]\lo.,  has  trans- 
ferred his  interest  to  the  Universal  Shoe  Machinery 
of  Canada.  Limited,  whose  business  address  is  \2()- 
128  Queen  St.,  Montreal,  Que.  This  company  will 
manufactvire  and  assemble  chiefly  rapid  shoe  repair 
outfits  such  as  new  improved,  curved  needle  and  awl, 
rapid  shoe  stitchers,  a  new  model  and  improved  finish- 
ing machine  of  various  lengths,  skiving  machine,'^, 
rollers,  shoe  machinery  supplies,  etc. 

The  stitchers  and  finishers  su])plied  by  th-s  com- 
pany will  not  be  a  novelty  to  the  manufacturer  or  the 
public  as  the  same  type  has  been  in  general  use  for 
years  but  these  machines  will  embrace  the  best  fea- 
tures found  in  the  combination  of  all  stitching  ma- 
chines now  on  the  market  together,  it  is  cla-med,  with 
many  new  novel  features  which  will  enable  the  oper- 
ator to  do  more  and  better  work  in  less  time  and  witii 
•  less  exertion.  They  will  also  enable  the  operator  to 
get  well  into  the  shank  of  any  lady's  shoe  and  will 
enable  him  to  sew  from  heel  to  heel. 

These  machines  will  be  sold  in  Canada  to  the  trade 
either  direct  by  the  company  through  its  travelling 
agent,  Mr.  W.  A.  Coles,  or  through  the  wholesale  find- 
ings houses.  The  L^niversal  Shoe  Machinery  Com])any 
will  maintain  a  stafi"  of  skilled  men  to  ensure  that  all 
machines  sold  give  the  best  ])ossible  service. 


Don't  (n  erurge  the  sale  of  goods.  ( )f  course,  you 
are  anxious  to  dis])ose  of  them — that  is  what  you 
bought  them  for.  but  o\  erurging  will  dri\c  away  more 
customers  than  indill erence. 
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Prominent  Quebec  Jobber 

WE  reproduce  herewith  a  i)hoto<i"raph  of  one  of 
the  leading  jobbers  of  yuel^ec  City,  Mr. 
(ieorge  Brown,  the  Manager  of  Messrs. 
Brown,  Rochette,  Limited.  Mr.  Brown 
will  be  remembered  by  the  trade  as  the  former  repre- 
sentative of  The  Campbell  Shoe  Company,  Quebec, 
with  whom  he  was  associated  for  some  twenty  years. 
Mr.  Brown  founded  his  present  firm  in  1911.  The 
extensive  ])usiness  they  do  in  boots,  shoes  and  rub- 


Mr.  Ceo.  Brown 

!>ers, — mainly,  of  course,  in  Eastern  Canada  and  the 
Maritime  Provinces — is  sufficient  testimonial  to  the 
.^erxicc  and  efficiency  given  their  customers. 


Now  Making  Men's  Welts 

THE  various  lines  of  McKays  made  by  Duchaine 
&  Perkins,  Quebec,  are  well  known  through- 
out the  trade  for  their  uniformly  high  quality 
of  materials  and  workmanship.  The  company 
have  recently  added  an  addit-on  to  their  factory,  how- 
ever, which  is  specially  equijiped  for  the  manufacture 
of  men's  welts.  In  this  new  ]}lant  no  pains  have  been 
spared  to  ensure  the  production  of  welt  shoes  of  the 
highest  possible  standard.  The  machinery  installed 
is  of  the  very  latest  tyjje  and  none  l^ut  expert  work- 
men will  be  employed  so  that  retailers  who  are  ac- 
([uainted  with  the  excellent  quality  of  McKays  made 
by  this  company  will  secure  the  same  degree  of  per- 
fection in  the  welts. 


Annual  Convention  of  Scholl  Salesmen 
and  Demonstrators 


SALESMEN  and  demonstrators  of  the  Scholl 
Mfg.  Co.  covering  Canada  and  all  excejit  the 
Eastern  section  of  the  United  States,  convened 
at  the  Morrison  iHotel.  Chicago,  December  29th 
tO  January  3rd  for  their  12th  annual  convention.  Im- 
mediately after  the  convention  was  called  to  order.  F. 
h-.  Rutledge  was  ai)pointed  chairman  and  the  ])usiness 
meeting  proceeded. 

Convention  l)adges  were  distributed,  consisting  of 
a  bar  pin,  in  which  the  wearer's  name  was  slipped. 


attached  to  which  was  a  .Sclioll  yellow  ribbon  with 
the  firm  name  and  date  thereon,  and  a  tiny  reprcjduc- 
tion  of  the  l'"oot-l'lazer  in  leather  and  metal  dependant 
from  it. 

A  surprise  then  greeted  the  delegates,  for  each  man 
was  |)resented  with  a  very  small  .gold  pin,  on  which 
a])i)eared  the  well-known  hand,  holding  a  h'oot-l'iiazer. 
I'^or  each  three  years  of  service,  one  diamond  was 
mounted  on  the  pin.  W.  A.  Mitchell  had  the  honor 
of  being  the  oldest  employee  present. 

Cablegrams  were  sent  to  representatives  in  New 
York.  London.  Ikienos  .Aires  and  Paris,  regretting 
they  could  not  be  present. 

E.  J.  Scholl.  who  is  in  charge  of  the  European 
branches,  then  took  the  floor  and  told  of  offices  in 
Stockholm,  Christiana,  Copenhagen,  Zurich,  Brussels 
and  Cape  Town,  as  well  as  the  extent  of  the  foot  com- 
fort work  in  New  Zealand,  Tasmania  and  Australia. 
Men  going  out  from  the  Euroi)ean  offices  are  given 
three  months  thorough  training  before  being  allowed 
to  work  alone. 

One  minute  talks  by  "assorted  orators'"  followed, 
and  all  adjourned  for  luncheon,  which  was  served 
each  day  of  the  week  in  an  adjoining  room.  Scholl 
parodies  on  popular  songs  enlivened  the  meal. 

Public  Lecture  Work 

At  2.15  the  session  was  resumed  and  Foster  Bran- 
son, assistant  treasurer,  spoke  of  his  work  in  connec- 
tion with  sales.  G.  R.  Dutcher,  credit  manager,  took 
up  the  subject  of  The  Relation  of  Credit  Department 
to  Resales,  and  a  number  of  the  men  spoke  on  sales 
topics  and  Practipedic  classes. 

During  the  last  hour  of  the  afternoon  each  day 
Dr.  W.  A.  Hill,  educational  director  of  the  Scholl 
Mfg.  Co.  conducted  an  advance  class  in  Practipedics. 
so  that  every  man  attending  the  convention  is  now 
a  full-fledged  instructor,  and  capable  of  carrying  on 
a  com])lete  educational  course  and  issuing  diplomas. 

On  Tuesday,  i)ublic  lecture  work,  as  done  l)v  the 
com])any,  was  discussed,  and  ft  develoj^ed  that  this 
educational  work  is  of  the  greatest  importance,  direct 
sales  results  having  been  traced  from  it  in  nearly 
exery  instance.  Dr.  L.  R.  Thompson  recommended 
that  everyone  connected  with  foot  comfort  work  read 
Military  Orthoi)edics  No.  4.  on  Metal  .\rch  Supports. 
Sales  discussions  followed. 

W  ednesday.  December  31st,  was  Advertising  Day. 
Dr.  W'm.  M.  Scholl,  president,  o])ened  the  session  by 
announcing  the  advertising  and  merchandising  plans 
for  l')20.  An  enormous  apjjropriation  provides  for 
the  use  of  large  space  in  all  prominent  magazines  and 
business  jiapers  even  remotely  touching  on  foot  com- 
fort service,  and  also  continuous  newspa])er  publicitv. 

.\ddresses  were  also  made  by  the  head  of  the  ad- 
vertising de|)artment,  W.  S.  Preston,  the  dealer  ser- 
vice manager.  I^.  ( ).  liurdg.  and  M.  L.  Christian  of  the 
Eoot  Specialist  and  Practijjedist.  .V  discussion  of  win- 
dow trimming  followed  and  !)r.  Mill  finished  the  (la\ 
(and  ruined  the  ai)i)etite  of  some  of  his  spectators  I 
by  the  dissection  of  a  leg  and  foot. 

Canadian  Trade 

New  Year's  1  )ay  was  a  holiday,  hut  on  I'riday 
everyone  returned  to  the  .Morrison  readv  for  business. 
The  morning  was  devoted  to  Canada.  .\.  Peschon.  |. 
R.  Zaiuiettin.  E.  X.  Case  and  I^.  h'aulds  sjjoke  of  their 
work  in  the  north  much  of  which  is  among  the  l-"rench 


83 


FOOTWEAR 


IN  CANADA 


Fcl)riiary,  H)30 


Canadian  ])0]:)ulation  where  one  must  1)0  ttiorou^lil}- 
acquainled  willi  the  l^'rench  Languai>e. 

Alfred  W'einsenhacli,  mana.ner  of  tlie  adxertisini;- 
l)romotion  dei)artment  of  tlie  Chica.^o  J^vening-  Amer- 
ican, then  s])oke  a  few  words  on  direct  advertisinj^-  to 
the  consumer,  stating-  "direct  advertising-  is  somethin,L; 
that  is  as  close  to  salesmanshi])  as  adN'ertising-  can  get. 
Ti)  ])ut  advertisements  in  newspapers  is  getting  an 
entree  into  men's  minds  that  is  like  getting  next  to 
the  man  who  huys  your  merchandise." 

h'ollowing  these  two  addresses,  the  regular  i)ro- 
gramme  was  resumed,  and  discussions  on  demonstrat- 
ing and  selling  followed,  conducted  ])y  men  \  cry  suc- 
cessful in  these  lines. 

An  Instructive  Film 

Saturday,  January  3rd,  ended  the  sessions.  During 
the  morning,  the  importance  of  the  rractii)cdic  course 
and  thorough  training  for  shoe  sales-peojile  in  font 
structure  and  fitting  were  studied  and  the  various 
methods  used  bv  salesmen  and  demonstrators  l)oth 
in  this  work  and  in  selling  various  items  were  com- 
])ared.  After  luncheon,  a  review  of  the  new  moving 
]Mcture  film  took  i)lace.  This  film,  just  prepared  by 
the  Atlas  Film  Company  teaches  the  course  of  the 
American  School  of  Practipedics  in  such  a  graphic 
manner  that  the  student  who  does  not  absorb  the 
knowledge  is  indeed  stupid.  Feet  afYlicted  with  every 
ailment  are  shown — weak  foot,  flat  foot,  metatarsalgia, 
bunions,  corns,  callouses,  in  fact,  everything.  Ap])li- 
ances  are  named,  shown  and  fitted  right  before  the 
eye,  thus  impressing  them  upon  the  memory.  This 
film  is  to  be  used  hereafter  in  personal  work  by  de- 
monstrators and  salesmen,  and  will  l)e  carried  b}- 
every  man  in  his  equipment. 

Another  very  important  announcement  made  at  the 
convention  was  dates  of  the  Post-Graduate  Courses  of 
the  school.  Sessions  will  be  held  as  follows  during 
1920: 

Chicago. — 1st  session,  July  5-'^  inclusive;  2nd  ses- 
sion, July  12-16th  inclusi\e.  E\ening  classes  three 
nights  each  week. 

New  York. — 1st  session,  July  19-23,  inclusive;  2nd 
session,  July  26-30th  inclusive.  Evening  course  three 
nights  a  week. 

Toronto,  Canada. — August  2-6  inclusive.  Evening 
ccnu'se  every  evening-  except  Saturday. 

This  post-graduate  covn-se  is  intended  for  those 
who  ha\e  comi)leted  the  elementary  couse.  Students 
should,  therefore,  be  ready  when  the  instructors  reach 
the  citv  in  which  they  wish  to  attend  classes. 


Public  Demand  the  Best 

ON  every  hand  there  are  complaints  of  the  high 
cost  (jf  living,  and  many  unkind  and  unjusti- 
fied statements  have  ])een  made  as  to  alleged 
undue  ])rofits  of  retailers.  The  part  that  the 
]niblic  ]jlays  in  the  rise  of  all  C(jmmodities  is  lost  sight 
of.  Canadian  shoe  retailers  have  stated  again  and 
again  that  the  public  will  not  purchase  comparatively 
cheap  goods.  They  demand  the  best,  and  the  dear- 
est, and  a  Montreal  manufacturer  backs  up  these 
statements  by  the  assertion  that  his  sales  of  wor]<ing 
peo])le's  shcK'S  are  steadily  declining,  while  the  de- 
mand for  the  higher  grades  is  more  than  he  can  meet. 

Some  very  striking  testimony  on  this  subject  is 
given  by  Miss  1'".  Strauss,  who  was  api)ointc-d  l)y  the 
Department  of  Justice,  Washington,  to  organize  the 


women  of  the  United  States  to  fight  the  high  cost  of 
living.  She  declares  that  there  is  rampart  extrava- 
gance, and  states:  "Retail  merchants  have  come  to 
me  and  asked  'J  low  can  we  co-operate  when  ]K'0])le 
w  ill  not  buy  the  chea])  things  but  insist  on  having  the 
best  that  money  will  get?'  I  was  told  of  a  shoe  fac- 
tory which  formerly  made  workingmen's  .shoes  exclu- 
sivel}-  but  had  ])ractically  discontinued  that  line  be- 
cause there  was  no  market  for  such  shoes,  and  is  now 
turning  (jut  fancy,  high-grade  footwear  ior  the  same 
trade. 

"y\  test  of  the  extravagant  tendencies  was  made  in 
Pioston  by  a  shoe  man.  He  was  ofi:"ering  his  shoes  at 
a  narrow  margin  of  ])rofit — comparatively  speaking. 
Sales  dragged.  Two  .shoe  stores  on  opi)osite  side  of 
the  same  street  were  selected  for  the  experiment  that 
was  decided  upon.  They  were  close  together,  one  of 
them  occupied  by  the  man  referred  to.  Forty  pairs  of 
shoes  of  the  same  style  and  wholesale  price  were 
picked  out.  Twenty  of  them,  marked  at  $14  a  pair, 
were  i)ut  in  the  show  window  of  one  of  the  stores  and 
twenty  marked  $9  a  ])air  in  the  show  window  of  the 
other  store.  Most  of  the  shoes  at  $14  a  pair  were 
.sold  before  a  single  pair  of  the  same  shoes  at  $9  were 
disposed  of." 


Chicago  Shoe  Exposition 

TlflC  Second  Semi-Annual  Chicago  National  vShoe 
Exposition  was  held  at  the  Palmer  House, 
Chicago,  the  week  of  January  5th  to  10th  in. 
elusive. 

This  Exposition  is  a  semi-annual  event  held  under 
the  ausi)ices  of  the  Chicago  Shoe  Travellers'  Asso- 
ciation and  is  a  purely  business  proposition.  Three 
entire  floors  of  the  Palmer  House  were  occupied  by 
more  than  175  exhibitors  of  footwear  and  kindred 
lines. 

A  record-breaking  attendance  marked  the  opening 
of  the  Exposition,  continuing  throughout  the  week 
and  shoe  dealers  were  present  from  every  section  of 
the  United  States.  The  register  also  showed  several 
men  present  from  Canada. 

A  noteworthy  feature  was  the  absence  of  any  en- 
tertainment of  any  sort,  speech  making  or  the  disa- 
greeable buttonholing  of  the  dealers  by  ambitious 
salesmen,  which  has  heretofore  characterized  exposi- 
tions of  this  nature. 

Great  buying  interest  was  shown,  exhibitors  writ- 
ing up  thousands  of  dollars  worth  of  orders  daily. 
So  complete  was  the  exposition  that  a  man  desiring 
to  outfit  a  shoe  store  could  purchase  his  entire  stock  of 
shoes,  fixtures,  etc.,  without  leaving  the  floors. 

In  the  opinion  of  shoe  men  i)resent,  shoe  prices  are 
not  going  down  this  year,  in  fact,  the  better  grades 
of  ladies'  shoes  will  increase  about  50  per  cent,  in 
pr\ce  by  summer. 

Milady's  favorite  footwear  of  g-lazed  or  colored  kid 
skin  will  be  virtually  worth  their  weight  in  silver. 
Cheaper  grades  of  shoes  will  be  f)btainable  but  the 
])ub!ic  a])])arently  wants  nothing  but  the  best  and  na- 
tur;illy  nnist  ])ay  for  it. 

Among  the  new  styles  in  ladies'  footwear  exhibited 
was  the  new  French  last  with  an  extremely  short 
\  amp  and  a  broad  toe,  ])ut  it  is  probable  that  this  style 
of  shoe  will  not  meet  with  much  favor  on  this  side  of 
the  ocean.  The  3]/  in.  \'amp  will  remain  the  mosi 
popular  in  l;idies'  footwear. 
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Crafty  Tricks  to  Separate  the  Merchant 
From  His  Money 


THE  j\Ierchants'  Association  of  Montreal  have 
issued  a  special  warning  to  retailers  regarding 
dishonest  methods  calculated  to  separate  re- 
tailers from  their  goods  or  money.  Tricks  of 
all  kinds  are  resorted  to — thefts  from  stores,  delivery 
wagons,  crafty  tricks  jjlayed  on  messenger  boys, 
forged  orders  for  goods,  misrepresentation  of  identity, 
etc.  Consequently  the  Association  advises  members 
to  warn  their  delivery  men,  messenger  boys,  credit 
men,  clerks,  cashier — everybody — to  be  on  the  alert. 
The  following  are  a  few  examples  of  typical  cases  of 
dishonesty  experienced  recently  : 

A  Forged  Order 

The  game  seems  to  have  been  worked  this  wav : 
Saturday  noon  when  the  man  who  generally  takes  the 
orders  of  a  certain  wholesale  house  had  left,  another 
employee  in  the  office  took  out  from  the  recording- 
machine  blank  for  for  order  No.  50.^ — he  tilled  it  tnit 
for  -$600  worth  of  goods  for  a  certain  customer  and 
forged  the  name  of  the  man  who  usually  takes  the 
orders  and  left  the  order  on  a  desk  in  the  office.  He 
then  went  out,  telephoned  to. the  warehouseman,  giv- 
ing the  name  of  the  man  whose  signature  appeared 
on  the  order,  and  told  the  warehouseman  that  he  had 
made  out  an  order  and  left  it  on  a  certain  desk  in  the 
office. 

He  instructed  the  warehouseman  to  secure  the 
order  and  to  be  ready  to  deliver  the  goods  when  the 
customer's  carter  called.  He  then  sent  a  carter  from 
the  regular  stand  who  secured  the  goods. 

The  details  of  what  is  presumed  to  have  happened 
afterwards  are  too  long  to  go  into ;  suffice  it  to  say 
that  the  goods  have  not  since  been  seen.  An  arrest 
has  been  made  in  this  case  and  prosecution  is  pro- 
ceeding'. 

Waylaying  Messenger  Boys 

A  method  of  theft  which  has  received  considerable 
])ublicity  in  the  press  is  that  of  stop])ing  a  messenger 
boy  carrying  valuable  goods,  asking  him  to  go  a  mes- 
sage offering  to  hold  his  goods,  with  the  result  that 
when  the  boy  returns  both  the  man  for  whom  he  went 
the  message  and  the  goods  have  disappeared. 

Six  merchants  that  we  know  of  were  victimized 
in  this  way  and  the  accused  was  sentenced  to  two 
years  on  each  of  four  ofTences,  the  sentences  to  run 
concurrently. 

Cashing  Cheques 

Most  business  houses  make  a  habit  of  cashing  no 
cheques,  but  when  the  son  of  one  of  the  bigg^est  out 
of  town  customers  comes  to  a  wholesale  house  with 
a  cheque,  it  seems  rather  hard  to  refuse  to  cash  it, 
especially  when  he  has  a  good  story. 

Three  or  four  wholesalers  have  been  victimized  by 
a  party  who  claimed  to  be  the  son  of  a  leading  Quebec 
merchant  and  who  offered  cheques  to  be  cashed. 
These  cheques  w^ere  not  signed  by  the  merchant  in 
question  but  by  himself.  The  victims  naturally  fell 
that  the  son  of  such  a  man  would  have  a  substantial 
account,  and  the  fact  that  he  was  |)resenting  his  own 
cheques  seemed  to  do  away  with  suspicion.  It  was 
a  surprise,  therefore,  to  find  out  that  he  was  not  at 
all  the  son  of  the  merchant  in  Quebec. 


This  party  has  been  sentenced  to  two  years  peni- 
tentiary. 

Charging  Goods  to  an  Out  of  Town  Customer 

This  is  a  case  of  a  young  lady  who  represents  ner- 
self  to  be  an  out  of  town  customer  who  has  been  deal- 
ing with  a  leading  retail  store  and  who  has  always 
paid  her  accounts  promptly.  As  she  called  taxis  to 
take  her  to  a  leading  hotel  such  as  the  customer  used 
and  knew  all  the  details  in  connection  with  her  ac- 
count, she  did  not  have  very  much  difficulty  in  secur- 
ing certain  goods.  Suspicion  was  aroused,  however, 
and  she  was  placed  under  arrest. 

Advertising 

Two  cases  of  advertising,  more  or  less  legitimate, 
have  been  brought  to  our  attention.  One  is  that  of 
securing  advertising'  for  cover  of  stationery  to  l)e  used 
in  a  certain  hospital.  The  impression  left  with  nujst 
merchants  was  that  the  hospital  was  getting  all  the 
money  given  in  such  advertising.  As  a  matter  of  fact, 
the  arrangement  with  the  hospital  was  that  free  sta- 
tionery would  be  supplied,  provided  the  name  of  the 
hospital  and  letters  of  introduction  from  hospital 
authorities  could  be  used  in  securing-  the  advertising. 

Another  similar  instance  is  selling  tickets  fcjr  a 
concert  given  by  capable  parties,  l)ut  in  selling  these 
ickets  the  professional  saleslady  put  forth  a  charity 
plea  for  a  recognized  local  institution  rather  than  the 
merits  of  the  concert.  As  a  matter  of  fact,  the  pro- 
moters paid  the  institution  a  certain  amount  which 
they  received  whether  or  not  the  business  men  ap- 
proached would  buy  a  ticket. 

These  two  instances  were  brought  to  the  atten- 
tion of  members,  l)ut  it  is  proposed  with  the  beginning 
of  the  year  that  the  Association  shall  take  more  defin- 
ite steps  in  stopping  such  solicitation  for  advertising 
and  sale  of  tickets. 

Fake  Telephone  Calls 

This  is  a  case  of  a  rush  order  given  by  telephone 
from  the  retail  customer  to  a  wholesale  house.  An 
auto  delivery  is  secured  and  sent  to  call  for  the  goods. 
The  goods  are  delivered  and  signed  for  by  the  driver 
of  the  auto,  \vho  is  innocent  of  the  scheme,  and  the 
wholesaler  never  again  sees  or  hears  rnything  about 
the  goods.  An  arrest  has  been  made  in  this  case  and 
the  prosecution  is  proceeding. 


New  Repair  Shops 

MR.  F.  Wall  recently  opened  an  up-to-date  shoe 
re])aiiring  store  at  671  St.  Clair  Avenue, 
West,  Toronto,  and  is  also  carrying  a  full 
line  of  boys'  and  youth's  school  shoes  and 
leather  goods.  Mr.  Wall  was  overseas  with  the 
Canadian  Fxpilitionary  Forces  for  two  years,  leaving" 
n\)ronto  with  the  97th  Battalion.  His  store  is  callecl 
the  Christie  Shoe  Repair. 

*  *  * 

Mr.  J.  Moulds,  S21  Lansdt)wne  .\\enue.  Toronto, 
formerly  carrying  on  a  shoe  rei)air  business  onlv,  has 
■■Jtered  his  ])remises  and  now  carries  a  full  line  of 
hoots  and  shoes.  The  repair  deparlnienl  has  been 
m()\  ed  to  the  rear  of  the  store. 

*  *  * 

Messrs.  R.  MacPherson  ;in(l  A.  T.  Warriner  re- 
cently opened  an  up-to-date  rejjaiir  sliop  at  St. 
Clair  .\venue  ^\■est,  Toronto,  which  will  be  known  as 
the  Oak  wood  Shoe  Rejjair. 
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How  to  Meet  and  Treat  Your  Customers 

There  Are  Right  and  Wrong  Ways  of  Meeting  Your  Patrons— Thoughtless  Tactics 
Only  Annoy  and  Lose  Trade — Some  Guiding  Principles  Laid  Down 


LI'-T  us  presume  tliat  the  display  made  in  the 
window  has  attracted  the  customer  and  he  en- 
ters the  sho])  confident  that'  what  is  required 
is  in  stocl<.  if  the  article  in  the  window  is 
simply  a  "call-bird"  and  is  not  likely  to  be  found  in- 
side, the  retailer,  of  course,  sufTers  a  loss  of  reputa- 
tion. In  this  article,  however,  written  for  the  Foot- 
wear Organizer,  attention  is  given  to  the  reception 
and  management  of  customers  inside  the  shop.  The 
good  impression  created  outside  can  easily  be  s])oiled 
by  the  manners  and  methods  of  the  salespeople  inside, 
unless  they  are  well  schooled  in  the  principles  under- 
lying good  salesmanship. 

As  the  customer  enters  the  door,  the  manager,  or 
"first-sales,"  should  advance  (some  rudely  wait  for  the 
customer  to  reach  them,  and  meet  the  visitor  in  a 
pleasant,  natural,  and  easy  manner,  showing  eager- 
ness to  give  service,  combined  with  an  air  of  confi- 
dence. After  greeting  the  customer,  what  is  most  im- 
portant is  that  he  should  at  once  ask  his  or  her  re- 
qtiirements,  listen  most  carefuly  to  the  reply,  and  at 
the  same  time  note  the  characteristics  and  temi)era- 
nient  of  the  customer. 

Make  Customers  Feel  at  Ease 

He  must  ask  the  customer  to  advance  and  take  a 
seat,  at  the  same  time  planning  how  to  act  and  what 
to  say  and  do,  taking  every  precaution  by  his  manner 
and  actions  to  make  the  customer  feel  perfectly  at 
ease.  Should  he  be  the  manager,  he  should  explain 
to  the  assistant  in  a  natural  and  open  manner  what  is 
required.  The  assistant,  taking  the  cue  from  the 
manager's  carefully  worded  instructions,  as  well  as 
from  his  manner,  sees  how  to  successfully  tackle  and 
serve  the  would-be  customer. 

If  the  customer  enters  the  shop  determined  on  a 
certain  article,  and  shows  unmistakable  signs  that  he 
means  to  have  that  or  nothing,  it  is  the  greatest  error 
to  try  to  force  something  else,  with  the  old  washed- 
out  argument  of  "Just  as  good"  or  "Just  like  it."  If 
unable  to  show  or  supi)ly  the  goods  asked  for,  ex- 
planation should  be  asked  to  show  the  nearest  in 
stock  or  to  bo(jk  an  order  to  try  to  obtain  the  exact 
article  required.  If  these  ofifers  do  not  appeal  to  the 
customer,  the  only  intelligent  move  is  to  express  re- 
gret, and,  while  agreeably  escorting  the  "lost  sale"  to 
the  door,  suggest  that,  shotild  the  customer  fail  else- 
where, you  are  perfectly  willing  to  take  every  possible 
ste])  to  gratify  his  wishes. 

y\  tyi)e  recpiiring  intelligent  handling  is  the  un- 
decided customer.  This  type  re(|uires  careful  treat- 
ment, perha])s  more  so  than  any  other,  because  more 
or  less  they  are  dominated  by  the  salesman,  and  more 
ready  to  follow  the  advice  given.  This  class  of  cus- 
tomer is  ])erfectly  safe  in  the  hands  of  a  smart,  exper- 
ience<l  assistant,  who  knows  his  business;  but  very 
often  they  are  taken  advantage  of,  and  have  something 
ffjisted  on  to  them  they  do  not  recpiire. 

.Should  it  lia|)i)cn  thai  the  salesnuin  is  simply 
thinking  of  making  a  sale,  or  trying  to  get  the  cus- 
tomer ser\cd  (juickly,  the  bad  results  that  will  accrue 


need  \ery  little  demonstration.  The  exjjerienced 
common-sensed  salesman,  finding  his  customer  is 
going  to  trust  him  and  take  his  advice,  should  feel 
that  he  owes,  in  return  for  the  trust  placed  in  him,  un- 
stinted and  fair  service  and  enter  into  the  transacti(jn 
as  if  he  were  supplying  himself.  He  should  not  think 
of  effecting  the  one  sale  alone. 

The  fact  that  good  service  will  secure  fre<|uent 
visits  and  future  purchases — not  from  the  customer, 
alone,  but  from  other  members  of  the  family,  and 
ac(|uaintances  also — should  animate   the  salesman's 
conduct. 

Looking  Ahead 

He  should  be  sure  the  article  advised  meets  the 
taste  and  liking  of  his  customer,  and,  what  is  even 
more  important,  that  it  fits  and  will  give  satisfaction 
in  wear.  If  he  has  gained  the  confidence  of  the.  cus- 
tomer, but  realizes  he  cannot  give  an  accurate  fit,  he 
should  absolutely  refuse  to  sell.  With  an  eye  to  the 
future  he  should  again  resort  to  the  best  of  all  prac- 
tices, and  of¥er  to  endeavor  to  get  exactly  what  the 
customer  requires  and  is  entitled  to  have,  if  it  can  be 
obtained. 

The  customer  whose  chief  characteristic  is  a  blend 
of  determination  and  indecision  is  often  called  "im- 
])ossible."  This  type  is  greatly  disliked  b)^  the  young 
salesman  and  also — though  this  is  to  be  regretted — by 
those  who  are  lazy  though  experienced.  The  former 
soon  discovers  that  amateurish  persuasion  is  useless 
and  easily  defeated,  and  the  latter,  knowing  there  is 
going  to  be  a  battle,  and  that  the  trouble  to  gain  a 
pleasant  victory  means  a  hard  fight,  successfully  or 
unsuccessfully  brings  the  transaction  to  a -quick  end. 

A  Test  of  Temper 

The  intelligent  salesman,  however,  knows  there  is 
only  one  way  of  dealing  with  "determined  indecision," 
and  that  is  to  prepare  for  a  test  of  temper,  brains,  and 
prudence.  He  feels  interested  in  his  difficulties  and 
the  character  of  his  customer.  Everything  he  can 
think  of  is  placed  before  the  terrible  "impossible." 
Time  ofter  time  his  eft'orts  may  be  met  with  scorn,  but 
he  still  smiles  and  still  tries,  and  should  he  not  suc- 
ceed he  parts  with  the  "impossible"  in  such  a  friendly 
manner  that  most  j^robably  he  has  made  it  possible 
that  "determined  indecision"  may  come  back  to  him, 
because  he  was  unstinted  in  the  amount  of  service 
rendered. 

Servants  of  the  Public 

In  conclusion.  I  would  suggest  that  shop  managers 
should  urge  their  assistants  to  make  an  intelligent 
study  of  their  business,  and  in  cases  of  failure  to  sym- 
pathetically discuss  the  causes  of  the  want  of  success, 
rather  than  to  hurriedly  blame  the  assistant.  They 
.'^'hould  be  educated  to  respect  customers,  and  not  to 
expect  customers  to  cultivate  their  regard.  They 
should  be  impressed  with  the  fact  that  all  of  us  in 
the  distributing  trade  are  servants  of  the  public.  We 
should  be  ])roud  to  be  filling  a  useful  function  in  fit- 
ling  and  supplying  footwear,  which  is  one  of  the  most 
im])()rtant  essentials  to  the  comfort  and  health  of  the 
peopK'. 
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Convention  of  National  Shoe  Retailers'  Ass'n 

(  C'ciiitiiiucil  frijin  I'agc-  ) 

by  delegates  to  the  Convention.  F,ver\  thino-  was  car- 
ried out  in  this  direction  with  tlie  same  spirit  of  bigness 
that  was  displayed  in  the  direction  of  the  entore  show. 
There  was  plenty  of  action  at  some  of  the  booths 
where  working  exhibits  and  picture  lilms  (jf  actual 
leather  and  rubber  shoe  making  held  ccjntinuor.s 
crowds  in  fanciful  and  wonderful  interest.  Shoe  ex- 
hibitors occupied  the  mahi  floor  of  the  large  buildin;;- 


as  this  Convention  was  essentially  a  shoe  gathering 
while  the  gallery  and  basement  was  taken  up  with 
machinery,  leather,  fabric,  and  rubber  exhibits  and 
shoe  accessories  and  novelty  dis])lays.  Daily  nevvs- 
])apers  giving  complete  outlines  of  the  day's  programs 
interesting  anecdotes,  epigrams,  and  lighter  and  more 
serious  information  helped  kee])  up  the  general  good 
feeling  and  humor  of  guests  and  members  of  com- 
mittees to  prove  to  the  world  that  conservative  New 
Ivngland-like  Boston  could  give  an  enthusiastic  house- 
warming  which  will  never  be  forgotten. 


laajtj^sisiaiaiaiEiiHissiiaiaHsaiaiiiassBiiaiaisaHiaB®^ 

FOOTWEAR   FINDINGS  ^ 


Happenings  in  the  Shoe  and  Leather  Trade 

KaiaiiiiiisigiiaiHigHiai* 


A.  P.  Seymour,  formerly  with  G.  A.  Slater  &  Co.,  Ltd., 
is  now  foreman  of  the  IjottominK-room  of  the  Ragle  Shoe 
Co.,  Ltd.,  Montreal. 

The  Pahner-McLellan  Shoepack  Company,  Fredericton, 
N.  B.,  have  adopted  group  insurance  for  their  employees. 

Burglars  visited  the  store  of  Mr.  Dunbrook,  Kitchener, 
Ont.,  a  week  or  so  ago.    The  extent  of  loss  is  not  yet  known. 

The  shop  of  E.  J.  Gadsby,  manufacturer  of  shoe  uppers. 
9G4  Bathurst  Street,  Toronto,  suffered  damage  l)y  water 
recently,  when  a  water  main  broke  on  the  street. 

It  is  reported  that  W'.  Crossley.  boot  and  shoe  retaile,-, 
Toronto,  has  sold  out. 

H.  E.  Thomas,  shoe  retailer,  College  Street,  Toronto, 
has  sold  out. 

F.  T.  and  B.  K.  Allen  have  purchased  the  stock  of  boots 
and  shoes  of  F.  H.  Cable,  1294  St.  Clair  Avenue  West, 
Toronto. 

The  Fit-U  Shoe  Store  recently  opened  another  branch 
store  at  1193  St.  Clair  Avenue,  Toronto.  Mr.  F.  Pedlar  is 
manager.  Mr.  H.  H.  Pollock.  1352  Bloor  West,  is  the  pro- 
prietor of  the  store  and  also  has  another  branch  of  the 
Fit-U  store  at  330  Danforth  Avenue. 

The  Canada  Gazette  contains  notice  of  the  incorporation 
of  John  Lennox  and  Company,  Limited,  Hami'lton,  to  ac- 
quire as  a  going  concern  the  business  of  John  Lennox  & 
Company.    The  capital  stock  is  given  as  $500,000. 

W.  J.  Honeyford,  shoe  retailer,  Collingwood,  Ont.,  has 
announced  that  henceforth  his  business  will  be  conducted 
on  a  cash  basis  only. 

The  Canadian  Shoe  Findings  Novelty  Company,  To- 
ronto, have  been  appointed  Canadian  agents  for  the  Pale- 
tine  Rubber  Company,  Birmingham,  England,  and  deliveries 
will  be  ready  shortly  for  this  company's  rubber  soling  and 
rul)ber  heels.  .The  hceils  come  in  both  revolving  and  sta- 
tionary types. 

Seven  of  tlie  meml)ers  of  the  Kitchener  City  Council 
for  1920  are  shoe  and  leallur  men — Messrs.  Fred  H.  Ahrens, 
L.  O.  Breithaupt.  A.  A.  ,\rmbrust,  Charles  Greb,  John  L. 
Hohze,  J.  Lang,  and  W.  E.  Win.g. 

Mr.  C.  A.  Duclos,  of  Duclos  &  Payan,  has  I)een  callin.g 
on  his  agents.  Mr.  Duclos,  Sr.,  with  his  wife  and  daughter, 
are  sjjending  tin-  winter  in  California. 

Mr.  Undcrliill,  nf  Underbills  Limited,  I'arire,  is  si)end- 
ing  tlie  winter  in  California. 

'I'he  machinery  of  llie  King  Shoe  Comi)any  of  Owen 
Sound  has  l)een  transferred  by  the  town  council  to  R.  ii. 
(joldsiiiilh   and  .1.    I'luiii   who   will   install   i(   in   nnr  of  the 


down-town  buildings  and  start  manufacturing  in  the  near 
future.  Bf)th  of  these  men  were  with  the  King  Shoe  Com- 
l)any  when  it  failed. 

Mr.  Parker  of  the  Solid  Leather  Shoe  Company,  Pres- 
ton, was  in  Toronto  recently. 

.\shworth  and  Johnston,  returned  soldiers,  recently 
an  up-to-date  shoe  repairing  shop  at  1255  College  Street, 
Tor(jnto. 

The  Copeland  Shoepack  Company,  Limited,  Midland, 
Ont.,  have  been  granted  an  Ontario  charter. 

The  Anglo-Canadian  Leather  Company  have  placed 
.group  insurance  on  the  lives  of  their  400  employees  at  Moh;- 
treal.  Toronto.  Bracebridge  and  Huntsvillc. 

E.  W.  McTear,  who  has  represented  P.  Jacobi  for  the 
last  25  years  in  Western  Ontario,  has  been  appointed  to  an 
important  position  in  the  warehouse.  Mr.  Ben  Brown,  who 
has  been  in  charge  of  the  stock  room,  will  now  represent  the 
firm  in  this  Western  territory. 

F.  E.  Woodward  &  Sons,  Lachine,  P.  Q.,  have  distri- 
buted to  the  trade  a  very  artistic  little  calendar. 


WANTED — -Traveller,  with  sjooil  line  of  men's  and  women's  foot- 
wear, to  carry  side-line  of  meilium  and  high  grade  children's  lines  in 
Maritime  Provinces.  Apply  to  Box  Xo.  1.34.  Footwear  in  Canada,  To- 
ronto. 2 


SALESMEN  WANTED — If  you  are  a  live  wire  and  want  some  extra 
returns,  we  want  men  all  over  Canada  to  sell  high  grade  shoe  findings. 
Write  and  see  if  your  territory  is  open.  Canadian  Shoe-Findings-Novelty 
Co.,  2  Trinity  Square.  Toronto.  2 

REPRESENTATIVE  WANTED— We  should  like  to  have  repre- 
sentative in  eastern  and  western  Ontario,  or  one  who  covers  the  whole 
of  Ontario.  Must  be  Al  man,  with  best  of  references,  to  handle  our 
line  exclusively  in  this  territory,  either  as  a  side  line  or  by  itself.  Also 
man  for  Quebec  and  surrounding  territory,  and  another  one  for  London. 
Ontario.     Box  114.  Footwear  in  Canada.  Toronto.  2 


WANTED — POSITION    AS   TRAVELLING   SALESMAN   for  the 

Maritime  Provinces,  with  well  established  line.  Married  man,  3t>  years 
of  age.  Active,  and  can  furnish  Al  references  re  ability,  habits,  etc. 
A.  B.  C  Box  '.no.  Footwear  in  Canada,  Toronto.  7-t.f. 


Manager  Wanted,  for  Canadian  National 
Newspapers  &  Periodicals  Association 

To  act  also  as  Secretary-Treasurer,  and  carry  on  the  Asso- 
ciation's general  work,  under  the  direction  of  the  President 
anil  the  Board  of  Directors,  study  the  interests  of  the  various 
classes  of  publications  in  the  Association,  and  plan  and  carry 
on  promotion  work  in  their  interests.  Applicants  should  un- 
derstand advertising  and  merchandising. 

Apply  in  writing  only,  stating  age.  full  details  of  experience, 
and  salary  expected.  Applications  will  be  treated  as  confi- 
dential. , 

Address  .\cton  Burrows,  President.  Canadian  National  News- 
jiapiis   iV    I'evindicals  .Xssoei.ition.  7(1   Bond   Street.  Toronto,  "i 
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Globe  Furniture  Co. 

(Limited) 

Waterloo,  Ont. 


Send  for  Catalogue  and  Pries 

GLOBE  INTERLOCKING  SHOE 
STORE  CHAIRS 


"EUREKA" 

To  the  Jobbing  Trade  only 


Our  new  9"  Black  and  Brown 
Kid  bals.  They  are  well  con- 
structed and  are  money  mak- 
ers. 

Write  our  Sales  department 
Am-Bri-Can  Distributors 

64-68  Adelaide  St.  E.,  Toronto 

for  up  to  the  minute  prices  on 
our  lines 


No.  924  Black  Kid 
No.  925  Brown  Kid 


EUREKA  SHOE  CO.,  LIMITED 


THREE  RIVERS,  QUE. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aird  &  Son   :{4 

Anu's-Holdcn-McCrcady   \7 

Armstrong,  W.  D   9« 

Beal  Bros   HH 

Bcckwitli  Box  Toe  Company   !)'.) 

Bennett.  Limited   .") 

Blouin,   Pierre    'Xl 

Boot  and  Shoe  Union    ixi 

Borne,  Lucien    loa 

Boston   Blacking  Company    9:2 

Breithaupt  Leather  Co   1.") 

Brodie  &  Harvie   100 

Brown  &  Company,  E   8,") 

Brown  Rochette  Ltd   :U 

Canadian  Consolidated  Ruliher  Co.  :j-4:i 

Canadian  Footwear  Co   Ki 

Canadian  Shoe  Findings  &  Novelty 

Company   91 

Champion  Shoe  Machinery  Co.   ...  «9 

Charbonneau  &  De  Guise   (i 

Canadian  Shoes  Ltd   41 

Ciiildren's  Shoe  Mfg.  Co   :;(; 

Citadel   Leather   Co   :!9-4() 

Clarke  and  Co.,  A.  R   lod 

Cleland,  Regd.,  James    90 

Clement,  Edgar   ;!0 

Cote  &  Son,  A.  A   90 

Cote.  J.  A.  &  M   .,)S 


Dalr>niple  I'ulsifier  Co   9,") 

Daoust-Lalonde  &  Company   12 

Duchaine,  Ludger   :jh 

Duclos  &  Payan   7 

Duchaine  &  Perkins   14 

Ezy-Walk  Mfg.  Company   91 

Edwards  &  Edwards   100 

liureka  Siioe  Com]3any   87 

I-'ortuna  Machine  Co   9:1 

hVanklin  Machine  Co   100 

]'"rceman,  Louis  G   \Q:2 

Getty  &  Scott  }'.)-22 

Girouard,  Le  Maison   yo 

Globe  Furniture  Co   87 

Globe   Shoe   Company    :is 

(Goodrich,  Hazcn  B   90 

(joodyear  Tire  &  Rul)ber  Co.  .  .   .  .i2-:y.i 

Goulet,  O   :}0 

Gugenheim,  M   2H 

Hawley  &  Co.,  A.  E   >jr> 

Hecht  Fixture  Co   18 

Hinde  &  Dauch  Paper  Company  ...  100 

International  Supply  Co   :'>:> 

Jacohi,  Pliilip   2:! 

Kelly,  Tliomas  A   104 

Kenworthy    Bros   10.) 

King  Bros   98 

LaDuchesse  Shoe  Company    102 

Lagace  &  Lepinay   38 


Landers  Bros,  C(j   104 

Lang  Tanning  Co   .'i? 

Landis    Machine    Company    101 

Lennox  &  Co.,  John   94 

.Vlinister  Myles  Shoe  Co   29 

Markem  Machine  Co   <J!) 

Narrow  I'^abric  Compan\-   87 

NationaLCash  Register  Compa'.iy..  97 

New  Castle  Leather  Company   ....  i:i 

New  Shoe  Machinery  Co  

Oscar  Onken  Company    98 

Pantiier  Rubber  Co   Cover 

Perfection  Counter  Co  102 

Perkins  &  McNeely   98 

Regal  Shoe  Comiiany    1 

I'iobson  Leather  Co   41 

Robinson  Co..  Ltd..  James   10-11 

Sal)a  &  Co.,  C.  A   90 

Samson  Enr.,  J.  I'^   lO:! 

.Spaulding  &  Sons,  J   27 

Standard  Kid  Mfg.  Co  4-8-9 

Standard  Show  Card  Service  Inc..  94 

Star  Shoe  Company   24 

Sisman  Shoe  Company   

'l'aylor-F"orbes  Co   90 

Tetrault  Shoe  Mfg.  Co   20 

Ttllsonburg  Shoe  Co   25 

United  Shoe  Machinery  Co..  Ltd.  9:i-101 
United  States  Hotel,  Boston  10:i 

Wheeler  &  Cummings   


An  extensive 
range  of  finest 
quality  Oil  Tan 
Moccasins,  and 
Moccasin  T  o  - 
boganing  Toes 
always  in  stock. 


Modern  Equipment 
and  Store  Supplies 
for  the  Shoe  Trade 


We  have  a 
splendid  line  of 
Built  Heels 
ready  for  im- 
mediate deliv- 
ery. Let  us 
supply  you. 


l-'or  anyone  desiring  a  really  first  class  Shoe  Repairer,  we  can  strongly  recommend 
our  splendid  line  of  up-to-date  machines. 

P-very  modern  facility  for  the  efficient  and  speedy  repairing  of  shoes  is  combined  in 
tiiese  repairers. 

Made  only  of  the  best  materials,  and  being  the  product  of  many  years  of  experience 
gained  in  the  shoe  trade,  these  machines  represent  the  last  word  in  shoe  repairing  equipment. 

Our  No.  5  A  Finishing  Machine  will  stand  any  test  to  which  it  is  put.  It  is  in  extensive 
use  throughout  the  trade,  where  it  is  giving  highly  satisfactory  service. 

We  also  carry  a  full  range  of  Shoe  Findings  and  Leather,  Shoe  Laces.  Tools,  etc.. 
p.acked  ready  for  immediate  shipment.  Send  us  a  trial  order,  and  we  will  convince  you  of 
our  prompt  and  efficient  service. 


We  Solicit  Your  Enquiries 


Beal  Bros.  Ltd. 


52  Wellington  St.  East 
TORONTO,  ONT. 
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FOOTWEAR    IN  CANADA 


89 


A  Shoe  Merchant 


Every  customer  for  a  new  pair  is  a  prospect  for  the  repair 
department. 


With  a 

Champion  Shoe  Repair 

Department,  said 

By  installing  the  shoe  repair  department  behind  a 
glass  partition,  customers  can  look  right  into  the  repair 
shop  and  see  how  the  work  is  done.  I  would  put  the 
Stitcher  right  up  near  the  glass  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outfit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  Any  live 
merchant  could  start  right  in  making  such  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  leave  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  repair  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 
ment. 

Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 

Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 

Over  20)000  Champion  Machines  of  various  types 
in  use-That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of: 

Seven  different  types  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 
Forty  dififerent  models  of  Repair  Outfits,  consisting  of  Stitchers 
and  Finishers. 

Two  distinct  types  of  Nailing  Machines. 
Many  dif¥erent  Models  of  Finishers. 
A  complete  line  of  Double  Tread  Tire  Machines. 
Many  labor  and  material  saving  auxiliary  machines. 


Universal     Model     Curved  Need!* 
and   Awl   Shoe   Stitcher  —  heated 
by  gas,  gasoline,  or  electricity. 


CHAMPION  SHOE  MACHINERY  CO.,  3723  41  Forest  Park  B,d.,  St.  Louis,  Mo. 

Please  send  me  particulars  about  a  shoe  store  repair  department. 

Name   Street  

City   State   
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Embracing  Quality  in  Workman- 
ship and  Material 

our  lines  of 

"Eastern"  White  Canvas  Shoes,  "Eastern"  Over- 
gaiters,  "Eastern"  Felt   Leather  Footwear  and 
"  Maltese  Cross  "  Rubbers 

maintain  the  high  reputation  for  which  they  are  noted. 

We  are  at  your  service  and  can  meet  your 
requirements  in  any  of  the  above  lines. 

La  Maison  Girouard  Limitee 

(formerly  The  Eastern  Townships  Shoe  Co.) 
ST.  HYACINTHE,  QUE. 


Profitable  Lines  for 
Spring  and  Summer 


The  Spring  and  Suninier  samples 
now  l)eing  shown  l)y  our  travellers 
will  meet  with  your  aj)proval.  They 
have  already  been  heartily  received  by 
retailers  all  along  the  line 

These  shoes  more  than  ever  are 
are,  as  always,  of  the  finest,  and  lib- 
winning"  new  friends  and  renewing 
the  confidence  of  old  customers. 

The  workmanship  and  material 
eral  profits  by  the  dealer  make  these 
shoes  an  extremely  attractive  proposi- 
tion. 


C.  N.  Saba  &  Company 

Manufacturers  and  Importers 

84-86  Wellington  St.  West 
TORONTO,  Ont. 


Largest  Manujacturers  in  Canada 

STEEL  DIES 

for 

Shoe  and  Rubber  Manufacturers 


Prompt 
Service 


Guaranteed 
Work 


JAS.  CLELAND,  REGD. 

16  St.  George  St.,  Montreal 


HAZEN  B.  GOODRICH  &  CO. 

HAVERHILL  -  MASSACHUSETTS 


MANUFACTURERS 

MEN'S  &  WOMEN'S  SLIPPERS,  OXFORDS,  PUMPS 


The 

RELIABLE 

Cobbler  Set 

"Built  for  Service." 


The  demand  for  Cobbler  sets  is  ever  in- 
creasing and  by  pushing  the  line  you  will 
find  a  ready  sale.  The  "Reliable"  fills  the 
need  in  all  respects  and  is  made  to  stand 
up  against  continued  and  unlimited  abuse. 
Write  us  for  prices  and  details  about  our 
other  cobbler  sets  and  repair  outfits. 

STOCK  SIZES,  Etc. 

10        I       112     13        1     .4        15  10 
Weight        1  lib.  Toz.l  21b.  Gyi]  31b.  3  |  31b.  lOKI  51b.  1541  6Ib.  4  1  71b.  r, 
I-ength        [      7"      1   6^"    1  7M"  I    8H"    I    9^"    1   10"  1  10^" 
Weight  of   Stand,  Id'A   lbs.    Height,  25'4  inches. 
Tost  taper  measures  ■j's"  x  1;4", 

Taylor-Forbes  Company  Ltd, 


Head  Office 
and  Works 


GUELPH 

ONT. 


Toronto  Montreal 
Vancouver 


&>l4fRAMB015E5T.  iTHVACmTHE.QUC 

Our  McKay  Sewed  anci  Standard 
Screwed  Shoes 

will  stand  plenty  of  hard  wear.  Made  on  foot-fitting  lasts  that 
will  give  comfort  to  the  wearer  and  are  durable.  The  range 
includes — Men's,  Boys',  Youths',  Little  Gents',  Children  and 
Infants'  Black  Chrome,  Bo.x  Kip  and  Gun  Metal  Sides.  Your 
jobber  will  quote  you  prices,  or  write  us  direct. 

A.  A.  COTE  &  SON,  Limited 

Successors  to  St.  Hyacinthe  Soft  Sole  Shoe  Co.  Limited 
ST.  HYACINTHE,  QUEBEC 
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Extra!  Important  Notice !  Mr.  Retailer! 

We  are  now  ready  to  give  you  "RIGHT  FORM"  GAITERS 

(Reg'd  Trade  Mark) 

from  OUR  OWN  factory,  in  felts,  broadcloths  and  kerseys  in  newest  designs ; 
made  on  American  pattern  by  skilled  designers.  (Every  pair  guaranteed  in 
workmanship). 

We  believe  with  our  experience  in  the  United  States  market  'Right  Form' 
GAITERS  are  superior  to  any  make  on  the  present  market.  PRICES 
MORE  THAN  MEET  ALL  COMPETITION,  QUALITY  CONSIDERED. 


WRITE  FOR  COLOR  SWATCHES 


WRITE  FOR  SAMPLE  PAIRS 


SPRING!      FALL!  1920 


LADIES'  SPATS 

QUALITY 
LOW  PRICES 


EXTRA  BUTTONS  FREE  WITH  EACH  PAIR 


MEN'S  SPATS 

QUALITY 
LOW  PRICES 


Hold  your  order  until  you  compare  our  prices  and  quality  with  other  makes. 

CANADIAN  SHOE  FINDINGS  NOVELTY  CO. 


2  Trinity  Square 


TORONTO 


Phone  Adelaide  4194 


HYGIENIC,  $18.00  per  dozen 


RECOMMEND 


E-Z  Walk  Arch  Supports 

To  Your  Customers  Seeking 
Relief  from  Foot  Ailments 


METATARSAL,  $1,S.00  per  dozen 


IT  IS  YOUR  DUTY 

As  a  shoe  merchant  to  give  your  customers  the  best. 

E-Z  WALK  ARCH  SUPPORTS  are  the  best.  They 
meet  all  requirements. 

E-Z  WALK  MFG.  CO.,  Inc. 

62-70  W.  14th  Street,  NEW  YORK  CITY 


Send  Trial  Order 


REINFORCED,  $9.,^)0  per  dozen 
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7oTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Leathers 


Glazed  Kid 

Black  and  all  colors. 

Side  Leathers 

All  grades,  all  weights,  all  right 

Glove  Leather 

Grain  and  splits,  all  kinds,  all  colors 

Shoe  Findings 

Buttons,  Bows,  Fabrics,  Topping, 
Drills,  Twills,  Cottons,  Cork  Screws, 
Flannels,  Cotton  Threads,  Ducks, 
Poplin 

Canadian  Representatives  : 

Standard  Kid  Mfg.  Co.,  Boston 
The  Thomas  Lake  &  Whiton  Inc.,  Boston 

You  will  confer  a  favor  to  us  if  you  call  on  them  when  in 
Boston.    They  will  surely  interest  you. 

Pierre  Blouin  Reg'd 


QUEBEC 

60  Colomb  St. 


MONTREAL 

59  St.  Peter  St. 


MADE   IN  CANADA 


Our  line  of  Channel  Cements,  Sole  Laying 
Cements,  Chrome  Cements,  and  Surefold 
is  a  quality  line. 

The  first  consideration  given  to  their  make- 
up is  QUALITY. 

You  may  depend  on  them  being  as  good  a 
Cement  as  can  be  made. 


I  Boston  Blacking  Company  | 

I  152  McGill  Streety  MONTREAL,  Canada  | 

iuuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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iSK  Wood  Heel  Fastener 

HOLDS  SNUG  TO  HEEL  SEAT 

Overcomes  difficulty  of  shoe  manufacturers  and  repairers  in 
attaching  wood  heels. 

That  Loose,  Shaky,  Gaping  Wood  Heel  is  eliminated. 


3 


4 


The  fastener  itself  is  securely  attached  directly  to  the  seat  of  the  heel  as  shown  in  illustration  No.  1 

By  means  of  the  (^^^  Heel  Seat  Punch  (illustration  No.  4),  two  holes  are  made  into  the  heel 
seat  of  the  shoe.  These  holes  penetrate  the  counter,  but  not  the  innersole,  so  that  when  the  prongs 
of  the  fastener  are  inserted  they  will  fit  beneath  the  innersole,  and  tightly  over  the  counter,  as 
shown  in  illustrations  No.  2  and  No.  3.  In  this  way  the  fastener  is  hidden  from  sight  and  the 
innersole  is  perfectly  smooth  and  comfortable  against  the  wearer's  foot. 

A  heel  fastened  in  this  way  is  absolutely  rigid,  and  under  ordinary  usage  will  not  loosen  at  the  back. 
WE  WILL  BE  PLEASED  TO  SEND  SAMPLES  AND  QUOTE  PRICES 

United  Shoe  Machinery  Company  of  Canada,  Limited 

Bennette  Ave.     MONTREAL     227  Craig  St.  West 


90  Adelaide  Street  West 
TORONTO 


179  King  Street  West 
KITCHENER 


28  Demers  Street 
QUEBEC 
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Tke  Power  of  Sixggestioiv. 

is  plainly  revealed  throLLgh  the  additiona.!  sales 
our  show  cards  will  make  for  yoix.  ^he  results 
of  display  advertising'  are  very  apparent  the 
suggestions  to  buy  are  made  to  the  prospective  cus-- 
tomer  while  he  is  loohing"  at  your  wares  ^  at  a  time 
when  the  question  of  buying"  shoes -and  his  desire> 
for  a  new  pair  run  foremost  in  his  mind-^  th&n  is 
the  psychological  time  to  sugg'est  —  and  if  your  sug"- 
gestions  are  in  the  form  of  neat,  attractive,  seasonable 
display  cards  you.  are  bound  to  notice  the  results . 
Our  show  cards  are  selling'  thousands  of  pairs  of  shoes 
every  day  --^let  them  sell  for  you  ^  write  us  now  for 
full  facts  about  our  service  plan  before  your  compet- 
itor does  ~  LUC  sell  to  only  one  shoe,  dealer  in  a  localiii/  -^-^ 
and  it  IS  tkt  onlij  service  oj lis  kind  ok  tkt  market  —  don't  delay  I 

Standard  Show  card  service, /nc. 

56  W  Washington  St.^  Chica.ro,  111.^  U.S.  A. 


JOHN  LENNOX  &  CO 


Our  range  of  Fall  and  Xmas  slippers  for  1920 
is  greater  than  ever.    Our  travellers 
...    are  now  out    .    .  . 


The  Headquarters  for  Slippers 


JOHN  LENNOX  &  CO.,  "ISfMiLTON 


EAST 


February,  1920 
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Buckles 
Can  be 
Changed 
Instantly 


THE 


Patented  Feb.  23,  1913. 

Sept.  23,  1919. 


The  Dalco  I^uckle  support  was  the 
sensation  at  the  recent  Convention  of 
National  Shoe  Retailers  in  Boston. 

Insist  on  the  Dalco,  the  buckle  sup- 
port that  is  constructed  right. 


BUCKLES 


( )ur  line  of  buckles  consists  of  Cut 
Steels,  Rhinestones,  and  Beaded  ef- 
fects. Write  for  samples  now  and 
prepare  for  the  Spring  demand. 

The  Dalrymple-Pulsifer  Co. 

Manufacturers  of  Shoe  Ornaments  for  30  Years 

HAVERHILL,  MASS. 


"Claim"  Beware  of  the  word. 

Its  definition  is  clear— nevertheless  it  is 
often  found  intentionally  applied  in  a  mis- 
leading way. 

There  can  always  be  a  "doubt"  about  a  claim,  but  a 
"GUARANTEE"  is  definite— it  cannot  be  used  ambiguous- 
ly.   Branded  products  of  guaranteed  merit  are  the  Retailers  surety  and  mainstay. 

Hawley's  Hygienic  British  Black  Dye  for  Cotton  or  Thread  Stockings  and  Socks  is 
guaranteed  by  Hawley's  of  Hinckley  to  be  permanent,  stainless  and  perspiration- 
proof. 

Advertising    has    made    these    guaranteed  claims 

have    been    made    to    appreciate    this  distinguishing 


WARRANTED 


In  addition  to  the  ever-recognized  demand 
permanently  fast  black  Dye  on  Stockings,  Hawley 
publicity  has  created  new  busmcss  which  can  be 
taken  advantage  of  by  placing  orders  now  for  Lot- 
ton  or  Thread  Stockings  or  Socks  Hawley-dyed- 
Black— the  guaranteed  safe  Hygienic  Dye  your  cus- 
tomers want  and  need. 

Summer  Breeze  in  Kensington  Gardens,  London,  Eng. 


known  to  the  general  public  who 

'  Hawley  s 

Hygienic 

Biacic 


British  r>^e 


For  Cotton  &  Thread  Ho^e&  Sockt. 

Sole  Dyers  to  the  principal  hosiery  manufacturers 

A.  E.  HAWLEY  &  CO.,  LTD. 

Sketchley  Dye  Works,  Hinckley,  England. 
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5,000,000  Members  of  the 
American  Federation  of  Labor 

are  potential  customers  for  Union  Stamp  Shoes. 

Our  thousands  of  shoe  workers  being  affiliated 
with  the  American  Federation  of  Labor  make 
the  Union  Stamp  a  powerful  influence  for  more 
sales  in  your  store. 

Insist  on  seeing  it  on  the  shoes  which  you  sell. 

LOOK  FOR  THAT  UNION 
STAMP! 

Boot  &  Shoe  Workers'  Union 

Ajffiliated  with  the  American  Federation  of  Labor 

246  Summer  Street  -  Boston,  Mass. 

COLLIS  LOVELY,  Gen'l  President.        CHAS.  L.  BAINE,  Gen'l  Sec'y-Treas. 


WORKERS  UNION/ 


UNIONXnSTAMP 


Facto  ty 


February,  1930 
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This  merchant  finds  it  easy  to  make  out  his  income  tax  report 


HE  has  a  checking  account  at  the 
bank  and  he  uses  an  up-to-date 
National  Cash  Register. 

From  his  bank  check  book  and  his  bills 
he  gets  the  cost  of  running  his  store, 
cost  of  merchandise  bought,  and  a  rec- 
ord of  payments  made. 

From  his  National  Cash  Register  he 
gets  a  record  of  (1)  cash  sales,  (2) 
charge  sales,  (3)  received  on  account 
(4)  petty  cash  paid  out,  and  (5)  clerks' 
sales. 

These  records  give  him  the  figures  he 


needs  for  his  income  tax.  They  also 
give  him  control  over  his  business 
every  day  of  the  year. 

This  merchant  knows  that  his  registe 
records  are  complete    and  accurate, 
whether  they  are  made  when  business 
in  his  store  is  quiet  or  when  there  is  a 
rush  of  selling. 

Without  an  up-to-date  National  Cash 
Register,  these  n  e  c  e  s  s  a  ry  figures 
would  be  hard  to  get,  hard  to  keep, 
impossible  to  verify,  and  expensive  to 
record. 


An  up-to-date  National  Cash  Register  will  give  you  the  records  you  need 

to  control  your  business 

Factory  :    Toronto,  Ontario 
The  National  Gash  Register  Company  of  Canada,  Limited 

Branches : 

CALGARY  714  Second  Street,  W. 

EDMONTON  5  McLeod  Bldg. 

HALIFAX  63  Granville  Street 

HAMILTON  14  Main  Street,  E. 

LONDON   350  Dundas  Street 

MONTREAL  122  St.  Catherine  Street,  W. 

OTTAWA   306  Bank  Street 


QUEBEC  133  St.  Paul  Street 

REGINA   1820  Cornwall  Street 

SASKATOON   .  .  65  Third  Avenue  St. 

ST.  JOHN  50  St.  Germain  Street 

TORONTO  40  Adelaide  Street 

VANCOUVER  ...    524  Pender  Street.  W. 

WINNIPEG  213  McDermot  Avenue 
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Pan  American 

KID 

Seal  Brown  and  Black 


PHILADELPHIA. 


Perkins &McNeely 

V  Philadelphia 


Canadian  Representative— 

Ed.  R.  LEWIS 

45  Front  St.  E.,  TORONTO 


Make  Yonr  Show  Windows  Pay  Your  Rent 

Many  S«le>  «re  miide  on  lh<  S/Jcwslk 

Window  Display  Fixtures 

A  Wonderful  sel  of  Pjlcnltd  Inlercl.an«tabk  W,ndo«  Di.play  f,XMa 
for  displayini  Men  or  Womcru'  Sfioej.  Sel  wilf  (ive  10  Yean  Good  Service  in 
efTeclivc  Irade  pulling  window  Irimi, 

The  Fixtures  you  sec  above  are  only  a  very  few  of  (lie  deiiim  ttial  can  b« 
set  up  witfi  tile  full  set.  besides  hundreds  of  standard  fixtures  can  be  set  up. 

Made  of  Oak.  either  Golden.  Antique  or  Weathered  Finish.  Set  is  put  up 
in  a  Hardwood  flin£cd  Lid  Storage  Cliest.  a  dood  place  to  keep  the  extra 
Younils  not  in  use.    'f  here  are  thousands  of  sets  in  daily  use. 

No.  lOl      Set  has  220  Interchangeable  Younili  For  Larje  Windows.  948.12 
No.  lOl'A  Sel  has  110  Inlerchanjeable  Younin  For  Medium  Windows,  9Z7SO 
No.  101'4  Sel  has    55  Inlerchangeable  Younits  For  Small  Windows,  $17.32 
Stocit  carriej  in  Hamilton,  Ont.    Otjer  direct  or  thru  I/our  jobber.    Send  lor  catatog.    Patented  and  made  in  Canada. 

The  Oscar  Onken  Co.  5950  Fourtli  Street   Cincinnati,  Ohio.  U.  S.  A. 


The  Same  in  1920  ^^hut 
Increasing  in  Popularity 

YAM  ASK  A 

This  all-leather  shoe — for  men  of  all  ages,  right  down  to  the 
little  chap — enters  the  new  year  with  added  laurels  to  its  reputa- 
tion as  a  seasoned  seller. 

YAMASKA  comes  to  the  retailer  maintaining  all  the  merit  of 
manufacture  and  material  that  has  won  for  it  such  a  large  share 
of  business  during  1919.  > 


Given  a  place  in  your  stock  this  year  YAMASKA  will  prove  your 
best  link  between  you  and  your  custom. 

Let  us  hear  from  you. 

LA  COMPAGNIE 

J.  A,  &  M.  COTE 

ST.  HYACINTHE,  QUE. 


'V.D.tVRMSTRO)I(j 

ENGRAVERoF  FINE  STEEL  STAMPS  &.DIES 
23Q-c»A>NEs^MONTREAL.V>Ho/^^  675 


t 


MYSTAMPS  ARE  UPTODATE  IN  DESIGN 
&  ADO  AN  ARTISTIC  FINISH  TO  VOUR  SHOES<^ 
•  \MHICH  WILL  INCREASE  YOUR  SALES 


THE  E»tabH.hed  1863 

KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturers  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  Flexible  and  Wax  Splits  for  Home  and 
Export  Trade 


February,  1920 
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Marking  Inks  for  Power 
Driven  Machines 


Lining  Marking 
Leather  Marking 
Carton  Marking 
Sole  Marking 
Felt  Marking 


Inks  for  every 
requirement 


Colors: 

Black  Red 
Blue  Yellow 
Purple  Orange 
Green  White 
Grey 


MARKEM  MACHINE  CO. 


232  SUMMER  STREET 


BOSTON,  MASS. 


Where  There  Can  Be  No  Compromise 

There  can  be  no  question  as  to  the  importance  of  using  the 
best  box  toe  obtainable. 

The  style  and  the  durability  of  the  shoe  depends  upon  it. 

Heat,  perspiration  from  the  foot  and  dampness  must  be  care- 
fully guarded  against  if  100%  satisfaction  is  guaranteed  with 
your  shoes.    There  can  be  but  one  answer. 

Use  the 


VVLCO'UNIT 

Box  Toe 
Beckwith  Box  Toe  Limited 

Sherbrooke,  Quebec 


Patented  Dec.  30th,  1913 
Patented     Oct.  26th,  1915 
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Edwards  &  Edwards 


TANNERS 
OF 


SHEEPSKINS 


FOR 


Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

EDWARDS  &  EDWARDS 


Head  Office  and  Sale  Rooms 


Tanneries 


27  Front  E.  Toronto       Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 

JOHN  McENTYETTD.''^i5|!i*^tXL,''QifE; 


THICK 

OR 

THIN 

Ws  free  from  lumps 

Brodie's  Patent  Flour 
Paste 

has  all  the  attributes  of  a  perfect 
paste:  strong  adhesive  qualities,  is 
clean,  and  can  be  reduced  for  very 
fine  work  by  simply  adding  water. 
We  would  like  to  send  you  samples 
and  prices. 

WRITE  US  TODAY 

Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.I. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — Tliey  protect  your  sliipnient 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — Tliey     cannot     be  opened 

without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They   save  storage  space. 

ti, — Tliey     have     strong  adver- 
tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"    explains   all — write  for 


The  Hinde  &  Dauch   Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 
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WE  CAN  HANDLE 

RUSH  ORDERS 

FOR 

CUTTING  DIES 

CUTTING  DIES 

ARE  GUARANTEED  DIES 

The  most  Up-to-Date  Die  Plant  in  Canada  and  expert  die 
makers  insures  High  Grade  work  and  Expeditious  Service 
NO  DIE  TOO  LARGE  OR  TOO  SMALL  FOR  US 
TO  MANUFACTURE 

ALL  ESTIMATE  WORK  FREE.    A  TRIAL  ORDER  WILL  CONVINCE 

United  Shoe  Machinery  Company  of  Canada^  Limited 

MONTREAL 

TORONTO  28  Demers  Street  KITCHENER 

90  Adelaide  Street  West  QUEBEC  179  King  Street  West 
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"PERFECT" 


—in 

every 

sense 

of 

the 

word 


The  Perfect  Counter 

A  filjrc  counter  that  puts  a  distinctive 
(luality  into  your  slices  which  becomes  ap- 
parent when  the  wear  is  strenuous,  giving 
an  excellent  fit,  unequalled  comfort  and  sat- 
isfaction. 

Try  the  ""Pcrfecf'*"and  you'll  endorse  our 
statements. 

Perfection  Counter  Limited 

699  Letour/neux  Ave.  Cor.  Ernest  St. 

Montreal 


An 

Attractive 
Showing 


"La  Duchesse" 
McKay  shoes 
for  women  and 
Turn  Slippers 
for  men  will  ap- 
peal to  you  on 
their  merits  as 
Hij^h  Gride  footwear.  You  need  look 
no  farther  for  high  grade  shoes. 

Handle  "  La  Duchesse  "  Manufacture. 

La  Duchesse  Shoe  Co. 

Registered 

MONTREAL 


Any  Vertical  Shaped  Heel 
Breast  can  be  Scoured 
with  this 

Heel  Breast  Scourer 


Whether  an  extreme  style  or  ordinary  high  or  low  heel 
and  irrespective  of  shank  shape,  this  machine  will 
scour  a  heel  perfectly  and  give  it  a  smoother  breast 
with  any  grade  of  abrasive  you  may  be  using.  An 
important  feature,  too,  is  far  less  abrasive  is  wasted 
on  this  machine  than  on  any  other — the  loss  is  trifling. 

Investigate  further  the  value  of  this  Scourer  to  you 
for  speedier,  better  and  more  economical  production. 

The 

Louis  G.  Freeman  Co. 

CINCINNATI,  OHIO 

Canadian  Representatives  International  Supply  Co., 
Kitchener,  Ont.,  Montreal,  Que. 


February,  1930 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^rid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  JilGKEY,  Manager 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR. 

QUEBEC 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Dtpartmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  tlie  General  Merchant  is  not  an  exclusive  shoe  dealer. 


Over  33  years  in  its  field 

''CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Picific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results."— "THE 
COMMERCIAL." 

Branchei  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


SURFACE  KID  WILL  NOT  SCUFF 


Surface  Kid  is  a  decided  improvement  on  real  kid 
because  it  wears  better — will  not  scufif  and  is  much  less 
expensive. 

The  beautiful  grain  shows  to  advantage  in  dress)^ 
shoes,  while  the  soft  ])liable  texture  equals  chamois.  Send 
at  once  for  samples  of  Surface  Kid  in  Ulack  and  Colors. 

Bulls  m  Gun  Melal— Dull— Glazed 


Head  Office 

491  St.  ValierSt.,  Quebec 


LUCIEN  BORNE 


Montreal  Office — '  25  Lemoine  St. 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
days,  the  average  daily  output  lias  been  800  dozen 
finislied  skins,  or  an  equivalent  of  9, GOO  skins  per  day. 
This  represents  00,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS, 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,    BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catalogue  with  prices  and  terms. 


I.andis  No.  12  Shoe  Stitcher. 
Sold  outright  — No  royalty. 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  isis  N.zsthst.,  St.  Louis,  U.S.A. 


February.  1920 
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Insoles  and  Heel  Pads 


THE  increased  sale  of  Kendex  in  Canada  has  necessitated 
our  erecting  a  large  plant  at  St.  Johns,  Quebec,  a  fact  which 
proves  the  claims  we  have  been  making  for  this  product. 

Kendex  came  to  fill  a  need,  and  to  point  the  way  to  better  and 
more  efficient  Insoles.  That  it  has  succeeded  is  apparent  by  the 
steadily  increasing  demand  of  its  users.  You,  too,  can  share  in 
its  popularity.  Send  in  your  order  today.  With  our  facilities 
we  are  able  to  give  you  the  best  service  at  a  minimum  cost. 


KEG.  IN 


mm 


CANADA 


Kendex  is  a  superior  product, 
with  many  qualities  not  found 
in  ordinary  insoles. 

It  will  not  shrink,  check,  or 
swell,  and  prevents  calloused 
feet.  Of  uniform  flexibility,  it 
conforms  to  the  shape  of  the 
foot,  giving  comfort  and  satis- 
faction to  the  wearer. 

It  is  obtainable  in  Oak,  White 
or  Black,  of  fast  color,  which 
will  not  stain  a  white  hose. 


Trims  to  a  clean  edge  and 
makes  an  excellent  middle 
sole.  It  is  a  non-conductor, 
eliminating  the  burning  sting- 
ing sensation  caused  by  tan- 
nage of  leather. 

We  can  supply  felt  of  every 
description  for  shoe  manufac- 
turers. Also  Heel  Pads,  cut 
from  several  qualities  of  white 
felt,  and  all  colors  of  Com- 
bined Imitation  Leather  and 
Felt. 


KENWORTHY  BROTHERS 

OF  CANADA,  LIMITED 

ST.  JOHNS,  P.  Q. 

Represented  in  the  Province  ot  Quebec  by  HORACE  D'ARTOIS,  224  Lemoine  St.,  Montreal 


NOT  alone  in  elegance  of 
appearance  does  our  pro- 
duct excell.  Clarke's  Patent 
comprehends  the  fundamentals 
which  make  for  the  utmost  in 
durability. 

Durability  in  a  Patent  Shoe  is 
the  prime  factor  in  the  induce- 
ment of  the  return  of  your  cus- 
tomer for  another  purchase. 

It  is  upon  this  assumption  that 
we  have  built  up  the  largest 
Patent  Leather  industry  in  the 
Empire. 


A.  R.  Clarke  &  Co., 

LIMITED 
^^Makers  for  the  Nation** 
MONTREAL         TORONTO  QUEBEC 


Patent  Leather 


Vol.  X.— No  3  Toronto,  March,  1920 
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"Sure-Step" 
Rubber 
Heels 


Superior 
Composition 
Soles 


PANTHER 

Panther  Soled  footwear  is  your  best  lju}'.  Each  successive  season.  Panther 
Composition  soles  and  heels  become  more  firmly  entrenched  in  the  footwear 
market.  Each  season  brings  a  greater  number  of  followers  to  the  Panther 
march  of  progress. 

Panther  Composition  soling  can  be  used  exactly  as  leather  in  making  up  foot- 
wear. It  will  surpass  the  best  of  leather  in  appearance,  wear,  comfort,  utility 
in  rain  or  shine.  The  increasing  cost  of  leather  has  brought  "Panther"  into 
the  foreground.  We  will  be  glad  to  tell  you  how  you  can  obtain  the  profit 
possibilities  of  the  Panther  product.    Write  us. 

Panther   Rubber  Company,  Limited 


Sherbrooke 


P.  Que. 


I  READ 
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DOMINION  Rubl)er  System  FOOTWEAR  SALESMEN 
are  coming  your  way  witli  the  best  and  most  compre- 
hensive Hne  of  Rubber  Footwear  ever  presented  to  you. 

You  will  confirm  that  statement  after  you  have  seen  their 
samples  for  1920.  Wait  for  them,  because  the  Dominion 
Rublier  System  line  is  well  worth  your  consideration. 

Dominion  Rubber  System  Service  Branches 

are  located  at 


Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  London,  Kitchener, 
North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina,  Saskatoon,  Calgary, 
Edmonton,  Vancouver  and  Victoria. 


I<  ( )  ( )  T  W  K  A  ]i   I  N  C  A  N  A  D  A 


March.  KKiO 


FOR.  SERVICE 

lllliilllllllllllllllillllMIIIIIIIIIIIIIIIIJI      ^A.  .  .IlllllllllliP'lllllllllllilllllllllllillll 


  CIENTIFIC  tests  prove  kid 

to  be  the  strongest  of  upper  leathers, 
although  many  people  have  assumed 
that  an  upper  leather  to  be  durable  must 
be  heavy  and  hard.  This  belief  is  not 
founded  on  facts,  as  walking  shoes  of  kid, 
which  is  soft  and  light,  will  wear  as  long 
as  shoes  made  of  heavier  leathers,  and  in 
addition  will  be  more  stylish,  comfort 
able,  and  hygienic. 

We  are  telling  these  facts  constantly 
lo  more  than  6,O()0,()OO  families.  Make 

Write  for  sampl 


your  walking  shoes  of  Vode 
Kid  so  that  you  will  be  in  a  position  to 
supply  the  demand  which  this  advertis- 
ing is  bound  to  create. 

Vode  Kid  is  dyed  through  and 
through;  it  is  not  coated  with  a  paint 
or  pigment  finish,  and  in  its  production 
only  the  better  grades  of  raw  skins  are 
used.  Irrespective  of  market  fluctua- 
tions, the  price  is  always  the  lowest  pos- 
sible, while  the  quality  of  the  grades 
^ever  changes. 

es  and  price  list. 


Standard  Kid  Mfg.  Go 

207  South  Street,  Boston,  Mass. 


Branches  at  New  York,  Pliiladelpliia,  Rochester,  Cincinnati, 
Chicago,  St.  Louis  and  Montreal 


Marc 


h,  1930 
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BENNETT 

DEPENDABLE  COUNTERS 


\ 


Something' 

You  Can 
Rely  Upon 

for  appearance, 
endurance 
and  economy 

If  you  are  not  satisfied  with  BENNETT,  we  want  to  know  why. 


ONTARIO  OFFICE 
28  King  St.  East 
Kitchener 


BENNETT  LIMITED 
MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  P.Q.,  CANADA 


SALES  OFFICE 
59  St.  Henry  Street 
Montreal 


Made  in  Canada  by  the  largest  shoe  fibre  makers  in  the  British  Empire. 
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HYAWATHA 

Slipper  Moccasins 


There  are  Exclusive  Features  of 
These  Moccasins  as  well  as  Practical 
Reasons  for  Embodying  Them 


The  Exclusive  Features  are: 

(1)  Waxed  thread  machine-stitched  vamps. 

(2)  Lined  with  pure  wool  felt. 

(3)  Linings  an  integral  part  of  leather. 

(4)  Heel  curvature  conforming  to  shape  of  foot 

(5)  Each  one  lasted  to  shape. 

The  Practical  Reasons  will  be  given  in  a 
series  of  TRADE  TALKS  in  this  Journal. 


Manufactured  by 


The  Montreal  Moccasin  Co. 

LMIITED 

10  SHAMROCK  AVE.        -  MONTREAL 


March,  1920 
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Why  the  D.  &  P. 


Counter  is  a  solid 
foundation  for 
any  good  shoe 


IRST,  because  they  are  made  from  selected 


JL       fibre,  which  is  put  through  our  special 
process  to  ensure  greater  durability. 

D.  &  P.  Counters  make  a  shoe  look  smarter,  no 
matter  how  unusual  or  extreme  the  form  of  the 
heel  seat  may  be. 

They  are  sturdily  built  and  wear  like  iron,  yet 
they  are  as  comfortable  as  an  old  slipper. 

We  repeat  that  every  counter  turned  out  by  us 
carries  with  it  a  guarantee  to  give  lasting  satis- 
faction. 


DUCLOS  &  PAYAN 


Ed.  R.  Lewis,  45  Front  St.  East,  Toronto,  Ontario  Selling  Agent 


Tannery  and  Factory :  ST.  H YACINTHE,  P.Q. 


Let  us  send  you  samples 


Richard  Freres,  Quebec, 


Selling  Agents  for  Quebec  City 


Sales  Office  and  Warehouses  : 


224  LEMOINE  STREET,  MONTREAL 
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INVINCIBLB 

FORMERLY  CALLED 

MONARCH 


T  UST  like  the  auto  tire.  That's 
*i  how  "Invincibles"  are  made. 
F  rom  the  same  tough  tire  tread 
stoclc,  and  with  the  same  high 
Pressure  Process  of  curing. 

Stock  "Invincibles"  this  spring 
and  you'll  give  your  customers 
the  toughest  and  longest  wear- 
ing rubber  boot  that  money 
can  buy.  The  best  advertisement 
"Invincibles"  have  is  the  man 
who  has  been  wearing  them. 
He'll  go  out  of  his  way  to  get 
them  again. 

"Invincibles"  will  develop  and 
hold  your  Rubber  Footwear 
Trade. 

STOCK  UP  FOR  SPRING  NOW 

The  Miner  Rubber  Co. 

Limited 


March,  19:>0 
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■^INEI^ 

^1 

ALL  we  ask  is  that  you  handle 
"Invincibles"  just  once.  The 
satisfaction  given  to  the  wearer 
will  keep  you  stocking  them.  Any 
man  who  gives  'Invincibles"  a 
trial  continues  to  wear  them 
year  after  year  and  will  go  out 
of  his  way  to  get  them. 

"  Invincibles  "  are  Pressure 
Cured.  The  same  high  Pressure 
Process  that  puts  into  automo- 
bile tires  the  wear  resisting 
qualities  enabling  them  to  carry 
a  10-ton  truck  over  rocks,  mud 
and  snow,  is  used  in  the  making 
of  "Invincible"  Rubber  Foot- 
wear, 

ORDER  YOUR  SPRING 
STOCK  NOW 

The  Miner  Rubber  Co. 

Limited 


10 
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Just  Wright 
Trade  Builders 

There  must  be  something  in  it  when 
the  keenest  dealers  in  Canada  and 
the  United  States  make  this  their 
leading  line  of  fine  shoes. 

Today's  price  level  makes  it  impera- 
tive that  the  article  offered  have  a 
distinct  sales  appeal.  Just  Wright 
shoes  have  that  worthy  quality,  and 
with  it  the  guarantee  of  service  that 
is  backed  by  an  honorable  name. 

Salesmen  now  out  with  Fall  Samples 

E.  T.  Wright  &  Company 

Inc. 

St.  Thomas,  Ont.         Rockland,  Mass. 


March,  1030 
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The  D.  &  F.  Lines 


increase 
sales 

and 

develop 

permanent 

trade 


^^UR  high  class  hnes  of 
men's  and  women's 
Goodyear  welts  have  all  the 
distinctive  features  of  style, 
workmanship  and  fine  mat- 
erials which  make  them  es- 
sentially footwear  of  a  quality 
grade. 

Their  unusual  comfort  and 
wearing  qualities  are  a  dom- 
inating factor  in  gaining  the 
good  will  of  your  customers, 
—  an  asset  for  bigger  sales 
and  increased  profits. 


Dufresne  &  Locke 

LIMITED 

MONTREAL 
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Announcement: 

The  Universal  Shoe  Machinery  of  Canada 

Limited 

124-128  Queen  Street,  Montreal 

Under  the  Management  of 

MR.  W.  A.  COLES 

have  completed  the  installation  and  e(|uipment 
of  their  new  and  up-to-date  factory  at  the  above 
address,  where  they  are  manufacturing  and 
assembling  a  complete  line  of  shoe-repairing 
machinery  "made  in  Canada"  upon  which  their 
IS  no  duty,  exchange  or  royalty. 

Inquiries  solicited  for  immediate  orders. 

Subscribers^  Information  Form 

Many  letters  reach  us  from  subscribers  enquiring  where  certain  goods  can  be 
obtained.  We  can  usually  supply  the  information.  We  want  to  be  of  service  to 
our  subscribers  in  this  way,  and  we  desire  to  encourage  requests  for  such  informa- 
tion.   Make  use  of  this  form  for  the  purpose. 

Date  19 

"  FOOTWEAR  IN  CANADA," 

347  Adelaide  Street  West,  Toronto. 

Please  tell  us  where  we  can  secure  (give  description  as  fully  as  possible)   


Name  . 
Address 


March,  ^'r^o 
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See  the 

Independent 
Lines 

before  placing  your  order  for  Fall 

Kant  Krack 
Dainty  Mode 
Veribest 
Dreadnougrltt 
Royal 

Complete  line  of  Samples  now  being  shown  by 
representatives  of  the  following  leading  jobbers 


WAIT  FOR  THE  MAN  FROM 


Amherst  Boot  &  Shoe  Co.,  Limited 
Amherst  Boot  &  Shoe  Co.,  Limited 
Brown,  Rochette  Co.,  Limited 
Frastrville  Shoe  Co.,  Limited 
Dufresne  &  Galipeau,  Limited 
James  Robinson  Co.,  Limited 
A.  W.  Ault  &  Co.,  Limited 
J.  A,  MacLaren  Co.,  Limited 
White  Shoe  Co.,  Limited 
C.  Weaver 

T.  Long  &  Brother,  Limited 
Tlie  London  Shoe  Co.,  Limited 
Kilgour  Rimer  Co..  Limited 
H.   G.   Middleton   Co.,  Limited 
Amherst  Central  Shoe  Co.,  Limited 
E.  A.  Dragg  &  Co.,  Limited 
Dowers,  Limited 
The  J.  Leckie  Co.,  Limited 


— HaHfax,  N.S. 
— Amherst,  N.S. 
— Quebec,  Que. 
— Fraserville,  Que. 
— Montreal,  Que. 
— Montreal,  Que. 
— Ottawa,  Ont. 
— Toronto,  Ont. 
—Toronto,  Ont. 
— Trenton,  Ont. 
— Collingwood,  Ont. 

—  London,  Ont. 

—  Winnipeg,  Man. 
— Winnipeg,  Man. 
— Regina,  Sask. 
— Calgary,  Alta. 
— Edmonton,  Alta. 
— Vancouver,  B.C. 


The  Independent  Rubber  Co.,  Limited 


Merritton 


Ontario 


14 
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The  Argument 


That  "Holtershoes"  are  the  kind  that  please  most  wo- 
men is  won  immediately — on  looks,  on  fit,  and  on 
quality. 

While  the  styles  are  i)ieasinf^'  to  the  eye,  there  is  also 
that  evasion  of  the  gaudy  or  extreme  in  ideas. 

Inspection  is  invited — Welts — Turns — McKays. 

The  Holters  Company,  Cincinnati 

Salesmen  will  leave  soon  with  the  fall  line. 


March,  1930  FOOTWEAR    IN  CANADA 
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Gu^enheim  Buckles 


m 


The  undisputed  beauty  and  originality 
in  design  of  Gugenheim  Buckles  gives 
added  sales  value  to  pumps  and  slippers. 

Not  only  are  they  original,  but  they 
carry  an  air  of  good  taste  and  refinement 
which  appeals  to  the  better  class  of  trade. 

Cut  Steel-Bronze- Jet-Rhinestone-Metal 


$6.00  the  doz.  to  $75.00  the  pair 

M.   GUGENHEIM,  INC. 


N  EW  YORK— 362  Fifth  Avenue 


PARIS-Faubourg  Possonniere  32 


When  it  comes 

to  Rubbers 

Dominion  Rubber  System  Rubbers 


When  it  comes 

to  Service 

Lennox 


BOOTS  AND  SHOES-STYLISH  AND  STAPLE 


JOHN  LENNOX  &  CO., 


18-20-22  KING  EAST 
HAMILTON 


March,  1930 
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H.    O  MCDOWELL 


BRANCH 
401    CORISTINE  BUILDING 

MONTREAL 


Representing 

American  Lacing  Hook  Co. 

\Valtl]am,  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour   Sand   Paper  Works 

Chicago,  HI. 
Crystolon  Paper  and  Cloth 
for  Huffing  and  Scouring 

Boston  Leather  Stain  Co. 

lioston,  Mas.s. 
Inks,  Stains,  Waxes,  etc. 
t'yclone  Jileach 

The  Ceroxylon  Co., 

lioston,  Mass. 
teroxylon,  tlie  Perfect 
Liquid  VVa.^ 

Dean  Chase  Co., 

Itoston,  Mass. 
Shoe  Goods,  Cotton 
'thread 

The  Louis  G.  Freeman  Co., 

Cincinnati,  (J. 
Shoe  Machinery 

Hazen,  Brown  Co., 

Brockton,  Mass. 
Waterproof  liox  Toe 
Gum,  Rubber  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  Staying,  etc. 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 

Factory  Supplies, 
Needles,  etc. 

|.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Ont. 

Slioe  Laces 

United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Welting, 


H.  N.  LINCOLN 


IMPORTERS 
MANUFACTURERS 


JOBBERS 
SALES  AGENTS 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


THE  LARGEST  SHOE  FACTORY   SUPPLY  HOUSE  IN  CANADA 


MAIN   OFFICE   AND  FACTORY 
37    FOUNDRY   ST.  S. 

KITCHENER.  ONT. 


BOTTOMS  OF  SHOES 

That  are  finished  witli 

Cyclone  Bleach  &  Magic  Stain 

HEELS  that  are  finished  with  our  famous 

Black  Diamond  Heel  Blacking 

and  EDGES  that  are  finished  witli  our 

King  Edge  Stain 

])r()duce  l)est  results  and  "ive  satisfaction  to 
manufacturer  and  consumer. 


Cyclone  Bleach 

Is  the  only  effective  prei)aration  that  will  remove 
those  glucose  spots,  waterstains  and  all  other  dis- 
colorations  from  soles  and  give  perfect  results  in 
finishing-. 

Made  in  a  variety  of  combinations,  making"  it 
possible. to  produce  Oak  or  Union  effects  on  red 
leather,  and  a  variety  of  other  tints,  iiichuling  pm"e 
white,  on  any  kind  of  sole  leather. 

Magic  Stain 

works  in  harmony  with  Cyclone  Bleach,  producing 
a  hard,  smooth,  clean,  bright  finish.  Used  as  single 
or  double  brush  stain  and  made  in  a  varietv  of 
colors. 

Try  a  Sample  Gallon  Now 


BRANCH 
597    ST.   VALIER  STREET 
QUEBEC 


109  Purchase  Street  BOSTON,  MASS. 

Sole  Canadian  Agents : 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 


/ 


^rarcli.  10:30 
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No  Need 
to 

Hesitate 

about  stocking 
shoes  of  proven 

Saleability 


DALACO 

Men's  and  Women's  Welts  and  McKays 

PATRICIA 

Women's  Turns 

METROPOLITAN 

Men's  and  Women's  Welts  and  McKays 


These  three  lines  have  for  mrny 
seasons  embodied  the  highest  qual- 
ities of  the  shoemaker's  craft. 

It  is  natural  then  that  they  should 
also  embody  that  most  important 
factor — saleability. 

Looking  at  them  from  every 
angle  "  Dalaco,"  "Metroiiolitan"  and 
"Patricia,"  jirove  an  attractive  prop- 
osition for  the  dealer. 


Write ^  Phone  or  Mail  Your  Orders 

Daoust,  Lalonde  &  Company,  Limited 


MONTREAL,  Que. 

Branch:  Metropolitan  Shoe  Co.,  91  Paul  St.  East, 


MONTREAL 
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Known  for  its 
Selling  Qualities 


TH  E  Bostonian  Shoe  is 
widely  known  for  the  re- 
peat orders  which  it  creates. 
The  reason  is  not  difficult  to 
find. 

The  Bostonian  is  a  sturdily 
built  shoe,  embodying  every 
factor  of  a  high  grade  product 
at  a  reasonable  price. 

The  all  round  satisfaction 
which  it  gives,  prompts  the 
wearer  to  demand  a  Bostonian 
whenever  he  is  in  need  of 
footwear. 


James  Robinson  Co.  Ltd. 

specialists  in  Fine  Footwear 
MONTREAL 


March,  \'.m 
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The  Famous  Lines  of 
Independent  Rubbers 
and  Tennis  Shoes 


IT  is  not  too  early  to  consider  the  replenish- 
ing of  your  rubber  stock  for  next  season. 

In  this  respect  any  of  the  Independent  Brands 
will  fill  yonr  needs  and  point  the  way  to  big- 
ger and  better  business. 

For  the  summer  trade  the  Speed  King  Tennis 
Shoes  will  rule  as  in  past  seasons. 

Let  us  have  your  orders  now. 


James  Robinson  Co.  Ltd. 

specialists  in  Fine  Footwear 
MONTREAL 


m 


mi 
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Black 
White 
Colors 


Distinction 
and  Service 


When  New  Castle  Kid  en- 
ters into  the  makeup  of  a 
shoe  it  lends  the  distinct- 
iveness that  makes  the 
sale.  Its  service  to  the 
wearer  in  retaining  its 
smartness  and  lengthen- 
ing- the  life  of  the  shoe 
holds  the  custom  it  has 
created. 

The  extensive  sales  of 
New  Castle  Kid  together 
with  dealer  testimony,  af- 
ford ample  proof  of  these 
qualities. 


New  Castle  Leather  Co.,  Inc. 

NEW  YORK 

Boston  Montreal,  Can.  Chicago 

and  the  principal  leather  and  shoe  centres  everywhere 
Factory:  WILMINGTON,  DEL. 


March,  1020 
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Oxfords  and  Pumps 
for  Spring  and 
Summer  Selling 


V^^E  are  now  showing  a  com- 
^      plete  range  of  Feminine 
Footwear. 

Particularly  would  we  call  your 
attention  to  our  ever  popular 
Oxfords  and  Pumps.  These  we 
have  in  either  leather  or  white, 
and  as  indications  point  to  a  re- 
petition of  their  success  of  past 
seasons  we  would  advise  you  to 
stock  plentifully  and  be  pre- 
pared. 


Canadian  Footwear  Co. 

Limited 

MONTREAL 

Salesroom  :  36  St.  Genevieve  St.       Factory :  Pointe«Aux«Trembles 


March,  1920 
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TETRAULT 


Will  Put  Dollars 
in  Your  Pocket 

quicker  than  any  other 
footwear  made 


Tetrault  Shoe  Manufacturing  Go. 

Limited 

Largest  Producers  of  Boots  and  Shoes  in  Canada 


Ollicc  and  VVanliousc 

!»  Kue  lie  Marseille, 

I'aris,  I'laiice. 


Montreal  Toronto 


Marcli,  V.m 
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Did  Your  Jobber  Tell  You  ? 

Of  this  Splendid  Shoe  for  Men  and  Boys 


If  he  has  not  already  shown  you  the  possibilities 
of  Tillsonburg  Shoes,  write  direct  to  us.  These  shoes 
have  the  qualities  which  go  to  make  the  backbone  of 
a  substantial  business,  and  you  should  be  handling 
them  if  you  have  any  call  for  a  first-class  all-round 
boot  for  men  and  boys.  Don't  fail  to  see  our  splendid 
models  now  showing. 


The  Solid  Shoe 
Ensuring  Service 


Tillsonburg  Shoe  Company 

LIMITED 

Tillsonburg   -  Ontario 


28 
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Built  to  give  greater  Satisfaction 


Shoes 

that  make  a 
strong  appeal 

FeJnine 

Buyers 


Thoroughly  serviceable  in  every  respect  these 
shoes  have  the  appearance  which  create  an  instant 
demand  among  feminine  buyers. 

Our  new  models  for  the  coming  season  include 
a  complete  line  of  McKays. 

We  have  also  an  excellent  line  of  canvas  shoes 
for  summer  trade.  As  the  se?son  for  this  foot- 
wear will  soon  be  upon  us  it  would  be  well  to 
place  your  orders  immediately. 


Jobbers  Only 


Gagnon,  Lachapelle  &  Hebert 


Shoe  Manufacturers 


55  Kent  Street 


Montreal 


March,  1930 
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Columbus 


SAMPLES 


^  Before  placing  your  orders  for 
fall — see  our  samples. 

^  Our  travellers  are  now  on  the 
road  with  the  full  Columbus 
Rubber  line. 

^  Columbus  Rubbers  are  gain- 
ing in  popularity — evidence  of 
their  dependable  quality  and  the 
satisfaction  they  give  the  wearer. 


^  Our  branches  and  agents,  ever  at  your  service, 
can  meet  your  requirements  for  sorting  orders 
at  all  times. 


The  Columbus  Rubber 


For  Fall  1920 


Company  of  Montreal 

LIMITED 


Rubbers 
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SHOES 


For 

Infants 
Children 
Misses  and 
Growing 
Girls 


Selling 
to 

Jobbers 
Only 


Serviceable  footwear  for  active  young- 
sters constructed  to  give  exceptional 
wear  where  the  wear  is  hardest. 

Manufactured  to  allow  perfect  comfort 
and  freedom  .to  growing  feet. 

A  line  which  will  satisfy  the  parents 
and  offers  generous  profits  and  rapid 
turnov^er  to  the  dealer. 


Children's  Shoe  Mfg,  Co.,  Limited 

1 1  Belleau  St.  -  -  Quebec  City 


0$HAWA 


CANADA 


TANNERS  AND  CURRIERS 


Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 

MONTREAL  OSHAWA  QUEBEC 


March.  litSO 
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Boys,  Youths  and  Mens'  Shoes 

 for  the  jobbing  trade  


No.  46 


We  carry  a 
splendid  line  of 
McKays  for  women 


LAGACE  &  LEPINAY 

22  ST  ANSELME  ST. 

QUEBEC 

^^^^^^^^^^^^^^^^^^ 

Now    is    a  RT)p 
come  in  and  so 
models.      If  y 
call  upon  us  \\ 
pleased    to  sen 
for  \'our  appro 
can    prdiiiisc  st 
chandisc  at  a  t 
[irices. 

(1    time  to 
e  our  new 
lu  cannot 
e  shall  he 
d  samples 
val.  We 
Tund  incr- 
r  a  c  t  i  V  e 

BOOST 

Our  High  Class  Lines  of 

Men's,  Women's,  Boys'  and  Youths' 
WELTS  and  MEDIUM  McKAYS 

These  shoes  meet  all  the  requirements  of  jobber  and   dealer,  and  will 
net  you  liberal  profits  and  give  you  a  rapid  turnover. 

They  are  lines  of  footwear  which  are  reliable  in  service  and  embody  all 
the  essentials  of  correct  style  and  quality  material. 

We  Sell  the  Jobbers  Only 

LUDGER  DUCHAINE 

593  St.  Valier  Street         -         -         QUEBEC  CITY 
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IF  YOU  INTEND  TO  BUY  A  LINE  OF  HIGH 
GRADE  FOOTWEAR,  WHY  NOT  ENJOY  THE 
SATISFACTION  OF  STOCKING  A  LINE  THAT 
FOR  NEARLY  SEVENTY  YEARS  HAS  BEEN 
DEVOTED  TO  THE  PRODUCTION  OF  NOTH- 
ING BUT  HIGH  GRADE  SHOES? 

EVERY  DESIRABLE  FEATURE  HAS  BEEN 
BROUGHT  TO  ITS  FULLEST  DEVELOPMENT 
IN  THE  EDWIN  CLAPP  SHOE. 


EAST  WEYMOLJTH,  MASS.,  U.S.A. 


HYDRO  CITY  SHOES 

Past  years'  successes  in  the  sales  of 
Hydro  City  Shoes,  and  the  same  good 
quaHty  retained  in  this  year's  Hne  war- 
rant a  hberal  stock  of  them  for  your 
i920  trade    They  are  all-the- 
year-round  sellers,  loo  percent 
leather,  splendidly  made,  with 
wearing  qualities  such  as  only 
solid-all-leather  shoes  have — 
serviceable  in  every  particular  because  of  their  strength, 
appearance,  and  comfort. 

HYDRO  CITY  SHOE  MFRS. 


KITCHENER 


LIMITED 


ONTARIO 
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The  Aird  Shoe  as  an 
Attractive  Line  for 
Jobbers 

MONG    the   many  Hnes 
of  Footwear  offered  to 
the  Jobber,  few  present 
such  an   attractive  pro- 
position as  the  Aird  Shoe. 

See  the  wide  range  which  we 
carry  ;  every  pair  the  product 
of  our  own  factory ;  every 
pair  showing  faultless  design 
and  workmanship;  every  pair 
carrying  with  it  the  assurance 
to  give  a  long  and  faithful 
service  to  the  wearer. 

Can  you  afford  not  to  include 
the  Aird  Shoe  in  your  stocks 
for  the  coming  season  ? 


Aird  &  Son 

REGISTERED 

MONTREAL 
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MAZDA 


Good  Light 
is  your  best 
Advertiser 


MAZDA 


A  good 

Ask  display  of 

for         ^^^k  -^"^  your 

EDISON     1^  merchandise 

must  be 
well  lighted 


And  you  will  receive  entire        ^^^^^^H  j  jg-^t  aiwavs  attracts.  Edison 

satisfaction    m    an    electric  H^^^^H  Mazda  light  'in   the   Store  does 

lamp     The  cost  is  not  high-  ■^■^^^H  more.    It  assists  vour  display  in 

er,     but     the     efficiency     is  ^H^^^H  ^^^^^-^^^  ^  favorable  impression. 

greater._  Edison  Mazda  is  ^^^^^H  u  has  qnalitv-not  the  quality  of 
perf ect  m  design  and  work-  ^^^■■H  nK,onIi^•ht,  or  starlioht-it  is  like 
manship;  it  represents  the       ^^^^^^kI!  S  r  i 

^  '  ^^^^^^^^KJu^^H  the  sun.  \yarm  and  powerful. 

supreme  achievement  m  ^^^^^^■■■^H 
electric   lamp   making.    It  ^^^^^^^^^^H 

e\v    things  which 

shows    the    way    to    better  can  assist  sales  in  the  store  bet- 

lighting  in  store  and  Work-  ^^^^^^  ter  than  a  bright  atmosphere  of 

shop.    Your  nearest  dealer  pm-e  strong  light, 

will  supply  you.  .^fl^B 

^^^^D^HM^h  This         the  of  the 

Ask  for  Edison  Mazda.  ^^^^^P^^  Mazda. 

Canadian  General  Electric  Co.,  Limited 

Head  Office      -  TORONTO 

Branch  Offices:  Montreal,  Quebec,  Sherbrooke,  Halifax,  Sydney,  St.  John,  Ottawa,  Hamilton,  London,  Windsor, 
Cobalt,  South  Porcupine,  Winnipeg,  Calgary,  Edmonton,  Nelson,  Vancouver  and  Victoria. 


lllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^^ 
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Established  1882 


Independent  Rubbers 


FALL  AND  WINTER 

1920    SEASON  |921 

Order  the  Right  Goods 

And  Order  Them  Early 

Dreadnaught  —  Kant  Krack 
Dainty  Mode  and  Royal  Brands 

Our  travelling  representative  will  wait  upon  you  shortly  for 
your  requirements  in  next  season's  rubber  footwear. 

There  is  no  need  to  introduce  Independent  Brands  to  wide- 
awake merchants  as  these  products  are  well  known  through- 
out the  trade  for  service  and  satisfaction  to  the  wearer,  and 
profitable  sales  to  the  retailer.  We  would  add  that  Independ- 
ent Rubbers  are  made  in  Canada  by  a  Canadian  Company. 

Independent  is  the  line  for  you  to  handle.  The  White  Shoe 
Company  is  the  firm  that  can  give  you  the  service.  Place  your 
order  with  us  and  please  place  early. 

White  Shoe  Co.,  Limited 

Wholesale   Shoe  Distributors 
9  WELLINGTON  STREET  WEST 

TORONTO 
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Electric  Buffer  Dryers 
Electric  Treeing  Irons 
ElectricHeatingDevices 


All  sold  subject  to  your  approval 
after  thirty  days  free  trial. 


Write  today  for  full 
particulars 


Millner  Company 

1706  N.  12th  St.,  St.  Louis,  Mo. 


Shoe  Tools  and  Findings 

BOSTON  JiURXISHKRS 

Made  in  2  sizes 

TRI-ANGS^ 

For  protecting  heels  from  wearing  out  too  quickly.  Manu- 
facturers of  a  large  and  complete  line  of  tools  and  findings  for 
ihoe  repairer  and  shoe  store. 

The  New  Shoe  Machinery  Company 

PROVIDENCE,  R.I.,  U.S.A. 

Distributors  for  British  Columbia: 

B.C.  LEATHER  &  FINDINGS  COMPANY  LIMITED 

VANCOUVER,  B.C. 

Distributors  for  Provinces  of  Saskatchewan, 
Alberta  and  Manitoba: 

THE   GREAT    WEST    SADDLERY  COMPANY 

Winnipeg  Edmonton  Saskatoon  Calgary 


VALANCES  COMPLETE  YOUR  DISPLAYS 

A  window  without  a  valance  is  unfinished  in  appearance.  The  up-to-date  method  of  finishing  the  upper  part  of 
your  plate  glass  is  to  use  a  valance  which  hides  the  unsightly  ceiling  and  lighting  fixtures;  adds  a  rich  and  exclusive 
atmosphere  to  your  store  front.  We  make  floor  rugs  and  drapes  to  match  our  valances.  We  also  have  a  complete 
line  of  window  display  plushes.  We  have  stock  patterns  that  sell  by  the  yard  or  make  them  up  to  your  special 
order.    36-hour  delivery.    Anti-profiteering  prices. 

"MELCO"  GLASS  FIXTURES 

We  have  the  only  complete  line  of  glass  fixtures  on  the  market,  consisting  of  square,  round  and 
fluted  Colonial  pedestals  and  all  shapes  of  shelves.  Nothing  more  beautiful  for  showing  Shoes, 
Toilet  Goods,  Ladies'  and  Men's  Furnishings,  Bags,  Leather  Goods,  Novelties,  etc.  Their 
sparkling  brilliancy  adds  a  touch  of  richness  to  every  display  in  which  they  are  used. 

WE  HAVE  EVERYTHING  NEEDED  FOR  THE  DISPLAY 
OF   MERCHANDISE.      LET   US    KNOW    YOUR  NEEDS. 

WRITE  FOR  CATALOGUES. 

MELIUS  &  COWLEY,  Mj„'a'l; bS,,,.,  Chicago 
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Our 
Crystal 

Glass 
Fixtures 


are  the  only  absolutely  in- 
terchangeable, complete 
line  on  the  market.  They 
admit  of  a  constant 
changing  of  effect. 


They  are  neutral,  blending  perfectly  with  any  color  scheme 

1   Are  always  clean  and  fresh 

1  Any  merchandise  is  perfectly  displayed 

They  are  substantial  and  stand  securely  | 


They  are  the  best  and  most  largely  used  fixtures 


Above  we  show  the  Pedestals  (6,  9,  12  and  15  inches  high), 
some  of  the  plate  glasses,  also  two  sample  "Trims."  Our 
Catalogue  "G.F."  shows  the  complete  line.  WRITE 
FOR  IT.    Ask  for  colored  circular  of  Beautiful  WIN- 


DOW RUGS.  Send  for  samples  of  WINDOW  VAL- 
ANCE (carried  in  stock).  Ask  for  samples  of  WIN- 
DOW PLUSHES  and  VELOURS.  Catalog  "R"  shows 
WICKER  FIXTURES. 


New  York  Show  Room 

65-67  East  12th 
Bet.  Broadway  and  4th  Ave. 


THE  HECHT  FIXTURE  CO. 

Medinah  Bldg.,  Wells  St.  and  Jackson  Boul.  CHICAGO 
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Display  Your  Shoes 
Attractively  on  the 
Classic  Stand 


The  Classic  is  the  most  hand- 
some display  stand  ever  put  on 
the  market  in  Canada. 

Its  simplicity  and  beauty  of 
design  will  add  refinement  to 
your  store  and  attractiveness 
to  your  goods.  The  Classic 
Shoe  Stand  is  finished  in  a 
rich  gold  with  black  relief. 

Write  for  further  particulars. 


DALE  WAX 
FIGURE  CO. 

LIMITED 
TORONTO 


CLASSIC 

No.  4025— Double 
Shoe  Stand 
Made  in  three 
heights,  18,  24  and 
30  inches. 


Globe  Furniture  Co. 

(Limited) 

Waterloo,  Ont. 


Send  for  Catalogue  and  Prices 

GLOBE  INTERLOCKING  SHOB 
STORE  CHAIRS 


Protect  your  books  and  papers 
in  a 

TAYLOR 
SAFE 

It  costs  little  —  our  terms  are 
easy.    Write  for  full  informa- 
tion. 

J.  &  J.  Taylor,  Ltd.,  Toronto  Safe  Works,  Toronto 


FIRE 


Established  1855. 


Branches  at  Montreal,  Winnipeg,  Vancouver 


i^ 
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STEEL  DIES,  SHOE  STAMPS, 

Shoe  Lining  MarkerSy 

RUBBER  and  BRASS  STAMPS  For  All  Purposes 

Stencils.  Marking  Inks  and  Supplies^  Numbering  Machines 

We  are  one  of  the  oldest  Stencil  and  Steel  Die  manufacturing  establish- 
ments in  Canada. 

Long  experience  and  the  testimony  of  hundreds  of  pleased  customers 
testifies  to  the  reliability  of  our  work  and  the  dependability  of  our  service. 

Montreal  Stencil  Works,  221-223  McGill  Street,  Montreal  Si^K^fM. 


Novelty  Background  Papers 

for  PANELS  and  FLOORINGS 


Artistic  and  practical  decora- 
tions of  every  description  for 
windows  and  show  cases. 

Exclusive  Line  of  Artificial 
Flowers,  Baskets,  Borders, 
Roping,  Flower  Boxes,  Price 
Tickets,  Thumb  Tacks,  Etc. 


Our  catalogues  are  ready  for  the  asking 

DOTY  &  SCRIMGEOUR 

SALES  CO.  INC. 

30  READE  STREET    -    NEW  YORK 


YOUR 
STORE 
FRONT  and 
WINDOWS 

are  the  strongest 
mediums  for  attract- 
ing trade,  gaining 
the  public  good  will 
and  approval,  and 
clinching  sales. 


Caron  Advertising 
Signs  Co. 

391  Bleury  St  MONTREAL 


SIGNS 
and 

SHOW- 
CARDS 

are  a  necessary  as- 
set to  good  store 
fronts  and  window 
displays.  Ask  for 
estimates. 
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Rubbers  For  Fall 


and  Winter 


Order 
Now 


Order 
Enough 


Let  Us 
Show  You 
Our 

Rush  Order 
Service 


Our  travellers  are  now  out.  They  will 
present  for  your  approval,  a  bigger 
and  better  range  than  ever  of  the 
above  popular  brands  of  rubber  footwear. 
A  word  to  the  wise  says  order  early  if  you 
want  the  best  of  service.  We  solicit  your 
business  and  will  do  the  best  we  can  for 
you  to  make  1920—21  a  bumper  season  for 
rubber  sales. 


Blachford  Davies  &  Co. 


60-62  Front  Street  West 
TORONTO 


ii 
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Vassar 

A  Distinctive  Shoe 
for 

Women 


Minister  Myles  Shoe  Company 

LIMITED 

TORONTO 
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Styles  in  Stock 

Delivered  at  Once 


Have  you  received  our 
new    Spring  Catalogue 
showing  our  complete 
stock  ? 


No.  702 
FINE  BLACK  VICI  LACE 
Leather   Louis  Heel 
Imitation  Tip 
WELT 
AA4/S,  A.B3/S.  C.D2!</7 
Price  $9.00 
No.  704 
As  Above  in 
HAVANA  BROWN  KID 
Price  $10.25 


No.  826 
HAVANA   BROWN  KID 
Full  Louis  Covered  Heel 
WELT 

AA4/8,  A,ir>/,/S.  C,]r2/,/8 
Price  $8.75 


No.  717 
HAVANA  BROWN  KID 
Two  Eyelet  Tie 
Leather  Louis  Heel 
WELT 

AA4/8,  A,B2'4/8,  C,r)2!4/7 
Price  $8.00 


THE 
Aa/ESTCOTT 
WHITMORE 
COMBW 

STRACVSE 
NEW  YORK 


WOMEN'5 
5HOES 


No.  9030 
BLACK  NORFOLK  KID 

Milo  buttons 
15/8  Cuban  Leather  Heel 
Imitation  Tip 
WELT 
AA,A4/8,  B,C,m}4/8 
Price  $8.50 
No.  9031 
AS  ABOVE  IN  LACE 


No  019 
HAVANA  BROWN  KID 
15/8  Cuban  Heel 
Imitation  Tip 
WELT 
AA,A4/8,  B,C,D2K>/8 
Price  $7.00 


li 


II 


P 


I 

2 


11 


I 
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J.  A.  McLaren  c 


OMPANY 
LIMITED 


BOOTS,   SHOES   AND  RUBBERS 

30  FRONT  STREET  WEST 


TORONTO 


RUBBER 

FOOTWEAR 


SEASON 
1920  -  1921 

KANT-KRACK 

DAINTY  MODE 

ROYAL 

BULL-DOG 

DREADNOUGHT 

VERIBEST 

These  are  the  brands  of 
Rubber  Shoes  that  have 
stood  the  test  of  hard  wear 
— the  brands  with  a  record 
second  to  none  for  satisfac- 
tion to  the  wearers. 

Placing  your  order  now  for 
the  season  of  1920-1921 
means  our  being  able  to 
give  you  best  shipping  ser- 
vice, and  this  means  that 
you  will  be  stocked  with 
good  rubbers  when  a  change 
in  weather  suddenly  creates 
a  rush  demand.  One  of  our 
representatives  will  see  you 
very  soon. 

Try  our  service  on  a  rush 
order  for  your  immediate 
needs. 
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The  Best 
Everyday  Shoe 

For  regular  service 


And  The 
Aurora  Line 

For  style  and  wear 


Two  Brands  that  bring  enthusiasm  into  business 


Many  times  throughout  tlic  y<:i\r  tht-y  will  send  ^ 
you  smiling  to  the  telephone  for  repeat  orders  to 
take  care  of  that  steady  pull  of  sales.  These  two 
lines  are  often  the  hackhone  of  a  business,  and  prove 
the  ever-ready  friend  of  the  retailer  who  is  build- 
ing a  steady  trade. 


I'.r.'J)  suggests  many  uncertainties,  but  you  can 
depend  >ipon  these  Sisman  jiroducts  as  a  "sure 
thing"  in  footwear — steady  in  returns,  but  always 
on  the  increase.  The  "Best  Everyday  Shoe"  and 
the  "Aurora"  should  have  an  important  place  in 
your  sales  jjrogram  for  this  j'ear. 


The  T.  SISMAN  SHOE  CO.,  Limited 

AURORA,  ONTARIO 


"EUREKA" 


9693.  Women's  9  Black  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

9694.  Women's  9  Brown  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

For  samples  and  particulars  write  our  Sales  Department — 

AM-BRI-CAN  DISTRIBUTORS 
64-68  Adelaide  Street  E.,  Toronto,  Ont. 


Our  salesmen  are  now  visiting  the  jobbing  trade  with  a 
complete  line  of  our  new  styles  for  Fall.  See  our  latest 
production  on  Last  65. 

JOBBING  TRADE  ONLY 


EUREKA  SHOE  CO.,  LIMITED 


THREE  RIVERS,  QUE. 


1. 
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The  Northern  Rubber  Co.,  Limited 


Manufacturers  of 


Partridgre  Rubbers 


.'J/  MARIC 


Partridg:e 
Rubbers 

We  shall  be  ready  to  deliver 

TENNIS— April  1st 
RUBBERS 

A  Full  Range  for  Fall 


The  Northern  Rubber  Co.,  Limited 

Guelph,  Ont. 
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H.   O.  MCDOWELL 


H.  N.  LINCOLN 


IMPORTERS 
MANUFACTURERS 


JOBBERS 
SALES  AGENTS 


Co 


BRANCH 
40I   CORISTINE  BUILDING 

MONTREAL 


Representing 

American  Lacing  Hook  Co. 

Wahliam,  Mass. 
I.aciiig  Hooks  and  Hook 
Setting  Macliines 

Armour   Sand   Paper  Works 
Cliicago,  HI. 
Crystolon  Paper  and  Clotii 
for  Uufifing  and  Scouring 

Boston  Leather  Stain  Co. 

lioston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Bleacli 

The  Ceroxylon  Co., 

IJoston,  Mass. 
Ceroxylon,   the  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

Koston,  Mass, 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 
Cincinnati,  O. 
Shoe  Machinery 

Hazen,   Brown  Co., 

UrockloM,  Mass. 
Waterpioof  liox  Toe 
Cum,   Rubber  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

lioston,  Mass. 
Binding,  Staying,  etc. 

Puritan   Mfg.  Co., 

lioston,  Mass 
Wax   Tluead  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 

Kactory  Supplies, 
Needles,  etc. 


I.  Spaulding  &  Sons  Co., 

N.  Rocliester,  N.Il. 
Guaiantecd    Fibre  Comi- 
ters.  Fibre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Out. 

Shoe  Laces 

United  Stay  Co., 

Canihiidije,  Mass. 
Leather  and  Imitation 
Leather   Facing,  Weltint, 
etc. 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 

THE  LARGEST  SHOE  FACTORY   SUPPLY  HOUSE  IN  CANADA 


BRANCH 
597    ST.    VALIER  STREET 
QUEBEC 


MAIN   OFFICE  AND  FACTORY 
37   FOUNDRY   ST.  S. 

KITCHENER.  ONT. 


GAS  OR  ELECTRICITY? 

Which  will  you  use  this  summer  for  Heat- 
ing  Small  Tools,  Machines,  Liquids,  Etc.? 

There  should  he  no  question:  Gas  is  dangerous,  ELEC' 
TRICITY  is  absolutely  SAFE  and  it  is  CHEAPER. 

The  S.U.E.  Co.  has  developed  a 
line  of  Electric  Heating  Spec- 
ialties that  covers  the  needs 
of  Shoe  manufacturers  very 
thoroughly. 

HEATING  UNITS  are  practically 
INDESTRUCTIBLE. 


We  are  ready  to  furnish  all  of  the  fol- 
lowing equipment  and  we  have  confi- 
dence enough  to  say  "Try  It  for  10 
Days — then  if  you  are  not  satisfied 
send  it  back  at  our  expense." 

UNITIZE  HEATER 

FOR  TREEING  IRONS. 

With  adapter  heats  any  small  tools. 

KNIFE  HEATER 

HE.A,TS  ANY  FLAT  TOOL. 

BOX  TOE  HEATER  • 

FOR  PULLER  OVER. 

BOX  TOE  OVEN 

l-OR  BED  M.XCHIKE. 

BOX  TOE  STEAMER 
EDGE  SETTER 

.A'nWCHMEXT. 

EDGE  IRON  HEATER 

I'OR  M.^CH1NE  OR  H.\ND  IRONS. 

ELECTRIC  DRYER,  Single 

IIF.X'I'IXC  SrRI<".\CE  24"  X  4S". 

DOUBLE  DECK  DRYER 

EXTRA  CAPACITY. 

SPECIAL  DUTY  STOVE 

,\11  of  al)()\e  attach  to  lamp  socket, 
(■.\cc])t  dryers,  which  rccjuire  extra 
heavy  wire. 


DRIES 
WITHOUT 
BURNING 


KNIFE  HEATER 


SPECIAL  DUTY  STOVE 
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LEATHER 
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Scoured  Oak  Sole 
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This  Insures 
Better  Service 

qWhat  is  he  doing? 

^  Writing  his  name  on  the  roll 
on  an  International  Auto- 
graph Register. 

^  How  is  it  operated  ? 

^  He  presses  a  lever  which 
moves  a  paper  roll  in  posi- 
tion for  time  to  write.  He 
writes  his  name  and  the 
Recorder  PRINTS  THE  TIME 
OF  WRITING  OPPOSITE 
THE  NAME. 

^What  is  the  value  of  this? 

q  Well-it's  an 

INTERNATIONAL 
Autograph  Recorder 

A  machine  which  enables  a  merchant  to  check  accurately  the  arrivings  and  departures  of  his  em- 
ployees. Tells  you  who  came  first  in  the  morning — what  hours  for  lunch  each  employee  took — 
when  each  one  left  at  night.  Enables  you  to  single  out  the  punctual  people  from  the  time  wasters. 
The  printed  paper  roll  is  under  lock  and  key,  the  time  record  is  PRINTED,  unchangeable  and  ac- 
cessible only  to  you. 

This  International  Autograph  Recorder  is  a  big  seller  with  progressive  merchants  who  appreciate 
the  supreme  value  of  discipline  in  the  store. 

May  we  send  you  our  latest  Printed  matter  ? 

INTERNATIONAL  BUSINESS  MACHINES  CO.,  Ltd., 

Frank  E.  Mutton,  Vice-President  and  General  Manager. 

Head  Office  and  Factory  :  Also  at  Halifax,  Quebec,  Ottawa,  Hamilton, 

Campbell  Ave.,  Toronto,  Walkerville,  Montreal,  Winnipeg,  Vancouver. 

{Also  makers  of  Dayton  Computing  Scales  and  Hollerith  Electric  Tabulators) 
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Jobbers  and  Retailers 

who  buy  shoes  from  manufacturers 

using 

Breithaupt  Sole  Leather 

are  assured  of 

FINE  FINISH  and  LONG  WEAR 

SPECIFY  BREITHAUPT  SOLES 


w 

Tanneries  at 

Kitchener,  Penetang,  Hastings,  Woodstock,  Burks  Falls 

The  Breithaupt  Leather 

Company,  Limited 

Manufacturers  of 
"  The  Standard  of  Canadian  Sole  Leather  " 


Kitchener     Toronto     Montreal  Quebec 


)tU  llll 


.1 ' 
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BRAND 


TAP  SOLES 

for 

Speed  and  Economy 

In  Up-to-date 
Repair  Work 


Place  your  spring  order 
now  for  a  big  consign- 
ment of  Real  Leather 
Tap  Soles. 


MADE  ONLY  BY 

BEARDMORE  &  CO. 

Tanners  and  Sole  Cutters 

TORONTO  and  MONTREAL 


Marcli.  l'J;20 
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LIFE  -  BUOYS  leave  impressions 
that  others  who  follow  may  clearly 
discern  the  way  toward  COMFORT, 
HEALTH  AND  HAPPINESS, 


You  can  never  go  wrong  in 
following  a  Life-Buoy  trail. 

for  a 

"Life-Buoy^^ 
Salesman 

A  superior  quality  line  that  will  give  you 
\  00%  of  satisfaction  in  fit,  style,  workmanship  and 
honest  wearing  results. 

It  you  have  not  tried  Life- Buoys  you  should 
certainly  do  so  this  year.  You  will  be  more  than 
surprised  at  the  satisfying  and  profitable  results 
throughout  the  year. 

A  trial  order  now  will  convince  you 


Wait 


The  Kaufman  Rubber  Company,  Limited 

Kitchener  -  Ontario 

LONDON  TORONTO  OTTAWA 

342  Richmond  Street  76  York  Street  282  Wellington  Street 

Vancouver     Edmonton     Calgary     Saskatoon     Regina    Winnipeg    Montreal    Quebec    St.  John 

Truro  Charlottetown 


Orders  placed  early  will  receive  first  attention.    Do  not  delay  ordering  until 
the  last  minute,  thus  risking  non-arrival  of  the  goods  when  wanted. 
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Our  Salesmen  are  on  the  road  taking  orders 
for  fall  delivery. 

Wise  Dealers  will  place  their  orders  NOW 
and  thus  make  sure  of  having  complete  stocks 
and  popular  styles  on  hand  when  the  Fall  demand 
for  Rubbers  sets  in. 

Check  up  your  sales,  figure  out  the  normal 
increase  in  business  for  the  coming  year,  so  you 
will  know  just  how  many  more  pairs  of  Dominion 
Rubber  System  Footwear  you  will  need  for  the 
next  season. 

DOMINION  RUBBER  SYSTEM  SERVICE  BRANCHES 


HALIFAX  ST.  JOHN, 

TORONrO,  HAMILTON, 

FORT  WILLIAM.  WINNIPEG, 

CALGARY,  EDMONTON, 


are  located  at 

QUEBEC,  MONTREAL,  OTTAWA. 

LONDON.  KITCHENER,         NORTH  BAY, 

BRANDON,  REGINA,  SASKATOON. 
VANCOUVER    and  VICTORIA 


A 
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Forestalling  a       It    is    a    wise    dealer    who  can 

"Cut  Price"         sidetrack    cut-price  competition. 
Event  ^  short  time  ago  a  shoe  retailer 

in  an  Eastern  Ontrrio  town  became  "wise"  to  the  fact 
that  his  competitor  had  picked  up  a  "bankrupt"  stock 
of  shoes  somewhere  and  was  preparing  plans  for  a 
cut-price  clean-up.  The  dealer  at  first  decided  to  close 
up  his  store  for  r.  couple  of  months  and  take  the  holi- 
day he  felt  he  would  have  anyway  and  only  hesitated 
because  he  dreaded  coming  back  and  trying  to  sell 
shoes  to  his  old  customers  at  a  fair  price  after  his 
competitor  hrd  taught  them  to  expect  something  for 
nothing. 

Our  dealer's  good  judgment  soon  got  the  l)etter 
of  his  temporary  loss  of  nerve,  and  he  gave  the  com- 
petitor a  friendly  call.  It  didn't  all  happen  just  as 
quickly  as  it  takes  to  say  it,  but  the  up.shot  was  that 
the  competitor's  stock  wrs  bought  out  by  the  dealer 
at  a  price  which  netted  just  as  much  to  the  cut-throat 
artist  as  if  he  had  carried  out  his  original  plan,  and 
the  dealer  was  able  to  pkce  this  stock  on  his  own 
shelves,  sell  it  at  its  true  value  and — best  of  all — 
prevent  the  demoralization  of  the  shoe  trade  in  that 
town  for  many  months  to  come. 

There  can  be  no  question  of  the  moral  right  of 
the  shoe  dealer  to  protect  himself  in  this  way.  Every 
pair  of  shoes  has  a  certain  value.  The  public  has  a 
perfect  right  to  pay  this  price  and  is  entirely  willing 
to  do  so.  The  retailer  is  under  quite  as  much  moral 


obligation  to  maintain  v.  fair  price  as  he  is  to  refrain 
from  charging  too  high  a  price.  A  fair  price — not  a 
cent  more,  nor  a  cent  less — it  what  the  public  deserves 
and  expects. 


Sounding  Brass 
Won't  Sell  the 
Goods 


A  splendidly  practical  article 
ajjpears  elsewhere  in  this  issue 
on  general  merchrndising  topics 
by  Mr.  Groves,  of  G.  Gales,  Montreal,  in  which  he 
touches  upon  a  number  of  interesting  points,  and  in 
connection  with  what  a  yomig  salesman  ought  to 
know,  he  makes  use  of  the  expression  "talking  empty." 
This  phrrse  appeals  to  us  as  covering  the  situation 
absolutely.  There  is  altogether  too  much  "talking 
emi)ty."  Indeed,  the  majority  of  the  conversation  by 
shoe  salesmen,  when  asked  some  of  the  technical 
points  about  their  ])usiness,  is  along  this  line.  They 
have  what  they  call  "a  line  of  trlk"  and  spiel  it  out 
just  like  a  gramophone,  but  try  to  get  them  out  of 
the  groove  and  they  "stall"  or,  worse  still,  talk 
"empty." 

We  hear  on  all  sides  that  these  are  abnormrl  times, 
but  do  not  let  us  deceive  ourselves  into  believing  thai 
the  rules  that  govern  "success"  are  different  from  what 
they  have  always  been  and.  alwrys  w'll  be.  Success 
comes  in  the  long  run  to  the  best  equipped  man.  The 
youth  or  man  who  is  content  to  "tal'v  emptv"  will, 
as  the  years  g'o  by,  become  established  as  a  mm  of 
inferior  rrting.  He  will,  inevitably,  develop  into  a 
groove — no  pleasure  or  use  to  himself  or  to  his  em- 
ployer. The  old  moral  is  as  true  m  shoe  salesman- 
ship as  in  everything  else,  "If  you  are  not  advanc-ng, 
you  are  going  back" — there  is  no  standing  still. 

Take  a  pride  in  your  job.    Don't  "trlk  empty." 


Shoe  Store        Every  good  workman  puts  him- 
"  Personality "      ^^^^  '""'^  work.     Whether  lie 

ha  a  cook  or  a  politician,  a  ])r-'ck- 
layer  or  a  merchant,  the  strmp  of  his  character  is 
left  upon  what  he  does.  Self-expression  is  the  funda- 
mental object  of  work;  it  is  the  puri)ose  of  life. 

There  are  few  lines  of  endeavor  in  v  hich  there  is 
greater  scope  for  individuality  than  ii.  reta-l  mer- 
chandising. The  store  is  the  retailer's  kingdom,  it  'v^ 
the  vehicle  of  his  ideas,  the  br  ttlegrouiul  where  he 
attacks  and  overcomes  his  difficulties,  the  stage  upon 
which  his  castles  in  the  air  take  definite  form,  whe- 
ther as  stately  edifices,  or  mere  hovels.  .\nd  it  is 
better,  as  a  great  man  has  sr  id,  to  build  a  dog-house 
than  to  dream  a  palace. 

It  is  this  expression  of  one's  personality  in  one's 
business  that  spells  success  or  failure.  Some  are  posi- 
tive and  confident  in  their  self-expression  ;  others  negr- 
tive  and  hesitant.  Some  put  a  sterling  honesty  into 
everything  they  do;  others  go  about  their  daily  tasks 
with  insincerely  and  shallow  cleverness.  .\nd  the  at- 
mosphere of  the  store  reflects  these  attitudes,  and  im- 
])resses  the  public  accordingly. 
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Of  coiirsc,  this  does  not  mean  that  ;  n y  casual  ol)- 
ser\'er  visiting  your  store  for  the  first  time  can  tell 
immediately  what  kind  of  a  man  the  owner  is — thou<i'h 
sometimes  he  may.  But  your  store  gradually  and  in- 
evitably builds  up  a  reputation,  and  th;  t  reputation 
de])cnds  on  }-our  own  mental  attitude.  "So  and  so  is 
a  i)rogressive  fellow."  "Hcnv  do  you  hnow?"  "Oh! 
you  can  see  it  in  his  business."  "1  wouldn't  trust  John 
Smith  too  far."  "Why  not?"  "Well,  i  don't  like  his 
advertising,  nor  the  line  of  chatter  his  sales  clerks 
hand  out."  Remarks  such  :  s  these  just  illustrate  the 
l)oint.  One  can't  deal  in  a  store  many  times,  without 
getting  at  least  a  vague  sort  of  impression  about  the 
character  of  the  owner  or  the  firm.  And  you  can't 
fool  the  public  very  much.  Jf  you  want  to  build  uj) 
r.  reputation  for  progressiveness,  you  mvtst  be  pro- 
gressive in  your  ideas — you  must  show  it  in  your 
store  equipment  and  sales'  service.  Hesitancy  and 
timidity  soon  reveal  themselves  in  the  lack  of  a  well- 
detined  policy  persistently  carried  out,  in  spasmodic 
advertising,  and  in  unreliability  of  service. 

Briefly  put:  The  man  makes  the  business,  rnd  the 
business  reveals  the  man — and  to  a  greater  extent 
than  many  people  imagine. 

Price  Cutting  No  Remedy  for  H.  C.  L. 

PRICE  cutting  stores  are  not  public  benefactors 
nor  do  they  help  to  reduce  the  cost  of  living. 
They  are  simply  playing  a  huge  confidence 
game  on  the  public.  If  prices  are  cut  on  stand- 
ard articles  that  the  public  know  rbout,  it  is  simply 
with  the  object  of  deluding  the  public  into  the  idea 
that  they  are  getting  something  for  nothing  and  they 
are  paying  for  the  delusion  by  being  robbed  on  other 
articles  in  the  store,  which  if  they  knew  of  would  lead 
them  to  loudly  protest." 

This  was  the  declaration  mrde  by  Charles  Holmes 
of  the  Canadian  Advertising  Agency,  speaking  at  the 
weekly  luncheon  of  the  Montreal  Publicity  Association 
yesterday  on  the  evil  of  the  bargain  sale  rnd  ])rice 
cutting. 

Mr.  Holmes  said  the  ])ublic  were  beginning  to  re- 
alize that  if  a  dealer  cut  the  price  on  a  standard  article 
he  was  going  to  m;  ke  it  up  on  something  else  or  go 
out  of  business,  for  while  price  cutting  was  going  on 
in  one  ])art  of  the  store  they  might  l)e  pretty  sure 
that  njbbery  was  going  on  in  another  i)art.  I-'rom 
the  dealer's  ])oint  of  view  price  cutting  was  injurious, 
for  not  only  did  't  demoralize  general  business,  and 
make  it  d'fticult  f(jr  him  to  get  a  f;  ir  price  for  his 
gc)ods,  but  it  engendered  ill  feeling  among  competitors, 
led  to  price  wars,  .and  caused  wholesalers  to  raise  their 
|)rices  in  the  belief  that  the  margin  of  ])rofit  they 
allowed  was  too  great  or  the  price  would  not  have 
been  cut.  I'rice  cutting  wr  s  at  the  root  of  many  of 
the  big  trusts,  for  competitors  had  been  forced  out  of 
business  by  price  cutting  and  althotigh  the  pubbc  may 
have  got  bcnelit  for  a  sh(jrt  time,  in  the  long  run  they 


had  t(j  pay  more  because  competition  was  abolished 
and  ])rices  were  raised  once  they  got  control.  Mr. 
Holmes  instanced  the  chrin  stores  throughout  the 
cotmtr\-  which  were  established  on  this  basis,  and  main- 
tained that  reduction  in  the  price  of  standard  articles 
was  a  bait  to  attr;  ct  customers  who  were  afterwards 
switched  onto  inferior  quality  articles.  Bargain  sales 
were  obviously  and  necessarily  built  on  lies  and  exag- 
geration, ;  lid  fixed  jjrices  were  best  f(jr  the  consumer, 
the  dealer  and  the  wholesaler  and  manufacturer  be- 
cause they  created  ctjnfidence  in  the  gocjds  bought  and 
.sold. 

Mr.  (i.  (jales,  shoe  retailer  of  Montreal,  in  moving 
a  vote  of  thrnks,  said  the  retailers  had  been  fighting 
against  j)rice  cutting  for  years,  but  bargain  sales  were 
in  vogue  twice  a  year  and  so  they  h;  d  to  put  them  on. 
The  majority  of  merchandise  in  the  ret  -il  stores  today 
was  at  a  bargain  price  e\  en  if  the  ])rices  did  not  a]jpear 
that  wa}',  because  the  merchandise  piu'chrsed  for  fu- 
ture delivery  was  going  to  cost  the  public  a  great  deal 
more  than  the  merchandise  marketed  in  the  stores  to- 
day. 


U.  S.  Retailers  Propose  to  Police  the  Industry 

AT  the  Boston  convention  of  the  National  Shoe 
Retailers'  Association,  the  question  of  the 
hour,  "Profiteering,"  wp.s  given  extended 
consideration,  and  it  was  declared  that  the 
charges  of  exhorbitant  profits  among  the  retailers  of 
the  country  as  a  whole  were  entirely  unfounded.  The 
shoe  retailers,  however,  in  adopting,  in  principle,  cer- 
tain remrrks  and  recommendations  made  by  ]\Ir.  H. 
A.  Rosenbach,  showed  their  desire  to  co-operate  with 
the  government,  rather  than  to  fight  against  it,  in  the 
elimination  of  the  genuine  and  bona  fide  profiteer 
wherever  this  species  of  parasite  may  be  discovered. 
In  brief,  Mr.  Rosenbach's  suggestion  wcs  that  the 
Association  should  police  their  own  industry.  He 
asserted  that : 

"By  the  law  of  2  and  2  make  4,  it  is  impossible 
to  outline  any  general  percentage  of  profit,  either  net 
or  gross,  that  can  be  made  by  all  retr.il  shoe  stores 
in  America.  Your  committee  on  resolutions  will  go 
definitely  on  record  against  the  possibility  of  any  such 
law  and  they  deny  absolutely  and  unequivocally  that 
there  is  profiteering  in  the  shoe  business  in  the  United 
Strtes,  except  in  the  1  per  cent,  which  Attorney  Gen- 
eral Palmer  mentions." 

"We  will  go  farther  than  that.  We  will  take  it 
u])on  ourselves,  if  the  government  will  permit  us,  to 
])rove  the  correctness  of  the  facts.  We  w\\\  ofter  to 
the  government  at  Washington  an  organization  better 
fitted  to  undertake  it  than  rny  other  in  the  coimtry, 
that  will  ]K)lice  our  own  business.  The  plan  of  your 
committee  is  that  we  organize  a  'Vigilance'  committee 
with  one  man  in  every  state,  preferably  associated  as 
closely  ;■  s  ])ossil)le  with,  or  a  member  of.  the  various 
fixing  or  fair  price  committees." 
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Proper  Tools  are  Essential  to  Good  Workmanship 

Up-to-Date  Ideas  in  Display  Fixtures,  Backgrounds  and  Interior  Fittings  Mark  the 
Progressive  and  Successful  Merchant— Make  Your  Store  Harmonious 
and  Simple,  Efficient  and  Attractive 


The  equipment  of  a  retail  shoe  store  begins  with 
its  construction,  hut  does  not  end  there.  What  is 
frequently  the  last  item  installed  is  the  first  to  catch 
the  attention  of  the  prospective  customer,  namely,  the 
sign.  Even  in  the  errly  days  when  little  thought 
was  given  to  other  forms  of  public'ty,  the  importance 
of  the  sign  was  fully  recognized  and  the  proprietors 
of  inns  and  stores  sought  to  make  their  establishments 
the  landmarks  of  their  communities  by  the  prominent 
display  of  some  striking  sign-board.  That  they  suc- 
ceeded is  evidenced  by  the  colloquialisms  of  the  times, 
for  reference  was  rlways  made  to  the  sign,  rather 
than  to  the  house  to  which  it  belonged.  Hence  the 
expression,  "At  the  sign  of — the  blue  dragon,  the  green 
lantern,  the  boar's  head,"  as  the  case  might  be.  This 
was  one  of  the  earliest  forms  of  commercial  adver- 
tising, and  its  effectiveness  is  jjroved  by  its  long- 
continued  populrrity. 

The  sign,  after  the  newspajjer  or  dodger  advertis- 
ing, is  the  first  invitation  the  prospective  customer 
gets  to  enter  your  store.  How  does  that  invitation 
impress  him?  Is  it  like  a  letter  written  on  cheap, 
soiled  letterhead,  no  sooner  read  than  discarded? 
Or  is  it  neat  and  attractive,  reflecting  a  modern  and 
efficient  store?  A  dilrpidated  sign  is  worse  than  none 
at  all,  for  it  arouses  adverse  criticism  in  the  observer's 
mind  and  will  actually  turn  him  away  from  the  store. 
The  first  essential  in  connection  with  a  sign,  of  what- 
ever type,  is  that  it  should  be  ke])t  cle:  n  and  new 


locjking.  Some  are  manufactured  of  materials  which 
will  suft'er  wind  and  weather  for  a  long  time  with 
little  or  no  depreciation,  while  others  require  frequent 
painting  and  redecoration.  Electric  signs  have  acqu'r- 
ed  a  wide  and  ever-increasing  popularity  because  of 
their  attention  compelling  c|ualities  at  a  wide  rrnge. 
An  article  dealing  with  this  type  of  sign  a])pears  else- 
where in  this  issue. 

The  store  front  is  of  prime  importance.  It  regu- 
lates to  a  very  large  extent  the  effectiveness  of  your 
window  displry.  It  is  really  the  physiognomy  of  your 
business,  and  your  display  is  the  expression  you  put 
into  it.  Expression  has  much  to  do  with  the  attrac- 
tiveness of  a  human  face,  but  after  all,  features  count 
for  a  great  de;  1.  And  so  it  is  with  your  store  front — 
if  it  is  homely  and  diminutive,  your  eff'orts  at  display 
are  greatly  handicapped  ;  for  the  ])ublic  fall  for  beauty 
every  time. 

Remove  All  Obstacles 

You  want  to  make  your  store  ;  s  in\'iting  as  p(js- 
sible,  and  one  of  the  first  essentials  is  that  it  should 
be  easy  to  get  into' — yes,  easy  to  get  into — for  it  has 
been  proven  by  actual  experience  that  a  very  little 
thing  makes  it  hrrd  for  the  public  to  enter.  A  single 
step  up  into  the  store  has  been  known  to  nullify  the 
advrntages  of  an  excellent  location,  and  the  removal 
of  the  step  resulted  in  an  immediate  increr  se  in  bus- 
iness.   Little  things  ccnnit     tremendously     with  the 


A  high  class  display  by  the  Sterling  Boot  Shop,  Montreal,  in  which  display  fixtures  have  been  used  to  excellent  ad- 
vantage.    Handsome  leaded  glass  background  gives  artistic  apptarance.     Note  also  the  built-in  mahogany  shelt. 
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The   recently-opened    McLelland   store   on   Danforth   Ave.,  Toronto.     The  wide  lobby  is  inviting,  and  the  window  ar- 
rangement offers  opportunity  for  varied  and  attractive  display.     The  lighting  also  is  excellent. 


"dear  i)iil)lic,"  ])articularly  wlicn  it  doesn't  kiKnv  tlie 
inside  of  your  store.  Have  yon  a  narrow  entrance 
and  a  mean-lookin<^  door,  with  a  "come  in  or  stry  out 
appearance?"  'Hiat  may  do  alright  if  tlie  customer 
is  not  ohese  and  has  been  in  your  store  lu-fore,  but 
with  the  average  customer  tlie  first  visit  to  r,  store 
generally  means  breaking  the  ice  and  the  ice  should 
be  just  as  thin  as  possible. 

Recessed  Store  Fronts 

One  of  the  advantages  of  the  recessed  store,  front 
is  that  it  draws  the  passer-by  in  grr  dually.  He  sees 
something  at  the  outer  corner  wh'ch  attracts  his 
attention,  curiosity  leads  him  a  little  farther,  then  he 
rerches  the  door  and  looks  in.  If  his  observations 
reveal  an  attractive  and  well-ordered  store,  he  enters, 
and,  "Hey,  Presto,"  the  retailer  has  an  (.ipportimity  to 
make  a  permanent  customer.    Some  take  objection 


lo  the  long-lobby  front  on  the  ground  that  the  prsser- 
by  will  not  turn  aside  to  look  at  the  window  dis]jlay, 
but  other  retailers  think  this  is  more  than  coimter- 
balanced  by  the  fact  that,  walking  either  way,  the 
diagonal  dispk  y  strikes  the  eye  almost  fair  and  square, 
withoitt  even  a  turn  of  the  head.  Moreover,  he  is 
sheltered  from  sun  or  rain  as  the  case  may  be,  and 
on  a  crowded  street,  is  not  disturbed  by  passers-by. 
Another  important  advantrge  of  the  recessed  window 
is  that  it  is  shielded,  or  a  great  part  of  it  is,  from  the 
direct  rays  of  the  sun  in  bright  weather.  This  is  a 
consideration  that  is  not  to  be  overlooked,  for  there 
is  scarcely  anything  more  trntalizing  to  the  prospec- 
tive customer,  when  he  is  trying  to  see  the  merchan- 
dise displayed,  than  to  be  confronted  all  the  time 
with  reflections  from  the  street  and- to  have  to  man- 
oeuvre his  own  shadow — often  unsuccessfully — in  order 
to  create  a  transparent  spot  in  the  glrss  through  which 
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Another  artistical'y  clcsif.;ncd  and  well  equipped  window — the  Wexler  store,  Montreal — in  which  the  use  of  plateaux 
IS  favored  for  display  purposes.     The  flowers  add  a  note  of  color  without  distracting  attention  from  the  display. 
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View  of  side  display  window  of  the  Rannard  Store  in  Winnipeg — 72  feet  long.     Abundance  of  display  space  gives  opportunity  for  excep- 
tionally artistic  display.     Standard  lamps  and  flower  vases  have  been  employed  with  excellent  effect. 


I 
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he  can  direct  his  gaze.  This  condition  exists  to  a 
considerable  extent  in  the  summer  around  the  noon 
hour,  which  is  the  time  wlien  a  great  many  business 
people  do  their  "looking".  Concave  plate  glrss  is 
sometimes  used  in  the  lower  portion  of  the  window 
to  prevent  it,  but  that  is  rather  a  costly  proposition, 
and  the  difficulty  is  overcome  to  some  extent  at  least 
Ijy  the  long-lobby  store  front.  Canopies  are,  of  course, 
used  in  many  instances  for  the  same  purpose,  but 
they  are  more  or  less  unsightly,  rnd,  vmder  the  best 
conditions  become  very  dirty  in  a  short  time. 

The  illustration  of  the  new  McT.elland  store 
shown  herewith — in  the  Danforth  district,  Toronto — 
shows  an  excellent  type  of  recessed  front.  Here  is  a 
store  that  is  decidedly  "easy  to  get  into".  The  whole 
appearance  is  attractive.  The  lobliy  is  wide,  inviting 
rnd  hard  to  pass  without  noticing".  The  two  doors 
appeal  as  being  rather  unicjue  and  distinctive,  and 
through  the  plate  glass  the  encjuiring  customer  can 
get  a  full  view  of  the  whole  interior,  before  he  makes 
the  venture  and  steps  right  in.  The  isolated  section 
of  the  window  in  the  centre  is  very  effective  for  the 
display  of  findings  rnd  seasonable  features,  such  as 
running  shoes,  moccasnis,  warm  house  slippers,  and  so 
on.  It  gives  an  opportunity  for  considerable  variety 
in  the  window  display,  without  one  section  clashing 
with,  or  detracting  from,  the  other.  The  name  ajJiiear- 
ing  in  the  terrazzo  floor  is  ;  Iso  an  excellent  idea  and 
will  catch  the  eye  of  many  passersl)y. 

Other  Types 

Of  course  the  conventional  type  of  window,  abut- 
ting on  the  sidewalk,  has  its  advantages.  The  passerby 
does  not  have  to  enter  the  lol)])y  in  order  to  look  at 
the  goods,  ;  nd  this  by  some  is  considered  advantage- 
ous. Also,  it  saves  si)ace.  There  is  much  more 
display  space  in  a  rectangular  window  than  a  triangu- 
lar window  occupying  the  same  area.  The  tri;  ngular 
recessed  window  offers  the  possi])'lity,  howe\er,  of 
increasing-  the  display  frontage  to  a  certain  extent 
by  using  a  greater  depth,  and  this  is  ,1  consider:  lion, 
since  property  is  valued  per  foot  of  fronlage.  .^till 


the  triangular  or  shallow  sloping  lobby  window  has 
its  limitations  and  it  must  be  .conceded  that  the 
window  fronting  upon  the  sidewalk,  when  there  is 
lots  of  width,  depth  rnd  height,  presents  unexcelled 
opportunities  for  the  arrangement  of  goods,  and  after 
all  there  is  nothing  counts  for  more  than  plenty  of 
street  frontage.  Take,  for  instance,  the  Rannard  store 
in  Winnipeg,  the  side  display  window  of  which  is 
shown  in  one  of  our  illustrations.  This  window,  72 
ft.  long,  effectively  and  rrtistically  dressed,  cannot  fail 
to  be  a  landmark  and  an  rttraction  to  sight-seers  and 
casual  observers. 

Of  course  many  a  shoe  retailer  hrs  to  make  the 
])est  of  a  bad  window,  and  if  the  location  is  good, 
the  advertising  prudent  and  persistent,  the  display 
timely  and  as  artistic  as  the  circumstrnces  will  allow, 
and  the  store  policy  progressive,  these  things  will  often 
more  than  counterI)alance  the  disadvantages  of  a  poor 
store  front,  but  it  would  often  prove  a  paying  invest- 


An  interior  view  of  the   Neill  store  in   Peterboro.     A   large  number  of 
silent   salesmen   are    employed.     Note   also   glass-enclosed    display  space 
provided  at  top  of  stock  fixtures. 
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Rannard  shoe  store,  Winnipeg — one  of  the  women's  departments.  Each 
department  made  semi-private  by  the  uss  of  stock  fixtures  as  partitions. 
Note  g-lass  display  cases  on  top  of  fixtures.  Shelves  are  all  within  reach 
of  salesmen. 

ment  to  remove  rn  out-of-date  store  front  and  install 
a  modern  one.  If  this  is  not  practicable,  the  retailer 
must  pay  particular  attention  to  those  other  points 
which  will  make  his  store  attractive  to  the  jinblic. 

Value  of  Proper  Lighting 

Just  here  a  few  remarks  on  g-ood  lighting  will  be 
to  the  point.  The  most  carefully  rrranged  window 
display  will  lose  nhiety  ])er  cent,  of  its  effectiveness 
if  it  is  not  properly  lit.  It  may  be  good  business  to 
arouse  a  customer's  curiosity,  but  certainly  not  by 
placing  some  article  in  which  he  may  be  interested 
at  the  rear  of  a  dimly-lit  display,  so  that  he  hrs  to 
glue  his  nose  against  the  glass  and  strain  his  eyes  to 


see  whether  or  not  it  is  what  he  wants.  He  will 
always  decide  th;  t  it  isn't  and  pass  on.  Ten  to  one 
he  won't  notice  your  window  at  all  in  the  first  place, 
unles.s  he's  looking  for  it.  Take  particular  notice  the 
next  time  you  pass  down  a  business  street  on  a  dull 
day  <jr  after  dark.  You  won't  feel  inclined  to  stop 
;  nd  look  at  a  dark  window,  in  which  it  is  difficult 
to  see  the  color  and  lines  of  the  goods  displayed.  But 
if  it  is  brilliantly  lit,  and  there  is  a  tasieful  show  card 
drawing  your  attention  to  an  attractive  display,  you 
just  can't  hel]j  noticing,  ;  nd  if  there  is  something  in 
the  window  that  may  be  of  use  to  you,  you'll  be 
tempted  to  buy,  whether  you  can  afford  it  or  not. 

The  most  effective  type  of  lighting  for  a  window 
display  is  by  lamp  reflectors  at  the  top  oi  the  window. 
These  lamps  throw  the  light  where  it  is  wanted,  on 
the  display, -and  the  eyes  of  the  observer  are  pro- 
tected from  glrre.  There  are  many  different  types 
for  the  retailer  to  choose  from,  most  of  them  efficient, 
and  since  the  rates  for  current  in  Canada  rre,  on  the 
average,  probably  as  low  as  any  in  the  world,  it  is 
])Oor  economy  on  the  jjart  of  the  retriler  to  save  on 
electricity.  It  is  a  servant  that  can  help  him  in  a 
great  man}'  ways  and  seldom  goes  on  strike.  Standard 
lamps,  where  space  permits  of  their  use,  rdd  to  the 
luxurious  appearance  of  the  window,  and  their  silk 
shades  will  lend  a  touch  of  color,  which,  in  a  footwear 
display  is  very  much  to  be  desired. 

The  background  of  your  window  is  as  important 
in  its  effect  <' s  the  background  of  a  picture.  It  is  the 
setting  in  which  the  window  dresser,  who  is  an  artist 
— or  ought  to  be — builds  up  his  display,  and  may 
enhance  it  greatly,  or,  on  the  other  hand,  tend  to 
deaden  its  effect.  Backgrounds  are  constructed  of 
various  kinds  of  wood,  generally  panelled,  of  mirrors, 
of  rrt  glass,  and  sometimes  of  a  combination.  The 
woods  most  frequently  used  are  mahogany,  walnut, 
oak,  ash  or  birch.  Dark,  finishes  give  a  more  refined 
appearance,  but  the  lighting  must  be  taken  into  con- 


interior  of  Wexler  store.  Show  cases  strategically  located.  All  the  fixtures  are  mahogany  finish.  Women's  goods 
kept  on  left,  men's  on  right  and  children's  at  the  end.     SheUes  divided  into  sections  for  different  classes  of  goods. 

Built-m  mirrors  are  a  feature. 
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A  neat  background  effect  obtained  by  use  of  wallpaper — Cut  courtesy  Doty  &  Scrimgeour 


sideration.  In  a  deep  nrrrow  window,  which  is  diffi- 
cult to  light,  a  dark  background  will  tend  to  cause  too 
gloomy  an  effect,  especially  in  the  display  of  black 
footwear.  Mirrored  backgrounds  give  an  apper ranee 
of  increased  size  and  also  tend  to  lighten  the  window. 
Sonic  of  the  highest  class  stores  on  the  continent  are 
using  mirrored  backgrounds,  panelled  off  with  walnut 
or  mahogany,  snd  the  effect  is  very  strikin"-  and 
attractive.  Leaded  or  art  glass  backgrounds  are  also 
becoming  very  popular  with  modern  shoe  stores.  The 
Sterling  shoe  store  and  the  Wexler  shoe  store,  two 
recent  high-class  establishments  in  Montrecl  have  both 
installed  ihis  type.  It  is  quite  effective,  as  will  be 
noted  in  the  illustrations,  -and  while  it  allows  the 
prospective  customer  a  glimpse  of  the  interior  of  the 
store,  does  not  allow  a  sufficiently  clear  view  to  inter- 
fere with  the  display.  This  is  one  of  the  first  points 
to  remember  in  connection  with  a  window — it  is  for 
the  purpose  of  displaying  goods,  not  for  the  purpose 
of  rllowing  the  customer  to  see  the  interior  of  the 
store.  That  can  be  seen  by  stepping  inside,  but  the 
appearance  of  rows  of  cartons  above  your  window, 
detracts  very  greatly  from  the  display.  The  customer 
can't  see  the  window  goods  for  looking  into  the  store, 
and  he  doesn't  see  the  most  attractive  prrt  of  it. 
Therefore  the  background  should  always  be  such  that 
the  passerby  has  not  a  clear  view  of  the  interior. 

The  flooring  of  windows  in  modern  stores  is  nearly 
always  of  hrrdwood  and  must,  of  course,  fit  in  with 
the  background.  Parquetry  designs  are  greatly  favor- 
ed, and  very  attractive  color  schemes  can  be  worked 
out.  This  type  of  flooring  will  outwear  any  fabric 
floor  covering,  rnd  appeals  particularly  on  account 
of  its  cleanliness  and  its  beautiful  highly-polished 
surface.  It  makes  an  unobtrusive  and  harmonious 
groundwork  for  the  disi)lay  of  shoes. 

Spbcial  Backgrounds 

To  provide  variety,  temi)orary  ])ackgrounds  are 
being  used  to  a  very  considerable  extent.  Particularly 
effective  backgrounds  can  be  worked  up  in  connection 
with  displays  at  holiday  seasons,  during  fa-rs,  and  on 
any  occasion  when  the  attention  of  the  public  is  being 
centred  on  some  j^articular  event.  The  wide-;  wake 
window  dresser  will  appeal  to  the  passerby  through 
the  train  of  thought  that  is  likely  to  be  uppermost  in 
his  mind  due  to  the  change  of  the  season,  public  cele- 


brations, or  happenings  of  local  or  national  interest. 
Every  retailer  of  course  takes  advantage  of  the  Christ- 
mas Season  to  increase  his  trade  through  his  window- 
display  and  his  advertising,  not  so  many  take  advant- 
age of  the  Easter  Season  or  the  public  holidays.  Why 
not  make  a  bid  to  catch  the  attention  of  the  workman 
arovnid  Labor  Day,  end  appeal  to  Irishmen  on  the  17th 
of  March?  Don't  do  it  flagrantly,  but  appeal  to  their 
vanity  as  tactfully  as  you  mry.  You  want  a  window 
card  to  suit  the  occasion,  and  a  temporary  Imckground, 
which  will  make  your  window  stand  out  rnd  look  a 
little  different.  An  elaborate  scene  does  not  neces- 
sarily have  to  be  built  up.  These  attract  attention, 
but  they  do  not  sell  the  goods,  which  are  more  than 
likely  to  be  overshadowed.  The  mrin  (object  is  to  get 
a  little  variety  in  your  window,  that  air  of  being 
dift'erent,  which  will  cause  the  passerby  to  stop  and 
take  notice.  Draperies  may  be  used  to  very  good  ad- 
effect  to  introduce  a  touch  of  appropriate  color.  These 
may  be  draped  from  your  permanent  background,  or 
may  be  used  in  window  screens.  Draperies  of  plush, 
velour,  velvet,  or  other  suitable  material,  may  be 
considered  an  importrnt  part  of  store  equipment,  and 
may  be  used  to  produce  effects  that  cannot  be  obtained 
in  any  other  way.  Wallpapers  are  now  also  being- 
used  largely  in  brckgrounds  to  obtain  variety  and 
work  up  color  schemes.  They  are  manufactured  in 
almost  unlimited  tints  and  designs  and  are,  of  ccjurse, 
much  cheaper  than  fabric. 

Variety  can  be  obtained  by  llie  u.^e  of  window 


Interior  view  of  Regal  shoe  store.  Winnipeg,  well  equipped  and  designed 
for  the  maximum  efficiency. 
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screens  as  teni])orarv  ])ack^r()Uii(ls.  '!"hesc  screens  window,  of  course,  has  s])ace  for  ;,  standard  lani]), 
are  l)econiin<^-  \  ery  popul;  r  with  many  retail  stores  hut  none  is  so  small  that  space  cann(A  be  found  for  a 
and  can  l)e  used  to  (jhtain  varied  and  effecti\e  displays.  \ase  of  flowers,  h'lowers  are  particularly  attractive 
They  are  manufactured  in  all  hnislus  and  many  in  disi)l;  ys  of  women's  fcjotwear,  for  while  the  modern 
different  design.s — Adams,  William  ;  nd  Mary,  Chip-  designs  of  boots  and  shoes  are  works  oi  art,  they  are 
l)endale,  and  so  on — to  suit  the  general  trim  of  the  not  as  colorful  and  showy  as  the  other  items  of  a 
store  and  the  display  fixtures  used.  feminine  wardrobe,  rnd  in  their  display  an  attempt 
The  window  display  fixtures  most  favored  at  the  should  be  m;  de,  both  by  the  use  of  drajjeries  and 
present  time  are  also  often  made  in  these  same  designs,  flowers,  to  give  that  touch  of  color  that  appeals  so 
The  day  of  the  home-m;  de  fixture  is  passing,  and  old  strongly  to  the  eye  of  a  woman.  At  the  same  time, 
style  fixtures,  of  no  particidar  design,  a.re  becoming  it  must  be  pointed  out  that  the  devices  of  display 
less  in  demand.  Shoe  stands,  plateaux,  tabourettes,  should  never  be  obtrusi\e  and  should  never  over- 
window  tables,  card-holders  etc.,  are  all  m;  de  in  these  shadow  the  g(jods.  It  is  the  shoe  that  the  eye  must 
variotis  "])eriod"  designs,  and  with  their  use  very  be  directed  to — the  shoe  has  to  be  sold,  not  the  flowers, 
elegant  and  artistic  displays  are  made  possible.    Class  fixtures  or  draperies. 

fixtures  rre  also  very  popular,  and  have  certain  very  W  indow  vj  llances  around  the  top  of  a  window 

definite  advantages.    Being  neutral,  they  are  unob-  give  a  very    finished    a])pearance    and  modern  shoe 

trusive  and  will  blend  perfectly  with  rny  color  scheme;  stores  are  making  use  of  them  to  a  very  large  extent, 

they  can  be  easily  kept  clean  ;  interchangeable  lines  are  It  will  be  noticed  that  the  Wexler,  Sterling  and  Mc- 

mrnufactured,  which  permit  of  a  constant  changing  Lelland  stores,  which  we  illustrate  all  make  use  of 

of  effect.  the  vallances,  with  their  own  initials. 

The  use  of  display  fixtures  is  really  essential  to         One  of  the  first  things  that  will  strike  the  eye  of 

a  modern  shoe  window.    By  clever  arrangement  they  the  customer  as  he  enters  a  modern  shoe  store  is  the 

permit  of  a  large  number  of  shoes  being  displayed  silent  salesmen.     Many   retailers  use  these  for  the 

in  comparatively  small  space  without  the  appearance  displa}'  of  their  highest  class  stock  and  they  are  very 

of  crowding,  and  they  lend  themselves  to  the  i)roduc-  advantageous  for  this  purpose,  particularly  if  the  cus- 

tion  of  varied  effects.  tomer  has  to  wait  a  moment    or   two  before  being 

Among  your  window  fixtures,  flower  vases  and  served,  for  they  keep  the  customer's  eye  bu.sy  and  may 

standard  lamps  should  not  be  forgotten.    Not  every  drive  home  a  suggestion  conveyed  to  his  mind  by  the 


An  efficiently-arranged  shoe  store  interior.  The  balcony  is  a  feature  now  being  embodied  in  many  shoe  stores  to  give  access  to  stock  with- 
out the  use  of  sliding  ladders.    StQck  in  most  demand  is  kept  in  stock  in  the  lower  shelves.    Note  the  pedestal  display  in  the  centre. 
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window  display,  often  resulting  in  the  purchase  of  a 
more  expensive  boot  than  was  his  first  intention.  The 
silent  salesman  is  also  very  suitable  for  the  display 
of  footwear  findings,  and  acts  as  a  reminder  to  the 
buyer  before  he  leaves  that  he  needs  shoe  laces  or 
polish.  It  hrs  a  great  advantage  over  a  ledge  display 
in  that  it  prevents  damage  to  stock  from  dust,  damp 
or  ilv-marks.   In  some  high  class  shoe  stores  shallow 


A  neat  display  arrangement  of  men's  shoes,  in  which  Louis  XVI.  design 
fixtures,  manufactured  by  the  Curtis-Leger  Fixture  Co.,  are  used. 

glass  cases,  placed  on  the  stock  fixtures,  are  used  for 
the  display  of  samples  of  the  various  styles  of  shoes 
handled,  rnd  this  is  a  very  commendable  idea  where 
the  fixtures  are  not  too  high  and  are  in  easy  view  of 
the  customer.  The  more  there  is  to  attract  the  eye, 
without  crowding  or  confusion,  the  better  . 

With  the  progress  of  modern  ideas  in  merchan- 
dising, the  necessity  of  catering  to  the  customer's  com- 
fort in  every  detail  is  realized,  and  the  progressive  shoe 
merchant  knows  that  ;  ny  old  seating  arrangement 
won't  do.  He  must  have  comfortable  and  attractive 
seats  for  his  customers.  A  small  thing  gets  on  a 
woman's  nerves — and  on  a  man's,  too,  for  that  mrtter 
— and  if  she  is  seated  on  a  chair  that  doesn't  fit  her 
back,  or  that  tilts  too  far  forward  or  too  far  back- 
ward, or  that  looks  as  if  some  hundreds  of  previous 
visitors  must  have  sat  in  it  since  it  last  knew  polish 
or  s(jap  and  water,  the  mental  rtmosphere  won't  be 
all  that  is  to  be  desired  from  llie  salesman's  point  of 
view.  The  first  consideration,  therefore,  in  a  sealing 
arrangement   is  the  comfort   of   the    cuslcjuier,  the 


second,  space,  and  of  course  cost  must  also  be  taken 
into  account.  Separate  chairs,  interlocking  chairs,  or 
settees,  may  be  used  according  to  individual  choice. 
The  separate  chairs  are  favored  in  the  crse  of  some  of 
the  highest  class  stores.  As  will  be  noted  from  the 
illustrations,  they  are  used  in  the  Rannard  store  in 
Winnipeg,  the  Wexler  store  in  Montreal,  and  the 
Neill  store  in  Peterboro.  The  interlocking  chairs  have 
the  advantage  of  saving  space,  and  can  be  made  to 
appear  very  attractive.  They  are  used  in  the  Regal 
store  in  Winnipeg. 

The  arrangement  of  the  seating  and  stock  fixtures 
is  matter  that  ■  requires  careful  consideration.  Very 
often  spree  only  permits  of  the  conventional  method 
of  arrangement,  with  the  chairs  in  a  row  down  the 
centre  and  the  stock  fixtures  along  either  side.  In  a 
small  store  this  is  no  doubt  the  best  method,  but  where 
there  is  jilenty  of  room,  a  variety  of  attractive  arrange- 
ments are  possible.  The  Iry-out  used  -n  the  Rannard 
Winnipeg  store,  illustrated,  is  admirable.  Instead  of 
having  a  straight  passageway  down  the  middle  of  the 
store,  the  customer  passes  down  one  of  the  two  side 
aisles,  from  which  he  can  turn  ofif  into  any  deprrt- 
ment  he  wishes.  The  departments, — which  are  in 
order  as  follows :  men's,  children's,  women's  walking 
shoes,  women's  slippers  and  gaiters,  women's  dress 
shoes — are  made  semi-private  by  the  use  of  stock  fix- 
tures, placed  across  the  store  as  partitions.  In  these 
fixtures,  the  most  commonly-used  stock  used  in  each 
department  is  kept  and  is  thus  always  right  at  the 
salesman's  hand.  . 

In  the  most  up-to-date  shoe  stores,  hardwood  is 
generally  used  for  the  stock  shelves  rnd  trim.  Ma- 
hogany, or  mahogany  finish,  gives  a  very  rich  and  at- 
tractive appearance  and  is  much  favored.  The  meas- 
urement of  the  shelves  to  the  smallest  fraction  of  an 
inch  is  important  in  order  to  save  space. 

Ladders  are  still  used  to  a  very  considerable  ex- 
tent to  gain  access  to  stock  on  high  shelves.  In  some 
instances,  however,  a  balcony  is  installed  for  this  pur- 
pose, the  popular  stock  being  kept  in  the  lower  shelves, 
and  the  footwear  for  which  there  is  little  demand, 
above  the  balcony.  One  of  the  illustrations  shows  a 
store  in  which  this  system  was  emi)loyed.  Some 
stores  are  now  using  only  low  fixtures,  with  all  the 


Centrally  located  cash  and  wrapping  department  in   Rannard's.  Winnipeg. 
Also   takes   care   of   deliveries,    repairs   and   telephone   calls.     There  are 
two  trunk  lines,  with  branch  lines  to  the  office  above. 
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shelves  within  easy  reach  of  the  salesman.  This  is  the 
case  in  Rannard's  in  Winnipeg. 

Whrtever  the  arrangement  of  the  store,  harmony 
should  first  be  aimed  at.  The  customer  should  get 
the  general  impression  of  an  attractive  and  business- 
like establishment,  but  there  should  be  nothing  ob- 
trusive, nothing  to  '"hit  him  between  the  two  eyes." 
The  best  selling  atmosphere  is  one  that  is  soothing, 
not  one  that  is  startling.  The  decorations  and  fur- 
nishings, therefore,  should  be  harmonious  ;  nd  attrac- 
tive, but  not  gaudy.  The  use  of  flowers  and  ])lants  in 
the  window  display  was  referred  to,  and  these  can 
also  be  employed  to  excellent  advantage  in  the  inter- 
ior of  the  store.  They  enliven  the  monotony  of  the 
long  rows  of  cartons,  and  give  an  ;  ir  of  freshness  that 
cannot  be  obtained  in  any  other  way.  Crrpets,  in 
quiet  colors,  create  an  atmosphere  of  luxury  and  re- 
finement that  is  much  to  be  desired,  as  well  as  pre- 
venting distrrcting  noises. 

Standard  lamps,  also,  are  an  attractive  feature  and 
add  an  interesting  touch  of  color,  without  creating  any 
distracting  influence,  if  the  shrdes  are  in  suitable  tints 
and  the  lamps  are  tastefully  located.  As  to  the  gen- 
eral lighting  of  the  store,  semi-direct  electric  fixtures 


seem  to  meet  the  requirements  best  in  most  cases. 
They  cast  a  soft,  well-difTused  light,  without  glare. 
The  lighting,  however,  is  matter  of  great  importance 
and  rn  exjjert  should  be  consulted  before  its  instal- 
lation. 

A  store,  to  be  successful,  must  not  only  ])e  attrac- 
tive, but  also  efificient  in  its  o])erations.  To  this  end, 
an  efficient  cash  and  parcel-wrap})ing  system  is  neces- 
.sary,  as  well  as  an  u])-to-d:  te  office  equi])nu'nt.  The 
cash  register  i'^,  of  course,  the  sine  qua  non  of  the 
modern  store.  In  the  larger  establishments,  a  cashier 
is  somef'nies  employed  but,  in  the  average  shoe  store 
the  'tales'  clerks  use  the  cash  register  indi viduall \-,  each 
having  his  sejjarate  cash  drawer,  so  that  the  trans^ 
actions  (A  each  are  recorded  se])ar;  tely.  ()ne  of  the 
illustrrtions  shows  the  cash  and  wra])])ing  depart- 
ment of  the  Rannard  store.  Quite  an  attractive  desk, 
it  will  be  noted,  with  a  nice  vase  of  flowers  as  a  re- 
lieving feature. 

Iv'ccciil  statistics  show  that  .Anier'ca  is  depcndcn I 
on   India  for  about  50  |)ci-  cent,  of  all  goatskins  ini- 

•,)()V[V(\. 


N.  C.  R.  Doings— A  New  Model  Register 

The  "100  I'oint"  club,  of  the  National  C;  sh  Regis- 
ter Company,  held  a  most  successful  convention  re- 
.cently.  Membership  in  this  club  means  that  one  must 
have  secured  100  per  cent,  or  more,  of  the  year's 
(juota  of  sales,  and  to  date  there  are  440  members 
in  the  club.  The  convention  was  r  ddressed  by  the 
l)resident  of  the  company,  Mr.  John  11.  Patterson; 
by  the  vice-])resident,  Mr.  J.  11.  Barringer;  by  the 
general  sales  manager,  Mr.  C.  1-^.  Stefifey,  and  others. 
Mr.  Steffey  described  the  many  improvements  which 
had  been  made  on  the  cash  register,  by  this  company, 
during  the  p;  st  year.  A  brand  new  model  was  placed 
on  the  market  in  January  of  this  year,  which  has  many 
new  and  valuable  features  hitherto  unknown  in  cash 
registers.  For  example  it  prints  a  receipt  that  shows 
an  itemized  account  of  every  trans;  ction,  together 
with  the  total  amount  of  the  same.  National  Cash 
Register  managers  from  Europe  and  Latin  America 
were  present  <- nd  expressed  themselves  as  confident 
of  tile  outlook  in  the  foreign  fields  for  the  year  1920. 


Montreal  Leather  Situation 

The  leather  situation  in  Montreal  shows  little  or 
no  change.  Shoe  manufacturers  continue  to  buy  the 
to])  grade  of  kid  leathers  which  are  still  in  short  sup- 
])Iy,  although  stocks  have  lately  been,  comparatively, 
more  plentiful.  Shoe  mrnufacturers  continue  to  show 
some  disinclinations  to  buy  the  lower  grade,notwith- 
standing  the  relative  cheapness  of  the  poorer  qualities 
of  goods.  Market  prices  have  not  \  aried  to  any  extent, 
although  there  is  a  belief  th;  t  any  change  will  be  in 
an  upward  direction. 

The  demand  for  side  leathers  has  slackened,  but 
there  is  a  belief  that  this  is  merely  temporary,  and  thrt 
when  buying  sets  in,  there  will  be  a  stronger  market. 
At  the  moment,  there  is  a  large  quantity/  of  poor  hides 
availrble,  but  the  tanners  do  not  seem  anxious  to  pur- 
chase this  class  of  raw  material  even  though  the  price 
may  be  attractive. 


A  Convenient  Calendar  and  Catalog  Combined 

A  no\  el  idea  in  calendars  hrs  been  introduced  by 
the  Miner  Rubber  Com])any,  Limited,  Montreal.  The 
oljject  in  giving  this  calendar  was  to  supply  the  retail 
trade  with  someth'ng  u'^eful  and  ornamental,  and  this 
has  been  rcccmpiished  by  combining  a  catalogue  with 
the  calendar.  The  front  page  is  colored  in  red  and 
yellow  with  a  border  of  blue — a  very  effective  design. 
At  the  to])  of  the  ])age  is  the  Miner  greyhound,  typical 
of  their  br;  nd  of  si)orting  shoes.  Underneath  the 
greyhound  on  a  yellow  backgroimd  "Miner's  Catalogue 
Calendar"  is  ])ainted  in  Irrge  black  letters.  Numbers 
are  ringed  in  each  month  with  arrows  which  point  to 
the  bottom  of  the  p' ge.  By  these  arrows  the  retailer 
is  reminded  that  it  is  the  lime  for  buying  his  summer. 
s])ring  or  fall  goods.  The  last  fourteen  pages  are  de- 
voted to  cuts  of  the  dift'erent  lines,  together  with  sizes 
and  ])rices.  These  sheets  are  all  indexed,  and  the  buyer 
can  see  at  once  what  brrnd  or  type  of  rubber  he 
ri'(|uires 


The  ()ntari(i  Retail  Clothiers  who  were  in  C(jn- 
\cntion  in  Toronto  recently  pas.'-ed  a  lesolution  ])ro- 
\  iding  for  the  ex])ulsion  from  the  associrtion  of  all 
clothiers  will)  are  found  guilty  of  making  excessive 
])rofits  or  of  indulging  in  fraudulent  advertising. 
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A  New  Shoe  Shining  Equipment 

THE  Kax-O  Company  of  Cambridge,  Mass.  had 
a  joint  bootli  at  the  Boston  Shoe  CouN  cntion 
with  the  Ox  Fibre  Brush  Co.  Cire;  I  interest 
was  shown  in  this  booth  as  a  new  article  was 
sliown  in  the  way  of  a  combination  brush  and  polish. 
The  adoption  of  this  brush  for  travelling  purposes  or 
for  use  in  the  home  is  generally  being  rccepted  by 
those  who  have  seen  it  and  the  opinions  expressed 
are  that  it  is  handy,  convenient,  eliminating  the  danger 
of  soiling  the  hands  while  applying  the  paste  or  pol- 
ishing the  shoes.  It  is  always  ready.  The  comprny 
make  the  ])aste  which  is  sold  with  the  brush  so  that 
when  che  first  tube  is  gone  another  can  be  slipped  in 
by  a  child — it  is  so  simple. 

The  brush  is  a  flat  shaped  handle  effect  with  a 
metrl  covered  top  which  slips  on  and  oft'  the  wooden 
part  of  the  brush  as  the  user  sees  fit  to  remove  it.  It 
is  never  necessary  to  move  this  top  excepc  to  insert 
a-new  tube  of  jjaste.  The  tul^e  of  paste  runs  under- 
neath the  metal  handle  between  this  and  the  wooden 
top  and  the  liquid  is  squeezed  out  by  means  of  a  metal 
flrnge, — a  part  of  the  end  of  the  tube  which  protrudes 
over  the  metal  top  through  a  slit  which  is  nirde  for 
just  that  purpose  to  allow  this  transverse  tip  to  move 
up  toward  the  end  of  the  brush  as  the  paste  is  grad- 
ually freed.  There  is  no  chance  of  soiling  the  hands 
with  this  as  the  crp  is  unscrewed  and  the  metal  tip 
is  turned  imtil  enovigh  liquid  escapes.  The  end  of  the 
brush  is  composed  of  a  dobber  which  spreads  the 
liquid  and  the  main  part  of  the  brush  does  the  polish- 
ing. The  whole  outfit  is  compact  and  is  packed  in 
a  leather  case  so  that  it  mr.y  be  put  in  one's  travelling 
bag  and  not  soil  the  leather. 

Prominent  Retailer  Complains  of  Lax  Shipping 
Methods  of  Manufacturers 

Winnipeg,  Feb.  20,  1920. 

Editor  Footwear  in  Canada 

The  Retail  Shoe  men  and  possibly  other  merchants, 
are  suffering  great  losses  on  account  of  the  lax  method 
in  whch  the  shipping  departments  of  manufacturers 
rnd  wholesalers  forward  goods  and  fill  the  various 
orders. 

The  manufacturers  particularly  are  the  worst  of- 
fenders ;  for  instance  the  merchant  places  orders  in 
advance  for  his  next  spring  requirements  and  instead 
of  the  factory  running  these  through  in  frirly  large 
quantities,  if  the  order  was  for  one  hundred  cases, 
which  could  be  divided  into  four  or  five  lots,  they 
come  through  the  factory  on  an  average  of  about  one 
or  two  cases  per  day.  These  are  forwarded  and  r.d- 
ditional  cost  is  made  necessary  for  cartage  charges  at 
either  end — as  the  charge  is  rbout  the  same  for  one 
case  as  for  ten. 

Then  again — shippers  very  often  forward  shij)- 
ments  by  express  and  in  wooden  cases,  which  are 
much  heavier  than  fibre  and  when  these  shipments 
go  from  either  Toronto  or  Montreal  ns  far  West  as 
Winnipeg,  the  rate  and  cartage  charges  are  excessive. 

The  freight  charges  on  one  hundred  pounds  from 
Montreal  to  Winnipeg  is  $2.18,  cartage  charges  both 
ends,  25c.  total  $2.68.  Express  charges  rre  $7.20  per 
hundred  pounds,  pickup  and  delivery  charges  at  both 
ends  included,  with  a  penalty  of  15c.  for  value  on  every 
$100.00  or  fraction  thereof 'over  $50.00.  which  means 
that  it  costs  the  shoe  merchant  10  to  15  c.  per  pair  to 


lay  down  shoes  in  his  store  by  freight  rnd  from  20  to 
30  c.  a  pair  by  express. 

This  is  a  matter  of  great  importance  and  which  is 
troubling  the  retailers  throughout  the  Middle  and  far 
West  and  I  hope  you  will  take  this  matter  up  in 
your  vrlued  paper,  so  that  it  will  be  discussed  and 
thereby  the  loss  corrected  as  far  as  possible. 

Yours  sincerely, 
Rannard  Shoe  Limited 

Per  C.  F.  Rannard. 


An  important  item  of  store  equipment.     In  order  to  obtain  his  insurance 
in  case  of  fire,  the  retailer  must  prove  his  loss.     A  safe  place  for 
keeping  his  records  is  therefore  essential 
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The  Boston  Leather  Stain  Co. 

Mr.  F".  O.  Robinson,  proj)rietor  and  manager 
of  the  Boston  Leather  Stain  Company,  of  Bos- 
ton, Mass.,  has  recently  returned  from  Canada 
where  his  lines  of  bleach,  blackings,  dressings  and 
stains  are  handled  exclusively  by  the  Internr.tional 
Supply  Co.  with  offices  in  the  leading  shoe  centres.  Mr. 
Robinson  is  known  from  coast  to  coast  as  an  authority 
on  bleaches  and  bottom  finishes  and  his  services  are  in 
constant  demand  in  helping  solve  the  various  troubles 
with  which  finishing  room  foremen  are  constantly 
confronted.  In  looking  over  the  business  booked  by 
this  firm  the  last  year  and  anticipating  the  coming- 
year's  demrnds,  Mr.  Robinson  conservatively  estimates 
the  likely  increase  to  be  25%  over  the  year  of  1^19. 
"Cyclone"  bleach  is  the  recognized  big  seller  of  the  well 
known  lines  of  blackings,  inks,  stains,  waxes  etc.  made 
by  this  company  and  this  ])articular  ])roduct  is  made 
in  Canada  rt  their  Canadian  factory. 

+  ^ 

I  I 
!  According  to  Bradstreet  84  per  cent,  of  all  i 

1        firms  that  fail  are  non-advertisers. 
I 
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The  Surest  Way  To  Make  Windows  Pay 

Your  Window  Cards  Are  Silent  Salesmen— How  Do  They  Impress  the  Passer-By? 
Timeliness,  Variety  and  Expert  Workmanship  Are  Essentials 

 By  H.  Elton  Pease—  - 


MUCH  has  l^een  written  and  much  more  Itus 
been  said  abotit  window  advertising'.  At 
that,  we  all  ai^ree  it  has  not  been  overdone  ; 
(|uite  the  contrary,  for  this  most  important 
of  all  merchandisini^  subjects  has  many  valuable  point- 
ers and  secrets  yet  to  be  revealed.  It  is  therefore  the 
solemn  duty  of  e\erv  merchant  and  every  clerk  to 
rea.d  and  study  every  article  i)ertaining-  to  dis])lay  ad- 
vertising— discuss  it  between  themtielves  and  with 
their  principals.  Even  advertisements  should  be  care- 
fully studied,  not  necessarily  with  a  \  iew  to  spending 
more  money,  but  by  reading  anything  and  everything 
relating  to  this  subject  you  are  deriving  benefits  from 
the  ex])erience  of  others;  their  brains  are  talking,  and 
— the  wise  listener  is  always  learning. 

With  vour  attention  for  a  few  minutes  the  writer 
will  attempt  to  give  you  a  few  pointers  on  this  sub- 
ject, gathered  from  fifteen  gears'  merchandising  ex- 
perience, most  of  it  through  window  displays  and  the 
use  of  the  right  kind  of  display  cards.  The  subject 
of  this  article  perhaps  oui^ht  to  be  "show  cards,"  be- 
cause it  is  the  most  im])ortant  feattire  by  far  of  this 
article.  My  reason  for  talking  about  them  is  because 
it  is  the  one  feature  in  display  adx'ertising  most  often 
overlooked — when  it  should  be  one  of  the  first  to  be 
considered.  When  you  o])ened  your  new  store  you 
planned  your  shelves,  your  show  cases,  your  windows 
and  you  also  had  in  mind  the  salespeople — how  many 
and  what  kind  they  should  be.  You  didn't  stop  to 
plan  your  window  space — the  use  of  a  card  here'  with 
such  and  such  merchandise  did  you  ?  X^),  you  might 
have  planned  the  merchandise,  but  it's  a  98  to  2  bet 
that  the  card  was  not  planned,  nor  e\en  thought  of 
until  after  the  window  was  trimmed  and  then  you 
])erhaps  thought  of  a  card  with  such  words  as  "latest 
styles"  or  "grand  opening."  What  and  why  is  a  show 


card  ?  Jla\  e  you  ever  considered  that  questicjn  ?  Vou 
can  best  answer  that  by  asking  another  (juestion— 
what  and  why  is  a  salesman  ?  15oth  are  in  your  store 
for  one  reason,  to  sell  goods.  Would  you  hire  a  green 
dub  for  a  salesman  ?  Of  course  not — not  any  more 
than  you  should  let  a  green  dub  make  the  cards  for 
your  windows.  Would  you  hire  a  salesman  who  could 
not  speak  good  English  or  who  stuttered  and  stumbl- 
ed when  he  talked  ?  Of  course  not — you  would  try 
to  hire  the  best  appearing  and  most  eloquent  sales- 
man i)ossible.  You  should  exercise  exactly  the  same 
care  in  the  show  cards  you  use  in  your  windows,  for 
are  not  they  salesmen  as  well,  and  from  them  the 
passing  public  will  get  their  impression  of  the  char- 
acter of  the  store  and  the  man  behind  it.  Think  it 
o\er — here  is  food  for  thought. 

When  you  go  into  a  grocery  or  drug  store  which 
articles  do  you  feel  more  like  buying — the  ones  with 
rich  fresh  attractive  labels  or  the  goods  with  ordinary 
and  shop-worn  labels  ? 

Here  are  a  few  iron-clad  rules  that  should  be  fol- 
lowed  by  every  merchant  regarding"  show  cards: 

Insist  that  the  crrd,  first  of  all,  be  neat  and  clean, 
with  plain,  legible  type — do  not  be  satisfied  with  the 
work  of  an  amateur,  his  lay-out  will  be  wrong  and 
his  lettering  clumsy,  and  inharmonious — it's  just  like 
hiring  a  clod-hop])er  salesman,  and  a  very  costly  in- 
vestment even  if  it  costs  you  nothing.  The  cards 
should  not  be  the  same,  week  in  and  week  out.  The 
style  and  color  of  the  card  should  change  at  least  once 
a  month.  By  doing  this  the  people  who  pass  your 
store  day  after  day  will  notice  that  you  are  changing 
your  trims.  Suppose  you  keep  the  same  card  in  your 
window  for  six  months — what  is  the  result  ?  The  daily 
passers-by  will  think  that  you  still  have  the  same 
shoes  in  the  window  even  though  you  may  change 
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A  few  attractive  show  cards  designed  by  the   Standard   Show   Card    Service.     Snappy  and  to  the  point,  and  very  tasteful  from  an  artistic 
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trims  ever}'  day.  The  show  cards  should  be  season- 
able— a  small  desis^n  or  ornament  that  does  not  take 
away  the  effect  of  the  lettering;',  but  which  will  sul;- 
gest  the  season  of  the  year  ou^ht  to  be  on  the  card. 
Don't  get  the  idea  that  all  cards  should  be  ])lain  black 
and  white.  Change  the  general  style  and  make-up 
of  the  card  at  least  each  month  and  all  cards  used 
during  that  month  should  bear  the  same  style  or 
make-up  or  design.  This  will  give  your  store  a  new 
dress  every  month  and  will  bespeak  uniformity  and 
system  in  your  merchandising. 

Most  important  of  all.  don't  be  satisfied  with  the 
work  of  an  amateur  card  writer — his  work  will  make 
you  look  like  an  amateur  merchandiser.  Pay  your  local 
sign  writer  to  do  you  a  good  job — and  if  he  isn't  good 


enough  send  to  the  nearest  large  city  where  there  is 
a  good  show  card  writer  and  ])lace  your  order  with 
him.  It  is  easier  to  plan  your  show  cards  a  month 
or  so  in  advance  than  it  is  buying  stock. 

The  cards  illustrated  with  this  article  are  the  work 
of  one  who  has  studied  his  business.  You  will  notice 
the  studied,  evenly  balanced  lay-out — the  plain  legible 
type,  not  too  fancy,  how  each  design  besj^eaks  a  cer- 
tain season  of  the  year  and  how  it  blends  with  the 
reading  matter  and  still  does  not  take  away  the  effect 
of  its  plain  talk.  There  is  a  good  dash  of  color  in 
each  of  these  cards  which  is  lost  in  reproduction.  They 
make  splendid  little  salesmen  to  put  the  necessary  pep 
in  the  too  often  monotonous  and  colorless  show  win- 
dow. 


An  Invitation  That  Commands  Public  Attention 

The  Electric  Sign  is  an  Efficient  Representative— Always  on  The  Job — 
Its  Insistent  Message  Cannot  be  Escaped 


The  electric  sign,  as  a  means  of  advertising,  has, 
of  late,  been  making  great  advances  in  the  favor  of  ;  il 
branches  of  industries  which  cater  to  the  public  at 
large.  During  the  latter  years  of  the  war,  on  account 
of  the  shortrge  of  power  caused  by  the  munitions' 
demand,  the  illumination  of  signs  was  prohibited  in 
some  parts  of  the  country.  With  the  return  of  peace, 
however,  the  business  streets  have  once  more  taken 
on  their  brilliant  and  attractive  appearance,  r  nd  mes- 
sages written  in  letters  of  flame  cont-nually  force 
themselves  upon  the  attention  of  passersby.  Manu- 
facturers rnd  others  have  made  use  of' strategic  loca- 
tions on  the  roofs  of  buildings  and  at  prominent  cor- 
ners to  blazon  forth  the  name  of  their  product,  and 
in  many  instances  their  signs  have  accually  become 
landmarks — more  than  once  we  hrve  heard  the  re- 
mark dropped,  "O  yes,  that's  the  street  where  the  X 
company  have  their  sign  on  top  of  the  corner  build- 
ing." Theatres,  restaurants  and  hotels,  too,  have  been 
quick  to  extend  the  electric  invitation  in  colored  flashes 
rnd  in  streams  of  light,  and  there  are  few  who  pass 
by  these  clever  and  artistic  installations  without  stop- 
ping to  admire. 

The  Canadian  retail  merchant — and  particularlv 
the  shoe  retailer — h;  s,  perhai)s,  up  to  the  i)resent 
failed  to  take  advantage  of  this  form  of  electrical  ad- 
vertising to  the  extent  that  he  might,  considering  his 
unequalled  privileges  in  the  way  of  power  resources 
and  current  supply.  In  the  near  future,  however, 
with  the  advrncing  tide  of  competition  in  salesman- 
-ship  and  publicity,  the  electric  sign  will  undoubtedly 
l)e  made  much  wider  use  of  by  the  retail  trade  in 
general. 

The  illustrat'ons  show  two  attractive  electric  signs 
used  by  shoe  stores.  Fig.  1  is  a  sign  of  the  i)oi)ul;  r 
vertical  double-sided  type.  The  words  "Dolly  Var- 
den,''  which  are  lit  up  by  red  lights  are  replaced  by 
the  word  "Foot-Rite"  on  the  other  side  of  the  sign, 
also  in  red.  The  word  "Shoe"  is  in  white.  This  sign 
cannot  escape  the  notice  of  anyone  coming  along  the 
street  e-ther  way.  The  corner  sign  shown  in  Fig.  2 
is  as  effective,  having  a  prominent  and  massive  ap- 
pearance which  cannot  fail  to  strike  the  eye  either  by 
day  or  night. 

"Of  all  forms  of  publicity,  the  eleciric  sign  stands 
out  as  the  one  dominating  attention  getter,"  points 


out  the  Merchants'  Record  and  Show  Window,  of  Chi- 
crgo,  in  an  interesting  article.  "It  compels  notice  and 
only  the  blind  can  escape  its  insistent  message." 

"If  there  is  any  merchant  who  is  in  doubt  as  to 
the  practical  selling  efficiency  of  an  electric  sign,  he 
has  only  to  consider  the  large  and  growing  list  of 
successful  stores  in  all  parts  of  the  country  thrt  are 
Vising  these  signs.  The  merchants  who  conduct  these 
stores  are  hard-headed  business  men — they  have  but 
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one  purpose  in  using  electric  signs — to  get  more 
people  into  their  stores. 

"The  electric  sign  has  two  notable  advantages  that 
recommend  it  to  the  retail  merchant.  One  advantage 
lies  in  its  ability  to  command  notice — to  establish  its 
location,  and  the  location  of  the  store  in  the  mind  of 
the  observer.  Another  advantage  is  its  long  "range" 
and  circulation.  A  well  placed  sign  will  dominate  the 
attention  of  all  observers  for  a  distance  of  blocks  and 
there  is  no  getting  away  from  the  message  it  spells. 

"To  the  merchant  whose  store  is  well  located  on 
the  best  street  the  day  rnd  night  sign  is  a  ])ig  business 
asset,  as  the  better  the  location,  the  more  ])eople  there 
are  to  see  and  be  influenced  by  the  sign.  To  the  store 
that  is  not  so  favorably  located,  this  kind  of  a  sign  is 
doubly  important — it  is,  in  fact,  indispensable.  The 
store  that  is  a  few  doors,  or  a  few  blocks  off  the  main 
street  must  use  every  possible  means  to  overcome  this 
disadvantage,  and  there  is  no  more  effective  means  of 
accomplishing  this  than  through  the  use  of  an  elec- 
tric sign.  So  far  as  the  practical  purpose  of  drawing- 
customers  is  concerned,  a  strong  day  and  night  sign 
actually  improves  the  location  of  any  store,  inasmuch 
as  it  reaches  out  for  blocks  and  brings  the  ]:)eople  in. 

"A  type  of  electrical  sign  that  has  attained  wide 
popularity  is  one  mrde  with  sectional  letters  in  white 
on  a  royal  blue  background.  This  sign  has  many 
points  that  recommend  it  to  the  average  merchant. 
It  is  very  simple  in  construction  and  adaptable  to  rny 
line  of  business.  The  white  embossed  letters  stand 
out  in  strong  contrast  against  the  deep  blue  back- 
ground making  an  excellent  day  sign  that  can  be  reed 
lor  a  long  distance.  At  night  the  letters  are  bril- 
liantly and  distinctly  outlined. 

"The  advantage  that  the  flpshing  sign  has  over  one 
that  burns  steadily  lies  in  the  additional  attraction 
that  motion  gives.  While  a  constantly  burning  sign 
cannot  fail  to  be  noticed  and  read,  one  that  flashes  on 
and  off  has  the  effect  of  constant  reiteration.  It  catches 
the  eye  again  and  again  and  its  message  is  repeated 
time  rfter  time.  Any  electric  sign  can  be  given  mo- 
tion by  means  of  a  flasher  which  is  operated  by  the 
same  current  that  lights  the  lamps.  Dependable 
flashers  are  not  expensive. 

"The  cost  of  a  sectional  letter  sign  or  one  of  any 
other  type  is  little,  as  compared  with  other  forms  of 
publicity,  for  the  reason  that  they  are  permanent  and, 
once  paid  for,  there  is  no  further  expense  except  the 
slight  cost  of  electricity — a  few  cents  per  night  for  a 
sign  of  moderate  size.  Practically  every  other  form 
of  publicity  such  as  newspapers,  bill  boards,  street 
car  cards,  etc.,  are  a  source  of  continuous  expense. 
For  this  reason,  the  first  cost  of  the  electric  sign  should 
not  be  considered  so  much  as  the  length  of  time  it 
will  serve  efficiently.  Another  consideration  in  favor 
of  the  electric  sign  lies  in  the  fact  that  it  works 
twenty-  four  hours  a  day.  They  arc  handsomely  de- 
signed to  make  them  attractively  conspicuous  by  day 
and  when  the  current  is  turned  on  at  night  they  blaze 
ffjrth  their  messages  in  a  way  that  multi])lics  their 
usefulness  many  times." 


According  to  Bradstreet  84  per  cent,  of  all 
firms  that  fail  are  non-advertisers. 


Equipment  that  Secures  Punctuality— The  Wise 
Merchant  Keeps  a  Record  of  His  Em- 
ployees as  Well  as  His  Costs 

By  S.  M.  Muir 

WHEN  one  looks  back  ten  years  and  notes  the 
store  equipment  of  that  time  compared  with 
the  present,  the  progress  of  a  modern  store 
can  be  well  gauged  by  its  advance  in  store 
equipment.  The  old  style  shelves  have  been  replaced 
by  the  new  u])-to-date  shelves  designed  especially  for 
the  attractiveness  .of  display,  and  s])eed  in  locating 
any  desired  style.  The  cash  register  has  replaced  the 
old  cash  drawer,  giving  the  employer  his  total  sales 
and  cash  balance  automatically;  the  wooden  bench 
has  given  way  to  the  luxurious  cha'r.  Rough  flooring 
has  been  replaced  by  hardwood  softened  by  velvety 
carpets  which  give  a  tone  of  comfort,  almost  luxury, 
to  the  modern  shoe  store.  Today's  store  also  has 
silent  running  ladders,  special  stools  for  salesmen, 


specially  designed  shoe  horns,  and  shoe  stretchers ; 
larger  stores  even  have  a  special  treatment  depart- 
ment for  diseased  feet. 

The  employers  of  labor  all  over  the  world  recog- 
nize the  fact  that  the  old  saying  "Time  is  Money" 
was  never  truer  than  it  is  to-day.  The  employer  is 
religiously  careful  over  five  cents  in  a  sale.  Should 
he  not  be  just  as  careful  over  five  or  ten  cents  lost 
by  an  employee's  tardiness?  How  many  times  has 
a  customer  been  lost  through  the  clerk  who  was  sup- 
posed to  open  the  store  in  the  morning  not  being 
there,  and  the  customer  coming  early  for  a  pair  of 
rubbers,  or  a  shoe  string,  being  disappointed  and  the 
store  cheated  of  the  large  sale,  which  often  follows. 

Lately  retail  stores  of  all  classes  have  been  watch- 
ing this  item,  and  now  check  the  comings  and  go- 
ings of  their  employees  by  means  of  Time  Recorders. 
The  machine  illustrated  here  is  perhaps  the  most 
suited  for  use  in  the  retail  store.  The  employee 
sim])ly  pulls  down  the  handle  at  the  left  of  the  ma- 
chine and  writes  his  name,  recording  the  following- 
information  : 

When  the  store  was  opened  in  the  morning, 

Who  came  in  late,  * 

Who  left  early, 

What  lime  the  clerks  left  for  lunch, 
Whai   lime  thcv  returned  from  lunch. 
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What  time  they  left  at  night, 
How  many  employees  were  late, 
How  many  times  they  were  late,  and 
How  much  time  was  lost. 

It  gives  full  credit  to  those  who  are  punctual.  Em- 
ployers are  realizing  the  fact  that  it  is  only  fair  to 
the  honest  employee  to  have  such  a  record  to  show 
that  the  employee  is  honest  in  the  matter  of  time,  in 
contrast  with  the  employee  who  continually  comes 
late.  The  record  in  this  machine  is  made  on  a  roll 
of  paper.  On  the  roll  is  the  signature  of  the  man, 
the  day  of  the  week,  time  in  hours  and  minutes,  also 
whether  a.m.  or  p.m. 

Another  feature  of  this  autograph  time  recorder  is 
that  when  it  is  placed  in  a  prominent  position  in  a 
store,  it  is  a  strong  advertising  attraction,  for,  in- 
variably patrons  will  look  at  the  clock  on  the  wall  to 
see  the  time  and  when  they  see  an  autograph  recorder 
they  realize  that  the  proprietor  is  a  progressive  mer- 
chant. The  mechanism  in  this  clock  is  of  the  very 
best  type,  and  can  be  relied  upon  to  keep  accurate 
time. 

In  summing  up  the  latest  devices  for  retail  stores, 
the  modern  store  which  has  an  autograph  time  re- 
corder is  sure  to  be  considered,  not  only  by  the  pub- 
lic, but  by  other  merchants,  an  up-to-date  business 
establishment.  The  man  with  the  "autograph"  is 
mcnring  his  business  against  the  loss  of  time  by  his 
employees,  and  thereby  has  an  advantage  over  the 
merchant  who  guesses  at  whether  his  employees  are 
there  on  time  or  not.  He  also  has  the  advantage  of 
a  strong  advertising  feature,  which  is  at  work  night 
and  day. 


An  Example  of  the  Latest  Ideas  in  Store 
Furnishing  and  Design 


THE  photographs  herewith  illustrate  the  interior 
of  the  Walk-Over  Store  in  Montreal,  which 
is  fitted  out  in  a  very  up-to-date  and  luxur- 
ious manner,  an  exceptionally  rich  and  attrac- 
tive effect  being  obtained  by  the  use  of  fixtures  and 
trim  of  solid  mahogany. 

On  entering  the  store  there  is  a  handsomely-fitted 
foyer  with  display  cases  on  either  side,  in  which  are 
shown  feature  lines  of  the  stock.  The  wall  fittings 
have  all  plate  glass  doors,  without  any  wood  frame, 
giving  a  perfect  display.  On  the  left  hand  side  are 
display  sections  for  hosiery.  These  consist  of  drawers 
with  glass  display  front,  which  allows  the  various  lines 
of  hosiery  to  be  seen  by  the  customer,  without  the 
opening  of  the  drawers  and  the  handling-  of  the  goods. 

In  the  main  part  of  the  store,  shown  in  the  second 
illustration,  there  is  an  abundance  of  space,  and  the 
iil)holstered  mahogany  settees  are  separated  by  wide 
aisles,  so  that  all  appearance  of  crowding  is  avoided. 
It  will  be  noted  that  the  lower  portion  of  some  of  the 
columns  is  trimmed  with  mahogany,  while  others  are 
mirrored,  so  that  milady  can  see  just  how  her  shoe 
will  look  to  others  as  well  as  to  herself. 

The  chiropody  room,  a  Walk-Over  feature,  is 
found  at  the  rear  of  the  store,  and  a  trained  chiropo- 


Entrance   Foyer  of  Walk-Over   Store,   Montreal.     Wall  fittings   are   mahogany   trimmed,   with   all   plate   glass  doors 
giving  perfect  display.     Note  hosiery  display  section  in  cen  tre  on  left  hand  side,  entering  store. 
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Interior    view,    Walk-Over    Store.    Montreal,    showing    general  arrangement  of  seating  and   stock  fixtures. 

is  of  solid  mahogany,  producing  a  very  luxurious  effect. 


All  trim 


dist  is  regularly  in  attendance  to  prescribe  for  the 
foot-ills  of  the  customers. 

Another  convenience,  in  the  form  of  a  ladies'  shoe 
shine  parlor,  is  also  found  at  the  back  of  the  store, 
and  the  lady  who  passes  through  to  have  her  shoes 


cleaned  is  more  thru  likely  to  see  something  in  foot- 
wear or  hosiery  that  will  i)lease  her  fancy  at  the  same 
time,  and  bring  her  back'  another  day,  if  she  is  not  in 
a  position  to  purchese  just  then.  Jones  Brothers  de- 
signed and  equipped  the  store. 


The  Cunning  Art  of  Window  Dressing 

As  Applied  to  the  Shoe  Business—  Hints  from  One  Who  Has  Had 
Long  Experience  at  the  Game 

  By  Harry  S.  Groves*  


WHEN  1  was  invited  to  contribute  an  art'cle 
on  Window  Dressing  and  Stock-keeping  to 
"F(jotwear  in  Canada,"  I  felt  1  could  not  do 
better  in  the  interests  of  the  shoe  trade  than 
state  my  experience  as  a  window  dresser  and  shoe 
man  (jf  25  years'  standing,  in  as  simijle  language  as 
])ossible  for  the  guidrnce  of  the.  young  man  wdio 
asi)ires  to  become  something  more  than  a  mere  shoe 
clerk.  Before,  however,  ])rocee(l'ng  to  do  so,  I  would 
like  to  i)ass  my  ()])inion  on  the  im])()rtance  of  win- 
dows generally. 

Comparisons 

No  matter  what  the  business  may  be,  the  ^h<)W 
window  is  without  doubl  llic  most  potent  factor  in 
its  successful  c(jnduct  :  it  is  llirough  your  windows 
that  yon  keep  in  touch  with  the  buying  public.  Many 
jjroprietors  fail  to  rerli/.e  this,    (ienerally  speaking, 

'Of  Geo.  G.  C;;ik-.s,  Myiilnal. 


where  the  window  department  is  allowed  to  spend 
say  $1,000,  the  advertising  man  spends  $5,000,  which 
is  putting  it  at  a  very  low  estimate.  If  these  figures 
were  reversed,  or  even  averaged,  the  results  would  be 
surprising. 

Co-operation 

Then  again,  (I  spe;  k  in  general  terms,  of  course), 
there  is  lack  of  co-operation  between  the  advertising 
man  and  the  display  man.  You  cannot  expect  to  get 
satisfactory  results  from  your  advertisements  unless 
the  latter  rre  backed  by  an  exposition  of  the  goods 
advertised,  and  it  is  unfair  and  bad  policy  to  leave 
}'our  dis])lay  man  in  the  dark  as  to  \-our  intentions 
until  the  las'i  minule.  lie  cannot  in  sucIt  circum- 
stances do  justice  to  the  ])rei);  ration  of  his  merchan- 
dise, and  fails  to  enter  nito  the  s])irit  which  should 
characlcrizc  tlie  feeling  of  proprietor,  display  nr  n,  and 
ad\crlising  (Icpartnu'iil.    Wherever  ])ossible,  the  win- 
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dow  dressing  and  advertising  departments  should  be 
identical. 

You  Cannot  Fool  the  Public 

Where  special  lines  are  advertised  at  a  price,  I 
maintain  that  a  full  window  at  one  price  brings  more 
business  than  if  two  or  more  lines  are  displayed  at 
different  prices,  rnd  that  the  one  price  window  will 
bring  more  business  than  a  whole  page  advertisement 
in  your  leading  local  paper,  at  a  considerable  saving. 

I  do  not  wish  to  detract  from  local  advertising, 
but  it  is  open  to  doubt  rs  to  results,  whereas  you 
have  direct  evidence  of  your  window  displays.  The 


A  handsome  wicker 
shoe  stand,  with 

tilted  oval  top, 
manufactured  by 
Adler-Jones  Co. 
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public  want  to  see  your  goods  advertised.  You  can- 
not fool  them  as  to  values  as  in  the  old  days.  Com- 
petition has  educated  them  to  a  remarkable  degree, 
rnd  the  man  who  gets  the  business  to-day  is  the  man 
who  is  straight  in  his  business  methods,  and  this  ap- 
plies especially  to  advertising  and  representation 
through  your  windows. 

Window  Construction 

A  word  as  to  window  constrtiction.  This  is  too 
wide  a  subject  to  cover  in  the  space  at  my  disposal, 
but  I  have  not  much  use  for  the  so-called  self  venti- 
Irting  fronts  so  much  in  use  at  the  present  time.  Of 
the  two  evils,  I  would  rather  have  a  window  steamed 
occasionally  than  a  window  forever  like  a  road  with 
dust.  With  ordinary  precautions  in  severe  weather 
I  have  never  found  rny  troul)le  with  the  ordinary 
wood  moulded  frames,  and  there  is  not  nearly  the 
risk  of  breakage. 

The  base  of  the  window  should  not  be  too  low  for 
shoes,  or  you  miss  the  correct  lines  of  your  models. 
I  consider  from  2j/^  to  3  feet  above  the  sidewalk  a 
good  average,  but  it  all  depends  on  your  frontage.  I 
rm  not  an  admirer  of  the  long  lobby  front;  there  are 
many  people  who  object  or  will  not  trouble  to  step 
out  of  their  way  to  look  at  a  window,  and  no  one 
can  afford  to  miss  any  likely  purchaser. 

Lighting 

Lighting  is  very  important,  but  niusi  dejiend  on 
the  depth  of  your  windows.  For  an  average  well 
proportioned  space,  v.  75  watt  nitrogen  lanii)  in  ;in 
X-Ray  or  Hood  reflector  al)out  12  in.  to  15  in.  apart 
gives  excellent  results. 

Pointers  for  the  Beginner 

Now  for  the  main  sul)jecl  of  this  article.  The 
young  man  who  would  make  a  successful  window 
dresser  must  be  serious  and  consc'cntiotis  in  his  work, 


and  lose  no  oi)portunity  to  learn.  The  best  school  for 
the  beginner  is  a  good  deprrtment  store,  where  one 
gets  variety,  but  can  watch  one's  chance  to  specialize. 
Start  in  as  help,  and  take  note  of  every  little  trick  of 
your  superior.  Seize  every  opportunity  to  take  a  win- 
dow out ;  by  so  doing  you  will  learn  to  put  a  window 
in,  providing  you  use  your  brains. 

You  will  seldom  find  many  of  the  average  depart- 
ment store  window  dressers  anxious  to  take  on  shoe 
or  hosiery  windows,  so  my  remarks  are  mainly  for 
the  young  man  who  means  to  take  up  the  shoe  end 
of  it,  and  see  it  through.  A  good  shoe  man  with 
window  trimming  rbility  can  always  command  a  much 
higher  salary  than  the  ordinary  clerk. 

Perspective 

Tn  the  first  place  one  must  have  a  correct  idea  as 
to  perspective,  (jenerally  speaking,  the  passer-by  is 
on  a  lower  level  than  the  goods  displryed,  so  that  the 
trimmer  must  take  this  into  consideration.  I  have 
often  noticed  the  fine  lines  of  a  smart  shoe  completely 
lost  through  being  skyed.  This,  may  be  alright  for 
an  oil  painting,  but  not  for  footwear.  The  customer 
looks  for  the  contour  of  the  fox  and  ankle,  not  for  the 
sole  rnd  heel.  In  placing  your  stand  at  the  angle, 
adjtist  it  so  that  the  shoe  is  seen  to  the  best  advantage, 
not  showing  the  top  hand  or  lining,  but  so  that  it 
looks  to  the  prospective  buyer  as  it  should  look  on 
the  foot. 

A  Common  Error 

Avoid  crowding  at  any  cost  ;  do  not  let  one  shoe 
kill  the  other,  but  let  each  one  tell  its  own  tale.  For 
a  medium  class  window  every  shoe  should  hrve  at 


Combination  shoe  and 
hosiery  display  stand, 
carried  out  in 
William  and  Mary 
design.    Top  has  three 
adjustments.   This  is 
an    "Onli-Wa"  fix- 
ture, made  in  all 
finishes,  American 
walnut    being  most 
popular. 


Illllll 

least  a  space  of  1)/^  feet  around  the  base  of  stand. 
With  a  high  class  trade  you  may  easily  allow  double 
ih;  t  si)act',  with  hosiery  neatly  (lis])layed  in  place  be- 
tween. 

Correct  Placing 

In  displaying  shoes  on  the  flat,  I  faxor  showing 
them  ill  pairs,  with  heel  counters  almost  touching  aiul 
toes  inclined  slightly  outward.  Shoeineii  ha\e  argued 
with  ine  that  this  is  not  correct,  but  that  the  natural 
w;  y  in  walking  i;s  dead  straight,  or  the  toes  turned 
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inward,  as  the  Indian  walks,  but  take  note  of  the  aver- 
age person,  and  1  contend  that  90  per  cent,  turn  the 
foot  sh'ghtly  to  the  outside,  which  is  much  more  grace- 
ful. 

Hosiery 

In  passing  I  would  add  a  word  as  to  hosiery,  vs 
nearly  all  up-to-date  shoe  stores  carry  this  merchan- 
dise as  a  profitable  side-line.  To  my  idea  this  is  the 
most  difficult  line  of  any  to  dispby  to  advantage,  but 
in  conjunction  with  shoes  it  can  be  made  very  at- 
tractive. Avoid  the  "T"  stand  mode  of  displaying, 
which  always  to  me  suggests  hanging  hosiery  up  to 
dry  on  a  clothes  line  ;  ruffle  them  in  your  oxfords  or 
pumps,  allowing  them  to  fall  carelessly  (jver  one  side. 


An  attractive  Louis   XVI.   design  fixture,  manufactured  by  the 
Curtis  Leger  Co. 
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or  with  a  high  shoe,  drape  them  neatly  over,  taking 
care  that  if  the  shoe  has  a  colored  top,  the  hose  is  a 
correct  match,  or  a  complete  contrast.  In  displaying 
hose  always  point  the  toes  outward,  towards  the 
front. 

SeJection  of  Your  Merchandise 

Careful  selection  of  your  merchandise  is  of  the  ut- 
most miportance.  A  shoe  window-dresser  must  first 
be  a  shoe  man.  I  do  not  mean  from  a  buying  or  sel- 
ling point  of  view,  but  from  practical  knowledge  of 
shoe  craft.  (Let  me  remark  here  that  I  for  one  de- 
plore that  ])ractical  knowledge  of  shoe  making  is  of 
second." ry  consideration  when  em])loying  shoe  hel])s. 
Salesmanshi])  is  im|)ortant  we  all  admit,  but  the  aver- 
age customer  is  (|uick  to  discern  v\licn  a  clerk  is  talk- 
ing cmjjty,  but  if  yon  have  real  shoe  knowledge  be- 
hinrl  your  selling  arginnents,  you  get  yotn*  client's 
confiflence  right  away.)   To  return  to  llie  subject  of 


selecting  your  window  shoes,  do  not  le;  ve  this  to  any- 
one else.  If  you  take  your  work  seriously  and  have 
a  good  working  knowledge  of  your  stock,  ncjthing 
will  satisfy  you  but  the  best. 

I  find  a  good  size  to  display  as  styles  go  to-day 
is  5A  or  5>^AA  in  women's,  or  7j^B  to  8B  in  man's, 
except  where  a  heavy  weight  shoe  is  shown,  when 
one  width  wider  is  seen  to  better  advantage.  As  far  as 
possible  draw  on  your  reserve  ;  it  will  prevent  the  clerk 
])ulling  your  windows  about  unnecessarily.  Pick  out 
the  very  best  ])air  you  can  in  the  size  you  require 
and  see  that  the  stock  in  the  shoe  is  even,  with  no 
loose  or  flanky  spots  in  the  canspicuous  ])arts.  You 
cannot  last  out  any  werk  places,  so  only  select  the 
shoe  that  will  strnd  up  well.  Time  s]jent  in  the  se- 
lection and  preparation  of  your  window  shoes  will 
more  than  repay  you. 

The  Art  of  Forming  Up 

Having  decided  on  your  lines,  the  next  step  is  to 
form  them  up.  This  is  work  that  requires  much  prac- 
tice, and  I  hrve  met  few  men  in  my  time  who  have 
been  really  expert  at  the  job. 

Many  firms  order  a  pair  of  a  style  formed  up  at 
the  factory,  but  I  ha\'e  never  yet  found  this  satisfac- 
tory. There  is  seldom  good  judgment  used  in  the 
selection  of  size,  which  is  usually  left  to  inexperienced 
hands,  with  the  result  th;  t  essential  detail  is  over- 
looked. 

Never  force  your  form  into  the  shoe  ;  use  one  half 
smaller  size  form  than  shoe,  say  4^  B  in  a  5A  shoe,- 
but  the  main  thing  is  to  see  that  the  ball  or  joint  of 
the  last  fits  the  shoe  perfectly,  otherwise  you  cannot 
get  good  results. 

Strict  Attention  to  Detail 

Soften  or  turn  the  counter  before  putting  in  the 
form  ;  also  see  that  the  lining  is  perfect  fitting,  especi- 
rlly  in  the  back  seam.  AVhen  the  form  is  in  position 
pull  up  the  lining  all  round  in  case  it  has  been  formed 
into  a  crease.  Then,  before  buttoning  or  lacing  the 
boot,  lay  it  flat  on  a  sheet  of  pasteboard  and  trace  the 
upper  from  the  top  of  the  fox  to  the  lower  edge  of 
the  top  band.  Afterwrrds  cut  out  and  fit  inside  the 
shoe.  You  will  then  have  an  ankle  form  neat  and  not 
bulky.  Do  not  force  the  buttons,  and  in  the  case  of 
a  lace  boot,  see  that  the  eyelets  are  exactly  opposite. 
If  not,  discard  the  shoe,  cS  they  will  never  come  right. 
In  lacing  a  shoe  always  do  so  straight  across ;  do  not 
pass  the  lace  back,  but  up  and  under,  so  that  only 
the  top  lace  is  seen.  These  are  little  details  which 
must  be  adhered  to.  A  twisted  lace  will  be  a  blot  on 
the  whole  window,  and  an  eyesore  to  you. 

Balance 

It  is  needless  to  say  that  in  displaying  a  shoe 
singly,  the  outside  quarter  should  be  shown  in  every 
crse,  and  balance  your  window  as  far  as  you  can. 
Avoid  ])airs  on  stands,  but  it  is  advisable  on  the  base 
or  flat  to  ])lace  them  in  pairs,  as  suggested  before. 

As  to  Window  Drapes 

Now  for  a  word  as  to  window  drapes,  a  very  ne- 
cessrry  adjunct  to  all  u])-to-date  shoe  stores.  Foot- 
wear, (excepting,  of  course,  that  for  evening  or 
lioudoir  wear)  is  in  itself  dead,  uninteresting  mer- 
chandise from  an  artistic  standpoint,  and  needs  liven- 
ing up.  Before  selecting  your  dra])cs,  choose  bright, 
but  not  gaudy  colors,  avoiding  large  designs,  or  con- 
spicuous p.-  tterns  in  the  material.    I  much  prefer  silks 
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that  drape  soft,  but  do  not  easily  crease,  but  on  the 
other  hand  are  not  springey.  Plush  or  velour  is  too 
heavy,  and  unless  handled  very  carefully  the  pile  is 
apt  to  spring  up  around  the  sole  or  heel  of  a  shoe  and 
detract  from  its  lines. 

Whatever  materials  you  select  let  them  be  good 
in  quclity;  it  will  pay  in  the  long  run.  The  cheaper 
the  material,  the  quicker  it  will  fade  and  look  dowdy. 
Every  time  you  take  your  drapes  out,  fold  them  if 
only  for  a  few  minutes  so  as  to  keep  them  in  order. 
Flowers  in  Season 

If  you  use  flowers  or  foliage,  do  so  sparingly.  Let 
them  be  of  the  best,  and  as  near  nature  as  possible. 
Let  the  colors  match  or  tone  with  your  silk,  and  let 
them  be  flowers  in  season.  Spare  time  to  pull  out 
the  leaves,  so  that  thev  mav  look  as  natural  as  can 
be. 

Selection  of  Signs 

As  I  said  at  the  commencement,  this  article  is  con- 
tributed in  the  hope  that  it  may  be  of  help  to  those 
who  are  ambitious  rnd  desire  to  become  more  than 
mere  salesmen,  and  I  would  strongly  advise  any  of 
my  readers  who  have  the  time  and  inclination  to  take 
a  course  of  shoe  card  writing,  which  is  a  very  useful 
pnd  profitable  side  line  to  window  trimming,  but  a 
line  which  I  am  not  in  a  position  to  discuss.  I  have 
always  endeavored  in  my  selection  of  signs  to  be 
original,  avoiding  the  commonplace  and  stock  designs, 
and  taking  care  not  to  overdo  it. 

Defeating  Its  Object 

In  conclusion,  let  me  suggest  that  the  craze  to  get 
ahead  of  the  other  man  in  "Season's  Opening"  dis- 
plays is  getting  to  be  ridiculous.    We  have  "Santa 
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Claus"  arriving  in  the  middle  of  November,  until 
the  kiddies  get  tired  of  seeing  him  around  long  be- 
fore the  25th.  We  get  our  "Spring  Opening"  with  10 
below  zero,  and  a  foot  of  ice  on  the  sidewalks,  rnd  our 
"Fall  Opening"  with  50  per  cent,  of  the  people  still 
in  the  country,  and  when  the  time  for  buying  comes 
along,  the  "little  man  around  the  corner"  has  copied 
that  new  model  we  so  prided  ourselves  on  as  being 
exclusive,  and  our  discriminating  customer  is  sure  to 
be  the  first  one  to  spot  it. 

A  Suggestion 
I  would  suggest  that  with  best  class  stores,  the 
regular  or  public  "Season's  Openings"  should  be  made 
later,  i.e.,  the  last  week  or  so  in  March  for  Spring, 
and  the  latter  end  of  September  for  Fall,  but  two  or 
three  weeks  earlier  an  advance  f?shion  display  should 
be  held  (no  windows),  but  semi-private,  by  invita- 
tion through  the  mail  to  the  most  exclusive  people. 
In  March  it  is  too  uncomfortable  to  spend  time  in 
front  of  a  shop  window,  but  if  madame  had  a  direct 
invitption  with  afternoon  tea  and  a  little  music  thrown 
in,  she  would  feel  in  a  much  better  mood  to  order 
early  again  in  September.  If  she  was  not  in  town, 
she  could  easily  make  that  shopping  trip  coincide  with 
the  invitation  to  "Mr.  So  &  So's"  advance  display  of 
"Fall  Footwear,"  rnd  everyone  would  be  better  satis- 
fied; the  customer  because  she  had,  or  felt  she  had, 
been  singled  out  for  special  attention  and  first  choice ; 
the  proprietor,  so  much  sure  business ;  the  salespeople 
because  it  would  spread  the  trade  over  and  avoid 
rushes ;  the  only  one  who  would  get  left  out  being  our 
friend  who  had  thrt  nice  two  tone  kid  model  of  ours 
copied  in  sheepskin,  and  could  represent  it  to  be  the 
same  only  at  much  less  cost. 

lilllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^^ 


Classic  Shoe  Display — A  very  pleasing  suggestion  for  smart  shoe  shop.  Photo  courtesy  Decorators  Supply  Company 
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Planning  a  Sale-Some  "Don'ts"  and  "Do's" 


D()  not  think  that  a  clearance  sale  necessitates 
cntting-    prices    on    standard  merchandise. 
This  is  not  necessary  and  not  advisable.  In 
fact,  one  of  the  good  points  of  the  clearance 
sale  is  the  fact  that  it  also  will  sell  regular  merchan- 
dise at  standard  prices. 

The  Preparation 

Determine  just  what  left-overs  there  are  io  be  dis- 
])oscd  of.  (io  through  your  stock  with  a  sharp  eye 
and  a  fine  tooth  comb.  Don't  overlook  anything. 
Get  all  of  the  old  styles — shoes  which  ma_\-  not  be 
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considered  out-of-date  ;  bring  them  out  for  your  sale. 
Get  all  shoes  which  may  have  become  shopworn, 
polish  them  up,  put  them  in  first-class  condition  and 
get  ready  to  sell  them. 

Concerning  Your  Advertising 

Knowing  what  you  have  to  sell  you  should  now 
plan  your  advertising  campaign. 

Don't  exaggerate.  The  public  to-day  is  not  to  be 
fooled  by  exaggerated  advertising  claiming  to  offer 
the  "best"  for  the  "least." 

Tell  the  facts  about  your  merchandise  and  about 
the  prices.    Facts  are  stronger  than  fiction. 

Don't  give  the  impression  that  you  have  an  enor- 
mous stock  to  dispose  of  if  such  is  not  the  case. 

It  is  better  to  tell  the  public  frankly  that  you  have 
but  a  few  of  each  pair  advertised — that  these  are 
slightly  shopworn,  or  are  old  styles,  etc.,  and  that  they 
will  l)e  sold  at  prices  representing  a  decided  saving 
while  they  last. 

Don't  quote  a  price  as  being  a  great  reduction  from 
regular  price  when  it  is  not.  Peo])le  know  ])retty  well 
nowadays  the  prices  at  which  shoes  are  regularly 
.sold. 

(ireat  reductions  in  prices  are  hardl\-  expected  to- 
day. People  are  pleased  when  they  can  i)urchase 
footwear  at  the  same  price  which  they  paid  a  year 
ago. 

Several  merchants  have  been  successful  in  con- 
ducting sales  by  offering  merchandise  "at  the  old 
jjrice,"  I'rices  are  rising — the  ])ublic  realize  this; 
therefore,  when  yoti  can  offer  footwear  "at  the  old 
"   hcv  feel  tliat  thev  are  getting  a  bargain.  Thev 


])nc( 
are 


)on't  rjverlook  the  possibility  of  maintainiii! 


t(jtal  sale 
])ayment. 

Make 
it  convey 


price  of  an  article  while  reducing  the  initial 

Regarding  Store  Displays 

he  interior  of  vour  sl(;rc  "di fl crcn t ."  Make 
the  ini jjression  that  something  unusual  is 


taking  place.  This  can  be  done  in  several  ways.  Use 
])lenty  (jf  boldly  lettered  price  cards.  Price  every- 
thing that  is  included  in  the  sale.  If  the  price  has 
acluall}'  been  reduced,  state  the  (jld  and  the  new 
])rice. 

Many  merchants  favcjr  the  plan  of  i)lacing  all  of 
their  sale  material  on  talrles  out  in  the  aisle  or  in  the 
center  of  the  store.  This  is  particularly  good  where 
your  stock  of  special  merchandise  is  limited.  If  you 
d(j  this  it  is  a  good  plan  to  group  the  goods  according 
to  their  ])rices.  "Anything  on  this  table  $5.50."  That 
sign  will  make  the  customers  stop  and  examine  every- 
thing on  the  ta])le. 

Don't  let  the  public  become  enthused  by  your  ad- 
\ertising  only  to  come  to  your  store  and  receive  a 
frosty  welcome  from  your  sales  people. 

You  mu^t  explain  fully  the  im])ortance  of  the  sale 
t(j  all  of  your  emjiloyees  and  "sell"  them  on  the  idea 
before  the  sale  begins.  IVlake  them  all  enthusiastic 
boosters. 

Don't  so  arrange  your  store  that  it  looks  like  a 
"rummage  sale." 
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A     Milbradt  rolling 
step  ladder,  intended 
for  shelving  with 
wide  base  shelf. 
Wheels  at  top  are 
paper-filled  and  run 
noiselessly  on  steel 

track.  Rubber- 
covered    rollers  run 
against  edge  of 
base  shelf 


It  can  be  given  the  sale  atmosphere  without  mak- 
ing it  look  unattractive. 

Regarding  Window  Displays 

Remem])er  the  value  of  the  word  "sale"  in  your 
window  disj)lay — there  is  magic  in  this  word.  Use 
it,  big  and  prominent,  so  that  "he  who  runs  may 
read." 

Hon't  fill  \()nr  windows  with  a  miscellaneous  as- 
sortment of  odds  and  ends  and  exi)ect  them  to  pull 
the  business. 

Take  warning  from  the  firms  who  are  always  "sell- 
ing out"  and  who  dis])lay  one  thing  in  the  window 
and  '-ell  another  thing  inside. 

Don't  dis])lav  a  shoe  in  the  window  that  you  can- 
not [irodnce  and  sell  inside  your  store. 
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Window  dressers  realize  the  necessity  of  livening  up  their  displays,  and  wa'.l  papers  permit  of  a  continual  changing 
of  effect.  The  cut  illustrates  an  artistically  arranged  background  in  which  Doty  and  Scrimgeour  papers  have  besn 
employed. 
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Use  price  cards  in  tlie  window.  Paste  copies  of 
your  newspaper  advertising"  in  your  window. 

Don't  overlook  any  chance  to  get  all  the  puhlicity 
out  of  this  sale  that  you  can. 

If  there  are  neighboring-  stores  unoccui)ied  it  is 


tjuite  possible  to  get  additional  displays  into  these 
windows. 

Of  course,  if  you  display  your  goods  in  other  lo- 
calities than  your  own  store,  be  sure  that  there  are 
l)lainly  lettered  cards  directing  the  public  to  your 
store. 


Some  Pointers  on  Organizing  Your  Stock 

Stock  Should  be  Carefully  Arranged  and  Classfied  so  That  it  is  Ready  to  Hand  and  Easy 
to  Serve— Don't  Dump  Goods  in  a  "Handy"  Corner  When  They  Come  In 


THE  proper  care  and  arrangement  of  stock  are 
just  as  vital  factors  in  a  successful  business 
as  the  selection  of  stock.  The  arrangement 
of  shoes  on  the  shelves  should  be  such  that 
no  time  is  wasted  or  confusion  evident  when  serving" 
customers.  Mr.  Harry  Thorp,  in  the  Footwear  Or- 
ganizer, (England)  shows,  by  means  of  a  couple  of 
charts,  and  explains  an  arrangement  based  on  actual 
experience. 

Superficially,  if  a  man  knows  where  his  goods  are, 
it  may  seem  unnecessary  to  bother  further,  but  from 
a  practical  point  of  view  it  is  imperative  to  have  the 
stock  organized  and  arranged  in  the  fixtures  on  a  well- 
thought-out  plan.  There  is  always  a  temptation  to 
put  the  stock  into  fixtures  just  as  it  comes  in.  You 
may  have  a  handy  little  corner  where  you  can  "dum])" 
it,  flattering  yourself  that  should  a  customer  ask  for 
any  |)articular  pair  you  can  easily  remember  where  to 
find  them. 

"Sloppy"  Stock-keeping 

Such  a  method  is  not  good  ])usiness.  Not  only 
is  it  a  "sloppy"  way  of  keeping  stock  but  also  a  sure 
source  of  muddle;  certain  to  bring  about  bad  and  con- 
fused service.  Suppose,  for  instance,  a  lady  comes  into 
your  shop  who  is  intelligent  enough  to  describe  ex- 
actly the  kind  of  shoe  she  re(|uires.  You  know  the 
shoe  she  wants  and  you  also  know  you  have  it,  but 


for  the  moment  you  have  forgotten  in  which  corner 
or  fixture  you  have  "dumped"  it.  You  have  to  make 
a  scrambled  search  for  it,  while  the  customer  waits 
and  inwardly  comments  on  your  lack  of  method. 

Muddle  and  Confusion 

Let  us  suppose  you  have  not  forgotten,  but  know 
exactly  where  to  find  the  required  shoe.  In  that  case 
it  is  probably  in  the  fixture  immediately  behind  the 
lady's  chair,  and  you  have  to  ask  her  to  rise  from  her 
seat  and  move  aside — standing  with  one  boot  or  shoe 
ofif  and  possibly  annoyed  at  having  to  do  so — while 
you  get  to  the  shoe.  It  may  be  the  shoe  is  not  be- 
hind the  lady's  chair,  but  stored  away  in  st)me  top 
fixture.  Again  there  is  confusion.  The  ladder  has  to 
be  obtained  and  a  cliinl)  made  to  the  to])  of  the  fix- 
ture, followed  perhaps  ])y  a  slip  down  with  a  i)air  of 
])Oots  or  shoes  almost  into  the  lap  of  the  customer. 
These  incidents  may  seem  exaggerations,  but  1  ha\e 
frecpiently  witnessed  such,  and  occasionallv  some  even 
more  ludicrous.  On  the  oilier  hand,  1  lia'\-e  seen  and 
know  the  order  and  case  associated  with  working  in 
a  shop  where  the  slock  is  arranged  on  a  well-devised 
plan. 

In  a  i)re\i(uis  ,-irlicle  1  pointed  onl  that  lliere  are 
practically  only  two  seasons  for  footwear — summer 
and  winter,  in  this  article  1  ])roi)ose  to  describe  how 
best  to  organize  stock.     I   treat  exclnsivelv  of  wo- 
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men's  stock,  as  it  is  more  varied  and  difficult  to  place  ; 
but  the  hints  given  will  provide  a  cue  for  the  placing 
of  stock  for  men  and  children. 

Cleaning  and  Sorting 

When  you  commence  organizing  your  stock  you 
must  first  of  all  study  the  shape  and  size  of  your  shop 
and  the  available  fixture  space  at  your  disposal.  If 
your  shop  is  of  small  dimensions,  where  every  fixture 
is  precious — and  it  is  for  the  benefit  of  the  man  in 
that  sort  of  shop  I  am  writing — and  you  have  only 
sufficient  room  for  your  season's  stock,  it  is  advisable 
to  move  your  out-of-season  stock  right  away.  Do  not 
store  it  in  a  damp  cellar  if  you  have  room  above 
ground.  Any  sort  of  an  attic  is  preferable  to  a  cellar. 
Before  storing,  you  should  bru.sh  and  wrap  up  in 
tissue  paper  every  pair  that  is  to  go  away  until  the 
season  for  them  conies  round  again.  If  the  .shop  is 
large  enough  to  hold  both  winter  and  summer  stock, 
you  can  either  use  the  two  top  fixtures  round  the 
shop  or  use  an  entire  wall  of  fixtures  from  the  top  to 
the  bottom.  I  prefer  the  first  method,  as  it  does  away 
with  much  of  the  need  for  using  steps  or  ladders. 

A  Classification  Chart 

When  organizing  your  stock  you  should  start  clas- 
sifying in  the  order  of  demand.  I  believe  that  in  a 
popular  class  shop  Oxfords  are  the  best  sellers  for 
summer  wear.  Next  in  order  of  precedence  come  Gib- 
sons, followed  by  Cromwells  and  Courts,  bar  shoes 
being  the  least  in  demand.  That  order  may  be  ac- 
cepted for  the  sake  of  argument.  Starting  with  the 
black  glazed  kid  shoes,  from  the  lowest  price  to  the 
highest,  the  most  practicable  method  of  grouping  will 
be  found  suggested  in  the  chart  for  svmimer  stock. 


We  now  have  a  properly  organized  stock,  starting 
with  all  glazed  kid  lines  and  following  on  with  pat- 
ents, tans,  suedes,  and  whites.  With  such  such  an 
arrangement  each  assistant  has  a  variety  of  footwear 
right  under  his  eye,  ready  to  hand,  and  easy  to  serve 
from.  Without  hesitation  he — or  .she — may  go  straight 
to  the  fixture  and  find  at  once  what  is  re(|uirded  and, 
without  delay  or  confusion,  place  it  before  the  cus- 
tomer. Organization  has  made  possible  a  quickness 
and  decision  which  cannot  be  achieved  where  the  sys- 
tem is  "sloppy"  and  the  stock  is  mixed. 

The  Revvard  of  Care 

When  the  summer  sea.son  has  ended  and  the  time 
for  winter  goods  is  at  hand,  bring  down  and  examine 
the  stocks  placed  away.  That  the  precaution  was 
taken  to  carefully  brush  them  and  pack  them  in  tissue 
l)ai)er,  they  will  be  fovmd  little  the  worse  for  keeping. 
They  will  probably  prove  to  be  quite  as  fresh  as  goods 
coming  direct  from  the  maker.  This  is  your  reward 
for  taking  pro])er  care  of  out-of-season  lines. 

After  carefully  examining,  cleaning,  and  storing 
the  summer  goods,  you  commence  sorting  and  plac- 
ing the  winter  goods  in  the  fixtures  in  the  order  of 
demand.  Much  the  same  scheme  of  division  applies 
when  organizing  and  placing  winter  lines  as  was  fol- 
lowed for  summer  goods.  Again  women's  boots  are 
our  first  consideration,  and  commencing  with  box 
lines,  then  glazed  kid  and  so  on,  you  place  them  as 
shown  in  the  accompanying  chart. 

The  Care  of  Dress  Goods 

A  few  words  are  necessary  respecting  men's  and 
women's  dress  shoes — the  most  delicate  and  difficult 
stock  to  keep  in  a  proper  condition.    Special  care  is 
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wanted  in  these  days  of  scarcity  and  high  prices.  Not 
only  should  they  be  given  the  attention  I  have  sug- 
gested for  ordinary  stock,  i.e.,  cleaning  and  tissuing, 
but  you  must  go  further.  After  carefully  treating,  in 
the  ordinary  way,  all  dress  shoes  with  steel  buckles, 
the  buckles  should  be  smeared  lightly  with  vaseline 
and  wrapped  in  tissue.  Steel  beaded  and  paste  orna- 
mented shoes  should  be  cleaned  with  a  soft,  clean 
brush.  Before  wrapping  in  tissue,  fix  a  piece  of  cane 
or  strip  of  wood  in  the  shoes  to  keep  them  in  shape. 
You  will  find  you  are  well  repaid  for  the  detailed  at- 
tention given  to  these  goods  when  the  time  comes  to 
turn  them  into  money. 

A  Warning 

One  warning  must  be  given  as  to  the  position 
chosen  for  placing-  or  storing  patent  lines.  For  these 
you  must  be  sure  that  the  fixtures  are  quite  dry  and, 
if  possible,  a  little  on  the  warm  side.  Should  the  shop 
be  lighted  with  gas,  however,  patents  should  not  be 
placed  on  the  top  shelves,  as  the  heat  of  the  gas  wall 
soon  afifect  the  leather.  Patent  is  most  sensitive  to 
the  extremes  of  heat  and  cold,  is  difficult  to  keep  in 
fresh,  pliable  condition,  and  if  not  kept  fresh  soon 
loses  a  good  deal  in  value. 


wear  trade,  which,  on  account  of  lack  of  intimate 
knowledge  of  the  conditions  under  which  retailers 
and  manufacturers  were  operating,  was,  generally 
speaking,  adverse.  It  was  proposed  tliat  some  step.s 
be  taken  to  place  the  facts  before  the  public  and  to 
this  end  the  co-operation  of  the  rnanufccturers  was 
sought.  The  reply  of  president  F.  S.  Scott,  M.P.,  for 
the  manufacturers,  was  entirely  in  sympathy  with  the 
suggestion. 

Certain  minor  changes  were  made  in  the  wording 
of  the  constitution  the  chief  of  which  were  that  the 
regular  meetings  of  the  association  should  be  held  on 


Association  Revival  Among  Toronto 
Shoe  Retailers  —  Vigorous  Member- 
ship Campaign  Undertaken 

THE  Toronto    Shoe    Retailers'    Association  has 
taken  a  nev/  lease  of  life  and  the  indications 
are  that  some  lively  meetings  will  be  held  in 
the  near  future.    A  "rehabilitation"  meeting 
was  held  on  the  afternoon  of  Wednesday,  March  3, 
for  the  discussion  of  the  constitution  and  a  niuuber  of 
other  interesting  matters. 

The  president,  Mr.  Walter  Burnill,  was  in  the 
chair  and  first  called  upon  secretary  J.  C.  Budreo  to 
read  the  minutes  of  the  last  meeting  and  also  certain 
correspondence  which  had  been  carried  on  between 
the  Toronto  Retailers'  Association  and  the  Shoe  Mrn- 
ufacturers'  Association  of  Canada.  This  letter  had 
dealt  with  the  attitude  of  the  public  toward  the  foot- 


A  new  shoe  fitting  stool,  manufactured  by  the  Curtis-Leger  Fixture  Co. 
This  stool  is  particularly  suitable  where  saleswomen  are  employed.  The 
seat  is  separated  from  the  fitting  stool  and  enables  the  saleslady  to  sit 
comfortably  inside,  or  sidewise. 

'Illlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllli 

the  first  Wednesday  of  every  month  instead  of  the 
third  Thursday  and  that  this  should  apply  to  eight 
months  of  the  year  instead  of  ten  as  formerlv.  'Fhc 
date  of  the  annual  meeting  was  also  changed  from  the 
third  Thursday  in  January  to  the  first  Wednesday 
in  November.  The  number  of  members  necessary  to 
form  a  quorum  was  reduced  from  15  to  10,  and' the 
annual  membership  fee  was  increased  from  $2  to  $5. 
This  latter  point  occasioned  considerable  discussion 
and  it  was  finally  agreed  upon  with  the  i)roviso  that 
the  $5  fee  should  include  an  annua!  baiuiuet  for  the 
members. 

Before  the  meeting  t)roke  up.  plans  were  i)repared 
for  a  vigorous  membership  campaign.    The  president, 


?6  FOOTWEAR 

Mr.  Buriiill,  nuide  a-  strtjiig'  appeal  for  the  co-opera- 
tion of  those  present  in  this  connection.  Mis  idea  was 
a  vigorous  association  and  this  could  only  be  possible 
when  the  r;  nk  and  rtle  of  the  membership  got  (hnvn 
to  real  hard  work.  To  the  end  that  everybody  may  be 
canvassed,  the  names  of  the  non-members  of  the  as- 
sociation were  apportioned  among  the  members  pres- 
ent with  the  intention  that  every  one  of  these  non- 
members  shall  be  approached  in  the  very  nerr  future 
and  the  advantages  of  associating  themselves  with  the 
organization  set  forth  in  fair  terms.  Wv^  can  only  add 
that  we  rre  in  entire  sympathy  with  the  attitude  of 
the  president  for  greater  activity  in  the  organization. 
To  the  end  that  the  membership  may  be  made  as 
large  as  possible,  we  would  urge  upon  every  one  of 
the  present  members  that  he  constitute  himself  a  mem- 
ber of  a  committee  of  one  to  see  what  influence  he 
cm  bring  to  bear  to  get  outsiders  into  the  fold;  and 
to  those  of  our  readers  who  are  not  members  of  the 
association,  we  would  urge  that  they  should  not  wait 
to  be  asked  to  join,  but  send  in  their  subscription  and, 
at  the  same  time,  pledge  themselves  to  get  behind  the 
association  and  do  whatever  lies  in  their  power  for 
the  good  of  the  retail  footwear  industry  in  Toronto. 

The  time  is  past  when  any  man  should  sit  back 
and  ask  "What  can  I  get  out  of  an  association?"  In- 
stead, he  should  rsk  himself,  with  the  greatest  ser- 
iousness, "How  much  can  I  put  into  this  association 
— how  much  have  I  ever  helped  it,  rnd  how  much 
do  I  deserve  to  get  out  in  the  future?"  This  is  the 
honest  attitude  and  to  any  retailer  who  decides  to  take 
this  course  and  consistently  follows  it  out,  we  can 
assure  a  benefit  ;  nd  a  return  far  in  excess  of  any  ex- 
penditure of  energy  or  time  he  may  be  called  upon 
to  make. 

The  big  war  is  over.  Let  us  stop  the  little  wars 
and  all  get  together  and  accomplish  something  that 
will  be  of  real  benefit  to  the  industry. 


The  Infallible  Cashier 

THE  cut  herewith  shows  a  piece  of  store  ecjuip- 
ment  with  which  every  merchant  is  now  fami- 
liar. In  thousands  of  shoe  stores  throughout 
Can;  da  it  has  substituted  mechanical  accuracy 


and  rapidity  for  liuniaii  inaccuracy  and  fallibility,  in  the 
most  imjjortanl  part  of  a  store's  (jperations,  handling 
the  money.    The  Xalion;  1  Cash   Register  is  so  well 
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known  as  to  need  no  detailed  description.  The  main 
features  of  the  particular  tyjx-  of  register  illustrated 
may  be  pointed  out,  however,  it  has  a  metal  cabinet 
with  enamel  wood  finish — either  oik  or  dark  mahog- 
any. There  are  thirty-six  keys,  which  allow  of  register- 
ing transactions  from  Ic  to  $99.99,  and  three  operating 
keys,  "Receipt,"  "Motor,"  and  "Slip."  This  register 
provides  a  separate  total  for  each  of  four  clerks — there 
being  four  c;  sh  drawers — and  also  a  separate  total  for 
each  of  four  dift'erent  kinds  of  transactions.  It  can  also 
be  built  with  a  separate  total  for  each  of  nine  clerks 
and  nine  dift'erent  clrsses  of  transactions.  It  gives  a 
merchant  control  over  his^business  by  printing,  adding 
and  classifying  a  record  of  every  transaction. 


Well-known  Jobber  Joins  Ranks  of  Benedicts 

Mr.  Nathan  Cummings,  the  well  known  shoe  jobber 
of  Montreal,  recently  married  Miss  Ruth  Kellert, 
daughter  of  Mr.  Jacob  Kellert,  of  MontreEl,  and  has 


Mr.  Nathan  Cummings 

been  spending  his  honeymoon  in  California  and  at 
Southern  points.  While  in  Delmonte  he  made  a  trip 
in  the  air  with  the  aviator,  Lockleir,  and  expressed 
himself  as  being  delighted  with  the  experience.  On 
his  way  home  he  visited  severrl  places  in  the  Western 
Provinces.  Mr.  Cummings,  it  may  be  mentioned,  is 
the  son  of  Mr.  David  Cummings,  proprietor  of  the 
retail  store,  known  at  the  Eaton  Shoe  Alarket,  Mont- 
real. 


Death  of  Mr.  Billett 

We  regret  to  report  the  death,  on  Feb.  15,  of  Mr. 
Billett,  floor  manager  of  the  Walkover  Boot  Shop, 
290  Yonge  St.,  Toronto,  of  pleuro-pneumonir.  Mr. 
Billett,  floor  manager  of  the  Walkover  Boot  Shop, 
290  Yonge  St.,  Toronto,  of  pleuro-pneumonia.  Mr. 
rnd  latterly  in  Toronto.  He  was  born  in  Brighton, 
England. 


Correction 

In  our  l"'ebruary  issue,  through  a  ty])ographical 
error,  Mr.  I'\  \V.  Knowlton's  name  was  shown  rs 
McKnowlton  in  the  head  of  his  address,  "Machinery 
in  the  Shoe  Trade." 
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Do  You  Run  Your  Business  on  Facts  or 
Guesswork 

In  these  days  of  quick  sales  and  large  turnovers 
it  is  unwise  to  sail  the  Business  Ship  wichout  correct 
records  and  figure  facts  to  help  in  guiding  it.  A  mis- 
take in  judgment  may  mean  a  1;  rge  loss — something 
which  no  business  can  afford  to  meet  with  in  these 
times  of  strenuous  competition.  To  avoid  losses  and 
replace  unprofitable  months  with  profitable  ones  the 
retail  merchant  should  base  h's  judgments  for  the 
future  on  the  rctual  black  and  white  records  of  past 
experience. 

But  how  is  he  to  keep  these  records  so  that  they 
are  of  practical  value  and  quickly  and  easily  acces- 


sible?  The  answer  is  by  means  of  a  carefully  planned 
filing  system. 

Before  rny  record  keeping  system  can  ])e  of  max- 
imum value,  it  must  be  planned  to  perform  certain 
definite  ends  which  can  be  determined  best  by  the 
needs  of  the  individual  business.  Some  of  the  things 
a  conscientiously  kept  system  can  tell  you  are:  the 
cost  of  operating  your  store ;  which  items  of  yotir 
line  are  the  most  profitable,  and  also  which  line  of 
your  several  lines  is  the  most  profit:  Ijle  ;  whether  or 
not  your  selling  prices  cover  expenses ;  your  gross 
net  profits  of  one  year  compared  with  the  previous 
year;  how  big  your  stock  is  to-day,  and  what  your 
gross  profit  or  loss  for  last  week  or  last  month  was. 
The  value  that  this  spec'fic  knowledge  can  be  to  an\- 
business  in  building  it  up  in  the  we:'k  i)laces  and 
planning  for  the  future  is  at  once  api)arent.  Contrary 
to  general  belief  these  figure  facts  are  surj)ri singly 


easy  to  get  with  a  modern  record-keeping  system 
without  entailing  a  lot  of  time  and  lal^or. 

In  the  illustr:  t'on  is  shown  a  stack  of  filing  units 
recommended  In'  the  Office  Specialty  Mfg.  Company 
as  the  best  combination  of  filing  sections  for  the  re- 
cord keeping  requirements  of  the  retail  business.  It 
is  composed  of  a  handy  glass  door  storage  cupboard, 
a  five  drawer  5x3  card  record  section  for  clerks' 
sales,  rn  8  x  5  section  for  stock  records,  a  3  drawer 
bill-size  section  for  invoices  and  receipts,  a  2  drawer 
letter  size  section  for  correspondence  and  a  sectional 
base  and  top. 


Illllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 


To  Advertise  Made-in  Canada  Shoes 

Canadian  shoe  manufacturers  and  allied  trades 
have  decided  to  take  concerted  action  to  place  before 
the  public  facts  and  figures  regarding  the  Canadian 
shoe  industry.  The  committee  in  charge  of  the  cam- 
l^aign  held  r  two-day  session  recently,  and  is  already 
ac  work  laying  out  detailed  plans.  The  making  of 
boots  and  shoes  in  Canada  is  an  important  and  far- 
rerching-  industry,  aff'ecting  a  very  large  percentage 
of  the  Canadian  people.  Many  misleading  and  un- 
founded statements  have  been  circulated  regarding 
this  industry  which  the  shoe  manufacturers  feel  should 
be  corrected  by  i)ublication  of  the  facts.  Conseciuently, 
they  rre  undertaking  an  advertising  campaign  to 
])rove  that  the  "Made  in  Canada"  principle  applied  to 
boots  and  shoes  is,  from  every  standpoint,  worthy  of 
public  support  and  sympathy. 


Montreal  Retail  Firm  Entertain  their  Employees 

It  is  becoming  cpiite  "the  thing",  these  davs  for 
large  employers  to  hold  social  gatherings'  for  their 
help.  The  firm  of  Geo.  G.  Gales  &  Co.,  retailers.  481 
St.  Catherine  Street  West,  Montreal  held  r  most  en- 
joyable evening  on  Monday,  Februarv  ir)th,  in  which 
the  employees  and  their  friends  to  the  number  of 
sixty-four  indulged  in  danc'ng,  music  and  refreshments. 
Co-operation  is  the  keynote  of  the  age  and  these 
gatherings  are  the  merns  of  drawing  the  employers 
and  employees  together  and  creating  a  feeling  of 
better  fellowship  which  must  retlecl  ilself  in  business 
relations  in  general. 
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Mr.   Louis  Adelstein.  President, 


Mr.  J.  A.  Brunet,  2nd  Vice-President, 
Montreal  Branch.  Boot  and  Shoe  Section  of  Retail  Merchants'  Association 


Mr.  T.   Dussault,  Treasurer, 


Annual  Meeting  of  Montreal  Shoe  Retailers 

The  annual  meeting  of  the  Montreal  branch  of  the 
boot  and  shoe  section  of  the  Retail  Merchant's  Asso- 
ciation was  held  in  Montrerl  on  Thursday,  February 
12th.  Mr.  A.  DeMontigny,  the  president,  occupied  the 
chair.  The  president  in  his  report,  reviewed  the  work 
of  the  past  year. 

The  secretary's  report  showed  a  membership  of 
67,  against  35  for  the  year  1918.  It  is  the  aim  of  the 
section  to  bring  the  i^iembership  up  to  200  this  year. 

Mr.  C.  R.  LaSalle,  the  treasurer,  reported  a  balance 
on  hand  of  $140.93. 

The  following  committee  was  appointed  to  co- 
operate, without  assuming  any  financial  responsibility, 


LaSalle,  Mr.  J.  A.  Brunet  and  Mr.  A.  F.  Jones,  with 
power  to  add  to  their  number. 

The  action  of  the  Board  of  Commerce  in  relation 
to  the  fixing  of  shoe  prices  was  rlso  discussed. 

The  election  of  officers  resulted  as  follows :  pres- 
ident, Mr.  Louis  Adelstein;  1st  vice  president,  Mr.  H. 
Gibbons;  2nd  vice  president,  Mr.  J.  A.  Brunet;  sec- 
retary, Mr.  A.  LaSalle ;  treasurer,  Mr.  Thos.  Dus.sault ; 
auditor,  Mr.  George  G.  Gales.  They  were  also  ap- 
pointed as  delegates  to  the  Montreal  branch  of  the 
Retail  Merchants'  Association. 


Mr.   Geo.  G.   Gales,  Auditor 

with  the  Xalional  .Shoe  Retailers'  Association  of  Can- 
ada and  tlic  Shoe  Manufacturer's  Association  of 
Canada  in  conncclion  with  the  Nation;  1  Shoe  Retail- 
er's Convcnlion  and  Style  Show,  which  will  be  held 
in  Monlrcal  during  the  niontli  of   |ulv:    Mr.  Albert 


Montreal  Shoe  Superintendents  and  Foremen 
Get  Together 

The  Shoe  Superintendents  and  Foremen's  Asso- 
ciation of  Montreal  has  been  formed,  with  the  object 
of  promoting  good  fellowship  and  for  the  discussion 
of  topics  useful  and  interesting  to  members.  The 
membership  is  open  to  any  superintendent  or  fore- 
man in  Montreal,  or  nearby  towns,  who  is  directly 
engaged  in  the  shoe  manufacturing  trade  or  any  manu- 
facturer of  goods  directly  connected  with  the  shoe 
manufacturing  trade  through  his  representative  re- 
siding in  Montreal.  The  meetings  are  held  on  the 
first  and  third  Monday  of  each  month  at  the  Sham- 
rock Amateur  Athletic  Association's  Club  rooms. 

The  following  are  the  officers : 

President — Mr.  George  A.  Fortin,  Star  Shoe  Co. 
Ltd. 

Vice-president — Mr.  J.  E.  Harper,  Ames,  Holden, 
McCready  Ltd. 

Recording  Secretary — Mr.  J.  R.  Leonard,  Star  Shoe 
Co.  Ltd. 

Financial  Secretary — Mr.  A.  H.  Hamilton,  Tet- 
rault  Shoe  Mfg.  Co. 

Treasurer — Mr.  Jos.  Lacasse,  St.  Henry  Shoe  Co. 

Trustees — Messrs.  C.  P.  Slater,  of  Geo.  A.  Slater: 
M.  Bary,  of  Ames,  Holden,  McCready,  and  J.  Cyr,  of 
the  Rena  Footwear  Company,  Ltd. 

At  a  meeting  of  the  Association  on  March  1st, 
Mr.  J.  R.  Zanettin,  of  the  Scholl  Manufacturing  Com- 
pany, spoke  on  "Foot  Comforts",  describing  the  vari- 
ous foot  ailments  caused  bv  the  ill  fitting  of  shoes. 
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The  Tanning  of  Upper  Leathers  at  Robson's 

Up-to-Date  Methods  of  This  Progressive  Company  in  Keeping  with  the  General 

Industrial  Situation  in  Busy  Oshawa 

i 


N  the  year  1865  the  late  James  Robson  started  an 
unpretentious  little  tannery  by  the  side  of  the 
Cedardale  Creek,  near  the  present  town  of  Osh- 
awa, Ontario.  Tanning  methods  in  those  days 
were  very  laborious — the  power,  if  any,  was  "horse- 
Ijower,"  the  vats  were  outside  and  the  hands  were  lim- 
ited. For  fifty-five  years  this  plant  has  been  known 
as  the  Cedardale  Tannery,  but  its  evolution  in  size 
and  consequent  output  has  been  continuous.  In  the 
old  days  a  small  wooden  building-  sufficed  to  handle 
the  business,  but  to-day  the  plant  covers  an  area  of 
about  five  acres,  employs  approximately  300  workmen 
and  turns  out  2,000  sides  a  day.  Laborious  methods 
have  given  way  to  the  skill  of  the  chemist,  the  rum- 
ble of  the  tanning  drums  and  the  whirr  of  busy  mach- 
inery. 

Cedardale  is  really  a  part  of  the  town  of  Oshawa 
and  Oshawa  is  generally  conceded  to  be  one  of  the 
busiest  little  manufacturing  towns  in  the  whole  of 
Ontario.  It  is  about  thirty-five  miles  east  of  Toronto, 
has  excellent  railway  facilities,  and  is  surrounded  by 
a  splendid  agricultural  country.  It  was  first  settled 
in  the  year  1816,  and  before  the  days  of  the  steam 
railway  in  Ontario,  was  a  regular  port  of  call  for 
steamers  plying  between  Toronto,  Kingston  and  Mon- 
treal. Since  incorporation  as  a  town,  in  the  year  1879, 
every  efifort  has  been  made  to  encourage  manufactur- 
ing enterprise,  and  the  influence  of  the. oldest  estab- 
lished industry  in  Oshawa — the  Robson  Leather  Com- 
pany— has  been  responsible  in  large  measure  for  the 
growth  of  the  town.  Other  important  industries  are 
the  McLaughlin  Carriage  Company,  the  Pedlar  Peo- 
ple, and  General  Motors,  who  have  just  com]jleted 
one  of  the  most  modern  factories  in  America,  and  will 


turn  out  approximately  200  motor  cars  per  day.  It 
can  be  said  also  that  just  as  McLaughlin  motor  cars 
and  the  metal  ]:)roducts  of  the  Pedlar  People  are  so 
well  and  favorably  known  throughout  the  Dominion, 
so  are  Robson  leathers  famed  from  coast  to  coast  for 
their  excellence. 

James  Robson  manufactured  a  small  line  of  ordin- 
ary black  bark-tanned  upper  leather,  but  the  range 
now  includes  a  general  line  of  side  upper  leather  in 
every  wanted  color  and  finish,  including  tan  chrome 
sides,  mahogany  chrome  sides,  Royal  Purple  chrome 
sides,  elks  in  various  colors,  white  buck,  chrome  pat- 
ent sides,  dull  chrome  sides,  bright  boarded  sides, 
Retan  storm  leather  and  chrome  tongue  splits. 

During-  the  war  the  Robson  tannery  was  kept 
working  twenty-four  hours  a  day  to  keep  pace  with 
the  domestic  and  foreign  demand  for  leather,  in  ad- 
dition to  large  quantities  of  army  shoe  upper  leather. 
The  selection  of  hides  has  naturally  been  a  factor  in 
this  demand  for  Robson  leathers,  for  without  a  care- 
fully selected  skin  all  the  brains  and  skill  of  the 
manufacturer  would,  to  some  extent,  be  lost.  In  this 
tannery  every  hide  has  to  stand  a  rigid  test  as  to  size, 
shape  and  quality,  and  the  use  to  which  it  is  to  be  put. 

One  of  the  first  things  that  strikes  a  visitor  to  the 
Robson  tannery  is  the  absence,  even  in  the  beam- 
house,  of  the  accumulation  of  scraps,  dirt  and  mois- 
ture, and  its  consequent  odor.  In  every  department 
one  sees  evidence  of  habitual  cleanliness.  Cement 
floors  are  used  throughout,  and  these  are  kept  scraped 
and  washed  down  so  that  there  is  little  danger  of  an 
accidental  slip  into  one  of  the  tanning  vats,  or  more 
than  ordinary  wear  and  tear  on  clothing. 

The  water  supply  at  the  Robson  plant  is  inex- 


The  Beam  House — Here  the 
hides  are  washed,  soaked  in 
lime  vats,  the  hair  and  all 
fleshy  adhesions  removed, 
preparatory  to  passing  along 
to    the    tanning  department 


haustible,  a  branch  of  the  Cedardale  Creek  Hovvin.i; 
rioht  through  the  pro])erty.  It  is  perha])s  not  general- 
ly known  to  the  layman  that  the  water  used  in  tan- 
ning has  much  to  do  with  the  final  texture  and  qual- 
ity of  the  leather.  Water  that  is  pure,  soft  and  free 
from  various  deleterious  elements  naturally  gi\es  a 
finished  leather  that  is  more  mellow  than  leather 
washed  in  water  that  is  not  suitable.  This  same  wa- 
ter source  has  been  used  by  the  Robson's  ever  since 
the  tannery  was  founded  and  they  are  particularly  for- 
tunate in  having  such  an  abundant  sui)ply  close  at 
hand. 

Steam  power  is  used  for  driving  the  machinery 
and  generating  the  electric  current  used  for  lighting. 


1  he  company  have  an  electric  connection  with  the 
town's  Hydro  system,  but  in  a  tannery  of  this  kind 
steam  is  more  or  less  of  a  by-product  and  would  be 
going  to  waste  were  it  not  put  to  some  such  use -as 
generating  electric  lighting  current. 

In  order  that  every  machine  may  be  kept  in  con- 
stant running  order,  and  also  to  provide  for  new  in- 
stallations from  time  to  time,  the  company  maintains 
a  well-equipped  machine  shop  with  a  force  of  skilled 
mechanics.  This  shop  is  equipped  with  lathes,  planer, 
pipe  threaders  and  cutter.s — everything,  in  fact,  need- 
ed to  keep  the  entire  plant  in  efficient  operation. 

Until  a  comparatively  short  time  ago  almost  all 
tanning  was  accomplished  with  \  egetable  sul)stances 


Another  view  of  Splitting 
Room — The  splitting  mach- 
ine is  one  of  the  most  won- 
derful pieces  of  equipment 
in  a  modern  factory.  The 
fleshy  side  of  the  splits  is 
used  for  tongues,  insoles, 
etc. 


March,  1920 


FOOTWEAR    IN  CANADA 


81 


such  as  oak  or  hemlock  bark,  gambier,  sumach,  etc., 
but  about  the  year  1885  a  process  of  mineral  tannage 
was  introduced  by  which  salts  of  chromium  were  em- 
ployed. This  gave  a  leather  that  moisture  did  not 
seem  to  affect,  as  it  did  vegetable  tannages  and,  al- 
though the  process  was  first  applied  to  only  very 
light  skins,  it  is  now  used  to  a  great  extent  on  all 
grades.  The  chrome  method  is  used  principally  in  the 
Robson  tannery,  but  some  leather  is  also  tanned  with 
vegetable  extracts  which,  by  the  way,  is  a  much  more 
lengthy  method.  Then  again  some  leathers  are  tan- 
ned with  a  combination  of  chrome  and  vegetable,  ac- 
cording to  the  results  desired. 

In  the  making  of  any  kind  of  leather  the  first 
operation  is  the  soaking  and  cleansing  of  the  hide 
from  foreign  substances.  It  is  then  subjected  to  the 
action  of  lime  in  solution  to  swell  the  hair  follicles 
and  allow  the  hair  to  be  easily  removed.  In  olden 
days  the  hair  used  to  be  scraped  off  altogether  by  hand 


sion  over  two  pulleys  through  a  horizontal  grooved 
guide  and  kept  sharj)  on  one  edge  by  an  emery  wheel. 
Against  this  sharp  edge  the  hide  is  forced  by  passing 
between  brass  rollers.  The  fiesh  side  of  the  hide — 
or  the  splits,  as  they  are  called — are  used  for  shoe 
tongues,  insoles,  cheap  gloves  and  sometimes  in  cheap 
shoes. 

In  the  chrome  tanning  process  the  hides,  instead 
of  being  left  to  soak  in  vats,  are  placed  in  huge  re- 
\olving  drums,  into  which  chrome  liquor  is  fed 
through  a  hollow  axle.  After  a  certain  number  of 
hours  in  the  drum  the  skins  are  thoroughly  tanned 
through  and  through. 

Fat  liquoring-  is  also  accomplished  in  the  revolving 
drums.  This  is  for  the  purpose  of  lubricating  the  hide 
fibres  and  replacing  the  natural  oils  which  have  been 
removed  in  the  liming-  and  other  processes.  The  skins 
may  also  be  dyed  during  the  fat  liquoring  process. 

Following-  this  the  skins  go  to  the  setting-out  ma- 


in the  Robson  tannery 
chromium  salts  are  chiefly 
used  {or  tanning.  It  is  a 
much  more  rapid  process 
than  when  vegetable  tan- 
nages   are  employed. 


I 

i 
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— in  fact  this  process  is  used  to  some  extent  at  the 
present  time  in  smaller  tanneries,  but  in  the  larger 
establishments  they  have  very  ingenious  machines, 
into  which  the  hides  are  fed  and  emerge  at  the  other 
side  in  a  few  seconds  completely  devoid  of  hair.  This 
machine  contains  a  cylincler  with  spiral  knive.s — sim- 
ilar to  a  fieshing  machine,  but  much  duller — which 
takes  the  hair  off  cleanly  and  quickly. 

The  next  process  is  to  remove  the  lime  from  the 
hide  and  upon  the  thoroughness  of  this  operation  de- 
pends a  great  deal  the  ultimate  quality  of  the  leather. 
Any  lime  or  impurities  left  in  the  hide  would  seri- 
ously interfere  with  the  comi)letion  of  the  tanning 
process. 

If  the  hides  are  to  be  split  this  is  done  after  the 
lime  has  been  washed  out.  The  splitting  machine  is 
one  of  the  most  w^onderful  and  efificient  pieces  of 
equipment  in  the  modern  tannery,  and  the  operation 
is  accomplished  b)-  presenting  the  edge  of  the  hide 
to  a  sharp,  revolving  band,  or  l)elt  knife,  which  passes 
through  it  parallel  to  the  surface.  The  belt  knife  is 
of  steel,  about  2  inches  wide,  running  rapidlv  in  ten- 


chine,  which  has  for  its  object  the  stretching,  straight- 
ening and  smoothing  of  the  leather  and  the  removal 
of  any  water  carried  in  the  skins  from  the  tanning 
drums.  After  this  the  leather  is  dried. 

When  the  skins  are  dry  they  are  sent  to  the  cur- 
rying department,  where  they  are  treated  with  vari- 
ous ingredients  and  operations  which  thoroughly  sof- 
ten and  preserve  the  fibre  and  are  colored  and  finish- 
ed as  desired.  The  curriers  ])Ut  the  leather  through 
a  number  of  processes  and  then  thev  arc  ironed  to 
give  a  soft  gloss,  or  glazed  on  the  staking  machines. 
The  staking-  machines  stretch  the  leather  in  addition 
lo  softening  it.  The  machine  consists  of  a  table 
with  a  wide  slit  down  the  centre  through  which  two 
arms  move  back  and  forth,  meeting  each  other  so  as 
to  grip  the  skin  ])laced  on  the  table  between  a  roller 
on  the  extremity  of  the  up])er  one  and  two  blunt 
blades  set  about  three  inches  apart  on  the  extremity 
of  the  lower  arm.  \\y  the  backward  motion  of  the 
arms  the  skin  is  ])ulled  out  strongly  while  being  held 
by  the  operator,  .\fter  each  stroke  the  skin  is  re- 
leased and  shifted  so  that  all  ])arts  may  be  stretched. 


82 


FOOTWEAR    TN  CANADA 


March,  1930 


The  Setting  Machine  Room. 
— Following  the  tanning  and 
fax  liquoring  processes,  the 
skins  pass  to  the  setting  ma- 
chine, which  has  for  its  ob- 
ject the  stretching,  smooth- 
ing and  straightening  of  the 
leather. 


Robson  leathers  have  a  very  pleasing  and  silky 
finish,  which  is  only  the  result  of  extensive  experi- 
ment and  most  careful  practice.  Added  to  that 
smooth,  velvety  feeling  there  is  also  a  strength  of 
texture  which  makes  them  pre-eminent  in  the  field  of 
upper  leathers. 

Robson  Patents 

The  Robson  company  also  turn  out  a  considerable 
quantity  of  chrome  patent  sides,  achieving  in  this 
line  the  same  degree  of  quality  that  distinguishes 
their  other  leathers.  In  the  making  of  patent  leather, 
after  the  first  staking  opesation,  the  skins  are  tacked 
on  frames  to  pull  out  the  wrinkles,  get  out  all  the 
stretch  and  allow  the  leather  to  dry  a  permanent 


shape.  The  method  is  to  lay  the  skins  on  wooden 
tacking  frames,  where  they  are  stretched  and  tacked 
by  two  men.  one  on  each  side,  who  use  a  tool  that  is 
both  i)incers  and  hammer.  After  the  skins  have  been 
on  the  frames  a  day  or  so  they  are  removed  and  staked 
again  to  re-soften  them  and  finally  bufi'ed  against  an 
emery  wheel  to  take  ofif  any  roughness. 

Before  the  final  varnishing  operation  it  is  necessary 
that  some  of  the  grease  absorbed  by  the  skins  during 
the  fat-liquoring  process  be  removed.  Otherwise  it 
would  not  be  possible  to  secure  a  satisfactory  founda- 
tion for  the  varnish.  This  is  called  "de-greasing"  and 
is  accomplished'  with  naphtha. 

After  being  taken  to  the  finishing  department  the 


The  Currying  Department. — 
After  leaving  the  setting 
machines  the  leather  is  dried 
and  then  sent  to  the  curry- 
ing department.  Here  it 
is  treated  with  ingredients 
to  soften   it  and  preserve 
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The  Tacking  Room. — The 
skins  are  next  tacked  on 
frames  to  take  out  the 
wrinkles  and  allow  the  Ica- 
rher  to  dry  out  evenly.  Two 
men  are  required  for  this 
operation,  using  a  combina- 
tion tool  t'-at  is  part  'lam- 
mcr  and  part  pincers. 


.skins  are  .stretched  in  frames  by  means  of  clips  that 
S'rip  the  leather.  After  a  buffing-  bv  hand  to  smooth 
down  the  surface  the  frames  are  conveyed  to  the  en- 
amelling rooms,  where  the  operators  spread  on  the 
finish  with  wide  brushes  and  slide  the  frames  into 
large  ovens,  where  they  are  baked.  When  the  leather 
finally  comes  from  the  enamelling  rooms  it  is  taken 
outside  and  sunned,  this  being  a  very-  important  fea- 
ture in  securing  a  rich,  glossy  surface. 

After  sunning,  the  leather  is  taken  indoors,  where 
operators  with  keen-edged  knives  quickly  cut  the  skins 
out  of  the  frame  and  it  is  ready  for  sorting  and  shiji- 
ping. 

The  whole  patent  leather  department  at  the  Rob- 
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son  plant  is  verv  complete.  It  is  modernl}-  constructed 
of  brick  and  concrete  and  contains  every  modern 
equipment.  The  skins  used  are  carefully  selected  af- 
ter they  leave  the  beam  house  so  as  to  ensure  the  full- 
est and  most  perfect  sides. 

The  Management 

W  hen  the  late  James  Rol)son  died  some  fourteen 
years  ago  he  left  the  business  in  the  hands  of  his  two 
sons,  Messrs.  Charles  and  Frank  W.  Robson,  both  of 
whom  had  been  actively  interested  in  the  business 
which  was  then  known  as  James  Robson  &  Sons. 
r>oth  of  these  men  went  into  the  tannery  immediately 
on  leaving  ])ul)lic  school  and  their  entire  time  and 
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The  Patent  Leather  Ovens. 
— The  skins  are  then  con- 
veyed to  the  enameling 
rooms,  vvhere  the  operators 
spread  on  the  finish  with 
wide  brushes  and  slide  the 
frames  into  large  ovens, 
where    they    are  baked. 


energy  was  devoted  to  the  development  and  succes.s 
of  the  bu.siness. 

Mr.  Charles  Robson,  ])resident  of  the  company, 
and  the  eldest  son,  looks  after  the  ])ractical  end  of 
the  business — as  a  matter  of  fact  he  had  carried  a 
considerable  share  of  the  burden  of  the  enterprise 
long  before  the  removal  of  the  senior  member  of  the 
firm. 

The  financial  and  office  management  end  of  the 
business  is  handled  by  Mr.  Frank  \V.  Robson, .  vice- 
president  and  secretary-treasurer.  The  two  together 
make  a  good  team  and  are  capably  combining-  modern 
enterprise  with  the  principles  laid  down  by  the  found- 
er of  the  company — principles  in  which  quality  was 
made  the  prime  consideration  in  leather  making. 


Important  Appointment  by  Ames-Holden-McCready 

R.  W.  Ashcroft,  for  the  past  four  years  advertis- 
ing manager  of  the  United  States  Rubber  Compan\% 
with  headquarters  in  New  York  City,  and  previously 
advertising  manager  of  the  Canadian  Consolidated 
Rubber  Company,  Limited,  a  subsidiary  of  the  U.  S. 
Rubber  Company,  hrs  been  appointed  director  of  pub- 
licity of  the  Ames-Holden-McCready  system,  Mon- 
treal. Mr.  Ashcroft  is  known  throughout  the  Ameri- 
can Continent  as  a  forcible  writer  on  publicity  and  an 
organizer  of  successful  advertising  campaigns. 


A  Toronto  retailer  claims  that  all  mens  rubbers  are 
made  too  high  in  the  heel  to  look  properly  on  the  foot. 


Chas.  Robson,  President 


Frank  W.   Robson,  Vice-President 
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A  Freshman's  Survey  of  the  Shoe  Industry 

Address  Delivered  by  T.  H.  Reider,  President  Ames  Holden  McCready,  Before 
Quebec  Convention  of  Canadian  Shoe  Manufacturers 


I WAS  initiated  and  brought  up  in  an  industry,  or 
rather  pair  of  industries,  which  also  have  to  do 
with  the  manufacture  and  distribution  of  cover- 
ing- for  human  feet — one  of  them  a  protection 
against  damp,  the  other  against  cold.  I  refer  to  rubber 
footwear  and  felt  footwear — both  of  them,  1  submit, 
important  and  prospering  branches  of  Canada's  shoe- 
making  industry. 

In  comparison  with  the  leather  l:)Oot  and  shoe 
manufacturers,  both  of  these  industries  are  like  a 
manufacturer  who  tans  his  own  leather,  makes  his 
shoes  and  distributes  them  to  retail  dealers.  These 
industries  start  farther  back  and  extend  equally  as  far. 
The  manufacturers  will  do  well  to  defend  themselves 
against  this  aggressiveness,  as  the  rubber  and  felt 
footwear  industries  obtain,  and  maintain,  much  of 
their  growth  by  encroaching-  upon  the  leather  shoe 
trade,  particularly  during-  such  price  situations  as  now 
obtain.  In  both  industries  there  seems  to  exist  greater 
co-operation  and  harmony  of  purpose  than  are  found 
in  the  leather  shoe  trade,  and,  of  course,  a  greater 
profit  on  the  turnover. 

In  the  distribution  of  rubl^er  and  felt  products  I 
met  the  same  hard  fighting  jobbers  and  the  same 
thousands  of  fine  retail  dealers  that  are  met  with  in 
the  leather  shoe  trade,  and  I  may  consider  myself  a 
freshman  only  in  so  far  as  practical  leather  shoe 
manufacturing-  is  concerned. 

Canadian  Conditions  Complex 

It  must  be  admitted  that  Canada's  problems  of 
manufacture  and  distribution  to  a  i)opulation  of  less 
than  nine  million  jjeople  are  more  comi)le\  than,  for 


exam'jle.  those  of  the  United  States.  Our  people  are 
scattered  over  a  wide  expanse  of  country,  some  i)arts 
scarcely  settled.  We  are  a  highly  civilized,  virile,  hard- 
working, northern  race  of  pioneers,  entrusted  with 
the  development  of  a  glorious  nation  for  "good  Cana- 
dians." Wt  are  to  America  what  Scotland  is  to  the 
world.  In  proportion  to  her  population,  no  other 
country  has  produced  so  many  robust,  staunch  busi- 
ness and  political  leaders  as  she  has. 

Our  climate  runs  the  whole  gamut  of  temj:)era- 
tures  and  humidities  and  so  calls  for  e.xtremes  in  all 
classes  of  footwear.  Our  people  are  as  fastidious  as 
any.  The  markets  of  the  world  are  open  to  us  for 
buying-  and  for  selling-.  Hence  our  problems  are  diffi- 
cult and  complex.  "Made  in  Canada"  shoes  stand  up 
against  those  turned  out  anywhere  in  the  world.  Ihit 
why  are  they  made  on  such  a  close  margin  of  profit  ? 

Strong  Organization  Important 

I  am  a  strong  advocate  of  organization,  not  onlv  of 
one's  own  business,  but  of  groups  of  manufacturers  in 
any  line  of  business — not  for  the  purpose  of  agreeing' 
upon  prices  with  which  to  swell  i^rorits,  but  for  the 
general  improvement  and  betterment  of  the  industry 
and  so  for  the  advancement  of  our  countrv. 

Rubber  manufacturers  in  Canada  have  been  for 
years  members  of  an  organization  known  as  the  Rub- 
ber .Association  of  .America,  in  which  Canada's  gener- 
al statistics  of  crude  rubber  consumption,  etc..  have 
been  merged  with  those  of  the  United  States. 

The  Rubber  .Association  of  .Vmerica  rendered  ma- 
terial aid  to  the  government  of  the  L'nitcd  States 
during  the  war.    .\t  the  outbreak  of  tlie  war  it  had 
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reliable  statistics  about  every  branch  of  the  industry, 
and  the  government  literally  turned  over  to  this  body 
the  control  of  im])orts  and  exports  of  crude  rubber 
and  other  important  tasks.  Its  org-anization  was  so 
complete  and  efifective  that  it  became  practically  a  gov- 
ernment department. 

Our  government,  I  believe,  is  also  ready  to  work 
with  any  group  of  manufacturers  having-  an  honest 
desire  to  develop  the  country's  trade.  Quite  recently 
the  Canadian  Rubber  Manufacturers  decided  to  or- 
ganize a  Canadian  section  of  the  Rubber  Association 
of  America,  and  to  a])point  a  secretary  to  assist  them 
in  purely  Canadian  affairs  on  such  matters  as  tariff, 
trans])ortation,  etc.  For  obvious  reasons  there  are  few- 
er com])anies  engaged  in  this  industr}-  to  deal  with 
and,  except  on  rare  occasions,  the  spirit  of  harmony 
and  co-operation  is  shared  by  every  one.  Why  ?  Be- 
cause it  pays  in  ijrofits,  pays  in  goodwill  and  pays  in 
mutual  confidence,  and  it  gives  dignity  and  character 
to  the  entire  industry. 

^\'hile  the  boot  and  shoe  manufacturers  are  several 
times  greater  in  numbers,  I  see  no  reason  why  such 
good  relations  should  not  j^revail  in  our  industry. 

Margins  Are  Very  Close 

A  few  days  ago,  in  Montreal,  Mr.  Roger  A^^  Bal^- 
son,  the  founder  of  Babson's  famous  statistical  bureau, 
addressed  a  joint  meeting  of  the  Canadian  Club,  the 
Advertisers'  Association  and  the  Kiwanis  Club.  He 
had  been  asked  to  make  certain  industrial  analysis  for 
the  Curtis  Publishing-  Company,  and  had  found  that 
there  were  in  the  United  States  one  or  more  million- 
aires in  each  industry  without  exception. 

To  the  best  of  my  knowledge  Canada  has  produced 
very  few  millionaires  through  profits  in  the  manufac- 
turing of  leather  shoes.  Some  became  near-million- 
aires and  then  failed.  Initial  success  and  ultimate  fail- 
ure have  crowned  many  a  proud  ambition  in  the  boot 
and  shoe  manufacturing  industry  so  I  am  told.  The 
margin  between  success  and  failure  is  all  too  small, 
and  has  been  so  even  during  the  last  year  or  two  de- 
spite unusually  good  business  ?nd  frequent  price  ad- 
vances. 

The  year  just  ended  has  brought  the  shoe  manu- 
facturers many  feverish  and  unexpected  experiences. 
We  have  had  to  deal  with  the  high  price  wave,  charges 
of  profiteering,  investigrtions  by  the  Committee  of 
High  Cost  of  Living,  the  fixing  of  retailers'  profits  by 
the  Board  of  Commerce,  uncertainties  in  labor  situa- 
tion, the  lifting  of  the  British  embargo,  the  placing  of 
a  Canadian  expert  embargo,  an  extraordinrrily  ad- 
verse exchange  situation,  and  other  perplexing  con- 
ditions. 

In  addition  to  all  of  this,  a  series  of  circumstances 
has  made  us  a  buffer  between  the  tanners  and  organ- 
ized labor,  on  the  other  hand,  and  between  the  jobber 
and  retailer  on  the  other. 

Until  recently,  I  am  told,  many  manufacturers 
made  ])rfjfit  one  year  and  lost  in  another,  and  I  ques- 
tion whether  most  of  the  recent  ])rofit  was  not  chiefly 
flue  to  rising  market  prices.  Certain  it  is  that  we  shall 
uoi  always  enjoy  rising  markets.  The  tide  is  sure  to 
turn,  and  I  ask  you  what  will  happen  then  if  we  are 
not  fully  prejjared. 

An  Industry  Hemmed  In 

.S(jniconc  has  actually  said  that  the  shoe  manufac- 
turers have  been  made  a  human  football.  Let  me  say 
tliat  we  have  been  15(S  footballs  when  we  might  have 


been  but  one, — but  a  very  large  one — one  too  large  to 
kick. 

As  I  see  the  situation,  we  are  completely  encircled 
by  an  apparently  unsurmountable  wall.  We  are  com- 
pelled to  buy  our  upper  ler.thers  from  one  mere  hand- 
full  of  tanners,  our  sole  leathers  from  another  handful 
our  cottons  from  one,  or  at  most  two,  manufacturers, 
our  fiindings  from  a  very  few,  and  most  of  our  machine- 
ry from  one  manufacturer.  Our  help  is  governed  by 
one  or  two  men.  We  are  the  prey  of  the  rubber  sole 
rnd  heel  manufacturers  who,  because  of  other  profit- 
able branches  of  the  business,  can  afford  vast  expend- 
itures for  advertising  their  particular  brand  of  goods, 
and  now  the  lining  people  are  exploiting  the  jniblic  at 
the  expense  of  the  shoe  manufacturer.  If  the  trnners' 
prices  are  not  agreeable  to  the  manufacturers,  their 
leather  is  simply  shipped  to  the  United  States  and 
abroad.  Their  product  enters  free  of  duty.  Most  of 
their  supplies  also  enter  Canrda  free,  w'hereas  the  shoe 
manufacturer,  if  he  buys  outside,  pays  duty  on  prac- 
tically everything.  Some  of  the  manufacturers  of  our 
supplies  will  not  even  deal  wnth  us  direct,  but  force  us 
to  pay  a  middleman's  profit.  They  take  not  only  a 
jobbing  profit,  but  during  rising  markets  take  all  the 
traffic  will  bear. 

In  the  sale  of  our  goods  we  are  confronted  by  job- 
bers who  are  classed  among  the  very  r blest  merchan- 
disers, by  buyers  for  huge  departmental  stores,  and 
by  the  general  retail  shoe  merchants  who  stand  as  a 
class  highest  among  the  retrilers  in  this  industry. 

The  Millionaires 

Now  let  us  find  the  millionaires.  There  are  families 
of  them  among  the  tanners,  both  of  upper  and  sole 
leather,  the  cotton  manufacturers,  the  findings  sup- 
pliers, the  machinery  makers,  the  jobbers  rnd  retailers, 
Our  help  live  as  though  many  of  them  were  million- 
aires, but  alas  the  poor  manufacturers'  profits  have  not 
lifted  him  into  that  class. 

As  I  see  that  present  situation,  even  a  number  of 
manufacturing  millionaires  could  not  get  us  over  the 
encircling  wall,  nor  break  it  down.  But  this  very 
wall  should  assist  in  binding  us  to  gether  into  a  force 
capable  of  defending  ourselves  against  the  rrmed 
millionaires  grinning  down  at  us  from  our  prison  walls. 
As  individuals  a  pretty  strong  defence  has  been  kept 
up,  since  our  industry  has  not  permitted  these  allied 
industries  to  produce  their  millionaires  by  any  "get- 
rich  quick"  process." 

The  fret  that  we  supply  ninety  five  percent  of 
Canada's  requirements  is  clinching  evidence  of  our 
fight  against  the  foreigner  and  of  our  internal  com- 
petition. 

An  Industry  of  Thrift 

My  observations  lead  me  to  believe  that  the  leather 
shoe  manufacturers  have  developed  very  highly  the 
hrbit  of  thrift  and  economy  in  their  respective  estab- 
lishments. They  were  obliged  to  do  so  in  self  preser- 
vation. I  believe,  however,  that  this  commendable 
characteristic  has  been  too  greatly  accetuated  and  at 
the  cost  of  loss  of  profit  in  other  directions.  I  may 
say  rlso  that  my  observations  lead  me  to  believe  that 
the  leather  boot  and  shoe  manufacturers  are  lagging 
behind  in  consideration  of  working  conditions  for  their 
cmplo;^ees,  in  such  matters,  for  instance,  as  sanitation, 
ventilation,  the  adoption  of  safety  appliances,  and  so  on. 

There  are  in  Canada  at  the  present  time  one  hund- 
red and  fifty  eight  manufacturers  making  leather  .shoes 
at  the  rate,  during  1919,  of  17,000,000  pan's  for  our  Cm- 
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adian  people.  In  placing  these  17,000,000  pairs  an- 
nually there  is  sufficient  internal  competition  to  protect 
the  jobbers  and  the  retailer.  Therefore,  since  we  are 
encircled  by  those  who  rre  afforded  protection,  our 
only  protection  must  be  created  and  maintained  among 
ourselves. 

AVhen  the  Committee  of  the  House  on  the  High 
Cost  of  Living  decided  to  investigate  the  leather  shoe 
industry  they  chose  for  examination  manufacturers  at 
Montreal,  Kitchener  rnd  St. Thomas.  They  forgot  the 
tanner.  They  found  no  profiteering  and  completely 
exonerated  the  manufacturers.  The  Board  of  Com- 
merce did  make  some  discoveries  in  relation  to  an 
allied  industry  at  Toronto,  but  the  general  public  does 
not  differenti?te  between  the  wholesaler  and  the  manu- 
facturer and  in  the  public  mind  any  apparent  sin  of 
the  former  is  charged  to  the  latter  as  v.^ell. 

But  coming  back  to  my  subject,  I  fear  that  among 
our  158  manufrcturers  there  are  more  than  a  few  poor 
business  men  who  cause  the  standard  of  profit  to  all 
to  remain  too  low. 

Europe  cannot  be  impoverished  and  America  long 
remain  unaft'ected.  The  United  States  cannot  be  pros- 
perous without  s  similar  reaction  upon  Canada.  Our 
industry  in  Canada  cannot  suffer  without  other  indus- 
tries being  adversely  influenced.  Likewise  if  some 
of  our  fellow  manufacturers  are  doing  business  with 
little  or  no  profit,  the  profits  of  all  are  affected. 

For  Elevation  of  The  Industry 

Are  there  too  many  mrnufacturers  in  Canada?  I 
should  say  there  are  too  few  good  ones — too  many  who 
do  not  know  the  results  of  their  business  until  they 
take  their  annual  inventory,  and  who  for  long  periods 
live  in  constant  fear  and  worry  until  the  results  are 
known.  The  manufrcturer  who  knows  his  costs  and 
believes  them  to  be  true,  will  not  sell  at  a  loss. 

I  know  of  no  other  industry  in  Canada  so  old  and 
basic  of  such  volume  or  in  which  so  many  are  engaged. 
Nor  do  I  know  of  any  other  industry  with  so  krge  a 
volvmie  of  business  on  such  a  small  margin  of  profit 
on  the  turnover. 

Why  is  it?  Is  it  the  simplicity  of  the  art  which 
is  attractive?  I  should  say  not.  Is  it  the  easy 
credits  on  supplies?  Certainly  not  now.  Is  it  beer  use 
of  the  trade  unions?  Surely  it  is  not  the  attractions 
of  large  profits  in  manufacturing  that  causes  many  to 
engage  in  the  industry. 

I  am  led  to  the  conclusion  that  the  present  unwhole- 
some condition  of  the  industry  in  general  is  due  in  ? 
large  measure  to  the  general  low  business  standard 
of  the  men  engaged  in  it,  which  is  true  both  in  Canada 
and  in  the  United  States.  As  an  instrnce,  of  late  some 
of  the  large  and  unsuccessful  American  manufacturers 
have  found  it  necessary  to  find  new  capital,  and  rt 
very  high  rates,  as  the  business  grew  faster  than  their 
l)rofits  allowed  them  to  expand.  Their  statements  and 
profits  were  published,  and  with  them  the  profits  on 
turnover  were  shown  to  be  amazingly  small. 

Another  illustration  :  I  am  told  that  Canada  made 
about  3,000,000  pairs  of  various  kinds  of  rrmy  shoes, 
and  that  the  Government  offered  $4.25  per  pair.  Then 
the  tenders  come  in  at  $3.70,  $3.90,  etc.,  and  the  orders 
were  finally  taken  at  $3.86.  No  other  commodity  was 
furnished  to  the  government  at  such  ridiculously  low 
profits — about  4  c.  per  psir — and  in  some  instances 
these  shoes  were  made  at  a  direct  loss.  Why?  All 
because  of  a  lack  of  organization  and  common  uiuler- 
standing  and  leadership  among  the  mrnufacturers. 
Again,  during  the  war  we  were  worried  with  various 


forms  required  by  the  government  for  statistical  pur- 
poses, and  we  all  know  that  in  the  form  sent  out  such 
statistics  did  not  seem  to  serve  any  intelligent  jnirpose. 
And  whom  do  the  results  of  such  compiler  tions  in- 
terest more  than  the  manufacturer?  Those  question- 
aires  are  as  a  rule  not  formulated  intelligently  from  a 
knowledge  of  the  trade  and  cannot  be  of  actual  vrlue 
or  dependable  while  this  condition  exists — a  matter 
surely  in  which  the  manufacturers  have  a  vital  interest. 

The  Rermady 

Now  what  is  the  remedy  for  these  conditions  under 
which  our  industry  is  operrted?  I  would  answer  that 
it  lies  in  a  more  active  organization  of  this  Associa- 
tion. 

It  is  most  important  that  we  should  have  a  paid 
Secretary  and  staff  devoting  their  entire  time  to  the 
interests  of  this  Association.  This  orgrnization 
should  be  in  intimate  touch  with  the  statistical  depart- 
ments of  the  government.  Among  other  things  it 
should  work  to  re-classify  the  exports  and  imports  of 
interest  to  the  boot  and  shoe  industry  so  that  we  may 
have  more  intelligent  facts  with  regard  to  our  foreign 
trade.  It  rlso  should  answer  all  questionaires  relat- 
ing to  the  shoe  trade  and  assist  the  government,  when 
called  on,  in  obtaining  all  facts  and  statistics  for  the 
good  of  everyone  engaged  in  the  industry.  The  sec- 
retarial department  should  hrve  all  such  statistics  on 
file,  should  tabulate  all  results  and  keep  every  member 
informed  concerning  them. 

Likewise  the  secretarial  department  would  obtain 
and  analyze  drta  on  such  matters  as  the  tariff'  or  any 
other  important  question  of  interest  to  the  Association. 

In  addition  to  this  the  secretarial  department 
should  include  competent  accountants  whose  work  it 
would  be  to  procure  modern  and,  proper  methods  and 
systems  of  operation,  rnd  to  assist  any  member  in 
the  establishment  of  a  modern  costing  department. 

Such  matters  as  the  proposed  training  school  for 
shoe  workers — important  matters  to  the  entire  industry 
— will  arrive  nowhere  if  left  to  busy  manufacturers 
operating  as  individurls.  In  a  word,  only  an  active, 
enthusiastic  and  businesslike  secretarial  department 
can  put  into  the  industry  the  added  character  and 
dignity  of  which  it  stands  so  greatly  in  need. 

As  a  parting  word  may  I  add  that  just  as  the  slogan 
at  the  National  Convention  of  Retailers  in  Boston  was 
"Better  Merchandising  Through  Merchant  Better- 
ment", so  the  slogan  of  this  Association  should  be. 

"Better  Manufacturing  and  Better  Service  to  our 
Customers  with  a  more  nearly  adequate  profit  to  our- 
selves." 

Mr.  Rieder  introduced  to  the  Convention  a  Resolu- 
tion making  j)rovision  for  the  jjroposed  secretarial  de- 
partment, and  the  matter  is  now  with  the  lixecnlive 
of  the  Association. 


The  shoe  industry  is  well  represented  on  the 
council  of  the  Montreal  Chanibre  de  Commerce.  The 
members  include  Messrs.  Joseph  Daoust,  of  Daoust. 
Lalonde  &  Company,  Limited;  A.  S.  Lavrlle,  retailer: 
J.  O.  (iareau,  retailer;  and  Henry  \'iau.  secretarv  oi 
the  Shoe  Manufacturers  Association  of  Canadr. 


The  Millner  Company,  Si.  Louis,  Mo.,  are  now- 
placing  their  products  in  Canada.  These  include  a 
luiniber  of  electrically  operated  devices,  such  as  bufi'er 
dryers,  treeing  irons,  etc.  These  are  all  st)ld  sub- 
ject to  thirty  days'  trial. 
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Toronto  Shoe  Repairers'  Splendid  Banquet 

Manufacturers  and  Jobbers  Contribute  to  its  Success — 
Members  are  Now  Making  a  Profit 


The  fourth  annual  l;anquet 
of  the  Toronto  Shoe  Repairers' 
Association,  which  was  held  at 
the  Hotel  Carls-Rite  on  Wed- 
nesday night,  February  18,  was 
a  most  successful,  enjoyable 
and  well  attended  function.  An 
excellent  menu  was  ])rovided 
and  from  start  to  finish  the 
proceedings  were  lively  and  enthusiastic.  The  or- 
ganization is  an  aggressive  and  wideawake  one  and 
all  the  speeches  were  optimistic  and  encouraging. 
Every  one  joined  heartily  in  the  choruses  led  by  Har- 
vey Lloyd,  comedian  and  entertainer,  who  kept  every- 
thing moving  at  a  rapid  pace.  His  funny  songs  arous- 
ed his  hearers  and  were  well  received,  while  Malcolm 
Woods  ably  presided  at  the  piano.  Mr.  Lloyd  urged 
"the  boys"  to  sing  any  way,  no  matter  how  good 
or  bad  they  warbled,  and  during  the  evening  the 
dining-room  re-echoed  to  many  a  refrain. 

Mr.  S.  Burnett,  president  of  the  association,  made 
an  admirable  toast-master  and,  in  opening  the  ''feast 
of  reason  and  flow  of  soul,"  expressed  regret  that  the 
date  of  the  banquet  had  been  set  at  a  time  when  many 
members  were  ill  with  the  flu,  and  thus  prevented  from 
being  present.  He  was,  however,  gratified  at  seeing 
so  large  an  attendance  under  the  circumstances,  and 
he  stated  that  he  had  received  letters  of  regret  from 
Mr.  W.  J.  Heaven  of  the  Anglo-Canadian  Leather  Co., 
Mr.  H.  S.  King  and  others,  who  could  not  be  with 
them  owing  to  the  prevailing  malady. 

"Our  Association,"  continued  Mr.  Burnett,"  is 
growing  and  still  going  strong.  By  unity  and  co- 
operation we  have  raised  the  standard  of  prices  and 
workmanship  and  are  now  able  to  make  a  profit  on 
our  work.  The  exchange  of  ideas  in  our  organization 
has  enabled  our  members  to  adopt  more  progressive 
methods,  do  a  better  class  of  work  and  furnish  a  ser- 
vice that  is  unsurpassed.  It  is  true  that  we  have  not 
all  the  repair  men  of  Toronto  in  our  ranks  as  yet,  but 
I  hope  the  organization  will  ])roceed  with  renewed 
vigor  during  the  next  few  months.  We  can  show 
those  on  the  outside  how  it  is  to  their  interest  to 
become  one  of  us,  and  the  stronger  we  make  our  as- 
sociation, the  greater  the  advantage  that  will  be  reap- 
ed by  all." 

Mr.  Wilmot  of  the  Hamilton  Shoe  Repairers'  As- 
sociation, conveyed  greetings  from  the  Ambitious 
City,  and  was  pleased  to  be  present.  In  Hamilton 
they  had  a  membership  of  about  fifty-five  and  a  new 
executive  which  was  making  things  hum.  .The  meet- 
ings were  well  attended  and  the  i)icnic  last  summer 
was  a  decided  success.  In  the  near  future  the  Ham- 
ilton men  hoj)ed  to  hold  their  first  annual  banquet, 
and  to  this  social  event  he  invited  all  the  members  of 
the  trade  in  I'cjronto.  In  closing  Mr.  Wilmot  congrat- 
ulated the  Toronto  Association  on  its  progress  and 
strength. 


The  toast  of  the  "Allied  Trades,"  which  was  pro- 
IJosed  by  Mr.  Walter  Burnill,  president  of  the  Toronto 
Shoe  Retailers'  Association,  who  for  many  years  has 
been  an  active  worker  in  the  Toronto  Shoe  Repairers' 
ranks,  was  warmly  welcomed.  Mr.  Burnill  said  that 
he  never  grew  tired  of  talking  of  shoes  and  shoe  re- 
pairing. It  might  be  an  old  story,  but  it  was  ever 
new  to  him,  and  the  subject  was  becoming  more  and 
more  important  all  the  time.  The  formation  of  the 
Toronto  Shoe  Repairers'  Association  had  brought 
about  a  great  change.  In  former  times  the  wholesale 
trade  regarded  the  majority  of  the  repair  men  as  small 
purchasers  and  slow  settlers  of  accounts.  Now  the 
wholesalers  reported  that  all  bills  of  the  repair  men 
were  met  promptly  while  sales  had  vastly  increased. 
The  repair  business  was  coming  to  the  front  and  the 
entire  trade  was  interested  in  its  development.  The 
outlook  for  the  trade  was  better  than  at  any  other 
time  owing  to  footwear  going  up  so  rapidly  in  price- 
Never  in  the  history  of  the  expansion  of  the  industry 
had  there  been  such  an  advance  as  there  would  be 
during  the  coming  season,  and  the  average  elevation 
in  price  would  be  about  four  dollars  a  pair.  This 
meant  that  fewer  new  shoes  would  be  bought  and 
more  shoes  would  be  repaired.  Many  persons  would 
have  their  old  shoes  attended  to  by  the  repair  man 
and  renewed  before  they  would  go  out  and  pay  from 
twelve  to  twenty  dollars  a  pair  for  new  footwear. 
In  this  connection  Mr.  Burnill  took  occasion  to  refer 
to  the  large  amount  of  money  that  was  expended  by 
manufacturers  of  shoe  accessories  in  publicity  cam- 
paigns to  the  public  and  ventured  the  opinion — with 
which  he  said  they  might  not  all  agree — that  it  would 
have  been  better  if  the  prodiicers  had  taiken  this 
amount  of  money  ofif  the  price  of  their  goods  and 
reduced  the  cost  to  the  repair  man,  giving  him  a  fair 
show  and  making  their  product  of  a  quality  that  would 
last  and  give  the  best  service. 

"Conditions  in  the  world  are  such  as  we  have 
never  faced  before,"  continued  Mr.  Burnill,  ''and  all 
nations  are  suffering  from  the  want  of  goods.  Prices 
are  going  up  by  leaps  and  bounds.  Lloyd  George,  in 
a  recent  speech,  said  that  the  cause  of  the  high  levels 
to-day  was  not  profiteeering,  as  many  alleged,  but  the 
decrease  in  the  value  of  our  currency.  W^e  have  a 
Commission  of  Commerce  in  Canada  who  are  going 
around  and  trying  to  find  some  one  who  is  guilty  of 
profiteering,  but  so  far  they  have  not  convicted  anv 
one  of  this  ofifence.  Our  gold  standard  has  been  laid 
aside  and  the  world  is  some  thirty  billions  dollars  shy 
in  redeeming  our  paper  currency  in  gold.  The  result 
is  that  our  dollar  is  not  worth  to-day  what  it  should 
be.  The  great  question  of  the  hour  is  more  produc- 
tion. While  Canada  has  been  importing  more  than  she 
has  been  exporting,  the  result  is  that  an  adverse  trade 
balance  has  been  created  which  we  should  all  endeav- 
or to  correct.  We  have  been  told  that  we  should  en- 
courage home  production  by  buying  Made-in-Canada 
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goods.  This  is  all  right  so  far  as  it  is  practical,  but 
i  do  not  think  that  our  shoe  manufacturers  are  in  a 
position  at  the  present  time  to  produce  all  the  foot- 
wear that  the  Canadian  j^eojile  require.  I  heard  of  one 
large  manufacturer  in  the  Dominion  who  this  week 
had  stopped  taking  orders  owing  to  the  great  rush 
of  business.  What  is  needed  in  Canada  to-day,  prob- 
ably more  than  curtailing  imports,  is  to  increase  pro- 
duction. We  should  obtain  a  great  deal  more  from  our 
farms,  our  fisheries,  ore  mines  and  our  forests.  That 
is  the  vital  requirement  in  the  upbuild  and  welfare 
of  our  country."  Concluding.  Air.  Ikirnill  thanked  the 
wholesale  trade  for  their  interest  in,  and  support  of. 
the  Association,  and  trusted  that  the  agreeable  rela- 
tions which  existed  between  them  and  the  Toronto 
repairers  would  be  foste'red  and  encouraged. 

Mr.  W.  A.  Moore,  of  Beardmore  &  Co.,  replying 
on  behalf  of  the  wholesale  trade,  said  that  the  Asso- 
ciation was  bound  up  closely  with  the  tanning  and 
shoe  findings  industries.  He  believed  after  all  there  was 
nothing  like  leather.  According  to  returns  which  had 
been  gathered,  there  were  not  as  many  shoes  import- 
ed into  Canada  as  was  generally  supposed,  and  the 
most  accurate  information  which  had  been  received 
on  this  matter  was  that  the  imports  of  shoes  from 
across  the  border  into  the  Dominion  did  not  amount 
to  more  than  five  per  cent,  of  the  total  number  pur- 
chased annually  in  Canada.  The  Canadian  Shoe  Manu- 
facturers' Association,  which  met  recently  in  Quebec 
City,  believed  they  were  in  a  position  to  take  care  of 
the  entire  quantity  needed  and  were  preparing  to 
spend  fifty  thousand  dollars  in  a  Made-in-Canada 
propaganda  campaign.  Concerning  his  own  firm,  Mr. 
Moore  stated  that  he  had  received  instructions  to 
purchase  any  goods  required  as  far  as  it  was  possible 
to  do  so  right  at  home.  The  tanning,  industry  was 
doing  its  best  to  keep  down  the  adverse  balance  of 
trade  and  was  doing  much  exporting,  but  the  trouble 
was  that  they  could  not  obtain  nearly  enough  hides 
in  the  Dominion  and  had  to  buy  in  South  America, 
United  States  and  other  countries.  His  firm  had  just 
landed  twenty-three  thousand  hides  from  South  Am- 
erica at  Halifax,  on  which  a  heavy  exchange  had  to 
be  paid.  This,  of  course,  had  to  be  added  to  the  cost 
of  the  hides.  The  value  of  hides  had  reached  the  high- 
est point  ever  known,  and  the  condition  of  the  leather 
market  at  the  present  time  might  be  described  as 
"mixed"  Many  houses  in  the  United  States  had  large 
stocks  on  hand,  but  were  not  able  to  dispose  of  them 
owing  to  inability  to  get  the  money,  by  reason  of  im- 
paired credits  created  by  the  war.  Mr.  Moore  assert- 
ed that  all  manufacturers  were  busy  and  he  hoped 
that  the  pleasant  relations  which  i)revailed  between 
the  repairers  and  the  allied  trades  would  go  on  and 
increase.  Of  one  thing  he  was  certain,  and  that  was 
the  allied  trades  would  do  everything  in  their  power 
to  boost  the  association. 

W.  A.  Beal,  of  Beal  Bros.,  remarked  that  the  or- 
ganization of  the  Toronto  Shoe  Repairers  Association 
has  resulted  in  the  members  learning  how  to  properly 
figure  the  cost  of  material,  labor  and  overhead  charges 
and  thus  make  a  reasonable  profit.  The  wholesale  trade 
was  ever  ready  to  co-operate  with  the  repairers  in 
their  good  work.  There  was  room  enough  for  all  to 
do  business  squarely  and  fairly,  and  one  result  of  or- 
ganization had  been  to  eliminate  narrow  mindedness 
and  petty  jealousies,  render  better  and  more  efficient 
service  and  raise  the  standard  and  influence  of  the 
trade. 

Mr.  Ed.  .\.  Lew  is.  s])eaking  on  behalf  of  the  lireith- 


aupt  Leather  Co.,  followed  in  wishing  the  association 
e\ery  success.  He  referred  to  the  lack  of  kid  leather 
which  had  existed  in  Canada,  and  added  that  about 
sixt\-  per  cent,  of  women's  shoes  made  to-day  in  the 
Dominion  were  manufactured  from  glazed  kid.  Amer- 
ican producers  of  this  commodity  were  establishing 
branch  factories  and  warehouses  in  this  country  while 
Canadian  tanners  were  also  devoting  more  attention 
to  supplying  the  need.  With  the  present  extensions  in 
hand  he  thought  the  glazed  kid  situation  would  l^e 
greatly  relieved  in  the  near  future. 

Mr.  McRae  of  the  Goodyear  Tire  and  Rubber  Co. 
also  conveyed  greetings  and  remarked  there  would 
be  always  such  a  demand  for  leather  that  it  could  not 
be  supplied  in  ample  quantity.  He,  therefore,  con- 
tended that  substitute  soles  had  a  proper  place  and 
filled  a  long  felt  need.  All  he  asked  was  that  the  trade 
would  approach  the  question  of  substitutes  with  an 
open  mind.  The  manufacturers  were  working  hand 
in  hand  with  the  shoe  manufacturers  and  repairers, 
with  a  view  to  producing  better  shoes  and  giving  bet- 
ter service.  He  justified  the  expenditure  which  the 
makers  spent  in  advertising  in  making  known  the 
worth  and  quality  of  their  product  both  to  the  public 
and  the  trade. 

Messrs.  A.  E.  Wallace  of  P.  B.  W^allace  &  Sons, 
Ed.  Dixon  of  the  Miner  Rubber  Co.,  Mather  of  Gutta 
Percha  and  Rubber.  Rogerson  of  the  Dunlop  Tire  and 
Rubber  Goods  Co.,  McDougall  of  the  Domestic  Spe- 
cialty Co..  Poster,  of  the  Adams  Bros.  Harness  Mfg. 
Co.,  as  well  as  representatives  of  the  I.  T.  S.  Rubber 
Co.  of  Canada,  Charles  Tilley  &  Son,  C.  Parsons  & 
Son,  P.  Jacobi  and  other  firms  also  expressed  cordial 
good  wishes  for  the  success  and  i)rosi)erity  of  the  To- 
ronto Shoe  Repairers'  Association. 

C.  F.  Robertson,  former  president  of  the  Associa- 
tion, in  proposing  the  toast  of  "The  Trade  Press," 
spoke  appreciatively  of  the  prominence  and  support 
which  the  journals  had  given  to  the  work  and  worth 
of  the  association  for  which  they  were  all  deejily  in- 
debted. Mr.  W.  R.  Carr.  editor  of  "Footwear  in  Can- 
ada." who  was  to  have  responded,  had  been  called 
on  important  business  to  Montreal,  and  his  place  was 
taken  by  Mr.  G.  B.  Van  Blaricom.  also  of  Hugh  C. 
MacLean,  Limited. 

Major  J.  Harris,  of  the  Nugget  Polish  Co..  pre- 
sented the  final  toast.  "The  Success  of  the  Toronto 
Shoe  Repairers'  Association,"  referring  to  many  illus- 
trious names  of  leaders  in  various  lines  of  achieve- 
ment who  had  begun  life  at  the  bench.  His  address 
is  reproduced  at  greater  length  elsewhere.  Mr.  H.  K. 
Hayward,  former  president  of  the  Toronto  Associa- 
tion, suitably  replied.  Other  brief  addresses  were  de- 
livered by  Messrs.  J.  ^^^  Hendry,  former  president 
of  the  Association,  who  is  now  its  organizer;  F.  B. 
Utley.  of  the  Shoe  and  Leather  Journal,  and  President 
Burnett.  The  banquet,  which  was  the  most  success- 
ful and  enthusiastic  of  any  yet  held,  was  brought  to 
a  close  l)y  the  singing  of  'the  National  Anthem. 


Testifying  at  the  inquiry  as  to  the  origin  of  the. 
fi'-e  which  destroyed  the  boot  and  shoe  factory  of 
Betournay,  Normandin,  Limited.  17-7  Des  Erabies 
Street,  Montreal.  Mr.  George  Betournav  stated  that 
the  enforcement  of  th<^  rule  against  snioking  would 
have  meant  the  loss  of  some  verv  valuable  workmen. 
The  damage,  estimated  at  $32,000  was  partlv  covered 
by  insurance. 
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Toast  to  the  Association  by 
Major  John  Harris 

I FEEL  and  api)reciatc  the  s^reut  ])rivile^e  whicli 
your  president  has  done  me  to-night  in  asl<ing-  me 
to  i)ropose  the  toast  to  your  association,  and  in 
doing-  so  1  will  i)romise  not  to  s])eak  at  any  great 
length  as  the  hour  is  already  late.  1  could  not  he)]) 
rememhering  while  Mr.  liurnill  was  sjieaking  al)out 
good  workmanshi]),  that  the  cpiestion  of  good  work- 
manship is  a  very  old  one.  As  long  ago  as  1272  King 
Henry  III.  granted  a  charter  to  the  Cordwainers  and 
Cobelers  Company  of  London,  giving  it  su])ervision 
over  the  whole  trade  "for  the  relief  and  ad\-ancement 
of  the  whole  business  and  to  the  end  that  all  frauds 
and  deceits  may  hereafter  be  avoided."  The  term  Cord- 
wainer  is  derived  from  Cordova,  in  Spain,  where  the 
best  leather  was  then  manufactured.  The  term  Cobeler 
signified  a  worker  in  used  leather.  Shoe  renairing 
has  been  known  by  poets,  historians  and  writers  as 
"The  Gentle  Craft,"  and  it  enjoys  a  popularity  that 
is  not  common  to  any  other  trade  or  calling. 

Many  stories  are  told  of  the  wit,  shrewdness  and 
wisdom  of  cobblers,  and  it  is  not  surprising  that  so 
many  illustrious  men  commenced  their  careers  at  the 
cobbler's  bench.  May  1  \ery  briefly  mention  a  few  of 
these  ?  In  the  first  place  I  sup])ose  we  must  put 
Saint  Cris]jin  and  Saint  Crispianus,  both  of  whom  are 
sup|)osed  to  have  mended  shoes  and  exercised  a  be- 
nign influence  over  the  "Gentle  Craft." 

Anianus,  the  Bishop  of  Alexandria,  and  Alexander, 
the  Bishop  of  Comona,  were  both,  before  their  con- 
version and  their  entry  to  the  ministry,  cobblers. 

Science  also  shows  us  shining  examples'.  Thomas 
Edward,  the  shoemaker  of  Banff,  Wales,  one  of  the 
best  self-taught  naturalists  of  our  time,  and  for  six- 
teen years  an  associate  of  the  Linnaean  Society ; 
Samuel  Drew,  the  great  writer  on  Metaphysics,  whose 
work  was  published  while  he  actually  worked  at  his 
trade,  and  which  was  so  highly  thought  of  that  the 
uni\-ersities  of  London  and  Aberdeen  both  granted 
him  the  degree  of  M.  A. ;  John  Partridge,  astrologer, 
and  afterwards  physician  to  King  Charles  II. 

.\mong  writers  we  have  ^^'illiam  Gifford.  who  rose 
from  the  cobbler's  bench  to  be  the  editor  of  the  "Quar- 
terly Review" ;  William  Carey,  the  shoemaker  who 
translated  the  Bible  in  Bengali  and  Hindustani,  and 
who  worked  as  a  missionary  in  India  ;  Samuel  Brad- 
burn,  who  became  president  of  the  Wesleyan  Confer- 
ence. 

Among  painters  there  must  be  noted  liruzzio,  the 
Italian  artist,  and  Ludoljih  de  Jong,  the  Dutch  portrait 
])ainter. 

Soldiers  and  sailcM's  are  also  renrcsented :  Sir 
Cloudesley  Shovel,  the  cobbler's  boy  who  joined  the 
navy  and  eventually  became  an  admiral  in  the  IJritish 
Xa\  y ;  Christc)|)her  Myngs,  who  ran  away  from  his 
ai)i)renticeshi]),  joined  the  navy  and  was  killed  fighting 
against  the  Dutch  in  1666.  llis  men  consigned  his 
body  to  the  deei),  weeuing  and  vowing  \engeance  on 
the  Dutchmen  for  taking  from  them  a  gallant  officer 
and  a  well  lo\cd  friend;  Colonel  John  llewson,  one 
of  ('roni well's  leaders,  wlio,  at  the  call  of  right  .-ind 
liberty,  left  his  cobbler's  stool  and  went  out  to  light 
against  oupression  ;  Watt  Tinlinn,  of  the  Scottish  bor- 
der, cobbler  and  soldier,  who  one  (lav  followed  the 


enemy  through  a  morass.  The  retreating  soldier  called 
out  to  him  that  he  was  nothing  but  a  cobbler  and  that 
his  stitching  was  .poor  even  at  that.  Watt  drew  a  bow 
and  transfixed  hi.s  enemy's  leg  to  his  horse,  remarking 
at  the  same  time:  "If  i  cannot  sew  1  can  "yerk"  (to 
nail  a  sole  on).  Lastly,  Timothy  Bennett  of  Hampton- 
wick,  who  bested  Lord  Halifax  on  the  question  of  an 
o\)cn  road  in  Bushey  Park,  offering  to  spend  his  last 
shilling,  if  necessary,  in  defence  of  his  and  his  neigh- 
bor's rights  as  .Englishmen. 

Gentlemen,  you  see  you  ha\e  great  traditions  be- 
hind you.  May  you,  in  the  future,  develoj)  that  breadth 
of  outlook  which  makes  for  success  and  ])rosi)eritv. 


Shoeman  Candidate  for  Federal  House 

Wilfrid  Gagnon,  son  of  Mr.  Narcisse  (iagnon,  of 
Aird  &  Son,  boot  and  shoe  manufacturers,  Ontario 
Street  East,  Mc)ntreal,  will  be  a  candidate  in  the  com- 
ing Federal  by-election  in  St.  J;  mes  Division,  Mont- 
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real.  Mr.  Gagnon's  platform  will  be  the  protection 
of  essential  Canadian  industries,  as  against  free  trade. 
In  general  politics,  Mr.  Gagnon  is  a  Liberal. 


Employees  of  Getty-Scott,  Ltd.  Have  Record 
Attendance  at  Annual  Ball 

THE  11th  Annual  Classic  Ball,  which  was  held 
in  the  Gait  Armouries,  Friday  evening,  Feb. 
28,  was  one  of  the  most  successful  in  the  his- 
tory of  the  Getty-Scott  Company.    Well  over 

I,  000  employees  of  this  company  were  present.  Re- 
freshments and  music  were  the  best  available  and 
everyone  w^ent  home  hrppy  shortly  after  6  o'clock 
Saturday  morning.  Following  the  company's  usual 
custom,  all  the  factories  were  closed  on  Saturday  to 
allow  the  employees  a  much  needed  rest  after  their 
night  of  revelry.  The  dance  was  under  the  avispices 
of  the  (ietty  &  Scott  Benefit  Society,  of  which  the 
following  are  the  officers. 

Hon.  Presidents— F.  S.  Scott,  M.P.,  and  F.  A. 
Scott;  President,  J.  Dandeno ;  Vice-president,  J.  Mrl- 
ler;  Secretary,  D.  Murray;  Treasurer,  L.  Kaiser;  h'x- 
(cutive,  C.  Wilson,  G.  Peeling.  ].  Murray,  J.  McCa.sh, 

II.  Kelford,  j.  Webber,  W.  SteVens. 
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The  Eastern  Canada  .Shoe  Company  have  commenced 
operations  as  shoe  manufacturers  in  Quel^ec  City,  making 
medium  women's  and  children's  McKays.  Mr.  De  Bien  and 
Mr.  Contain  are  the  partners. 

The  Gosselin  Shoe  Company  are  huilding  a  factory  in 
Quebec  City. 

\V.  F.  Tanner,  of  tlie  Tetrault  Siioe  iManufacturing 
Company,  ^Limited,  Montreal,  is  at  present  on  a  trip  to 
Newfoundland  with  the  company's  fall  samples. 

Between  March  l.)th  and  April  1st  the  travellers  of  the 
Tetrault  Shoe  Manufacturing  Company,  Limited,  Montreal, 
will  be  starting  out  with  the  fall  range  of  shoes,  which  in- 
cludes many  new  lines  and  three  entirely  new  lasts.  Mr. 
G.  H.  I'^erguson  will  c:)\er  Western  Canada:  Mr.  J.  Hef- 
fering,  Ontario:  Mr.  C.  E.  W.  Lessard.  Queliec:  and  Mr. 
F.  \V.  Laskey.  the  Maritime  Provinces. 

Mayor  Hayes  of  St.  John,  X.B.,  who  is  also  general 
manager  of  the  J.  M.  Humphries  Company,  Limited,  St. 
John,  N.B.,  spent  ?  few  days  in  Montreal  recently. 

Mr.  John  Myles,  general  manager  of  the  Columbus 
Rubber  Company  of  Montreal,  Limited,  and  Mr.  E.  La- 
rose,  sales  manager,  spent  last  week  in  Winnipeg  in  con- 
sultation with  Mr.  Connolly,  manager  of  the  Calgary 
branch,  and  Mr.  Barrett,  manager  of  the  Winnipeg  branch, 
in  connection  with  the  extension  of  their  business  in 
Western  Canada.  Arrangements  have  been  completed  en- 
abling the  factory  to  increase  their  production  to  take 
care  of  the  increased  business  being  offered  to  the_  Com- 
pany, and  the  prospects  are  very  bright  for  bigger  and 
better  business  during  the  year. 

The  Inrig  Shoe  Co.,  Ltd.,  Richmond  Hill,  Ont.,  has 
obtained  a  charter. 

The  firm  operating  the  Atl^s  Shoe  Hospital,  Montreal, 
has  been  dissolved. 

Mr.  J.  Mull,  shoemaker,  of  :2.).51  Yonge  St.,  Toronto, 
passed  away  recently. 

The  retail  shoe  business  of  Wallis  Corbett,  London, 
Out.,  has  been  sold  to  Turner  and  Corbett. 

St.  Jean  &  Co.,  shoe  manufacturers  and  jobbers,  Mon- 
treal, has  been  reorganized  as  St.  Jean  &  Co.  Reg.  Henri 
A.  Guenette  and  Henry  G.  Lawrie  are  the  registrars. 

The  firm  of  Brown  &  Kibler,  dry  goods  and  shoe  mer- 
chants, .\mhersthurg,  Ont.,  has  been  dissolved.  The  busi- 
ness has  been  continued  by  I.  S.  Brown. 

J.  W.  Bernie  &  Son,  lioot  and  shoe  merchants,  Listo- 
wel,  Ont.,  have  sold  their  business  to  the  Koch  Shoe  Co. 

The  assets  of  the  Perfect  Shoe  Co.,  Ltd.,  Montreal, 
ha\e  Ijeen  advertised  for  sale  by  tender. 

L.  C.  Petronzio  &  I'>ere,  shoemakers,  Montreal,  have 
dissolved  partnership. 

Messrs.  L.  J.  Breithaupt  and  J.  C.  Breithaupt  recently 
purchased,  on  liehalf  of  the  Fireithaupt  Leather  Company, 
the  Rittinger  property  at  the  corner  of  Queen  and  Weber 
streets.  Kitchener,  and  are  presenting  it  as  a  site  for  the 
proposed  Y.M.C.A.  building  in  that  city.  This  site  is 
ideal  for  the  purpose,  being  very  close  to  the  centre  of  the 
city,  and  surrounded  by  some  of  the  city's  largest  churches 
and  public  institutions.  ,\  l)ig  drive  is  under  way  during 
the  present  month   for  the  re-estal)lishment  of  the  ^'()ung 


Men's  Christian  Association  in  Kitchener  and  the  erection 
of  the  new  building,  which  it  is  hoped  to  make  one  of  the 
most  modern  and  completely  equipped  in  the  smaller  cities 
of  Canada.  The  Breithaupt  Leather  Company's  gift  has 
given  an  excellent  stimulus  to  the  campaign,  which  is  ex- 
pected to  result  in  the  establishment  of  a  first-class  Y.  M. 
C.  A.  building  for  the  use  of  all  denominations  in  Kitch- 
ener. 

J.  B.  Avila  Corbeil  has  registered  as  a  retail  shoe 
merchant  in  Montreal,  the  store  to  be  known  as  Le  Soleil. 

The  name  of  the  Monarch  Slipper  Mfg.  Co.,  Toronto, 
has  been  changed  to  the  Glolie  Shoe  &  Slipper  Co. 

H.  T.  Steel,  of  the  Solid  Leather  Shoe  Co.,  Ltd..  Pres- 
ton. C)nt..  was  a  recent  visitor  to  Montreal. 

The  Rex  Colburn  Co.  Iiave  purchased  the  entire  stock 
of  boots  and  shoes  of  Wm.  Crossley  at  127  Danfortli  Ave.. 
Toronto,  and  are  now  carrying  on  business  at  this  address. 

Shoe  retailers  in  the  Maritime  I'rov!nces  are  now  mak- 
ing the  acquaintance  of  Mr.  Lynn  Yelland,  who  is  cover- 
ing that  territory  for  Scott-Chamberlain,  Ltd.,  of  London. 

Mr.  L  T.  Owen,  who  formerly  carried  the  colors  of 
Scott-Chamberlain,  Ltd.,  has  transferred  his  allegiance  to 
L.  H.  Packard  &  Co.,  of  Montreal. 

Mr.  Donald  MacDonald,  of  the  Murray  Shoe  Co.,  wlio 
suffered  an  attack  of  the  "flu"  and  withstood  a  long  and 
critical  siege  at  St.  Joseph's  Hospital,  London,  is  quite 
recovered  and  able  to  be  around  again. 

A.  H.  Hamilton,  formerly  with  the  Ames-Holden  Mc- 
Cready  Company,  Limited,  has  been  appointed  production 
manager  for  the  No.  2  factory  of  the  Tetrault  Shoe  Manu- 
facturing Company,   Limited,  Montreal. 

J.  T.  Chouinard,  president  of  the  Star  Shoe  Company, 
Ltd.,  Montreal,  has  gone  south  for  a  two  months'  holiday 
trip. 

The  Columbus  Rubber  Company  of  Montreal.  Limited, 
have  issued  a  new  catalogue  featuring  the  Santa  Maria  and 
Columbus  brands.  This  is  in  two  colors,  and  shows  the 
complete  range  of  the  company's  products.  The  motto. 
"Made  to  Wear  Well,"  is  printed  at  the  foot  of  every  page, 
which  has  a  border  in  colors.  The  company  state  that 
stocks  are  carried  at  Montreal,  and  at  branches  at  Ottawa. 
Winnipeg  and   Calgary,  and  also   by  many  jobbers. 

John  Dunbar  has  been  appointed  superintendent  and 
manager  of  the  William  A.  Marsh  Company.  Limited.  Que- 
bec, in  succession  to  the  late  Mr.  Mullarky.  Mr.  Dunbar 
was  formerly  with  Scott-Chamberlain.  Limited.  London.  Ont. 

L.  A.  Blanchard,  of  the  Montreal  Branch.  Dominion 
Rubber  System,  Limited,  has  been  appointed  assistant 
manager  of  the  Quebec  division.  with  headcpiarters  at 
Montreal. 

The  annual  convention  of  the  footwear  salesmen  of  I'nc 
Dominion  Rubber  System,  Limited,  was  held  at  the  Wind- 
sor Hotel.  Montreal.  February  i)th-12th  inclusive.  Eighty 
salesmen  were  present,  representing  all  the  divisions  of 
Canada.  Mr.  A.  E.  Massie.  manager  of  the  footwear  de- 
partment. Montreal,  was  in  charge  of  the  proceedings.  Tlic 
convention  tlosed  with  a  bancpiet  i.n  the  evening  of  Feb- 
ruary 12th. 

The  1920  catalogue  of  the  Dominion  Rubber  Systeni. 
Limited,  has  been  recently  issued.    This  catalogue,  consist- 


FOOTWEAR    IN    CANADA  March,  1920 


ing  of  seventy-two  pages,  features  the  Dominion,  Jacques 
Cartier  and  Merchant's  brands.  The  first  page  consists 
of  rules  for  the  fitting  and  care  of  rubljers— useful  tij^s  U>r 
ihe  retailers.  In  a  foreword  to  the  catalogue,  the  cmn- 
pany  point  to  the  unprecedented  demand  for  rubbers  in 
1919,  and  in  view  of  the  expected  still  greater  demand  for 
the  present  year,  state  that  orders  should  be  placed  at  the 
earliest  moment.  This  will  regulate  the  manufacturing  faci- 
lities and  assure  the  trade  of  their  supplies.  The  catalogue 
is  printed  in  colors,  and  is  well  arranged. 

Mr.  Alfred  Bradley,  who,  during  the  war,  devoted  his 
craft  to  the  services  of  his  King  and  Country,  as  Sergeant 
Shoemaker  of  the  127th  Battalion,  has  reverted  to  equally 
industrious  cixilian  life,  having  opened  a  boot  and  shoe 
repairing  shop  at  149  Gowan  Ave.,  Todmorden  (Toronto). 

Mr.  E.  G.  McColough,  of  Great  Village,  N.  S..  who  for 
the  past  twelve  years  has  been  the  travelling  representative 
of  the  Slater  Shoe  Co.,  Montreal,  in  the  Martime  Provinces, 
has  been  admitted  into  partnership  in  the  firm  of  J.  J.  Snook, 
Limited,  Truro,  N.  S. 

VV.  &  J.  Mitchell,  Limited,  has  taken  out  letters  patent 
of  incorporation,  and  will  deal  in  leather  and  leather  goods, 
head  office  in  Toronto,  capital  $40,000. 

All  union  shoemakers,  with  the  exception  of  those  em- 
ployed on  one  operation  by  the  shoe  manufacturing  firms 
of  Toronto,  have  agreed  to  the  elimination  ot  piece  work,  it 
is'Stated.  They  are  drawing  up  a  new  wage  scale  of  .$1 
per  hour,  on  the  basis  of  the  44-hour  week. 

The  H.  H.  Crosby  Co.,  shoe  manufacturers,  of  Yar- 
mouth, N.  S.,  gave  their  employees  a  banquet  recently  at 
Coronation  Hall  in  that  town.  The  president  of  the  com- 
pany, Mr.  H.  S.  Crosby,  of  Halifax,  addressed  the  gather- 
ing and  presented  to  them  a  scheme  of  group  insurance 
which  he  asked  the  employees  to  consider. 

The  Ontario  Gazette  reports  the  incorporation  of  the 
Davies  Footwear  Company,  Ltd.,  with  head  office  in  the 
city  of  Toronto,  capital  .$1,000,000. 

The  Perth  Shoe  Company,  Ltd.,  Perth,  Ont.,  have  taken 
out  Dominion  incorporation  under  the  Companies  Act. 

The  Edward  Stark  Shoe  Co.,  Ltd.,  \"ancouver,  have  re- 
cently moved  into  larger  and  more  commodious  quarters 
at  693  Granville  St. 

Mr.  J.  E.  Koch,  formerly  of  Koch  &  Spence,  Listowel, 
who  was  overseas  with  the  Canadian  Expeditionary  Forces, 
and  upon  his  return  was  in  the  employ  of  W.  E.  Preston, 
Ltd.,  department  store,  , Midland,  has  purchased  the  boot 
and  shoe  business  of  J.  W.  Bernie  &  Son,  Main  St.,  Listowel, 
and  will  conduct  same  under  the  name  of  the  Koch  Shoe  Co. 

The  Rubber  Company  of  Canada,  Ltd.,  has  been  incor- 
porated with  a  capital  of  $2,000,000,  head  office  in  Montreal. 

Letters  patent  of  incorporation  have  been  issued  to  tlie 
Eastern  Canada  Shoe  Company,  Ltd.,  Quebec  City  The 
concern  is  capitalized  at  $99,900. 

The  Radclifife  Shoe,  Toronto,  has  recently  registered. 

Nap.  Tetrault,  of  the  Tetrault  Shoe  Manufacturing  Com- 
pany, Limited;  Josei)h  Daoust,  of  Daoust,  Lalonde  and  Com- 
pany, Limited;  and  Dufresne  and  Locke,  shoe  manufacturers 
of  Montreal,  have  each  contributed  $2,5,000  towards  the  re- 
building of  the  University  of  Montreal. 

Jos.  Dacre,  slK)emaker,  Stratford,  Ont.,  has  s(dd  oiit  to 
the  Classic  City  Shoe  Repair. 

Abraham  Cutler  and  Abraham  Frank  have  registered 
their  shoe  repairing  business  in  Montreal,,  under  the  name 
of  the  Lil)erty  Shoe  Hospital. 

Mr.  !•■.  .\'ut  has  purchased  the  stock  of  boots  and  shoes 
aufl  repairing  department  of  J.  L.  Wolstenholme,  :{02  Oak- 


wood  Ave.,  Toronto,  and  has  just  taken  f)ver  the  premises 
at  this  address. 

\V.  I'\  Locke,  of  the  T.  Eaton  Company.  Winnipeg,  was 
a  recent  visitor  to  Montreal. 

Jos.  B.  Lefebvre  has  registered  his  shoe  business  in 
Montreal,  under  the  style,  "King  George  Shoe  Fit  for  a  King 
—  Patricia  Shoe  Fit  for  a  Queen." 

J.  .'\.  McLaren,  of  McLaren,  Dallas,  Limited,  Toronto, 
was  in  Montreal  during  the  week  of  February  2:5rd. 

J.  Methot,  formerly  of  Gagnon,  Lachapelle  and  Hebert, 
Montreal,  has  l)een  appointed  assistant  superintendent  of 
the  Canadian  h'ootwear  Company,  Limited,  Montreal. 

A.  L.  Dupont,  of  Dupont  ^nd  Frere,  Montreal,  is 
spending  a  few  weeks  at  Palm  Beach,  Florida.  Mr.  Dupont 
has  been  the  recipient  of  many  exi)ressions  of,  sympathy 
on  the  loss  of  his  daughter.  Bertha. 

Mr.  T.  W.  Hart,  the  western  representative  of  the 
Xugget  Polish  Co.,  Ltd.,  left  last  month  on  his  spring  trip 
to  the  Pacific  Coast.  Mr.  Hart  did  his  bit  overseas  with 
much  distinction,  having  served  in  P>ance  with  the  First 
Battalion  as  Regimental  Sergeant-Major  and  received  the 
D.C.M.  and  Belgian  Croix  de  Guerre  for  his  services. 

C.  Morrow,  of  the  Yale  Shoe  Store,  Edmonton,  has 
been  spending  a  few  days  in  Montreal. 


NEW  SHOE  FACTORY,  BELLEVILLE.— Experienced  Shoe  Fac- 
tory Help,  all  departments,  for  our  new  high  grade  welt  and  turn  fac- 
tory at  Belleville.  Ready  in  three  months.  Living  conditions  best  in 
Canada.  Highest  wages.  Give  all  i^articulars — married  or  single,  experi- 
ence, position  desired,  etc..  etc.  Applications  strictly  confidential. 
Natural  Tread  .Shoes,  Limited,  :!10  \  onge  St..  Toronto.  3-4 


WANTED— POSITION    AS   TRAVELLING    SALESMAN   for  the 

Maritime  Provinces,  with  well  estaldished  line.  Married  man,  3C  years 
of  age.  Active,  and  can  furnish  Al  references  re  ability,  habits,  etc. 
A.   I!.  C.  Box  070.  Footwear  in  Canada,  Toronto.  7-t.f. 


Whalebone  Barber  Whisks 


WHALEBONE 

PAX  OCT.  211914  i 


Until  the  "FAMOUS  WHALEBONE  BARBER 
WHISK"  was  patented  there  were  no  Barber 
Whisks  that  gave  satisfaction.  All  difficulties 
have  been  overcome  in  the  WHALEBONE  and 
we  guarantee  everv  one  of  them.  SOLD  TO 
JOBBERS  ONLY.' 

We  also  manufacture  the  celebrated  DESHLER 
HIDE  BROOMS  which  are  especially  adapted 
for  sweeping  and  cleaning  Hides.  Users  of  Hide 
Brooms  should  get  in  touch  with  us.  Every 
broom  guaranteed.  References :  All  the  Lead- 
ing Hide  Dealers  and  Packing  Houses  of  the 
United  States. 

We  are  the  sole  manufacturers  of  above  named 
Articles.    Watch  for  our  circular  letters. 

Deshler  Broom  Factory 

DESHLER,  Nebr. 


Afarch,  19^0 
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MELTONIAN 

BOOT 

POLISHES  and  CREAMS 


Prepare  for  the  Consumer  Demand 


It  behooves  every  dealer  throughoj:  the 
Dominion  to  carry  a  complete  range  and 
a  generous  supply  of  Meltonian  Boot 
Polishes  and  Creams — and  be  prepared  for 
the  consistent  demand  that 
will  follow.  These  famous 
polishes  are  not  an  experi- 
ment; they  are  the  super- 
standard  of  excellence  and 
have  been  made  continuous- 
ly for  over  a  century.  In- 
clude them  in  your  Window 
Display — they  lend  distinc- 
tion and  dignity  to  the  trim. 


SAMPLES 
PRICES 
and  TERMS 

with 

PLEASURE 


Chaque  marchand  doit  se  faire  un  de  oir  de 
garder  une  choix  complete  et  una  quantite 
suffisante  des  ''irages,  cremes  et  polis  marque 
'  Meltonian." 

En  agissant  de  cette  man  ere 
le  march  \nd  sera  capable  de 
satisfaire  a  la  demande  reguliere 
qui  suivra.  Ces  cirages  fameuses 
n'ont  pas  le  caractere  d'un 
nouvel  essai.  Elles  sont  plutot 
d'une  qualite  superieure  dont  la 
fabrique  se  faite  au  dela  d'une 
centaii'e  d'annees.  N'Oubliez 
pas  de  les  installer  dans  vos 
vitrines,  elles  preteront  une 
distinction  et  dignite  a  votre 
exposition. 


Mr.  Robt.  D.  AYLING 

23  Scott  Street  -  -  TORONTO 

Phone  M.  7G13 

E.  BROWN  &  SON,  LIMITED,  MANUFACTURERS 
London       -       Paris       -        New  York       and  Toronto 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Adanac  Footwear  Company    18 

Aird  &  Son   33 

Ames-Holden-McCready   .  .    -.   24 

Armstrong,  W.  D   96 

Beal  Bros  

Beardmore  Belting  Company   50 

Beckwith  Box  Toe  Company   101 

Bennett,  Limited   5 

Blachford-Davies  Comi^any    40 

Blouin,  Pierre    91 

Boot  and  Shoe  Union    98 

Borne,  Lucien    lOli 

Boston   Blacking  Company    91 

Boston  Leather  Stain  Company  ...  17 

Breithaiipt  Leather  Co   49 

Brodie  &  Harvie   103 

Brown  &  Company,  E   89 

Canadian  Consolidated  Rubber  Co.  :',-r,2 

Canadian  Footwear  Co   2:i 

Canadian  General  Electric  Co   :!4 

Canadian  Shoe  Findings  &  Novelty 

Company  

Canadian  Shoes  Limited  

Caron  Adv.  Signs  Company    :!9 

Champion  Shoe  Machinery  Co.    ...  97 

Children's  Shoe  Mfg.  Co   .iO 

Citadel  Leather  Company    1.5 

Clapp   &  Company,   Edwin    33 

Clarke  and  Company,  A.  R   108 

Cleland,   Regd.,  James    104 

Columbus  Rubl)er  Co   39 

Cote  &  Son,  A.  A   104 

Cote,  J.  A.  &  M   96 

Dale  Wax  Figure  Company   38 

Dalrymple  Pulsifier  Co   94 

Daoust-Lalonde  &  Company   19 

Deschler   Broom   Company    88 

Doty  &  Scrimgeour   39 


Duchaine,  Ludger   31 

Duclos  &  Payan   7 

Dufresne  &  Locke    n 

Edwards  &  Edwards   103 

Eureka  Shoe  Company   44 

Ezy-Walk  Mfg.  Company  [  loi 

Franklin  Machine  Co   102 

Fortuna  Machine  Co   91 

Freeman,  Louis  G     lo.-; 

Gagnon,   Lachapelle   &   Hebert    ...  38 

Girouard,  Le  Maison   104 

Globe  Furniture  Co   38 

Globe   Shoe   Company    92 

Goodrich,  Hazen  B   io4 

Gugenheim,  M   10 

Hawley  &  Co.,  A.  E   94 

Hecht  Fixture  Company   37 

Hector  Shoe  Company  ...    90 

Hinde  &  Dauch  Paper  Company  .  .  .  102 

Holters  Company   14 

Hydro  City  Shoe  Mfrs   32 

Lidependent  Rubber  Company  ...  13 
International  Business  Machines  Co.  48 
International  Supply  Co   46 

Kaufman  Rubber  Company    r>l 

Kelly,  Thomas  A   106 

Kenworthy   Bros   107 

King  Bros   96 

LaDuchesse  Shoe  Company   10.) 

Lagace  &  Lepinay   31 

Landers  Bros.  Co   106 

Lang  Tanning  Co   47 

Landis    Machine    Company    106 

Lennox  &  Co.,  John   16 

McLaren  &  Companj-,  J.  A   43 

Melius   &   Cowley    36 


Millner    Company    30 

Miner  Rubber  Company   8-9 

Minister  Myles  Shoe  Co   41 

Montreal  Moccasin  Company   6 

Montreal  Stencil  Company    39 

Narrow  Fabric  Company    104 

National  Cash  Register  Company..  9.') 

New  Castle  Leather  Company   ....  22 

New  Shoe  Machinery  Co   30 

Northern  Rubber  Company    4~, 

Oscar  Onken  Company   96 

Panther  Rubber  Co  Cover 

Perfection  Counter  Co  lo.j 

Perkins  &  McNeely   90 

Regal  Shoe  Company    1 

Robson  Leather  Co   30 

Robinson  Co.,  Ltd.,  James  20-21 

Saba  &  Co.,  C.  A  

Samson  Enr.,  J.  E   103 

Sisman  Shoe  Company    44 

Spaulding  &  Sons,  J   2') 

Standard  Kid  Mfg.  Co   4 

Standard  Show  Card  Service  Inc..  92 

Taylor,  J.  &  J   38 

Taylor-Forbes  Co   104 

Tetrault  Shoe  Mfg.  Co   26 

Tillsonburg  Shoe  Co   27 

United  Shoe  Alachinery  Co.,  Ltd.  99-100 

United  States  Hotel,  Boston  103 

Universal  Shoe  Machinery  Co  "12 

Westcott  Whitmore  Company  ....  42 

Wheeler  &  Cummings   

White  Shoe  Co   3.5 

W'right  &  Company,  E.  T   10 


Makers  of  Babies',  Infants'  and  Childrens' 
"TURNS"  only. 

also 

Makersof  Womens'  ''Common  Sense" 
and  a  few  other  Lines 

All  these  Shoes  are  ^^Made  in  Canada^* 
and  are  of  the  best  quality 

Our  Travellers  Always  at  your  Disposal 

HECTOR  SHOE  ENRG. 

719-721-725  PANET  STREET  (Tel.  East  6647)  MONTREAL 
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Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extoii>i\ely  by  Maiuil'iicturers  of 
Shoes,  I3ox  Toes.  Trimminos.  Insolks,  Anklk 
Supi'oiiTKRs,  W'Kr/i  iNO,  Arcii  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Leathers 


Glazed  Kid 

Black  and  all  colors. 

Side  Leathers 

All  grades,  all  weights,  all  right 

Glove  Leather 

Grain  and  splits,  all  kinds,  all  colors 

Shoe  Findings 

Buttons,  Bows,  Fabrics,  Topping, 
Drills,  Twills,  Cottons,  Cork  Screws, 
Flannels,  Cotton  Threads,  Ducks, 
Poplin 

Canadian  Representatives  : 

Standard  Kid  Mfg.  Co.,  Boston 
The  Thomas  Lake  &  Whiton  Inc.,  Boston 

You  will  confer  a  favor  to  us  if  you  call  on  them  when  in 
Boston.    They  will  surely  interest  you. 

Pierre  Blouin  Reg^d 


QUEBEC 

60  Colomb  St. 


MONTREAL 

59  St.  Peter  St. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^   iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin^ 


MADE   IN  CANADA 


Our  line  of  Channel  Cements,  Sole  Laying 
Cements,  Chrome  Cements,  and  Surefold 
is  a  quality  line. 

The  first  consideration  given  to  their  make- 
up is  QUALITY. 

You  may  depend  on  them  being  as  good  a 
Cement  as  can  be  made. 


Boston  Blacking  Company 


mm 


152  McGill  Street,  MONTREAL,  Canada 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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Tke  Power  of  Suggestioiv. 

is  plainly  revealed  thro  ugh  the  adcLitiona.1  sales 
our  show  cards  will  make  for  yoix.  ^he  results 
ol  display  advertisLngf  are  very  apparent  the 
suggestions  to  buy  are  made  to  the  prospective  cus- 
tomer Avhile  he  is  look.ing'  at  your  wares     at  a  time 
when  the  question  of  buying' shoes -and  his  desire^ 
for  a  new  pair  run  foremost  in  his  mind^  then  is 
the  psychological  time  to  sugg'est and  if  your  sug"- 
gestions  are  m  the  form  of  neat, attractive, seasonable 
display  cards  you  are  bound  to  notice  the  results. 
Our  show  cards  are  selling'  thousands  of  pairs  of  shoes 
every  day  ~<^let  them  sell  for  you     write  us  now  for 
full  facts  about  our  service  plan  before  your  compet- 
itor does ~-ujc  sell  to  only  one  shoe  dealer  in  a  localiii/ 
and  li  is  tke,  onlij  service  oj its  kind  on.  tkt  market  --^  dorft  delay  I 

Standard  Show  card  service,  ztqc. 

S6  W  ^Vashington  St.,  Chicaro,  111.,  U.S.A. 


The 

Globe 
Pillow 
Welt 


A  genuine  Goodyear  Welt 
sewn  right  into  the  sole  — 
a  feature  in  our  footwear 
for  Misses,  girls,  children, 
and  infants,  which  provides 
exceptional  comfort  and 
ease  to  growing  feet. 

The  other  points  which 
add  to  the  popularity  of 
these  shoes  are  the  soft 
cushion  sole  and  the  soft 
cork  filling  between  the 
inner  and  outer  sole. 


GLOBE  SHOE  LIMITED 

Factory  TERREBONNE,  QUE. 

Selling  Agent* 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 
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Sale  of  Military  and 
Other  Government  Stores 

Equipment  and  Supplies  for  Hospitals,  Institutions,  Bunkhouses,  Camps, 

Dining-Rooms,  Kitchens,  Etc. 

Bedsteads,  Furniture,  Hardware,  Dry  Goods,  Rubbers,  Overshoes 
and  other  Footwear,  Blankets,  Sheets,  Pillows, 
Baskets,  Woodenware,  Brushes,  etc. 

CONSTRUCTION  EQUIPMENT  AND  MACHINERY— AMBULANCES. 


The  Stores  are  located  at  various  places  throughout  Canada 


Instead  of  or  in  addition  to  sales  by  sealed  tender 

PRICE  LISTS  WILL  NOW  BE  ISSUED 

for  most  articles — the  goods  being  offered  in  lots  for  purchase  by  wholesale 
houses,  jobbers,  and  the  trade  generally 

TRADE  ONLY  SUPPLIED 

except  that  arrangements  previously  announced  for  sale  to  returned  soldiers  and 
sailors  and  widows  and  dependents  of  same  through  the  G.  W.  V.  A.  and  sim- 
ilar organizations  and  to  hospitals  and  philanthropic  institutions  will  be  continued. 


SALES  WILL  CEASE  IN  MARCH.  Any  balances  left  will  be  cleared  by  pub- 
lic auction  shortly  thereafter.  This  advertisement  will  not  be  repeated.  Those  in- 
terested should  therefore  apply  AT  ONCE  for  price  lists  and  other  information  to 
the 

Secretary  of  the  War  Purchasing  Commission 

BOOTH  BUILDING,  -  OTTAWA 
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Lightning  Change 


Made  Possible  by 

THE 


Patented  Feb.  2,'!,  191:!. 

Finn  and  Rigid 
Correct  Angle 
No  metal  to  cause 

discomfort.  ^riy  Buckle  may  be  instantly  Attached  or  Detaclied. 

Pumps  easily  converted  into  Colonials. 
Once  the   "DALCO''  is  adopted— Always  in  use.     Order  a  Selection  of  Ornaments 

with    'DALCO  '  Attaching  Device. 

DALRYMPLE  -  PULSIFER  CO. 

Minufacturers  of  shoe  ornaments  for  over  thirty  years. 

Manufacturers,  -  -         Haverhill,  Mass.,  U.S.A. 


"Claim"  Beware  of  the  word. 

Its  definition  is  clear— nevertheless  it  is 
often  found  intentionally  applied  in  a  mis- 
leading way. 

There  can  always  be  a  "doubt"  about  a  claim,  but  a 
"GUARANTEE"  is  definite — it  cannot  be  used  ambiguous- 
ly.   Branded  products  of  guaranteed  merit  are  the  Retailers  surety  and  mainstay. 

Hawley's  Hygienic  British  Black  Dye  for  Cotton  or  Thread  Stockings  and  Socks  is 
guaranteed  by  Hawley's  of  Hinckley  to  be  permanent,  stainless  and  perspiration- 
proot 

Advt-nisinK    has    made    these    guaranteed  claims 

liave    been    ni.'ult^    to    appreciate    this  (listiiiKuishinK 
mark. 


WARRANTED 

In  addition  to  tlic  ever-rccognizcd  demand  for  a 
permanently  fast  black  Dye  on  Stockings,  Hawley 
I)ublicity  has  created  new  business  which  can  be 
taken  advantage  of  by  placing  orders  now  for  Cot- 
ton or  Thread  Stockings  or  Socks  Hawley-dyed- 
Ulack-  the  guaranteed  safe  Ifygienic  Dye  your  cus- 
tomers  want   anil  need. 

Summer  Breeze  in  Kensington  Gardens,  London,  Eng. 


known  to  the  general  public  who 

HawJeys 

Hygienic 

Black: 


British  JO^e. 


For  Cotton  AThpFRd  Ho-e&  Socks 

Sole  Dyers  to  the  principal  hosiery  manufacturers 

A.  E.  HAWLEY  &  CO.,  LTD. 

Sketchley  Dye  Works,  Hinckley,  England. 
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It  takes  5,000  houses 
to  shelter  the  workers 
who  make  up-to-date 
National  Cash  Registers 


T 


HESE  5,000  houses  are  the  homes  of  more  than 
25,000  people — a  city  in  itself. 


They  are  good  homes,  too,  because  the  workers  at  the 
N.  C.  R.  factory  are  intelligent,  skilled  mechanics  who 
are  able  to  demand  exceptionally  good  living  condi- 
tions. 

The  factory  in  which  they  work  comprises  21  modern 
buildings,  providing  over  40  acres  of  floor  space. 

It  has  taken  35  years  of  the  hardest  kind  of  work  to 
develop  this  tremendous  organization — an  organization 
engaged  solely  in  the  manufacture  of  labor-saving 
machines  that  help  merchants  all  over  the  world. 


The  National  Gash  Register  Company  of  Canada,  Limited 

BRANCH  OFFICES: 

Calgary  ....  714  Second  Street  W.     Edmonton    .  .    .  .    5   McLeod   Bldg.   Halifax    .  .      .03   Granville   Street      Hamilton    .    .  .    14   Main  Street  E. 

London   350  Dundas  Street    Ottawa   306  Bank  Street   Quebec    .  .    .  .    133  St.   Paul  Street      Regina   .  .    .  .   1820  Cornwall  Street 

Montreal  122  St.  Catherine  St.  W.  Toronto  40  Adelaide  Street  W.         Saskatoon   265  Third  Avenue  S. 

Vancouver   524  Pender  Street  W.  St.  John  50  St.  Germain  Street         Winnipeg  213  McDermot  Avenue 

FACTORY:    TORONTO,  ONTARIO 
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Pan  American 

KID 

Seal  Brown  and  Black 


Perkins &McNeely 

Philadelphia 


Canadian  Representative- 


Ed.  R.  LEWIS 

45  Front  St.  E.,  TORONTO 


Make  Your  Show  Windows  Pay  Your  Renl 

Miny  Salo  irc  made  on  Ihe  Sidewalk 

Window  Display  Fixtures 

A  Wondcrlul  scl  o(  Paltnled  IjilcrclianUcable  Window  Diipby  l"i«luccl 
m  dispbyins  Mtn  or  Womciw'  Shoe,  Scl  will  £ivc  10  Year.  Good  Sctv.ce  in 
ffcctivc  trade  pulling  window  Irimi. 

The  Fixtures  you  see  above  are  only  a  very  (ew  ol  the  detillni  thai  can  be 
set  up  with  the  lull  »el.  beiides  hundred!  of  standard  fixtures  can  be  set  up. 

Made  of  Oak,  either  Golden.  Antique  or  Weathered  Finish.    Set  if  put  up 
n  a  Hardwood  Hinlicd  Lid  Sloraje  Chest,  a  (ood  place  to  keep  the  extra 
its  not  in  use.    There  arc  thousands  of  scis  in  daily  use. 
No.  lOl      Set  has  220  IntcrchangcaTjIc  YouniJs  For  Larfie  Windows,  348.12 
No.  lOl^j  Scl  has  110  Interchangeable  Younin  For  Medium  Windcivs,  S27.SO 
No.  lO\'A  Set  has    55  Inlcrthanjeable  Younits  For  Small  Windows,  S17.32 
SUith  coined  ID  Hamilion.  Out.    Order  direct  or  thru  your  jobber.    Send  for  catalog.    Pater)led  and  made  in  Oil^ada. 

The  Oscar  Onken  Co.  5950  Fourth  Street   Cincinnati,  Ohio,  U.  S.  A. 


There's  No  Uncertainty  About 

YAMASKA 

IT'S    ALL  LEATHER 

The  genuine  material  .seasoned  to  wear  and  shaped 
to  fit.  >s()  hai)hazard  methods  are  permitted  in  the 
production  of  YAMASKA.  We  find  it  is  the  best 
policy  to  stick  to  thoroughness  in  every  particular. 

You  will  recognize  this  adherence  to  (juality,  in 
YAMASKA  shoes.  Your  customers,  from  the  big- 
footed  man  down  to  the  little  chap  will  obtain  the 
fullest  value  from  their  wear — a  factor  in  creating 
more  sales. 

Give  YAMASKA  the  chance  to  create  more  sales 
for  vou. 


THE 

MAN'S  SHOE 


La  Compagnie 


J.  A.  &  M.  COTE 

ST.  HYACINTHE,  QUEBEC 


I  ENGRAVERoF  FINE  STEEL  STAMPS  &.DIES 

^230.c,-^^NEs^M0NTREALPHo/^-.  675 

CR^^^C>^TP)    Q   QUE,  t)  AfAlN 

MY  STAMPS  ARE'UPTO  DATE"  IN  DESIGN 
&  ADD  AM  ARTISTIC  F I N I SH  TO  VOU R  SHOE S« 
WHICH  WILL  INCREASE  YOUR  SALES  ■ 


THE 


Established  1863 


KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturers  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  Flexible  and  Wax  Splits  for  Home  and 
Export  Trade 
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A  Shoe  Merchant 


Every  customer  for  a  new  pair  is  a  prospect  for  the  repair 
department. 


With  a 

Champion  Shoe  Repair 

Department,  said 

By  iiistalliug  tlie  ^l^uc•  repair  dei)arl  mciil  l>cl)ind  a 
glass  partition,  customers  can  look  right  into  the  repair 
shop  and  see  how  the  work  is  done.  J  would  put  the 
Stitcher  right  up  near  the  glass  partition,  wlicre  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outlit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  Any  live 
merchant  could  start  right  in  making  such  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  leave  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  repair  dci)artment  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  l^ci)air  Depart- 
ment. 

Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 

Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 

Over  20,000  Champion  Machines  of  various  types 
in  use— That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of : 

Seven  different  types  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 
Forty  different  models  of  Repair  Outfits,  consisting  of  Stitchers 

and  Finishers. 
Two  distinct  types  of  Nailing  Machines. 
Many  different  Models  of  Finishers. 
A  complete  line  of  Double  Tread  Tire  Machines. 
Many  labor  and  material  saving  auxiliary  machines. 


Universal     Model     Curved  Needit 
and   Awl   Shoe  Stitcher  —  heated 
by  gas,  gasoline,  or  electricity. 


CHAMPION  SHOE  MACHINERY  CO.,  J'zs^i  F«rest  p.rk  Bvd.,  St.  Louis,  Mo. 

Please  send  me  particulars  about  a  shoe  store  repair  department. 


Name   Street 

City   State 
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It  Pays  to  Sell 
Advertised  Shoes 


Make  sure  that  you  SEE 
the  Union  Stamp  in  the 
shoes. 


In  all  of  the  influential  labor  journals  of  the  country 
— with  a  combined  circulation  of  millions— a.  con- 
tinual, consistent  appeal  is  being  made  for  the  pur- 
chase of  shoes  bearing  the  Union  Stamp. 

Take  advantage  of  this  national  advertising  which 
costs  you  nothing  by  carrying  a  line  of  Union  Stamp 
shoes. 

We  will  gladly  send  to  retailers  a  list  of  manufacturers 
making  them. 

Be  interested  in  your  own  welfare — send  for  the  list 
today. 


BOOT  AND  SHOE 
WORKERS'  UNION 

Affiliated  with  the  American  Federation  of  Labor 

246  Summer  Street,  Boston,  Mass. 


GOLLIS  LOVELY 
CHARLES  L.  BAINE 


General  President 
General  Secretary-Treasurer 
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WE  CAN  HANDLE 


RUSH  ORDERS 


FOR 


CUTTING  DIES 

CUTTING  DIES 

ARE  GUARANTEED  DIES 

The  most  Up-to-Date  Die  Plant  in  Canada  and  expert  die 
makers  insure  High  Grade  work  and  Expeditious  Service 
NO  DIE  TOO  LARGE  OR  TOO  SMALL  FOR  US 
TO  MANUFACTURE 

All  Estimate  Work  Free.       A  Trial  Order  Will  Convince. 

United  Shoe  Machinery  Company  of  Canada^  Limited 


TORONTO 

90  Adelaide  Street  West 


MONTREAL 

QUEBEC 

28  Demers  Street 


KITCHENER 

179  King  Street  West 
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SHOE  BRUSHES 


Bottom  Finishing 
Shank  Finishing 
Heel  Finishing 
Cloth  Polishing 
Heel  Blacking 
Hand  Brushes 
for  all  purposes. 


Our  long  experience  in  handling  Brushes  for  the  Shoe  Manu- 
facturing Trade  enables  us  to  guarantee  satisfaction. 

DO  NOT  EXPERIMENT 

with  brushes  of  unknown  quality.  Order  your  requirements 
from  us  and  be  satisfied. 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Bennette  Ave.    MONTREAL  227  Craig  St.  West 

90  Adelaide  Street  West                    179  King  Street  West  28  Demers  Street 

TORONTO                                 KITCHENER  QUEBEC 
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HYGIENIC,  $18.00  per  dozen 


RECOMMEND 

E-Z  Walk  Arch  Supports 

To  Your  Customers  Seeking  , 
Relief  from  Foot  Ailments 


Send  Trial  Order 


METATARSAL,  $18.00  per  dozen 


IT  IS  YOUR  DUTY 

As  a  shoe  merchant  to  give  your  customers  the  best. 

E-Z  WALK  ARCH  SUPPORTS  are  the  best.  They 
meet  all  requirements. 

E-Z  WALK  MFG.  CO.,  Inc. 

62-70  W.  14th  Street,  NEW  YORK  CITY 


REINFORCED,  $9.50  per  dozen 


Where  There  Can  Be  No  Compromise 

There  can  be  no  question  as  to  the  importance  of  using  the 
best  box  toe  obtainable. 

The  style  and  the  durability  of  the  shoe  depends  upon  it. 

Heat,  perspiration  from  the  foot  and  dampness  must  be  care- 
fully guarded  against  if  100%  satisfaction  is  guaranteed  with 
your  shoes.    There  can  be  but  one  answer. 

Use  the 

VULCO-UNIT 

Box  Toe 


Beckwith  Box  Toe  Limited 

Sherbrooke,  Quebec 


Patented  Dec.  30th.  1913 
Patented    Oct.  26th.  1915 
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Edwards  &  Edwards 


TANNERS 
OF 


SHEEPSKINS 


FOR 


Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

EDWARDS  &  EDWARDS 


Head  Office  and  Sale  Rooms 


Tanneries 


27  Front  E.  Toronto       Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 
Represented  by 

JOHN  McENTYRE  UD. '^^l^rtE^C'^'l 


Use 

BRODIPS  PATENT 
FLOUR  PASTE 

For  All  Shoemaking  Purposes 
Where  a  Strong   Adhesive  is 
Required. 

This  patent  flour  paste  is 
being  used  by  shoe  manu- 
facturers everywhere,  who 
testify  to  its  unusually  good 
qualities. 

We  shall  be  pleased  to 
send  samples  and  prices 
upon  request. 

Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.l. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 

1.  — They  protect  your  shipment       4. — They  save  time  in  packing. 

against  loss  from  dampness       5. — They  save   storage  space, 
and   water.  C. — They     liave     strong  adver 

2.  — They    are    extremely    light,  tising  value. 

which  means  low  freight  7. — They  can  be  made  to  your 
charges.  specifications. 

3.  — They     cannot     be     opened       8. — Their    first    cost    is  lower 

without  breaking  the  seal.  than  wood. 

Our  booklet  "How  to  Pack 
It"    explains   all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 


IMarcli,  10:20 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and    Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^rid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  mCKEY,  Manager 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR. 

QUEBEC 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


WA0^u.m  riKANaAL.anniuuAL  s. 
Over  33  years  in  its  field 

''CANADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG.  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Picific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THF 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng 


URFACE   ICID        BLACK  and  COLORS 


Q 

^     Beautifully  pliable  and  with  glove-like  grain — 
p^^^f  Surface  Kid  is  particularly  suitable  for  dressy  shoes. 

It  rivals  the  beauty  of  Real  Kid  and  is  very 
much  cheaper. 
Made  in  black  and  colors  and  sold  at  attractive  prices. 
Send  to-day  for  samples. 

BUTTS  IN  GUN  METAL,  DULL,  GLAZED 
CABRETTAS,  GLAZED  KID,  SHEEPSKINS 


Head  Office 

491  St.  ValierSt,  Quebec 


LUCIEN  BORNE 


Montreal  Office —  2    Lcmo  nc  St. 
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Embracing  Quality  in  Workman- 
ship and  Material 

our  lines  of 

"Eastern"  White  Canvas  Shoes,  "Eastern"  Over- 
gaiters,  "  Eastern "  Felt   Leather  Footwear  and 
"  Maltese  Cross  "  Rubbers 

maintain  the  high  reputation  for  which  they  are  noted. 

We  are  at  your  service  and  can  meet  your 
requirements  in  any  of  the  above  lines. 

La  Maison  Girouard  Limitee 

(formerly  The  Eastern  Townships  Shoe  Co.) 
ST.  HYACINTHE,  QUE. 


Largest  Manujacturers  in  Canada 

STEEL  DIES 

for 

Shoe  and  Rubber  Manufacturers 


Prompt 
Service 


Guaranteed 
Work 


JAS.  CLELAND,  REGD. 

16  St.  George  St.,  Montreal 


HAZEN  B.  GOODRICH  &  CO. 

HAVERHILL  -  MASSACHUSETTS 


MANUFACTURERS 

MEN'S  &  WOMEN'S  SLIPPERS,  OXFORDS,  PUMPS 


The 

RELIABLE 

Cobbler  Set 

''Built  for  Service." 


The  demand  for  Cobbler  sets  is  ever  in- 
creasing and  by  pushing  the  line  you  will 
find  a  ready  sale.  The  "Reliable"  fills  the 
need  in  all  respects  and  is  made  to  stand 
up  against  continued  and  unlimited  abuse. 
Write  us  for  prices  and  details  about  our 
other  cobbler  sets  and  repair  outfits. 

STOCK  SIZES,  Etc. 

I      0        I       1      i     li     I      3        14        I     5    I  6 
Weight        I  lib.  7oz.|  21b.  Q'Al  31b.  3  |  31b.  10^1  5Ib.  1^|  61b.  4  |  71b.  5 
Length         I      7"      I   G'A"    |  7M"  I    S-M"    |    9^"    |   10"  |  lOJi" 
Weight  of   Stand,  ICy.   lbs.    Height,  25y>  inches. 
Post  taper  measures  yi"  x  1}4", 

Taylor-Forbes  Company  Ltd. 


Head  Office 
and  Works 


GUELPH 

ONT. 


Toronto  Montreal 
Vancouver 


Our  McKay  Sewed  and  Standard 
Screwed  Shoes 

will  .stand  i)lenty  of  hard  wear.  Made  on  foot-fitting  lasts  that 
will  give  comfort  to  the  wearer  and  are  durable.  The  rangr 
includes — Men's,  Boys',  Youths',  Little  Gents',  Children  anil 
Infants'  Black  Chrome,  Box  Kip  and  Gun  Metal  Sides.  Your 
jobber  will  <iuotc  you  prices,  or  write  us  direct. 

A.  A.  COTE  &  SON,  Limited 

Successors  to  St.  Hyacinthe  Soft  Sole  Shoe  Co.  Limited 
ST.  HYACINTHE,  QUEBEC 
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"PERFECT" 


—in 

every 

sense 

of 

the 

word 


The  Perfect  Counter 

A  fibre  counter  that  puts  a  distinctive 
quality  into  your  shoes  wliich  becomes  ap- 
parent when  the  wear  is  strenuous,  giving 
an  excellent  lit.  luicquallcd  comfort  and  sat- 
isfaction. 

Try  the  "Perfect"  and  you'll  endorse  cur 
statements. 

Perfection  Counter  Limited 

699  Letourneux  Ave.  Cor.  Ernest  St 

Montreal 


An 

Attractive 
Showing 


"La  Duche.sse" 
McKay  shoes 
for  women  and 
Turn  Slippers 
for  men  will  ap- 
peal to  you  on 
their  merits  as 
High  Grade  footwear.  You  need  look- 
no  farther  for  high  grade  shoes. 

Handle  "La  Duchesse"  Manufacture. 

LaDuchesse  Shoe  Co. 

Registered 

MONTREAL 


—THE  OPEN  SIDE— 

Block  Planer 


Will  Keep  Your  Cutting 
Boards  and  Blocks  in 
First  Class  Condition 


Saves 
Time 

Saves 
Dies 

Facilitates 
and 

Improves 
Work 


Tliis  machine  is  an  important  ad- 
dition to  the  plant  of  every  ])oot 
and  shoe  factory.  It  eliminates 
the  waste  of  a  man's  time — manv 
liours — in  keeping  cutting  hoards 
and  blocks  in  proper  condition. 


guarantees 


This  Block  Planer 
a  smooth,  true,  parallel  surface 
in  a  few  minutes.  Simple  in  con- 
struction, easy  to  operate,  rigidh- 
strong  and  certain  to  i)rove  a  pro- 
fit to  vour  business. 


Equipped  with  chip  and  dust  hood,  this  mach- 
ine is  both  safe  and  clean.  Let  us  send  nou  fur- 
ther particulars  now. 

The 

Louis  G.  Freeman  Co. 

CINCINNATI,  OHIO 

Canadian  Representatives: 
INTERNATIONAL  SUPPLY  COMPANY, 
Kitchener,  Ont.  Montreal,'  Que. 


lor, 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  W earing  Qualities  and  Finish 


In  our  West  Lynn  l'"actory  during  310  working 
(lays,  the  average  daily  output  has  been  800  dozen 
linished  skins,  or  an  equivalent  of  !J,GOO  skins  per  day. 
This  represents  00,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
Tliis  amount  provides  over  6,200,000  people  once  a 
year  witli  one  [Kiir  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catalogue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright  -No  royalty. 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  isis  N.25thst.,  St.  Louis,  U.S.A. 
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Insoles 

and 

Heel  Pads 

of 

Quality 

THE  reasons  for  the  success  of  Kendex  are  not  diffi- 
cult to  find.   The  comfort  and  satisfaction  which 
it  gives  to  the  wearer,  and  its  scientific  construc- 
tion, marks  it  as  an  insole  of  superior  merit. 

Kendex  will  not  shrink,  swell  or  check,  and  always 
conforms  to  the  shape  of  the  foot. 

Made  in  either  Oak,  White  or  Black  and  being  of 
fast  color,  Kendex  makes  an  excellent  middle  sole,  with 
its  added  ability  to  trim  to  a  clean  edge. 

This  well-known  product  is  made  in  all  weights,  and 
can  be  obtained  in  rolls  twenty  yards  long  averaging 
30  inches  in  width. 

We  also  manufacture  Heel  Pads,  cut  from  several 
qualities  of  white  felt,  and  all  colors  of  Combined  Imi- 
tation Leather  and  Felt.  Our  stock  includes  an  excel- 
lent supply  of  the  highest  grade  felt  of  every  description. 

KENWORTHY 
BROTHERS 

of  Canada, 

LIMITED 

St  Johns,  r.Q. 

Represented  by  HORACE  D'ARTOIS,  224  LemoineSt.,  Montreal 
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If  its 
A  Patent 
it  should  be 
CLARKE'S 


Patent 
Leather 


SI  X  million  square 
feet  of  Clarke's 
Patent  Leather  was 
produced  in  19 19. 
This  famous  patent 
is  now  being  used 
m  four  million  pairs 
of  shoes  and  giving 
entire  satisfaction. 


A.  R.  CLARKE  &  CO. 


MONTREAL 


LIMITED 

TORONTO 


QUEBEC 


Ihe  Kegal  bhoe  Company,  Limited 

i-r9  A-yA  P  ,thurst  Street,  TORONTO 
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The  Foundation  of  a  Good  Shoe 


PANTHER 
SOLES 


impart  strength,  durability  and 
lasting  shape.  The  PANTHER 
process  is  a  scientific  one  pro- 
ducing a  composition  that  gives 
a  pliable,  tenacious  and  wear 
resisting  substance,  conceded  to 
be  quite  the  equal  of  leather.  It  is 
easy  to  work  on,  and  waterproof. 
Insist  on  PANTIIER  every  time. 


NTH 
TREA 

/^ANTHER  RWBBfP  CO,  q 


"Sure  Step"  Rubber  Heels 

give  absolute  satisfaction  to  both  the  dealer  and  wearer.  In 
every  walk  of  Life  the  "Sure  Step"  Rubber  Heels  stand  the 
test  of  wear,  tear  and  wet. 


PANTHER  RUBBER 

Sherbooke,  Quebec 


COMPANY 
Limited 


April,  1920 
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Quality  is  the  cornerstone  on  which  the  suc- 
cess of  Dominion  Rubber  System  Products 
has  been  built.  No  matter  how  difficult  it 
may  be  to  get  the  proper  materials  or 
skilled  labor,  there  is  no  sacrifice  of  qual- 
ity or  workmanship  in  order  to  speed 
up  the  output. 

This  is  a  point  particularly  applicable  to 
Rubbers — -and  a  point  always  in  favor  of 
Dominion  Rubber  System  Rubbers. 
The  Dominion  Rubber  System  enables 
you  to  stock  sizes  and  shapes  to  fit  the 
shoes  of  every  man,  woman  and  child. 


Our   nearest   service   branch  will 
give  your  orders  careful 
attention. 


Dominion  Rubber  System 
Service  Branches 

Are  located  at 

Haliiax,  St.  John,  Quebec,  Montreal,  Ottawa-, 
Toronto,  Hamilton,  London,  Kitchener,  North 
Bay,   Fort   William,   Winnipeg,   Brandon,  Re-.  , 
gina.    Saskatoon,    Calgary,    Edmonton,    Van-  ' 
couver  and  Victoria. 


I 


DoiviiNioij 

RUBBER 
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r  KID 

The  Leather 
for  Fine  Shoes 


Havana  Brown 

THIS  rich  shade  of  brown  is  proving  exceptionally 
popular  this  season.  Many  retail  merchants  pre- 
dict that  it  will  be  the  principal  color  in  demand  by 
consumers  for  next  fall's  shoes. 

In  this  color,  as  in  others,  Vode  Kid  can  be  obtained  in 
standardized  grades,  dyed  through  and  through.  Then 
again,  the  price  of  Vode  Kid  is  always  the  lowest 
possible  and  never  "all  that  the  traffic  will  bear." 

Write  for  samples  and  price  list. 

Standard  Kid  Manufacturing  Co.,  Boston,  Mass. 

Ai^rficies  in  Xew  IVr^,  Philadflf>hia t  Rochester,  Cincinnati 
Chicago ^  St.  Laitis,  ami  Montreal 
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Don^t  Deceive  Yourself! 


BENNETT 


DEPENDABLE  COUNTERS 


Spending  $50,000  to  advertise  "Made  in  Canada"  will 
do  no  good  unless  you  back  it  up  with  good  Canadian 
shoes. 

They  must  not  only  have  style  and  finish,  but  also 
wear  consistent  with  price  paid.  This  result  can  only 
be  attained  by  careful  scrutiny  of  every  article  entering 
your  shoes. 

When  the  question  of  counters  is  considered,  the  only 
logical  answer  is  the  BENNETT  Counter.  Its  constant 
use  by  Canada's  best  bootmakers  has  proven  it  the 
most  economical  in  any  shoe. 

The  Counter  "built  to  a  standard"  not  "sold  at  a  price." 
BENNETT  LIMITED 

28  King  St.  East  MAKERS  OF  SHOE  SUPPLIES  59  St.  Henry  Street 

Kitchener  CHAMBLY  CANTON,  P.Q.,  CANADA  Montreal 

Made  in  Canada  by  the  largest  shoe  fibre  makers  in  the  British  Empire. 
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YOU  KNOW 

A  Good  Saleable  Shoe 
When  You  See  It 

and  it  takes  no  special  ability  to  tell  that  the 
lines  we  are  now  showing  are  more  than  a 
little  above  the  average. 

They  are  decidedly  superior  shoes.  G.L.  &l 
H.  Footwear  for  Men,  Women  and  Children, 
brings  back  more  business  wherever  sold, 
simply  because  it  is  genuine,  honest 
footwear. 


Only 
to 
Jobbers 


Our  sales  proposition 
makes  worth  while  read- 
ing. Drop  a  line  or  call 
when  in  Montreal.  Our 
samples  for  Spring  1921 
will  be  ready  April  15th. 


Gagnon,  Lachapelle  &  Hebert 

55  KENT  STREET 

MONTREAL 


•  •  •  t  •  • 


April,  ^'.)2^) 
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Sales  ( 

COUNTER 
SUPERIORITY 

l-'orty-fivc  years  engaged  in  the  manufacture  of  t'il)i  e 
counters  has  given  us  a  length  of  experience  gaine'l 
hy  no  other  firm  in  C  ana(hi. 

It  is  not  surprising  then,  that  the  D.  &  I',  counter 
should  have  the  (jualities  which  mark  it  as  a  superior 
product. 

The  finest  selected  fibre  is  put  through  the  special 
D.  (!<:  P.  process,  insuring  the  greatest  i)ossible  re- 
sistance to  wear. 

It  is  the  efificiency  of  this  process,  combined  with 
faultless  workmanship,  which  enables  us  to  guar- 
antee the  counter  to  outlast  the  shoe. 

UCLOS  &  PAYA 

Ed  R.  Lewis  45  Front  St.  East.  Toronto  Ontario  Selling  Agent 
Richard  Freres,  Quebec,             Selling  Agents  for  Quebec  City 

Tannery  and  Factory  :          ST^  HYACINTH E,  P.Q. 

1 

Dffice  and  Warehouses :                     224  LEMOINE  STREET,  MONT 

N 

REAL 
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SEE  YOUR 
JOBBER 
IMMEDIATELY 


^^g|nm..^'ii'i'.',iiiftg^ 


Saleability 

Choose  The  Brand  That  Has  It 

Choose  Independent  Lines  for  next  fall  and  you  will  be  choos- 
ing a  brand  of  known  saleability.  We  would  like  you  to  prove 
this  for  yourself. 

Estimate  now  your  needs  for  the  coming  season.  Then  order 
the  Independent  Lines.  Sell  them  side  by  side  with  any 
other  rubber  footwear  and  you  will  then  prove  for  yourself 
the  superior  saleability  of  these  famous  brands. 

Speed  King  Sporting  Shoes 

will  continue  to  be  the  big  factor  this  year  as  in  the  past. 
With  the  season  now  on  us  quick  action  is  necessary  to  get 
the  biggest  results.   Make  up  your  assorting  orders  immedi- 
ately— and  share  in  the  demand  which  these  shoes  create. 


To  be  had  from  the  following: 

INDEPENDENT  WHOLESALERS 


Amherst  Boot  &  Shoe  Co.,  Limited 
Amherst  Boot  &  Shoe  Co.,  Limited 
Brown,  Rochette  Co.,  Limited 
Frascrvilfe  Shoe  Co.,  Limited 
Dufresne  &  Galipeau,  Limited 
James  Rohinson  Co.,  Limited 
A.  W.  Ault  &  Co.,  Limited 
J.  A.  MacLaren  Co.,  Limited 
White  Shoe  Co.,  Limited 


— HaHfax,  N.S. 
— Amherst,  N.S. 
— Quebec,  Que. 
— Fraserville,  Que. 
—  Montreal,  Que. 
• — Montreal,  Que. 
— Ottawa,  Ont. 
— Toronto,  Ont. 
—Toronto,  Ont. 


C.  Weaver 

Tlie  London  Shoe  Co.,  Limited 
T.  Long  &  Brother,  Limited 
Kilgour  Rimer  Co.,  Limited 
H.  G.  Middleton  Co.,  Limited 


— Trenton,  Ont. 
— London,  Ont. 
— Collingwood,  Ont. 
— Winnipeg,  Man. 
— Winnipeg,  Man. 


Amherst  Central  Shoe  Co.,  Limited  — Regina,  Sask. 
E.  A.  Dagg  &  Co.,  Limited  — Calgary,  Alta. 

Dowers,  Limited  — Edmonton,  Alti. 

The  J.  Leckie  Co.,  Limited  —Vancouver,  B.C. 


The  Independent  Rubber  Co.,  Limited 


Merritton 


Ontario 


April,  1930 
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The 

Lady  Belle 
Shoe 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii»^ 

ili'lilllHllllllillllillllllllllllllllllllllllllllllllllllllllllllll^ 


MERCHANTS  who  handle 
Lady  Belle  Shoes  will  tell 
you  that  among  their  fem- 
inine customers  this  footwear 
rarely  fails   to    bring  pleased 
patrons  for  repeat  sales. 

Such  popularity  can  only  be  at- 
tributed to  their  distinctive 
styles  and  real  service-giving 
qualities — the  result  of  highest 
grade  materials  and  skilled 
workmanship. 

If  you  do  not  know  the  Lady 
Belle  Shoe  there  is  a  surprise  in 
store  for  you.  Why  not  get 
acquainted? 


Write  for  Catalogue. 


The  Lady  Belle  Shoe  Co.  Ltd, 

KITCHENER,  ONTARIO 


Our  travellers  are  now  in  their  respective  territories. 
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METROPOLITAN 


Men's  and  Women's 
Welts  and  McKays 


See 
These 
for 
Fall 


Daoust,  Lalonde  &  Company,  Limited 

MONTREAL,  QUE. 


Branch  :  The  Metropolitan  Shoe  Co.,  91  St.  Paul  St.  East 


MONTREAL 


April,  luao 
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Travellers 

Now 

Out 


THE  line  which  has 
already  made 
good  with  the 
buying  public  gives  the 
dealer  sales  insurance. 
In  ordering  shoes  of 
proven  merit  he  pro- 
tects h  i  s  customers 
and  his  business  alike. 
It  is  not  speculation 
but  sure  and  speedy 
turnover.  Can  you  af- 
ford to  gamble  on  un- 
tried lines  of  uncertain 
saleability  when  DAL- 
ACO,  PATRICIA  and 
METROPOLITAN 
present  such  an  attra- 
ctive proposition  as  to 
price,  ready  sales  and 
speedy  turnover? 

Stock  up  well  and  en- 
joy your  share  of  good 
business  from  these 
three  popular  brands. 
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The  Mark  W.  &  S.  of  Quality. 

RUBBER  CEMENT 

All  kinds,  including  sole-laying,  channel,  chrome-folding,  gem.  The  quality  is  always 

the  same.    The  prices  are  right. 

Woodward's  Corking  Shoe  Filler 

For  filling  Goodyear  Welts.  Why  not  use  Canadian  made  goods?  Why  go  out  of  the  country  for 
materials  when  you  can  buy  them  cheaper  and  as  good  quality  right  in  Canada?  We  are  the  origin- 
al manufacturers  of  Shoe  Bottom  Filler  in  Canada,  having  made  filler  here  for  eight  years. 

SOME  OF  OUR  OTHER  LINES : 

Canvas  and  Buckram  insoling  for  McKays  Sateen  and  Moreen  Top  Facings 

Fish  Glue.  Auto  Top  Remnants. 

Silkoline.  *  Plumping  Cloths. 

Oil  Paper  for  Covering  Shoes.  Felts  of  All  Kinds. 

Box  Toe  Goods  of  All  Kinds.  Cutting  Blocks. 

We  do  Pastinif  and  Cementing  of  all  kinds  of  materials  up  to  56  inches  in  width  for  all  trades 

GIVE    US    A  TRIAL 

F.  E.  WOODWARD  &  SONS 

Lachine,  P.Q.  232  Lemoine  St.  Montreal 


A  QUARTER  CENTURY 

ENGAGED  IN  THE  PRODUCTION  AND  DISTRIBUTION  OF 


FELT 


Naturally  FITS  US  to  Meet  Every  Demand  made  lor  FELT.  FELT  has  be- 
come the  Most  Common  Product  used,  outside  of  Leather,  in  the  Making  of 
Shoes,  It  is  Used  for  BOX  TOES,  UPPER  and  TOPPING  STOCK,  SOLES, 
INSOLES,  LININGS,  GUSHING  SOLES,  FILLER,  HEEL  PADS,  SHOE 
ROLLS,  BUFFING  ROLLS,  SHOE  RACKS,  Etc.— Its  Uses  Increase  Daily, 


The  SUPERIOR  Line  of  FELTS  Meets  ALL 
THESE  NEEDS  and  Many  More 

Send  for  Samples  and  Prices 

BOSTON  FELT  MFG.  CO, 

112  Beach  Street,  BOSTON,  MASS.,  U.S.A. 


April,  1930 
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■ 

^^^^^^^^^^ 

You  Will  Find 

White  Dressing 

(Cake  in  Tins  with  Sponge) 

JUSl    dS   gOOG  d   seller  dS 

the  other  "Nugget"  lines, 

and,  like  them,  the  best  of 

its  kind  on  the  market. 

Delivery   cannot    be  made 

oeiore  ijiay  isif  oui  as  ine 

supply  is  limited  order  some 

from  your  wholesaler  NOW. 

The  Nugget  Polish  Co. 

TORONTO 

BOO'  $-*$nOt  y 
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Outlives 
the  Shoe 


Preserves 
the  Style 


Patented  Oct.  26th,  1915 


Patented  Dec.  30th,  1913 


Use  the 

VULCO-UNIT 

Box  Toe 


The  Vulco-Unit  Process  ensures  perman- 
ence in  the  shape  of  the  Shoe.  The  lines 
of  any  last  may  be  followed  to  the  most 
minute  details  with  greatest  ease  in  making. 
Waterproof  and  perspiration  proof,  the 
Vulco-Unit  Box  Toe  will  preserve  the  style 
and  form  of  the  shoe  through  the  hardest 
wear.    Use  no  other  and  enjoy  satisfaction. 


Beckwith  Box  Toe  Limited 

Sherbrooke,  Quebec 


April,  1930 
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ST.MYACINTME 
CANADA. 


YAMASKA 


for 

Successful 
Selling 


St)IJD  leather  is  in  itself  a  suffi- 
cient recommendation  for  anv 
staple  Shoe.  Added  to  this 
sound  material  is  the  workmanshii) 
which  has  made  Yamaska  what  it 
i^  ill  appearance  and  durahilit\. 
There  is  no  reason  why  you  should 
nf)t  handle  Yamaska.  There  is 
every  reason  why  you  should.  Vou 
will  do  well  to  place  an  (jrder  now 
fur  Autumn  business. 


La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe 

Quebec 
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To  Jobbers 

Eastern  Canada  Shoe  Company,  Limited 

51  Colomb  Street,  QUEBEC,  Canada 

have  now  fully  equipped  their  factory  for  a  full  line  of 

Women's,  Misses'  and  Children's 
High- Grade  Footwear 


ENQUIRIES  SOLICITED  FOR  PROMPT  SHIPMENT 


to  cover  following  territories: — 

Selling  men's  and  women's  shoes — chiefly  an  in-stock  proposition— house  well 
established. 

To  qualify  you  must  be  a  willing  worker  with  practical  experience. 
All  correspondence  will  be  treated  in  strictest  confidence. 

APPLY  BOX  506,  FOOTWEAR, 

119  Board  of  Trade,  MONTREAL. 


April,  1920  FOOTWEAR   IN  CANADA 
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April,  I'J-M 
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James  Robinson 

Company,  Limited 

Specialists  in  Fine  Footwear 

MONTREAL 


THE  HOUSE  OF  SERVICE 

Largest 

Exclusive  Wholesale  Shoe  House  in  Canada 
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THE  Bostonian  Shoe  is  firm  in  the  minds 
of  a  host  of  successful  dealers  who  look 
upon  it  as  a  solid  foundation  on  which 
to  build  sales.  It  represents  the  way  to  better 
merchandising  along  which  many  retailers 
have  travelled  toward  increased  prosperity. 
The  house  of  Robinson  places  it  in  the  market 
with  the  assurance  borne  of  its  success  in 
the  past. 

Confidence  in  its  continued  and  greater  success 
for  future  sales  is  strengthened  by  our  belief 
that  it  remains  unexcelled  by  any  line  of  its 
class  on  the  market. 


James  Robinson 

Company,  Limited 

Specialists  in  Fine  Footwear 

MONTREAL 


m 


April.  U'V 
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JAMES  ROBINSON 


Service  is  the  hinge  upon  which 
the  door  of  James  Robinson's 
business  swings  open  to  the 
retailer.  This  Service,  as  a 
large  number  of  dealers  know, 
comprehends  a  careful  selec- 
tion of  the  stock  best  suited  to 
the  individual  need,  judicious 
advice  in  the  matter  of  styles 
trend,  and  a  close  co-operation 
to  give  the  retailer  a  chance  to 
"buy  right"  in  every  sense  of 
the  phrase. 

Are  you  using  Robinson 
Service? 


Representing 
a  policy  of 

SERVICE 

TO  THE 

DEALER 


J.  G.  ROBINSON 


James 


Robinson 

Company,  Limited 

Specialists  in  Fine  Footwear 

MONTREAL 


1-'  O  U  T  W  E  A  K    IN    CAN  A  ])  A 


Ai  ril,  1920 


If  It's  Footwear 

We 
Have 
It 


Representing  the  largest  exclusive  wholesalers 
in  Footwear  in  the  Dominion,  we  are  in  a  po- 
sition to  offer  the  trade  a  wide  assortment  of 
the  various  lines.  We  carry  everything  in 
boots,  shoes  and  rubbers  requisite  for  retail- 
ing, and  are  always  prepared  for  prompt  ship- 
ment from  our  immense  stock.  Let  us  show 
you  the  value  of  our  merchandise  and  the  ser- 
vice that  goes  with  it.  We  solicit  your  en- 
quiries. 


James  Robinson 

Company,  Limited 

Specialists  in  Fine  Footwear 

MONTREAL 


April. 


FOOTWEAR    IN  CANADA 
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jstanoard: 

.OAK 


TANNERS  OF 
HEMLOCK,  UNION  AND  OAK 

SOLE  LEATHER 


OF 


HIGHEST  QUALITY 

IN 

MUCH  INCREASED  QUANTITY 

FOR 

MANUFACTURER     JOBBER     REPAIR  TRADE 

The  Breithaupt  Leather 

Company,  Limited 

Manufacturers  of 
"  The  Standard  of  Canadian  Sole  Leather  " 

FIVE  TANNERIES         NINE  DISTRIBUTING  WAREHOUSES 

HEAD  OFFICE:  KITCHENER,  ONT. 
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HONOR-MADE  SHOES 


"HE  new  lines  for 
Fall  which  we  are 
now  presenting- 
offer  you  a  wide 
range  of  unusu- 
ally fine  shoes. 

They  comprise  many  snappy 
styles  that  will  create  the 
demand  which  means  a 
quick  turnover.  They  will 
win  for  you  many  new 
friends. 

As  to  workmanship  and  ma- 
terial we  can  assure  you 
that  they  are,  as  always,  of 
the  finest. 


Style 
Quality 
Price 


"Astoria''  and  "Liberty 

Men's  Goodyear  Wells 

Let  your  Fall  stock  include 
"Astoria"  and  "Liberty" 
Men's  Goodyear  Welts. 

Our  travellers  are  now  on 
the  road.  Drop  us  a  line 
and  we  will  have  one  call, 
^ou  will  not  be  disappointed. 


SCOTT  «  CHAMBERLAIN,  Ltd. 

LONDON         -         M  ONTARIO 


April,  1<.):20 
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Shoes  for  the  Well  Dressed  Man 


Brandon 

and 

Monarch 


A  great  many  merchants  have  become  fast  friends  of  these  two  famous  lines. 
It  is  because  they  realize  the  sound  business  principles  upon  which  these 
shoes  are  built.  They  also  know  they  will  bring  tHem  greater  returns  dollar 
for  dollar  than  shoes  of  doubtful  character. 

They  carry  with  them  a  well  earned  prestige — an  invaluable  asset  to  any 
dealer. 

/     Brandon  &  Monarch  shoes  are  made  in  Canada  by  Canadians. 

If  you  are  interested,  drop  us  a  Postal.    You  will  not  be  disappointed. 

Early  in  March  our  salesman  commenced  his  trip  with  1920  Fall  Samples 
and  anticipates  calling  upon  you  very  soon.  We  express  the  hope  that  you 
will  await  the  opportunity  of  looking  over  these  samples  before  placing  your 
Fall  order,  which  we  assure  you  will  be  greatly  appreciated. 

We  thank  you  very  cordially  for  your  patronage  in  the  past. 


The  Brandon  Shoe  Co.,  Ltd. 

BRANTFORD  -  ONTARIO 
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High  Grade  Shoes 


at  popular  prices 

 "^-^^^0^ 


Jobbers  and  Merchants  should  ill  LXJH^ 


now,  and  prepare  for  the  busy  ^kT't  *! 

Fall  season. 


5ri.«»..i'H 


Legace  &  Lepinay  shoes  re-  j'^lf  '  ^§|^%> 

present  sound  merchandising  ^^#5^ 
value  for  two  reasons  —  they  Wp^- 
are  made  of  high  grade  mater-  >  "'^^^^ 

ials,  on  stylish  lasts,  and  they 

are  sold  at  a  medium  price.  .^-f^-"      1  ^  4  "l^ 

get  in  touch  with  us  right  VrX  V 

d  Whole  I 
Family 


Goodyear  Welts  and  McKays 


LAGACE  &  LEPINAY 

22  ST.  ANSELME  ST. 

QUEBEC 


April,  1920 


F  O  O  T  W  E  A  R 


IN  CANADA 


27 


LANG'S 

LEATHER 
LASTS 


Scoured  Oak  Sole 
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I  <.m) 


Willi 


lams 


Sh 


oes 


WILLIAMS  SHOE 

Limited 

Brampton,    -  Ont. 


for  greater 
satisfaction 


The  Williams  shoe  has  for  many  years 
been  known  as  "  Canada's  Standard 
Staple  Shoe." 

There's  a  reason. 

Williams'  footwear  embraces  a  complete 
range  of  shoes  from  infants'  to  men's. 
In  every  shoe  will  be  found  workmanship 
and  material  that  is  just  a  little  better, 
and  styles  that  are  just  a  little  ahead  of 
its  rivals.  That's  what  we  mean  by  shoe 
satisfaction. 

Make  no  mistake,  this  well-known  foot- 
wear will  prove  a  prime  factor  in  creat- 
ing new  business  for  you.  Ask  the  dealer 
who  handles  them. 

Travellers  are  now  on  their  respective 
territories  with  a  complete  range  of 
samples  for  Fall  and  prices  are  decidedly 
low  in  view  of  conditions. 

We  Specialize  in  Men's  and  Boy's 
High  Cut  Boots. 


April,  1930 
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Seeing 


IS 


Believing 

and  everyone  who 
sees  the  Duehaine 
line  is  convinced. 


1  J 

\{K  striking  feature  cunnected  with 
these  shoes  is  their  convincing  ajj- 
pearance.  And  tliat  their  appear- 
ance does  not  belie  their  true  qual- 
ities is  shown  by  the  persistency  of 
their  repeat  sales. 

By  their  appearance  they  sell  themselves. 

By  their  wearing  qualities  they  stay  sold. 

If  you  have  not  yet  seen  them,  let  us  know.  You 

will  readily  be  convinced.    The  Duehaine  lines 

include  Welts,  and  Medium  McKays  for  Men, 

Women,  Boys  and  Youths. 


We  Sell  the  Jobbers  Only 

LUDGER  DUCHAINE 

593  St.  Valier  Street         -         -         QUEBEC  CITY 
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Autumn 
Business 


— Will  demand  the  ut- 
most in  style.  Classic 
Shoes  will  supply  that 
demand.  At  the  same 
time  they  will  present 
the  ever  necessary  fea- 
tures of  good  workman- 
ship and  durability 
which  make  selling  easy. 
See  our  samples  and 
then  judge  for  yourself 
whether  or  not  you  owe 
the  Classic  Shoe  a  place 
in  your  Fall  business. 


Getty  & 

Gait, 

OUR  TRAVELLERS  ARE  NOW 

Makers  of  fine  shoes 


April.  1'.I2I> 
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by  itself 

"a  high  grade 
Canadian  made  shoe 
which  has  gained 
distinction  through  style — 
best  suited  to 

your  discriminating  buyer 
who  demands 
the  utmosf^ 

Scott,  Ltd. 

Dntario 

i  THEIR  RESPECTIVE  TERRITORIES 

or  women  and  children 


32 


FOOTWEAR   IN  CANADA 


Al)ril,  li)20 


FALL  STOCKS  INCOMPLETE 

Without  a  full  assortment  of 

ESMAY  Patented  SPATS 

and  OVERGAITERS 

Made  in  Canada  in  the  Canadian  plant  of  the  world's  highest 
class  exclusive  Spat  Making  experts. 

Cloth,  Silk,  Felt — and  may  be  had  in  3  widths.  If  you  did  not 
place  your  fall  requirements  when  our  representatives  called  be- 
fore, do  so  now,  if  you  want  merchandise  that  is 

Smart  and  Perfect  Fit  Guaranteed 


Another  of  our  exclusive  lines 

Indian  Slippers  and  Moccasins 

In  a  variety  of  Styles  and  Leathers  to  suit  every  taste.  Some 
lined  and  some  without  lining,  some  with  beads  and  others  with 
dyed  Moose  Hair  Trimming  but  every  one  a  money  value. 

PRACTICAL  SLIPPER 

For  information  respecting  these  or  any  of  our  lines  write 

Domestic    Sales  Department 


Industrial  Export  Company 

of  Canada,  Limited 

16  St.  Sacrament  Street  -  Montreal 


Ai)ril.  1920 
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They  Catch  the  Eye 


And  on  the  most  care- 
ful inspection,  win  the 
admiration  of  most 
women — 

"Holtershoes"  for  fall  are  truly  creations  of  the  master 
designers  in  footwear — 

Yet  the  novelty  features  are  so  harmoniously  blended 
with  practical  ideas  that  style  speculation  is  entirely 
eliminated — 


McKAYS  —  TURNS 


WELTS 


The  Holters  Company 

Cincinnati,  O.,  U.  S.  A. 
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Durin 


the  war 


our  shoes  were  commented  upon  by 
Government  inspectors  as  being  right 
up  to  specifications,  and  rendering 
dependable  service  to  our  soldier  boys. 


we  are  supplying  our  customers  with 
good  footwear;  essentially  high-grade 
in  material  and  workmanship. 


we  continue  to  turn  out  shoes  com- 
plying with  the  requirments  of  the  careful 
buyers,  giving  our  old  customers  satis- 
factory service  and  coping  with  the 
demand  of  an  ever  growing  business- 


May  we  take  care  of  your  needs  in  high-class 
men's  and  women's  Goodyear  Welts. 


Dufresne  &  Locke 


and  now 


In 


LIMITED 


MONTREAL 


April.  19^20 
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Year  Round 
Sales 
Sure  and  Steady 

All  seasons  alike  hrinji  an  ever 
increasing  demand  for  TillsonhnrL; 
Shoes.  'riie\'  are  made  to  meet  tlie 
K'reat  demand  for  a  solid  leather 
shoe  giving  the  utmost  in  wear. 
Their  neat  appearance  at  once  com- 
mends them  to  your  customer  who 
is  also  i)leased  with  their  distinct 
superiorit\-  in  workmanship. 

So  well  has  this  Footwear  been 
received  by  tlie  public  that  it  is 
now  pronounced 

An 
Unqualified 

Success 
Everywhere 


For 


VALUE 
SUPREME 


in 


STAPLE 
LINES 

i 

Try  our 
Footwear  for 

MEN 
BOYS  &  YOUTHS 


TILLSONBURG  SHOE  CO.,  Limited 


MAKERS  OF 

Men's  —  Boys'  —  Youths'  —  Lads' 
Medium  and  High  Grade  Staple  Shoes 


TH.LSONBURG 


ONTARIO 
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Our  1920  Catalogue 

NOW  READY 

Catalogue  No.   6  January^  1920. 

Tn  this  l)()()k  we  iTavc  cndcax  cjrcd  lo  com  ev  lo  our  Customers  a  projicr 
idea  of  our  S1H)I^S  and  S  I'' 1^ \' I  C  I'",,  w  liicli  they  wdl  no  donl)t  a|)])reci- 
ate.  SKR\  \i'V.  has  l)een  a  watch-word  in  our  l)nsiness  since  its  in- 
fan.cy  and  it  will  still  continue  to  ])e  our  slogan. 

IN-STOCK  Spells  SERVICE 

from  Siart  to  finish,  and  a  real  service  to  tlu-  retailer  wlio  is  keen  mi 
keeping  his  lines  well  stocked.' 

WITH  45  IN-STOCK  LINES  TO  CHOOSE  FROR[,  ANY  OF 
WHICH  CAN  BE  SHIPPED  AT  ONCE  UPON  R]^CEIPT  OF 
YOUR  ORDIvR,  there  is  little  excuse  for  shortage  of  sizes  or  de- 
pleted shelves. 

DROP  A  CARD  TO-DAY 
and  get  full  particulars  regarding 

Our  In-Stock  Service 

The  Slater  Shoe  Co. 

LIMITED 

MONTREAL  Established  in  1869 


April,  102O 
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Robin  Bros. 

LAST  Manufacturers 

Carrier  &  Gilford  Sq.,  Montreal 


IT  is  our  endeavor  to  give  the  trade 
the  utmost  in  this  most  important 
requisite  of  the  shoe  industry — the 

last. 

We  are  prepared  to  take  special  care 
<.f  your  orders  for  wood  fillers. 

Our  fillers  a"e  made  from  the  best  kiln 
dried  l)ass-woc  d.  properly  seasoned,  free 
fr.jm  Knots  and  worm  holes. 

The  Robin  wood-filler  is  the  ideal  fil- 
ler for  the  manufacturer,  jobber  or  re- 
tailer. 

Our  prices  are  right — enquire  about 
them. 

-With    increased    manufacturing  facilit- 
*  'es,  recently  added  to  our  plant,  we  are 
able   to   look  after   our   old  customers 
and  take  care  of  new  ones.  - 

Service  v/ill  be  our  watchword  during' 
1030. 

Let  us  take  care  of  your  requirements 
in  lasts  or  wood-fillers. 

Write  us  to-day. 


LASTS 


:^8 
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Feminine 
Footwear 

for 

Fall 


Get  in 
touch 
with  us 
before 
placing 


WHILE  we  are  now  ready 
with  our  splendid  show- 
ing of  Women's,  Misses' 
and  Children's  McKays 
for  Fall  and  Winter  business, 
we  also  solicit  your  enquiries 
for  prompt  shipment  of  Oxfords 
and  Pumps  for  Summer  selling. 
These  lines  were  big  sellers 
last  year  and  we  anticipate  the 
same  good  business  for  them 
in  increasing  volume  this  com- 
ing season.   Order  Now. 


Canadian  Footwear  Co.,  Ltd. 


MONTREAL 


Salesroom  :  36  St.  Genevieve  St.       Factory :  Point-Aux-Trembles 


April,  1920  FOOTWEARINCANADA  39 


TETRAULT 


Albert  Tetrault.  General  Manager.  C.  A.  Brouillard,  General  Superintendent.  P.  A.   Doig,  General  Sales  Manager. 


TETRAULT 
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SHOES  of 

The  Tetrault  Standard 


Is  one  that  every  shoe  of  the  Tetrault  name  lives  up  to 
— a  standard  of  worth,  combining'  reliable  quality,  ex- 
pert workmanship  and  the  years  of  shoe  experience  that 
lie  behind  the  Tetrault  factories. 

To  the  dealer  who  stocks  with  Tetrault  brands,  lies  the 
welcome  assurance  of  proven  goods,  the  kind  that  are 
''SHOES  OF  WORTH." 

As  the  largest  manufacturers  of  shoes  in  Canada,  we 
believe  our  great  success  comes  through  our  policy  of 
producing"  only  a  high  standard  of  quality — shoes  that 
daily  prove  themselves  "Shoes  of  Worth." 

This  is  the  important  feature  of  Tetrault  production. 
It  carries  out  the  idea  behind  the  making  of  every  pair 
of  our  shoes.  Quality  first,  with  moderation  in  price, 
coupled  with  a  desire  to  make  Tetrault  a  name  symbolic 
of  all  that  is  best  in  good  footwear. 


Tetrault  Shoe  Manufacturing  Co.,  Limited 

MONTREAL 


Office  and  Warehouse 

9  Rue  de  Marseille 
Paris,  France. 


April,  1920 
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TETRAUIiT 


The  name 
Behind  the  Fame 


Making  Room,  Tetrault  Factory  No.  2 

Tetrault  is  the  name  back  of  reliable  shoes,  back  of  moderate 
prices  and  the  big  manufacturers  of  "Shoes  of  Worth." 

Such  fame  comes  only  through  years  of  fair  dealing  and  the  con- 
tinual manufacturing  of  good  shoes. 

Largest  Manufacturers  of  Boston  Shoes  in  Canada 


TETRAULT 


April,  1920 
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H.  o.  Mcdowell 


IMPORTERS  hU^°^T)!l  JOBBERS 
^^        MANUFACTURERS  v^>^>-^^V  5?  A I  FS  ARFNT*? 


H.  N.  LINCOLN 


SALES  AGENTS 


Q? 


BRANCH 
401   CORISTINE  BUILDING 
MONTREAL 


Representing 

American  Lacing  Hook  Co. 

Walthani,  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour    Sand    Paper  Works 
Cliicago,  111- 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouiiiig 

Boston  Leather  Stain  Co. 

lioston,  Mass. 
Inks,  Stains,  Waxes,  elc. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Jiostoii,  Mass- 
Ceroxylon,  the   Pei  feet 
Liquid  Wax 

Dean  Chase  Co., 

Boston,  Ahiss. 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 
Cincinnati,  O. 
Shoe  Macliinery 

Hazen,  Brown  Co., 

Brockton,  Mass 
Waterproof  Box  Toe 
Gum,   Rubber  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks.  # 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
iSlachines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  Staying,  etc. 

Puritan   Mfg.  Co., 

Boston,  Mass 
Wax  Thread  .Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 
Factory  Supplies, 
Needles,  etc. 

I.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H, 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Ont- 

Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Welting, 
etc. 

Safety  Utihty  Economy  Co., 

Boston,  Mass. 
Electric  Heating  Equip- 
ment 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


BRANCH 
566  ST.  VALIER  STREET 
QUEBEC 


THE  LARGEST  SHOE  FACTORY  SUPPLY  HOUSE  IN  CANADA 

MAIN  OFFICE  ANO  FACTORY 
37   FOUNDRY   ST.  S. 

KITCHENER.  ONT. 


ON  April  15th  we  will  be  five  years  old. 
We  are  celebrating  our  birthday  by 
transferring  our  Head  Office  to  Montreal, 
where  we  will  occupy  the  store  at 

154  Notre  Dame  St.  West 

Our  staff  is  being  increased  and  organized  to 
take  full  advantage  of  this  move,  which  will 
enable  us  to  give  better  Service  to  ALL  the 
trade  in  Ontario,  Quebec  and  the  Maritime 
Provinces. 

Our  first  five  years  have  been  successful  and 
we  anticipate  continued  improvement. 

We  have  been  able  to  be  of  real  help  to  many 
Shoe  Manufacturers,  and  we  believe  most  of 
our  customers  appreciate  our  Service  and 
Business  Methods. 

We  have  built  our  business  on  the  foundation 
of  Quality  Goods,  Fair  Prices,  Fair  Dealings 
and  Service,  and  we  shall  continue  to  do  busi- 
ness on  these  lines. 

Don't  hesitate  to  ask  us  about  anything  you 
need.  If  we  can't  supply  you  we  can  prob- 
ably give  you  some  information. 


INTERNATIONAL  SUPPLY  CO. 


Montreal 


Kitchener 


Quebec 
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A  Hockey  Boot 


with 


New  and  Improved 
Features 


THE  LONG  WANTED  HOCKEY  HOOT  WITH  UN- 
BREAKABLE LACES  is  now  presented  to  ]irofessiona! 
liockey  players,  as  well  as  amateurs.  It  is  made  in  xarious 
styles  for  ladies  as  well  as  gentlemen. 

The  fasteners  here  shown  are  built  specially  tor  our  sIkjcs, 
and  we  are  quite  confident  they  will  respond  to  our  expecta- 
tions and  give  true  service.  Should  an  accident  occur,  j^rc 
\cnting-  the  use  of  the  fastener,  simply  pass  the  strap  the  sec- 
ond time  in  the  last  eyelet,  and  the  shoe  will  keep  perfectl\' 
tight  on  the  foot. 

We  also  manufacture  Workmen's  boots  with  the  same  lacing. 
They  are  much  appreciated  by  the  wearers  as  it  saves  one-hab 
the  time  in  ]nitting  on  the  shoes,  besides  doing  awa^•  with 
bnjken  lines.  In  'SKATING  BOOTS,  it  certainly  has  no 
ecjual. 

Order  now  and  be  prepared  for  the 
first  demand 

For  Sale  by  the  following  Jobbers : — 


J.  A.  Johnston  Co., 

C.  E.  McKcen  Shoe  Co 

Nathan  Cummings, 

Hub  Shoe  Co., 

C.  N.  Saba  &  Co., 

Rol)crt  Taylor  &  Co.. 

W.  ]■".  Tanner, 

1  hid  son  Iiay  Co.. 


Brockvi]lc. 
Montreal. 
Montreal 
Montreal. 
Toronto. 
Halifax,  N.S. 
Pictoii,  N.S. 
Wiiuiijieg.  Man 


JOS.  TANGUAY 

Boot  and  Shoe  Manufacturer 

Cor.  DuRoi  and  St.  Dominique  Streets 

QUEBEC 


The 

Unbreakable 
Lace 


To  fasten:  Insert  strap  through  the 
fastener  "and  simplv-  jjiill  the  end  of 
the  str;ip;  it  locks  antoniatically. 

J'o  unfasten:  I'nll  end  of  strap  a  lit- 
tle to  loosen  it.  then  hold  small  roller 
while  pnlliiig  ont  strap. 


PAT.APP'OFOR 


New 
Ankle  Support 


also  does  away  with  the  laces,  these 
being  replaced  by  the  ankle  strap 
which  passes  through  an  eyelet  and 
under  the  tongue,  holding  the  support 
tight  on  the  foot.  The  tongue  is  then 
imt  into  place  and  the  boot  laced  and 
fastened,  as  shown  in  the  above  cut. 


PAT  APP'DFOR 


April,  1!)2(> 
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The  Brogue  of  Vogue 

Here's  a  shoe  to  please  the  fancy  of  any 
man,  and  that's  what  you  must  do  to  sell 
him. 

You  will  find  a  selling  appeal  in  every 
Just  Wright  style.  Particular  care  is 
paid  to  the  fundamentals  of  fine  shoe- 
making,  and  this,  coupled  with  a  careful 
scrutiny  of  materials,  gives  you  an  ex- 
clusive high  class  article. 

You  get  what  you  pay  for  when  you  buy 
the  Just  Wright  Shoe,  and  you  can  pass 
it  along  to  your  trade  with  assurance, 

SEVERAL  LINES  IN  STOCK. 

E.  T.  Wright  &  Company 

Inc. 

St.  Thomas,  Ont.         Rockland,  Mass. 
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One  of  the  many  courteous  letters 
from  ''Mothers  Who  Know^^  that 
the  best  pays  in  the  end. 


The  Hurlbut  Co.,  Ltd. 

Preston,  Ont. 


Grand  View,  Man. 
Feb.  15th,  1920. 


Dear  Sirs : 

I  should  be  glad  to  know  the  name  of  a  Winnipeg  or  Grand  View 
dealer  in  your  infant  shoes.  I  would  like  to  say  that  two  of  my  children  have 
outgrown  one  pair  of  boots,  which  is  now  ready  to  go  on  to  a  third ;  they  are 
the  best  infants  shoes  I  have  ever  seen.  You  are  at  liberty  to  make  any  use 
of  this  letter  you  wish. 

Yours  faithfully, 

(Sgd.)     Mrs.  K.  M.  Mitchell. 


BUTi 


CUSMION-SOLE 

Shoes  i^*^  Children 

ARE  GOOD  SHOES 
"MOTHERS  WHO  KNOW"  WONT  HAVE  ANY  OTHERS 


WHOLESALE  DISTRIBUTOR 


PHILIP  JACOBI 

TORONTO 


April,  1920 
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And 
the 

Customer 
was 

Satisfied 


No.  213— Brown  Calf 
No.  217— Gun  Metal 
No.  205— Black  Kid 
Widths  AA  to  D 


When  you  sell  your 
lady  customer  a 
pair  of  boots  or  ox- 
fords and  you  are 
confident   she  is, 
and    will  remain, 
satisfied,   you  are 
then    doing  something  to 
build  up  a  strong  trade  and 
strengthen  good  will. 

Our  McKays  in  oxfords, 
pumps,  and  high  cuts  have 
all  the  fine  points  of  style 
and  appearance,  combined 
with  dependable  materials 
and  workmanship,  which 
ensure  serviceability  and 
ultimate  satisfaction  to  the 
wearer.  Here  are  a  few  of 
our  new  lasts  for  fall,  consist- 
ent of  high  class  footwear. 


No.  225— Black  Kid 
No.  232— Patent 
Widths  AA  to  D 


No.  250— Black  Kid 
No.  255 — Patent 
Widths  AA  to  D 


CLARK  BROS.  LIMITED 

ST.  STEPHEN  -  -  N.  B. 

Permanent  Sample  Room,  Room  No.  20  Windsor  Hotel,  Montreal 
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Where  La  Parisienne  Shoes  Are  Made 

The  Queen  of 
Ladies  High  Class  Footwear 

Known 
From  Halifax  to  Vancouver 

A  splendid  equipment  stands  behind  the  production  of 
La  Parisienne  Shoes.  Up-to-date  in  every  respect,  our 
facilities  for  the  manufacture  of  fine  Welts  and  Turns  for 
women  are  second  to  none  in  the  Dominion.  We  shall 
be  pleased  to  show  you  through  our  factory  and  we  ex- 
tend a  hearty  invitation  to  you  to  visit  us. 

La  Parisienne  Shoe  Co. 

LIMITED 

MONTREAL     -     -  CANADA 


April,  1!)2() 
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No.  104 

Two  Eyelet  Tic,  Turn. 
Southern,  slj'le,  witii  full 
Loui.s  Heel  and  Plate. 


The  Appeal 


THE  appeal  of  La  Parisienne 
Shoes  is  through  their 
smart  and  stylish  appear- 
ance. They  are  made  to 
cater  to  a  hig-h  class  trade  where 
the  design  of  the  shoe  must  lack 
nothing"  in  distinctiveness  and  yet 
takes  its  place  as  a  harmonious 
part  of  the  complete  costume. 

Whatever  may  be  the  demand  of 
your  most  fastidious  lady  cus- 
tomer, La  Parisienne  has  a  suit- 
able shoe.  Our  representative 
will  call  upon  you  shortly  with 
samples  for  Fall  Selling.  Do  not 
overlook  their  opportunities. 


Our   new   French    Last.  Migh 
cut    Goodyear   Welt,   with  full 
Louis  Heel  and  plate.  Widths 
AAA  to  E.    Sizes  1  to  9. 


l'"ront  view  (if  toe 
of   our    new  10.") 
last. 


La  Parisienne  Shoe  Co. 

LIMITED 

MONTREAL     -     -  CANADA 


Dolly  Varden  Shoe 


A  Dainty  Shoe  for 
Dainty  Women 


STYLE  NO.  83 
Ladies'    High   Cut   9   inch    Brown    Kid  Bal. 

.*!(*)  jiairs  to  case*. 
A.ssortmeiits   2'/^    to   (3,   'I'A    to   7,   '.i'/i    to  7 
An   American    Shoe   made   in  Canada. 


Semi -Ready  Style 
Service 

As  business  increases  the 
retailer  will  often  ex- 
perience depletion  of 
stock  in  certain  lines,  and  as 
we  have  on  hand  substantial 
quantities  in  the  popular  lines,, 
we  offer  such  dealers  the  bene- 
fit of  our  special  service. 

Among  others,  we  have  on 
hand  some  very  desirable 
ladies'  nine  inch,  Brown  and 
Black  Kid  Bals,  as  illustrated, 
with  Louis  heels  and  aluminum 
plate;  36  pairs  to  the  case — 
same  in  Oxfords, 

We  should  be  pleased 
to  quote  you  on  this 
or  other  lines,  if  you 
will  give  us  an  oppor- 
tunity   of   doing  so. 


All  prices 
quoted  f.o.b. 

Quebec. 
Free  of  duty. 


OUR  Service  includes  ([uick  shipment  and  careful  judoment  as  to 
values  and  styles.    We  place  the  utmost  importance  upon  the  style. 

Let  us  put  you  on  our  mailing  list.    We  should  like  to  keep  you 
in  touch  with  our  semi-ready  advance  styles  jiroposition 


CHAS.  E.  SLATER 

491  St.  Valier  Street,  QUEBEC  10  High  Street,  Boston 

Address   all   communications   to   Canadian  office. 
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HIGH  ^ 
GOADE 
:  SIDE  : 
LEATHEa 


^^^^^ 


mm 


OSUAWA 


CANADA 


Tanners  and  Curriers 


Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  Various  Colors 
White  Buck 


Chrome  Patent  Sides 
Uull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


Montreal 


Quebec 


April,  H)20 
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LEAD  ON  MEN'S  SHOES 


Our  Men^s  Welts  are  unequalled  at  their  price 


IN  STOCK 


Order  today 


Distance  need  be  no  handicap 


Stock  No.  76 

Clement  Brown  Blucher  ( 
Heavy  Leather  Sole 
Wingfoot  Heel 


7. 


35 


The  Midland  Shoe  Co. 


KINGSTON,  ONT. 


54 


F  O  O  J W  E  A  R    J  N  CANADA 


April,  1920 


ECLIPSE 


The  juvenile  lines  that 
bid  for  business  —  on 
grounds  of  better  ma- 
terial and  manufacture 


As  the  price  of  material  and  labuiir  continues  to  ascend  with 
little  indication  of  receding  at  present,  there  remains  but  one 
way  of  economizing  from  the  customer's  standpoint — economy 
through  higher  wearing  quality 

It  is  our  endeavor  to  make  footwear  that  will  enable  your 
customer  to  realize  every  cent,  of  the  purchase  price  of  the 
shoe  in  protracted  service. 

With  this  in  view  Eclipse  shoes  in- 
corporate the  best  materials  and  the 
most  reliable  leather,  together  with 
workmanship  of  complete  thorough- 
ness. 

The  Eclipse  line  is  made  for  grow- 
ing girls,  youths,  misses,  and  children, 
in  Turns,  McKays  and  Stitchdown 
welts. 

C(jm])arison  with  other  lines 
will  show  the  ECLIPSE  line 
to  advantage  from  every  point 
of  view  from  which  your  cus- 
tomers would  judge  value  in 
children'.s  footwear. 


The  Gait  Shoe  Manufacturing  Co. 

Limited 

Gait    -  Ontario 


1920 
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SISMAN'S  SHOES 


"Best 
Everyday^' 

A 
Solid 
Staple 
Shoe 


T 


jHESE  shoes  are  made  in  our  modern,  up-to- 
date  factory,  where  only  the  most  approved 
methods  are  used.  The  result  is  a  product 
of  high  merit  and  sound  value — something  that 
appeals  to  workmen  and  others  who  demand 
a  good  shoe  at  a  reasonable  price. 

Do  not  overlook  the  Sisman  Lines  for  Fall, 
Your  Jobber  can  supply  you. 


The  T.  Sisman  Shoe  Co. 

Limited 

Aurora       -  Ontario 
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Supremacy 


in 


Style 
Comfort 

and 

Workmanship 


No.   2054.     Last  277. 
One    eyelet    tie    turn,    with  three 
openings,   French  effect  and  cover- 
ed full  Louis  heel  and  plate. 


No.   1698.     Last  245. 
Havana  Brown  Kid,  one  eyelet  tie. 
Colonial    effect    with    recede  toe, 
leather  Cuban  heel  and  plate. 


The  Regina  Line 

"  FIT  FOR  A  QUEEN  " 

enjoys  a  leadership  result- 
ing from  the  employment 
of  material  and  workman- 
ship that  is  always  essen- 
tially high  grade. 


Here  are  a  few  of  our  new 
models  for  fall  which  em- 
body many  features  of 
distinctiveness  in  style 
and  workmanship — merit- 
ing a  prominent  place  in 
the  stock  of  any  first 
class  store. 

Write  for  further  particu- 
lars and  prices. 


No.  177012.    Last  288 
High   cut   bal.    turn   with   fine  vici 
kid  vamp,  black  suede  top  and  full 
covered   Louis  heel  and  plate. 


The  Regina 

Shoe  Co.,  Limited 
Montreal 


No.  176314. 
All  patent  leather  one  button  Col- 
onial turn  with  recede  toe  and  ful! 
covered  Louis  heel. 


llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^^ 
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The  Northern  Rubber  Co.,  Limited 


Manufacturers  of 


Partridgre  Rubbers 


Partridg:e 
E^ubbers 

Our  Tennis  Lines  Now  Ready 
for  Delivery 

RUBBERS 

A  Full  Range  for  Fall 


The  Northern  Rubber  Co.,  Limited 

Guelphy  Ont. 


lllilllllljlllllllllllllllllllllll 
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"Rena  Footwear  Co.,  Ltd." 


To  The  Jobbers 


Our  new  samples  are  now  ready  for  your  inspection. 

We  are  now  working  on  the  principle  that  smart  lasts,  up- 
to-date  patterns,  good  leathers  and  good  shoe  making  are  necess- 
ary to  produce  shoes  that  sell  quickly  and  give  you  satisfaction. 

Consider  your  own  interest,  and  do  not  fail  to  look  our 
new  lasts  and  models  over  before  completing  your  fall  range. 

CAPACITY  6,000  PAIRS  A  WEEK. 


OUR  NEW  FACTORY 
IS  SITUATED 

Cor.  3rd  Ave  &  Ernest  St., 

Viauville,  Montreal. 


PHONES : 
LaSalle     -  1884 
Uptown    -  7576 
-  332 


SAMPLE  ROOMS :  No.  10  Victoria  St.,  Montreal.    (Opposite  Goodwins  Ltd.) 

After  May  1st  we  will  be  located  in  our  new  sample  rooms  at 
the  Windsor  Arcade  Building,  corner  Windsor  and  Peel  Sts.,  entrance 
153  Peel  St.,  Montreal,  and  will  be  at  your  service,  ready  to  show  you 
our  new  Fall  models  at  your  convenience.    Write  or  phone. 

"Rena  Footwear  Co.,  Ltd/' 


J.  A.  CYR, 
Gen.  Manager. 


HARRY  E.  THOMPSON, 
Sales  Manager. 


F.  X.  CHATELLE, 
Superintendent. 


April,  1920 
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Shoe  Manufacturers'  Goods 


r<^-^.lOl)IS-C«/G!|e^. 


Canvases,  Topping  Fabrics,  Linings,  Laces,  Buttons,  Stays,  Bindings,  etc. — 
practically  everything  used  in  the  manufacture  of  shoes  except  leather  and 
hardware — one  of  the  longest  lines  in  the  United  States. 


u  s  PAT  OFF 


The  strongest  and  longest 
wearing  shoe  Hnings  made 


FARNSWORTH,  HOYT  COMPANY 

BOSTON 

Montreal  Representative,  H.  D'Artois,  24  Lemoine  St. 
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What  Spaulding  Quality  Means  to  You 


SPAULDING'<; 
Fibre  Counters 


Guaraniood. 


It  is  SPAULDING  QUALITY  that  gives  you  a  guarantee 
of  counter  satisfaction. 

It  is  SPAULDING  QUALITY  that  has  influenced  leading 
manufacturers  to  use  Spaulding  Fibre  Counters  in  prefer- 
ence to  all  others. 

It  is  SPAULDING  QUALITY  that  makes  us  the  largest 
counter  manufacturers  in  the  world. 

It  is  SPAULDING  QUALITY  that  insures  full  counter- 
value  to  the  manufacturer. 

SPAULDING  FIBRE  COUNTERS  are  made  in  all  styles 
for  every  kind  of  footwear. 

J.  SPAULDING  &  SONS  CO.,  INC. 

Main  Office  and  Factory 

NORTH  ROCHESTER,  N.|H. 


I'll  I  I.ADKl.l'lllA 
JoliTi  i'l.    I  iavei   &  C  o. 
.■!-Jl»  Aicli  St. 


I'he  'layloi-Poole  Co. 
410-412   K.  Mh  Si, 


English  Agents:  J.  Wliitehead  &  Co.,  Ltd., 
Leicester,  England. 


SEVE.X    I'AC  I  OKIES 
l  oiiawanda,  N.  V.  Rochester,  N.  11. 

No    UochcMcr,  N.  IL  Milton,  N.  11. 

1  ownsciul    llarboi',  Mass. 

Canadian  Agrents 

International  Supply  Co.,  Kitchener,  Ontario  and  Quebec  City.     V.  Champigny  Montreal 


'PAULDING'^ 


OAK  TAN 
.FIBRE  INNERSOLING 


Boston  Office 

203-B  ALBANY  BUILDING 

ST.  LOUIS  CHICAGO 
The  Taylor-Poole  Co.       J.  E.   U.  McMechan  &  Co 
1(!02  Locust  St.  217  W.  Lake  St. 
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Ready  to  Start  Now 


Retail  Shoe  Salesmen's  Institute 

Conducting 

The  Educational  Training  Course 

for 

Retail  Shoe  Salesmen 


FOUNDERS 


*  NATIONAL 

SHOE 

RETAILERS'  ASSOCIATION 

GEORGE  W.   BAKER   SHOE  CO.. 

ALEXANDER    &  CO., 

Brook'yn.   N.  Y, 

Wheelin",    W.  Va. 

BLISS   &   PERRY  Co.. 

CHISHOLM    SHOE  CO. 

Newburyport,  Mass. 

Clcvdsncl,  ^)hio. 

BOOT   &   SHOE  RECORDER. 

v.  \~f  1  X  XLi  IN        D  1\  V-/  X  1 1  Hi  IX  o  , 

Boston.  Mass. 

J  3  c  kson  vil  Ic,  Fls. 

BRISTOL  PATENT  LEATHER 

CO  , 

J-j.     O.     LJ  \J  l\  n.  Lj  I-/ ^  \J  i\     V- V./ . , 

Boston,  Ma=s. 

1  n  ti£  3  p  ol  is        i  n  n 

BROCKTON    RAND  CO., 

WILLIAM  FILENE'S  SONS  CO 

Brockton.  Mass. 

Boston,  I\^3ss. 

BROWN    SHOE  CO., 

R.   H.   FYFE  &  CO. 

St.     Louis.  Mo. 

Detroit,  Mich. 

ARTHUR   L.  EVANS. 

A.   H.   GEUTING  CO., 

Boston,  Mass. 

Philadelphia.  Pa. 

L.  B.  EVANS'  SON  CO., 

GILCHRIST  CO., 

Wakefield,  Mass. 

Boston,  Mass. 

FARNSWORTH,    HOYT  CO.. 

W.  C.  GOODWIN, 

Boston,  Mass. 

Fitchburg,  Mass. 

HAZEN  B.  GOODRICH  &  CO., 

GUARANTEE   SHOE  CO., 

Haverhill.  Mass. 

San  Antonio,  Texas. 

HAZEN-BROWN    CO.,  " 

F.  A,  GUINIVAN, 

Boston,  Mass. 

Philadelphia,  Pa. 

HUNT-RANKIN    LEATHER  CO., 

A.  V.  HOLBROOK  BOOTERY  CO.. 

Boston,  Mass. 

Columbus,  Ohio. 

GEORGE  E.  KETTH  CO., 

A.   H.   HOWE  &  SONS, 

Brockton,  Mass. 

Boston,  Mass. 

KEYSTONE    LEATHER  CO.. 

JONES,  PETERSON  &  NEWHALL  CO 

Phi'adelphia.  Pa. 

Boston,  Mass. 

MENIHAN  CO.. 

KRUPP    &  TUFFLY, 

Rochester,  N.  Y. 

Houston,  Texas. 

MORSE  &  BURT  CO., 

LEWIS   &  REILLY. 

Brooklyn,   N.  Y. 

Scranton.  Pa. 

A.   E.    NETTLETON  CO., 

JOHN  A.  MEADORS  &  SONS, 

Syracuse.   N.  Y. 

Nashville,  Tenn. 

PETERS   MFG.  CO., 

THOMAS  F.  PEIRCE  &  SONS. 

Boston,  Mass. 

Providence,   R.  I. 

THOMAS  G.  PLANT  CO.. 

POTTER   SHOE  CO., 

Boston,  Mass. 

Cincinnati,  Ohio. 

RICE   &   HUTCHINS,  INC., 

SHERRON   SHOE  CO., 

Boston,  Mass. 

Memphis.  Tenn. 

SEAMANS  &  COBB  CO.. 

W.  G.  SIMMONS  CORP., 

Boston,  Mass. 

Hartford,  Conn. 

SELBY    SHOE  CO.. 

SLADE    SHOE  SHOPS, 

Portsmouth,  Ohio. 

Des   Moines,  Iowa. 

STETSON    SHOPS.  INC.. 

STELLING-NICKERSON     SHOE  CO., 

South  Weymouth,  Mass. 

Augusta,  Ga. 

THE  SHOE  RETAILER, 

VAILE  SHOE  CO., 

Boston,  Mass. 

Kokomo,  Ind. 

UNITED   SHOE  MACHINERY 

CO.. 

VAN  DEGRIFT  SHOE  CO., 

Boston,  Mass. 

Los   Angeles,  Cal. 

UNITED  STATES  RUBBER  CO 

VOLK    BROS.  CO.. 

Nrw  York    N.  Y 

Dallas.  Texas. 

WIZARD    FOOT  APPLIANCE 

CO., 

K.  W.  WATTERS  CO., 

St.  Louis,  Mo. 

Buffalo,   N.  Y. 

E.   T.  WRIGHT  &  CO.. 

W.   W.  WILLSON, 

Rockland.  Mass. 

Boston,  Mass. 

Officially  Endor.sed  By: 
National  Shoe  Retailers'  Association;    National  Shoe  Travelers'  Association;  in  ad- 
dition to  many  of  the  State  Associations  of  Retail  Shoe  Dealers. 


This  story  concerns  every  retail  shoe  salesman  and  dealer  because— 

(See  next  ."i  pages) 
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Give  Us  Trained  Men! 

Retail  Shoe  Selling 
Demands  Expert  Service 


"r7R0M  successful  shoe  retailers  ail 
over  tlie  country  the  cry  goes  out 
for  men  and  women  to  fill  the  better 
and  more  responsible  selling  positions. 
"Give  us  trained  men,"  they  say.  It  is 
not  a  matter  of  salary,  but  one  of 
training — the  trained  man,  in  propor- 
tion to  his  ability,  can  make  his  own 
terms. 

Looking  Ahead 

This  is  an  age  of  specialists — men 
who  are  experts  in  special  branches  of 
important  work.  The  successful  retail 
shoe  salesman  of  the  present  and 
future  will  make  himself  a  specialist 
and  an  expert  in  his  field  of  work.  • 

He  will  know  the  subject  of  correct 
fitting  and  modern  salesmanship.  He 
will  understand  the  processes  of  shoe 
manufacture  and  the  special  advant- 
ages of  each  from  the  standpoint  of 
the  customer.  He  will  know  the  ma- 
terials used  in  shoes  and  their  particu- 
lar points  of  merit — all  these  things 
and  more  he  will  know  intimately  be- 
cause they  have  a  very  direct  bearing 
upon  the  quality  and  success  of  his 
selling  work. 

Cashing-in  on  Knowledge 

As  soon  as  the  shoe  salesman  places 
his  services  upon  a  high  level,  so  that 
the  customer  may  consult  him  for  ad- 
vice and  suggestion  concerning  style, 


service  and  fit,  he  will  find  himself  in 
the  same  demand  and  of  like  import- 
ance with  experts  in  other  fields  of  bus- 
iness life. 

The  opportunity  is  here  —  now . 
Other  men  and  women  have  taken  ad- 
vantage of  it  and  are  "cashing-in"  on 
their  knowledge.  They  are  collecting 
dividends  in  the  form  of  larger  salaries 
and  greater  customer  satisfaction  as 
a  result  of  their  better  knowledge.  . 

Only  now  retail  customers  are  be- 
ginning to  realize  the  possibilities  of 
greater  service  to  be  had  in  the  way  of 
proper  shoe  fitting  and  advice  concern- 
ing styles  and  qualities.  And  what  is 
more,  the  prospects  of  the  future  are 
unlimited! 

Are  You  Prepared  to  Move  Up? 

The  salesman  who  is  ready  to  meet 
the  demand  by  preparing  to  establish 
himself  as  a  shoe  expert,  is  assured  of 
a  future  limited  only  by  the  standard 
of  success  he  sets  for  himself. 

This  is  the  opportunity.  But  the 
question  to  be  answered  is,  "Are  you 
ready?" 

Can  you  place  your  knowledge  of 
your  job  on  the  same  level  with  experts 
in  other  lines?  And  if  not,  what  are 
you  doing  to  insure  a  successful  future 
for  yourself? 


April,  l'.)20 
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Planning  for  Success 

No  longer  is  it  necessary  for  the 
man  or  woman  of  purpose  to  grope 
around  blindly  in  the  dark  to  find  the 
foundation  upon  which  to  safely  build 
a  future.  The  retail  shoe  business  of 
the  country  is  no  longer  in  the  pioneer 
stage.  The  path  has  been  cut  by  the 
successful  men  who  have  gone  before. 

You  are  enabled  to  begin  your 
career  with  the  benefit  of  their  experi- 
ence. You  are  now  able  to  take  advan- 
tage and  to  profit  by  their  wide  know- 
ledge of  the  shoe  business. 

The  Course  and  What  It 
Means  To  You 

The  Training  Course  for  Retail 
Shoe  Salesmen  offered  by  the  Retail 
Shoe  Salesmen's  Institute  has  for  its 
one  object  to  make  experts  of  men  and 
women,  so  that  they  may  qualify  for 
bigger  jobs  and  for  greater  success  in 
their  present  work.  This  Course  offers 
you  an  opportunity  to  make  yourself 
an  expert  shoe  salesman. 


It  not  only  points  the  way,  but 
actually  guides  you  to  success  in  your 
work. 

Through  the  Course  you  are  able  to 
take  advantage  of  the  knowledge 
acquired  from  years  of  experience  by 
men  who  have  succeeded  in  every 
branch  of  the  shoe  business.  They  pre- 
sent to  you  the  boiled-down  facts  of 
importance  you  must  know  to  become 
an  expert. 

Are  you  ready  to  line-up  and  im- 
prove your  lot  by  the  help  of  these  pien 
who  know  and  who  have  done  things? 

Get  Further  Information 

No  matter  what  your  position  is  in 
the  store,  no  matter  where  you  are  situ- 
ated, far  or  near,  the  Institute  can 
serve  and  help  you.  Decide  now  to  take 
the  first  step  that  will  definitely  place 
your  feet  on  the  "upward  path."  Send 
to-day  for  the  60-page  book,  "The  Road 
to  Advancement  for  Retail  Shoe  Sales- 
men." It  will  bring  you  full  informa- 
tion concerning  the  Training  Course 
for  Retail  Shoe  Salesmen. 


RETAIL  SHOE  SALESMEN'S  INSTITUTE 

ARTHUR  L.  EVANS,  President 

727  ATLANTIC  AVE.,  BOSTON,  MASS. 


CUT  OUT  THIS  COUPON  AND  MAIL  TODAY 


RETAIL  SHOE  SALESMEN'S  INSTITUTE, 

727  Atlantic  Avenue,  Boston,  Mass.  ^XSLji 

Please  send  me,  without  obligation,  a  copy  of  "  The  Road  to  Advancement  for  Retail 
Shoe  Salesmen."  ^'  ^  ^ 

Business 

Name   'Address  

Position  ' 

In  Firm  Residence  

"  Number  Salespeople  


(See  nc.\t  page) 
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EDITORIAL  C:OUNCIL 

OF  THE 

RETAIL  SHOE  SALESMEN'S  INSTITUTE 

ARTHUR  L.  EVANS,  —  Editor-in-Chief 
GEORGE   F,    HAMILTON,    Managing-  Editor 

CONSULTANTS 


C.    (J.   ADAMS,   General  Manager, 

liristol    Patent    Leather  (D. 
SEATON  W.   ALEXANDER,  ['resident. 

Alexander  &  Co. 
ARTHUR  n.   ANDERSON,  Editor, 

lioot    (S:    Shoe  Recorder. 
C.    L.    ANDERSON,  President, 

Bristol    Patent    I^eathcr  Co. 
T.   F.   ANDERSON,  Secretary, 

New  England  Shoe  &  Leatlier  Assoc. 
GEORGE   W.    BAKER,  President, 

George  W.   Baker  .Shoe  Co. 
GEORGE  W.  BAKER.  Jr.,  Secy,  and  Treasurer, 

George    W.    Baker    Shoe  Co. 
JOHN  A.  BARBOITR,  President, 

Brockton  Rand  Co. 
PERLEV    E.    BARBOUR,  Vice-President, 

Brockton  Rand  Co. 
CHARLES  A.  BLISS,  Treasurer, 

Bliss  &  Perry  Co. 
ELMER  J.   BLISS,  President, 

Regal  .Shoe  Co. 
FRANK  J.  BRADLEY,  President, 

Hazen   B.  Goodrich  Co. 
FRANK    R.    BRIGGS,  Treasurer, 

Tliomas   G.    Plant  Co. 

E.  P.   BROWN,  President, 

United   .Shoe   Machinery  Co. 
MAX   BROWN,  President, 

Hazen-Brown  Co. 
JOHN  A.   BUSH,  President, 

Brown  Shoe  Co. 
CHARLES  T.  CAHILL, 

United    -Shoe    Machinery  Co. 
C.    K.    CHIS'HOLM,    Firm  Menil.er. 

Chisholm    Shoe  Co. 

F.  S.  COBB,  President, 

.Seamens   &   Cohb  Co. 
HENRY   W.    COOK,  Vice-President, 

.■\.  E.  Nettleton  Co. 
H.  T.   CONNER.  Vice-President, 

George  E.  Keith  Stores  Co. 
LOUIS  A.  CO.OLIDGE,_  Treasurer, 

United  Shoe  Machinery  Co. 

E.  D.  COX, 

United  Shoe  Machinery  Co. 

F.  F.   CUTLER,  President, 

The  Cutler  Publications 
A.  L.  DAY, 

R.  H.  Fvfe  &  Co. 
A.  W.  DONOVAN,  President, 

E.  T.  Wright  &  Co. 
W.  F.  ENRIGHT, 

United  States  Rubber  Co. 
ARTHUR  LUCIUS  EVANS,  Treasurer, 

L.  B.  F.vans'  .Son  Co. 
MRS.  JENNIE  L.   EVANS,  Firm  Member, 

Lewis  &  Reilly. 
PERCIVAL  B.  EVANS,  Vice-President, 

L.  B.  Evans'  Son  Co. 
R.    H.    FYFE,  President, 

R.  H.  Fyfe  &  Co. 
A.   H.   GEUTING,  Dealer  and  Ex-President, 

National    Shoe   Retailers'  Association. 
W.  C.  GOODWIN, 

Dealer. 

JOHN    S.    GRIFFITHS,  President, 

L.    B.   Evans'   Son  Co. 
F.   A.  GUINIVAN, 

Orthoj.'edic  and  Merchandising  Specialist. 
A.  C.  HEALD,  Treasurer, 

.Stetson  Shoe  Co. 
A.    V.    HOLBROOK,  President, 

A.  V.  Holbrook  Bootery  Co. 
IRVING  R.  HOWE,  Partner, 

A.   H.   Howe  8i  .Sons. 
CHARLES  C.  HOYT,  President. 

Farnsworth,   Hoyt  Co. 
HERBERT  V.  HUNT,  President, 

ITunt-Rankin  Leather  Co. 
GEORGE  E.  KEITH,  President, 

George  E.    Keith  Co. 
HAROLD  C.   KEITH,  Treasurer, 

George   E.   Kiilli  Co. 
J.    F.    KNOWLKS,  Treasurer, 

W.  G.  Simmons  Corp. 


GEORGE    H.    LEACH,  Secretary, 

George   E.    Kcitli  Co. 
WILLIAM   R.    LEWIS,    Firm  Mcndicr, 

Lewis    S:  Reilly. 
W I  L  LI  AM    LI  V I NGSTON, 

R.    H.    Fyfe    &  Co, 
A.  II.   LOCKWOOD,  Editor, 

.Shoe  &  Leather  Reporter. 
FRANK   MAXWELL,  Vice-President, 

Thos.  G.  Plant  Co. 
GEO.    H.    M.\YO,   Manager   Footwear  l)ivisi(;n. 

United    States    Rubber  Co. 
H.   C.    McLaughlin,   Shoe  Buyer, 

Potter    Shoe  Co. 
ALLEN   H.   MEADORS,  Partner, 

Tohn   A.    Meadors   &   Sons  Co. 
J.  G.  MENIHAN,  President, 

Menihan  Co. 
T.    C.    MIRKIL,  .Sccretary-Connnissioner, 

National    .Shoe    Retailers'  .\ssociatiun 
RAYMOND  P.   MORSE,  Treasurer, 

Morse  &   Burt  Co. 
J,\MES  A.    MUNROE,  Vice-President. 

E.    T.    Wright   &  Co. 
GEORGE    .\.    NEWIIALL.  Vice-President. 

loncs,    Peterson    &    Newdiall  Co. 
J.\MES   P.   ORR,  President, 

Potter  Shoe  Co. 
GEORGE  E.   PEIRCE,   Firm  Member. 

Thomas  F.  Peirce  &  Son. 
P.\UL   A.    PETERS,  Vice-President, 

Peters   Mfg.  Co. 
WILLIAM   F.   PETERS,  President, 

Peters    Mfg.  Co. 
BURT   W.   RANKIN.  Treasurer, 

Hunt-Rankin   I^cather  Co. 
J.  B.  REINHART,  Vice-President. 

Wizard    Foot    .\ppliance  Co. 
CLIARLES  A.  REYNOLDS,  President, 

Keystone   I-eather  Co. 
FRED  H'  RtCK.  Vice-President, 

Rice   tV'   Hutchins,  Inc. 

G.  S.  ROTH.  Manager  Shoe  Department. 

L.   S.   Donaldson  Co. 
HOLLTS   B    SCATFS,   Shoe  Division  Manager. 

William  Filene's  Sovs  Co. 
T.   M.   SCOGGINS.  Vice-President. 

Krupp  &  Tufflv. 
JIARK  W.  SFLBY.  Vice-President  and  Secy. 

.Selby  -Shoe  Co. 
THOMAS  W.  SHERRON,  President, 

Sherron    Shoe  Co. 
MTLO  A,   SLADE.  Firm  Member, 

Slade   -Shoe  Sliops. 
F.  W.  SMALL.  Manager  Shoe  Dept.. 

Gilchrist  Co. 
S.    G.    SPITZER.    Manager    Shoe   Dept  . 

.S,    Kann    .Sons  Co. 
FRED  W._  STANTON,  Secretary, 

Natfon.il    .Shoe  Travelers'  Association. 
FRANK   H.  STEELING, 

Stellino'-Nickerson    Shoe  Co. 
E.    IT.    STETS'ON,  President, 

'-tetson   Shoe  Co. 
JAMES   H.    STONE,  Editor, 

The  Shoe  Retailer. 
E.    B,    TERLIITNE,    Treas.    and    General  Mgr., 

Boot         .Slioe  Recorder. 
L.   F.  TUFFL^'.  President, 

Krupp   &  Tuffly. 
VICTOR  F,    VAILE,  President, 

\'aile    Shoe  Co. 

H.  L    VAN  DEGRIFT,  General  Manager. 

\':'n   Deerift   Shoe  Co. 
GEORGE  A.  VOLK,  Firm  Member. 

Volk  Bros.  Co. 
L.   W.   VOLK,  Firm  Member, 

\''olk   Bros.  Co. 
J.    M.    WATSON.  President, 

Guarantee  Shoe  Co. 
K    R.  WILKINSON,  Shoe  Buyer, 

Cohen  Brothers. 
W.    W     W[LLSON,_  Store   Sales  Manager, 

Rice  X-  Hutchins,  Inc. 
K.    T.    WRIGHT.  Treasurer, 

E.    T.    Wright    &  Co. 


(Sec  preceding  3  pagesj 
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Has  no  Superior  for  its  Beautiful,  Smooth,  Soft  Grain,  It  is 
worn  by  the  Most  Fastidious  Leaders  of  Fashion.  Always  the 
same— P.  &  V.  Standard- 


Has  won  for  itself  a  Recognition  well  in  keeping  with  that 
Standard  of  Quality  and  Durability  to  which  Users  of  this 
Leather  will  Testify.  Always  made  true  to  P.  &  V.  STAN- 
DARD. 


3^, 


Horsehide  in  Buffed  Finish 
Cowhide  in  Full  Grain 


Samples  submitted  on  request. 


Pfister 


'  Milwaukee^ 

Canadian  Agents  ; 

Pfister  &  Vogel  Company,  87  South  St.  Boston,  Mass. 


i:i||||||||||Ea»t  Side  of  Menominee  Calf  and  Kid  Tapper: 
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awrence  Leathers 

Are  Known  and  Used  the  World  Over 

C.  LAWRENCE  LEATHER  CO. 


BOSTON,  MASS.,  U.S.A. 


April,  1920 
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A  C-LAWRENCE  LEATI-IER  C? 

BOSTON,  MASS.  U.S.Ao 

NEW   YORK         CHICAGO  ST  LOUIS  CINCINNATI 

ROCHESTER  GLOVERS  VI LLE 
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Every  Shoe  a  Business  Builder 

A  Winning  Combination 
of  Real  Shoemaking 
and  Smart  Styles 


The  up-to-the-minuteness  of  Hop- 
kins &  Ellis  styles  and  the  ])ains- 
taking  hand-turned  workmanship 
that  goes  into  the  making  of  these 
shoes  present  an  unusual  business- 
winning  combination. 

Retailers  who  have  built  up  repu- 
tations for  giving  real  values  find 
Hopkins  &  Ellis  shoes  a  short  cut 
to  bigger  business.  Their  smart 
styles  and  splendid  wearing  quali- 
ties not  only  attract  desirable  trade 
but  make  steady  customers. 

Real  honest,  painstaking  shoemak- 
ing,, combined  with  up-to-the-min- 
ute styles  and  leathers  of  proven 
quality,  have  made  Hopkins  & 
Ellis  shoes  a  line  of  splendid  busi- 
ness builders. 

Merchants  interested  in  obtaining 
additional  information  are  urgent- 
ly requested  to  write  us  today. 


HOPKINS  &  ELLIS 

Haverhill,  Massachusetts 
BOSTON  OFFICE  108  LINCOLN  ST. 


The  Most  Popular 
Style  of  the  Season 


PATENT  and  DULL 
LUNAR 
KID  THEO  TIES 


Prompt  Deliveries 


lliiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^^ 
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IF  YOU  INTEND  TO  BUY  A  LINE  OF  HIGH 
GRADE  FOOTWEAR,  WHY  NOT  ENJOY  THE 
SATISFACTION  OF  STOCKING  A  LINE  THAT 
FOR  NEARLY  SEVENTY  YEARS  HAS  BEEN 
DEVOTED  TO  THE  PRODUCTION  OF  NOTH- 
ING BUT  HIGH  GRADE  SHOES? 

EVERY  DESIRABLE  FEATURE  HAS  BEEN 
BROUGHT  TO  ITS  FULLEST  DEVELOPMENT 
IN  THE  EDWIN  CLAPP  SHOE. 


EAST  WEYMOUTH,  MASS.,  U.S.A. 


|iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

I  MADE   IN   CANADA  I 


I  Our  line  of  Channel  Cements,  Sole  Laying 

I  Cements,  Chrome  Cements,  and  Surefold 

I  is  a  quality  line. 

I  The  first  consideration  given  to  their  make-  I 

I  up  is  QUALITY.  | 

I  You  may  depend  on  them  being  as  good  a  | 

I  Cement  as  can  be  made.  | 

I  Boston  Blacking  Company  \ 

I  152  McGill  Street,  MONTREAL,  Canada  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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Lightning  Change 

Made  Possible  by 
THE 


Patented  Feb.  23,  1913. 

Firm  and  Rigid 
Correct  Angle 
No  metal  to  cause 

discomfort.  Any  Buckle  may  be  instantly  Attached  or  Detached. 

Pumps  easily  converted  into  Colonials. 
Once  the   "DALCO^"'  is  adopted— Always  in  use.     Order  a  Selection  of  Ornaments 

with  ''DALCO"  Attaching  Device. 

DALRYMPLE  -  PULSIFER  CO. 

Manufacturers  of  shoe  ornamenis  for  over  thirty  years. 

Manufacturers,         -         -         Haverhill,  Mass.,  U.S.A. 


We  have  a  little  circular  that  tells  the  whole  story  in  a  few  words.  It  will  take  you  a  minute  to  read 
it — but  you'll  be  cashing  in  on  a  big  idea  when  you  realize  what  a  story  it  tells.    Write  for  your  copy. 


WIIJJAM  REYNOLDS,  JR.,  Inc., 


Providence,  Rhode  Island,  U.S.A 


April,  1920 
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C.  K  ALDEN  COMPAMT 


 THE  ALDEN  PRODUCT  

rates  favorably  with  any  other  boots  or  shoes  manufac- 
tured for  men  in  America  or  any  other  country.  It  is 
not  a  spread  of  freaky  creations,  it  has  no  frills  and 
flounces,  but  every  representative  in  the  line  is  the  kind 
that  spells  satisfaction  to  the  consumer  who  can  appreci- 
ate real  gentility  and  worth  in  footwear. 

-AEINGTOM,  MASa,  ■V.S.A. 


F  O  O  T  W  E  A  1^    I  X    C  A  N  A  D  A 


A!)ril.  10r?0 


H.  O  MCDOWELL 


y^i^         IMPORTERS  h(RlG°HT)!l  JOBBERS  K^fJ 
MANUFACTURERS  V^^^^^^^iA I  FS  Af5FNT55  M 


H.  N.  LINCOLN 


SALES  AGENTS 


BRANCH 
401    CORISTINE  BUILDING 

MONTREAL 


Representing 

American   Lacing  Hook  Co. 

,       VValtliam,  Mass. 
Lacing  Hooks  and  Hook 
Selling  Macliines 

Armour    Sand    Paper  Works 
Cliicago,  111. 
Crystolon  Paper  and  Cloth 
for   Huffing  and  Scouiing 

Boston  Leather  Stain  Co. 

Itoston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Hleach 

The  Ceroxylon  Co., 

Itostuii,  jMass, 
Ceroxylon,   the  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

lioslon,  Mass. 
Shoe  Coeds,  Cotton 
Till  ead 

The  Louis  G.  Freeman  Co., 
Cincinnati,  U. 
Shoe  Machinery 

Hazen,   Brown  Co., 

Brockton,  Mass. 
Waterproof  Box  Toe 
Gum,  Kuhher  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass 
Marking  and  Emhossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  Staying,  etc. 

Puritan   Mfg.  Co., 

Boston,  Mass. 
Wax   Thread  Sewing 
Machines 

Poole  ]*i  ocess  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 
Pactory  Sujiplifs. 
Needles,  etc. 

I.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.ll 
Ciiaiantced    Pihre  Coiui 
ters,  Fihre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Out 

Shoe  Laces 

United  Stay  Co., 

Camhridge,  Mass 
Leather  and  Imitation 
Leather   Facing,  Welting. 


Safety  Utility  Economy  Co., 
Boston,  Mass. 
Klcctric    Hiating  K(|uip- 
mcnt 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


BRANCH 
566    ST     VALIER  STREET 
OU  EBEC 


THE  LARGEST  SHOE  FACTORY   SUPPLY  HOUSE  IN  CANADA 


MAIN   OFFICE  AND  FACTORY 
37    FOUNDRY   ST  S. 

KITCHENER.  ONT. 


New  Process 
King  Edge  Blacking 

{Two  Set) 

POSITIVELY 

WILL  NOT  CHIP 

WILL  NOT  PEEL 

WILL  NOT  FADE 

Makes  a  jet  black,  hard,  durable  edge.  These  qualities 
typify  KING  EDGE  BLACKING  (TWO  SET)  if  pro- 
perly used.  We  stand  back  of  this  with  all  earnestness. 

Ultra  Edge  Ink 

It  is  jet  black 

Will  not  chip 

Fills  coarse  leather 

Does  not  stick  to  the  uppers 

Takes  a  high  polish 

Do  You  Want  It? 

WRITE  FOR  SAMPLES 

Boston  Leather  Stain  Company 

109  Purchase  Street         -        -        Boston,  Mass.,  U,  S.  A. 
Sole  Canndian  Agents : 

INTERNATIONAL  SUPPLY  CO. 


Montreal 


Kitchener 


Quebec 


April.  \910 
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WORKERS  UNION/ 


UNIONAflSTAMP 


Factory 


^WORKERS  UNION^ 


Fictory 


THE  WISDOM 
OF  SOLOMON 


Is  not  necessary  to  see  the  advantage  of  selling  Union  Stamp 
shoes. 

We  have  thousands  of  members. 

They  are  affiliated  with  more  than  five  million  members  of  the 
American  Federation  of  Labor,  and  are  pledged  to  purchase 
wherever  possible,  only  goods  bearing  the  Union  Label. 

This  surely  emphasizes  the  far-reaching  selling  influence  of  the 
Union  Stamp. 

As  a  sagacious  retailer  send  today  for  a  list  of  manufacturers 
making  Union  Stamp  shoes — and  insist  on  seeing  the  stamp  on 
the  shoes  you  get. 


BOOT  AND  SHOE 
WORKERS'  UNION 

AfRliated  with  the  American  Federation  of  Labor 

246  Summer  Street,  Boston,  Mass. 


COLLIS  LOVELY 
CHARLES  L.  BAINE 


General  President 
General  Secretary-Treasurer 


.WORKERS  UNION/ 


UNION^lSTAMP 


Excelsior  Brand  Needles 

Are  the  Product  of  the  Biggest  Needle 
Factory  in  the  World 

The  manufacturers  of  this  needle 
could  not  stake  their  reputation  on 
anything  short  of  the  best.  With 
the  greatest  manufacturing  facilities 
and  most  expert  labor  they  have 
brought  the  Excelsior  Needle  to 
perfection.  It  is  specified  by  the 
largest  shoe  manufacturers  every- 
where. 

For  use  on  Singer  and  Wheeler  &  Wilson  Machines 

THE  S.  M.  SUPPLIES  CO. 

121  Beach  St.  BOSTON,  MASS.,  U.S.A. 


April,  1930 
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Aird  Shoes 


Embrace 

Style 

and 

Quality 

at 

Attractive 
Prices 


A  line  of  very  attractive  and 
honest  footwear  which  is 
bound  to  give  the  best  of 
satisfaction.  Aird  McKays 
and  Turns  for  Women, 
Misses  and  Girls  are  well 
worthy  of  the  highest  ap- 
proval. Made  on  stylish 
lines  with  nothing  lacking 
in  quality,  material  or  work- 
manship. They  are  sure  to 
bring  you  extra  trade. 
Canadian  made  for  Cana- 
dian trade.  Selling  to  job- 
bers only. 


Aird  &  Son 

REGISTERED 

MONTREAL 


7f. 


]^  O  O  T  W  E  A  ]<    1  N    C  A  N  A  I )  A 


A;)ril,  1fc?0 


Have  our  predictions  in  the  past 
proved  beneficial  to  you?  If  so, 
is  this  not  evidence  that  our  ad- 
vice was  based  on  sound  judgment 
and  reHable  information  ? 


CITADEL  LEATHER  COMPANY 

LIMITED 

MONTREAL   AND  QUEBEC 


ril.  1920 
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1 "  CITADEL'S  "  1 

■  10  Reasons  why  Glazed  Kid  will  M 

■  soar  upward  during  1920  M 

s          1.    The  extreme  high  cost  of  raw  skins.  H 
H          2.    The  inferior  quality  of  raw  skins  coming  into  H 

■  the  market.  ■ 
M          3.    The  scarcity  of  raw  skins  at  points  of  origin.  ■ 
B          4.    The  diminishing  export  of  raw  material  to  the  ■ 
H                    United  States,  estimated  50%  under  1919.  ■ 
M          5.    The  refusal  of  kid  manufacturers  to  purchase  ■ 
H                     raw  skins  at  prices  asked.  ■ 

■  6.    Reduced  output  from  tanneries,  estimated  30%  ■ 

■  under  1919.  B 
^          7.    Advanced  labor  costs  at  tanneries.  ■ 

8.    Advancing  rate  in  sterling,  resulting  in  foreign  ■ 
H                     buying  of  finished  article.  H 
H          9.    Extreme  scarcity  of  high  grades  in  finished  H 
H                    article.  B 
B        10.    The  growing  interest  in  medium  grades  on  ac-  ■ 
B                    count  of  public  demand  for  medium  grade  H 

■  shoes.  H 

1          Think  These  Over  | 

LIMITED 

MONTREAL   AND  QUEBEC 

V  ( )  O  'J^  W  E  y\  R    I  N    C  A  N  A  1 )  A  April,  i !»20 


Miner  Shoes  For  All  The  Family 


Your  Fall  Trade 


demands 

these 

Lines 


Tn  order  tliat  you  may  be 
fully  prepared  to  meet  your 
Fall  trade  successfully,  ^ 
generous  supply  of  Miner 
shoes  will  be  necessary. 

If  you  are  not  already  ac- 
quainted with  this  line  let 
us  know  and  we  will  have 
our  representative  call. 

We  are  at  present  showing 
a  complete  range  for  Fall. 
This  embodies  important 
features  as  to  style  and  sale- 
ability.    The  prices  are  right. 


The  Miner  Shoe  Company,  Ltd. 

Montreal  Ottawa  Quebec  Toronto 

Agents  for  the  Celebrated  Miner  Rubber  Footwear 


April,  1030 


F  O  O  T  W  E  A  R 


I  N    C  A  N  A  D  /\ 
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S^H  -  Siattd  ike  Kaclpi 

and  are  genuine  business  builders — the  kind 
that  increase  your  trade  and  maintain  the 
increase, 

SNUBBERC 
H  O  E  a 

present  thorough  outward  appearance,  real 
evidence  that  it  is  made  for  all  kinds  of  hard 
wear. 

Young  Men's  line,  Sizes  4  -  7,  is  one 
strong  selling  feature. 

''The  Shoes  you  order  are  the  Shoes 
you  geV\ 

Salesman  on  the  tvay, 

SNUBBERC 
H  O  E  a 

64  Wellington  St.  West,  Toronto. 
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CANADIAN  SHOES  LIMITED 


MANUFACTURERS 


Women's  High  Grade  Welt  Shoes 

TORONTO,  CANADA 


Standardized  Styles, 
Standardized  Leather, 
Standardized  Manufacture 
Gives 

Maximum  Factory  Production 
at  Minimum  Factory  Cost 
With 

Highest  Grade    Materials  and 
Workmanship 
Produces 
Shoes   of    Highest   Quality  at 
Lowest  Possible  Cost 


W.  B.  LEVACK  COMPANY 

LIMITED 

Hide  Brokers 


Toronto 


Chicago 


Boston 


Foreign  Department 
85  Bedford  Street,    -    Boston,  Mass. 


April,  1920 
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HYDRO  CITY  SHOES 

Past  years'  successes  in  the  sales  of 
Hydro  City  Shoes,  and  the  same  good 
quality  retained  in  this  )ear's  line  war- 
rant a  liberal  stock  of  them  for  3'our 
1 9 20  trade    They  are  all-the- 
year-round  sellers,  100  percent 
leather,  splendidly  made,  with 
wearing  qualities  such  as  only 
solid-all-leather  shoes  have — 
serviceable  in  every  particular  because  of  their  strength, 
appearance,  and  comfort. 

Our  Travellers  are  now  in  their  Territories 

HYDRO  CITY  SHOE  MFRS. 


KITCHENER 


LIMITED 


ONTARIO 


Gu^enheim  Buckles 

The  undisputed  beauty  and  originality 
in  design  of  Gugenheim  Buckles  gives 
added  sales  value  to  pumps  and  slippers. 

Not  only  are  they  original,  but  they 
carry  an  air  of  good  taste  and  refinement 
which  appeals  to  the  better  class  of  trade. 


M. 


Cut  Steel-Bronze-Jet-Rhinestone-Metal 

$6.00  the  doz.  to  $75.00  the  pair 

GUGENHEIM,  INC. 

PARIS— Faubourg  Possonniere  32 


NEW  YORK— 362  Fifth  Avenue 
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HYAWATHA 


SLIPPER  MOCCASINS 


The  How 

CI;  

olippers 

All  our  moccasin  slipper  vamps  are  sewed 
to  the  bottoms  with  Barber's  linen  35/5  waxed 

thvpaH   anH  tVip  ^pfltn  i<5  pnvPTpH  bv  fi  wplt 

Made 

of 

The  Why 

in 

Utility 

and 

Because  by  this  unique  method  of  stitching 
we  add  strength  to  the  point  of  greatest 
strain,  while  the  welt  adds  additional  protec- 
tion to  the  seam,  and  eliminates  the  visibility 
of  the  stitch. 

Suede 
Bucks 

Comfort 

The  Result 

A  moccasin  of  neat  finished  appearance,  with 
a  "something  different"  style  of  its  own — a 
distinct  improvement  in  form,  without  a  con- 
cession to  durability. 

Splits 

Manufactured  by 

The  Montreal  Moccasin  Co. 


Limited 


10  Shamrock  Ave. 


Montreal 


April,  1920 
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"Claim"  Beware  of  the  word. 

Its  definition  is  clear— nevertheless  it  is 
often  found  intentionally  applied  in  a  mis- 
leading way. 

There  can  always  be  a  "doubt"  about  a  claim,  but  a 
"GUARANTEE"  is  definite — it  cannot  be  used  ambiguous- 
ly.   Branded  products  of  guaranteed  merit  are  the  Retailers  surety  and  mainstay. 

Hawley's  Hygienic  British  Black  Dye  for  Cotton  or  Thread  Stockings  and  Socks  is 
guaranteed  by  Hawley's  of  Hinckley  to  be  permanent,  stainless  and  perspiration- 
proot 

Advertising    has    made    these    guaranteed  claims  known  to  the  general  public  vvlio 


have  been 
mark. 


made    to    appreciate  this 

WARRANTED 


distinguishing 


III  addition  to  the  ever-recognized  demand  for  a 
permanently  fast  black  Dye  on  Stockines,  Hawley 
publicity  has  created  new  business  which  can  be 
taken  advantage  of  by  placing  orders  now  for  Cot- 
ton or  Thread  Stockings  or  Socks  Hawley-dyed- 
niack— the  guaranteed  safe  Hygienic  Dye  your  cus- 
tomers want  and  need. 

Summer  Breeze  in  Kensington  Gardens,  London,  Eng 


Hawleys 

Hygienic 

Biacic 


British  r>ve 


Fop  Cotton  &  Thread  Ha  e  &  Socks. 

Sole  Dyers  to  the  principal  hosiery  manufacturers 

A.  E.  HAWLEY  &  CO.,  LTD. 

Sketchley  Dye  Works,  Hinckley,  England. 


"EUREKA" 


9693.  Women's  9  Black  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

9694.  Women's  9  Brown  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

WRITE  DIRECT  TO  US 
FOR  QUOTATIONS  AND  SAMPLES 

Our  salesmen  are  now  visiting  the  jobbing  trade  with  a 
complete  line  of  our  new  styles  for  Fall.  See  our  latest 
production  on  Last  65. 

JOBBING  TRADE  ONLY 


EUREKA  SHOE  CO.,  LIMITED 


THREE  RIVERS,  QUE. 
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RECOMMEND 


HYGIENIC,  $18.00  per  dozen 


E-Z  Walk  Arch  Supports 

To  Your  Customers  Seeking 
Relief  from  Foot  Ailments 


METATARSAL,  $18.00  per  dozen 


IT  IS  YOUR  DUTY 

As  a  shoe  merchant  to  give  your  customers  the  best. 

E-Z  WALK  ARCH  SUPPORTS  are  the  best.  They 
meet  all  requirements. 

E-Z  WALK  MFG.  CO.,  Inc. 

62-70  W.  14th  Street,  NEW  YORK  CITY 


Send  Trial  Order 


REINFORCED,  $9.50  per  dozen 


No  doubt  you  are 
aware  that  we  man- 
ufacture our  own 
line  of  Moccasins. 
Call  and  see  this 
splendid  line  for 
your  Fall  and  Xmas 
trade. 


Family  Trade 

Ain<jn<>-  mcrcliants  who  have  a  protital)le  family  trade 
the  Saba  shoe  is  known  as  one  that  has  "made  good." 

Our  sliowing  for  Fall  embraces  a  comprehensive  rangi^ 
of^the  most  desirable  lasts  and  leathers  in  Men's. 
Women's,  Misses',  Children's  and  Infants'. 

(  )ur  travellers  are  now  out.     Let  us  know  your  re- 
(juiremcnts. 

C.  N.  Saba  &  Company 

Manufacturer!  and  Importers 

84-86  Wellington  St.  West 
TORONTO,  Ont. 


wm 


April,  1920 
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Line  6663 — Black  Kid  Oxford,  Imita- 
tion Straight  Tip,  2  inch  Louis 
Heel,  Vanity  Heel  Plate.  Good- 
year Welt. 


In  Stock 


All  at 


se.eo 


NET  30  DAYS 


Line  6661— Patent  Oxford,  Imi- 
tation Straight  Stitched  Tip, 
Cuban  Heel.    Goodyear  Welt. 

Line  6660— Patent  Oxford,  Plain 
Toe,  3  inch  Louis  Heel,  Van- 
ity Heel  Plate.  Goodyear 
Welt. 


Line  6656— All  Velour  Calf  Ox- 
ford, Imitation  Straight  Tip,  Cu- 
ban Heel.     Goodyear  Welt. 


Line  6694— Brown  Calf  Oxford, 
Imitation  Straight  Tip,  Cuban 
Heel.    Goodyear  Welt. 


All  Packed  Ready  to  Ship  in  30  and 
15  pair  Containers 


30  prs.  ABC  D— 6  A's,  6 
B's,  10  C's,  8  D's. 

15  prs.  B  C— 6  B's,  9  C's. 

15  prs.  C. 


Line  6659 — Fine  Dull  Calf  Three  Eye- 
let Colonial  Tie,  2  inch  Louis  Heel, 
Vanity  Heel  Plate.  Goodyear 
Welt. 


15  prs.  D. 


Line  6664— Black  Kid  Oxford,  Imita- 
tion Straight  Tip,  Cuban  Heel. 
Goodyear  Welt. 


All  Regular  Run  of  Sizes 


The  Perth  Shoe  Company,  Ltd. 


PERTH 


ONTARIO 


Largest  Manufacturers  in  Canada  of  Women's  Fine  Welted  Shoes  Exclusively 
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PATENT 


IN  EVERY  GOOD 


The  1919  output  of 
Clarke's  Patent  Lea- 
ther exceeded  6  mil- 
lion square  feet.  The 
number  of  pairs  of 
shoes  manufactured 
from  this  immense 
output  reaches  4  mil- 
lion. 


CLARKE'S  PATENT  LEATHER 

is  used  all  over  the  World 


April,  1920 
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LEATHER 

PATENT  SHOE 


Satisfaction  to  both 
wearer  and  dealer  is 
assured  when  Clarke's 
Patent  Leather  goes 
into  the  shoe,  because 
we  see  that  there  is  no 
variation  from  the  one 
standard  of  quality — 
THE  BEST. 


A.  R.  Clarke  &  Co.  Limited 

MONTREAL  TORONTO  QUEBEC 
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Give  Greater  Value 

by  using  Surface  Kid 

Shoes  made  ot  surface  kid  (glazed  horse)  wear  better  and  are  just  as 
handsome  and  dressy  in  appearance  as  real  kid  —  yet  they  cost  less. 
You  can  thus  give  greater  value  by  using  surface  kid. 


Send  at  once  for  samples. 


LUCIEN  BORNE 

Quebec  Office:  491  ST.  VALIER  ST. 
Montreal  Office:  225  LEMOINE  ST. 


A  Staple  Line 
which  yields 
generous  profits 

Here  is  a  shoe  which  will  prove  a  valuable 
asset  to  the  business  of  any  Jobber.  Strongly 
built  and  of  neat  appearance  it  possesses  long 
wearing  qualities  which  makes  the  shoe  immense- 
ly popular  with  the  wearer.  For  these  reasons  a 
steadily  increasing  demand  has  been  reported  by 
all  who  handle  them. 

We  shall  be  pleased  to  send  you  prices  and 
samples. 

J.  E.  SAMSON  ENR. 

QUEBEC 


April,  1930 
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First 
For 

Endurance 

the  better  sole 
for  the 
better  shoe 


THE  soles  thatmake  those  bet- 
ter shoes  what  they  are,  do 
so  by  endurance  first. 

Star  Brand  sole  leathers  lend 
themselves  to  the  making  of 
shoes  which  create  sales  by  dis- 
tinctive design,  but  their  real 
value  is  realized  in  steady  busi- 
ness which  comes  through  wear- 
ing quality  alone. 


ACTON 


Beardmore 

&  Company 

%f  MUSKOKA 

|f  Use  them  once 

^mmf  and  you  will 

^  use  them  always 


TANNERS 

TORONTO  and  MONTREAL 
CANADA 
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Tan  Lotus  Oxford 

No.  1016  Sizes  1 1  to  2 

No.  2016  Sizes    8  to  lO'/j 

No.  3016  Sizes    4  to  "'A 

Made  in  Patent,  Mahogany  and 
Gun  Metal 


IN 
STOCK 


For 
Immediate 
Shipment 


Patent  Pump 

No.  UyZ]  With  heel.  Sizes  11  to  :> 
No.  2021  Spring  heel.  Sizes  8  to  10^ 
No.  3021  Spring  heel.  Sizes  3  to 
Made  in  Patent  and  Black  Kid 


YOU  realize  the  importance  (^f  your  juvenile  trade.  But  are 
you  getting  all  you  should  out  of  it?  Are  you  fitting  the 
little  customers  with  shoes  that  allow  the  feet  to  grow 
naturally ;  with  shoes  that  have  been  scientifically  designed ;  with 
shoes  that  satisfy  the  parents  as  well  as  the  child?  Above  all, 
are  you  building  up  a  friendship  with  your  little  customers  that 
will  make  them  life-long  patrons  of  your  store? 

If  not,  you  would  do  well  to  look  over  our  line.  Here  are  some 
of  their  "specifications" — Uppers  of  No.  I  grade  leather;  sole^ 
are  solid  oak  tanned;  the  shoes  are  stitched  down,  eliminating 
seams  and  stitches  inside  the  shoe  ;  they  can  be  returned  to  our 
factory  for  resoling. 

Are  \uu  interested? 


CHILDREN'S 
FOOTWEAR 
LIMITED 


3  Alexander  St. 

MONTREAL 


Youths'  Mahogany  Blucher 

No.  30::  Sizes   1  1   to  2 

No.  403   Sizes     8  to  iQ'A 

No.  503   Sizes    4  to  7lA 

Also  made  in  I'ox  Kip,  Urown  and 
P.lack  Klk 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^   iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiii 


Misses'  Gun  Metal 

No.  34(i  Sizes  1 1  to  2 

No.  446   Sizes    8  to  10^2 

No.  .546   Sizes    4  to  I'/j 

Also  made  in   Mahogany  and 
Box  Kip 
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Second  Annual 
Convention 

OF 
The 

National  Shoe  Retailers 
Association  of  Canada 

AND 

Shoe,   Leather  and  Allied 
Trades  Fair 

Montreal -  July  13,  14,  15, 

1920 


r  I  ^  HE  executive  are  particularly  anxious  to  keep  the 
I     shoe  trade  informed  regarding  any  definite  decisions 
— with  regard  to  the  Convention,  Fair  and  entertain- 
ments, and  would  suggest  that  for  information  enquiries  be 
addressed  to  the  following  departments: — 

General  Management  P.  A.  Doig 

Space  Allotment  Committee  .  .  .  Frank  Knowlton 

Billeting  Committee  H.  Gibbins 

Publicity  Committee  R.  W.  Ashcroft 

Entertainment  Committee  Geo.  P.  Gales 


Address  all  communications  to  any  of  the  above  at  Room  4 

Windsor  Hotel,  Montreal 
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Now  is  the  Time!  Griffin  Polishes 

To  Prepare  for  Summer  Business     (  leather  insurance  guaranteed  ) 


Mr.  Retailer!  Svjmetimec  we  believe  you  are  still  Dreaming.  Wake  up!  Look 
alive!  Do  not  ruin  your  trade  by  selling  old  style  polishes.  Griffin  Polishes  are 
scientifically  made  and  guaranteed  to  your  customer.  Just  as  much  profit  and  bet- 
ter goods. 

If  you  do  not  wish  the  other  fellow  to  get  the  cream — Order  Now! — Get  your  share. 


GLACE  CREAM       LOTION  CREAM 


KIDINE 


PEUERWHITE 


SNOWHITE 


GUCEKID 
CREAM 

CUAKS.SOntHUID  POUSHES 


SOFTENS  THE  LEATHER 
AFTER  THE  RAIN 

ORirriNKrOjCo. 

"EW  YORK,  U  S  A. 


0t 


In    all  colors 
Grey,  Black,  All  Shad?s, 
Etc. 


Dark     Brown    for  Kid, 
Calf,  etc. 
Black.  White 


cloves"  ^1^ 


Genuine   Small  &  Large 
Size— For    White  Kid 
and  Buckskin 


Cleans   Buck   or  Canvas 
A    Real  Cleaner 


For    Canvas    or  Reign- 
skin,  Etc. 


Shoes  average  $7  to  $25  per  Pair — Are  you  fair  with  your  Customers  when  you  sell 
them  a  preparation  containing  cheap,  poor  materials  that  harden  the  leather,  crack 
shoes,  etc.,  when  you  can  sell  them  a  beneficial  treatment? 

We  guarantee  every  preparation  as  scientifically  made  by  a  real  chemist — Protect 
your  customer's  return. 


REAL  SUEDE  CLEANER 


WHITE  CAKE— Quality 


Small    Size    Best    Grade.      Large  Size  in 
Larg2  Aluminum  Rust  Proof 
Metal  Container 


r  s  F  Co. 

Quality  Goods 
Right  Prices 

Prices  Gladly 
Supplied 
on  Request. 


With    Brush    &    Nap  Raiser- 
Will    not    Lay    the    Nap — 
Black  &  White 


Canadian  Shoes  -  Findings  -  Novelty  Co. 

2  Trinity  Square  (Adelaide  1731-4194)  TORONTO,  ONT. 
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Our 
Crystal 
Glass 
Fixtures 


are  the  only  absolutely  in- 
terchangeable, complete 
line  on  the  market.  They 
admit  of  a  constant 
changing  of  effect. 


They  are  neutral,  blending  perfectly  with  any  color  scheme  | 

1    Are  always  clean  and  fresh 

Any  merchandise  is  perfectly  displayed  | 

I    They  are  substantial  and  stand  securely 


They  are  the  best  and  most  largely  used  fixtures 


Above  we  show  the  Pedestals  (6,  9,  12  and  15  inches  high), 
some  of  the  plate  glasses,  also  two  sample  "Trims."  Our 
Catalogue  "G.F."  shows  the  complete  line.  WRITE 
FOR  IT.    Ask  for  colored  circular  of  Beautiful  WIN- 


DOW RUGS.  Send  for  samples  of  WINDOW  VAL- 
ANCE (carried  in  stock).  Ask  for  samples  of  WIN- 
DOW PLUSHES  and  VELOURS.  Catalog  "R"  shows 
WICKER  FIXTURES. 


New  York  Show  Room 

65-67  East  12th 
Bet.  Broadway  and  4th  Ave. 


THE  HECHT  FIXTURE  CO. 

Medinah  Bldg.,  Wells  St.  and  Jackson  Boul.  CHICAGO 
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Minister 


Admiration 
Is  the  Reward 
of  Individuality 

Vassar 

Fall  styles  for  Women 
are  the  last  word 
in  distinctive 
design 


Minister 
Myles 
Shoe  Co. 

LIMITED 

TORONTO 
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Shoes  with  Maple  Leaf  Brand 
Sole  Leather  are  giving  wearers 
biggest  value  and  best  satisfaction 


Anglo  Canadian  Leather  Co.,  Umited 


Anglo  Canadian  Leather  Co.  Limited 

Tanners  of 

MAPLE  LEAF  BRAND 
Oak*Union  and  Heirfcck  Sqjp 

Toronto  Montreal 
^^llj^^iuTlffsville  and  Braccbrid 


Sole  Leather  Tanners 

Montreal  Toronto  Quebec 
Huntsville     and  Bracebridge 

BIGGEST  and  BEST 
BIGGEST  TANNERS  and  BEST  LEATHER 

THE  LARGEST  SOLE  LEATHER  TANNERS  IN  THE  BRITISH  EMPIRE 


or, 


F  O  O  T  W  E  A  ]^    IN    C  A  N  /\  D  A 


Ai)ril,  liJliO 


RUBBERS 

r/ie  Exact  Style  to 

One  of  the  great  advantages  in  stocking 
Dominion  Rubber   System  Rubbers  is 
the  perfect  service  you  can   give  your 
'  customers. 

Our    facihties    for  buying  and  selHng, 

OUl    LllbLl  1  Uu  LlUll   111  CVCiy    Udl  L   Ul  V^dndUcl 

— enable   us  to   meet   every  need  and 
supply  Rubbers  to  ht  the  shoes  oi  every 
man,  woman  and  child. 

This  is  a  boon   to   every  dealer  who 
wants  to  sell  every  customer. 

Send  your  Rubber  orders  to  our  nearest  branch. 

Dominion  Rubber  System  Service  Branches 

are  located  at 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  London,  Kitchener, 
North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina,  Saskatoon,  Calgary, 
Edmonton,  Vancouver  and  Victoria. 

April,  1920 
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A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
quality  circulation — every  reader  a  possible  buyer. 
Published  Monthly. 

HUGH  G.  Maclean,  limited 

THOMAS  S.  YOUNG,  Managing  Director 


HEAD  OFFICE  -  347  Adelaide  Street  West,  TORONTO 
Telephone  A.  2700 


MONTREAL  -  -  119  Board  of  Trade  Bldg. 
WINNIPEG  -  -  -  Electric  Ry.  Chambers 
VANCOUVER  -  -  -  -  Winch  Building 
NEW  YORK  -----  309  Broadway 
CHICAGO  -  -  -  1413  Gt.  Northern  Bldg. 
LONDON,  ENG.     -     -    16  Regent  Street  S.W. 


Authorized  by  the  Postmaster  ucneral  for  Canada,  for  transmissioii 
as  second  class  matter. 

Entered  as  second  class  matter  July  18th,  1914,  at  the  Postoffice  ai 
Buflfalo,  N.  Y.,  under  the  Act  of  Congress  of  .Vlarch  3,  1879. 

SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1.50. 
Single  copies  15  cents 
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Merchandising        An    anxious    and    well  meaning- 
father  of  a  family  undertook,  a 
Democracy  ^^^^^  days  ago,  to  scoff  at  a  pair 

of  oxfords  that  had  been  piu'chased  by  the  mother  for 
a  schoolgirl  of  fifteen.  The  heels  were  high  and  the 
toes  were  elongated  and  father  said  he  would  have 
none  of  it  for  those  growing  feet.  So,  armed  with  the 
conscience  of  a  martyr  in  a  good  cause,  he  boldly  en- 
tered the  store  of  a  prominent  downtown  retailer, 
engaged  the  attention  of  the  proprietor  and  delivered 
himself  thus:  "I  have  a  daughter  fifteen  years  old  for 
whom  I  want  to  buy  a  pair  of  oxfords,  size  five.  The 
heels  must  be  low  enough  that  she  can  walk  with- 
out danger  of  her  ankles  wobbling  from  side  to  side 
and  the  toes  must  conform  approximately  to  the  sha])e 
of  her  foot,  which  is  somewhat  slender  and  does  not 
come  to  a  sharp  point  in  front.  Do  I  make  mvself 
clear?" 

"Yes,  perfectly  clear." 

"Please  show  me  a  pair  or  two." 

"I  am  sorry  to  say  I  haven't  them  in  stock." 

"Haven't  them  in  stock!?  Surely  the  shoe  I  wani 
is  the  suitable  type  for  growing  girls." 

"Yes,  I  cjuite  agree  with  you,  it  is." 

"And  you  don't  carry  them  ?" 

"No." 

"Why,  may  I  ask?" 

"For  two  reasons.  First,  there  is  so  little  demand 
for  them  that  it  would  not  pay  me,  and  second,  if  I 


tried  to  get  them,  I  could  not,  because  the  manufac- 
turer, probably  for  the  same  reason,  does  not  make 
them." 

"But,  you  agree  I  am  asking  for  a  shoe  that  would 
be  best  for  my  child?" 

"Absolutely,  but  the  average  15  year  old  girl 
do-esn't  want  it.  You  see  most  girls  of  15  Iniy  their 
own  shoes  or,  at  least,  make  the  choxe  as  to  what 
they  will  have  and  they  choose  the  high  heels  and 
narrow  toes." 

"But  what  do  you  sell  them?  Don't  you  try 
to  educate  them?  Don't  you  exijlain  to  them  that  they 
are  making  a  mistake?" 

"My  dear  sir,  I  am  a  shoe  retailer.  It  is  my  busi- 
ness to  sell  shoes  to  my  customers — not  to  educate 
them.  I  do  not  argue.  What  they  want,  they  get, 
so  far  as  in  me  lies.  Anyway,"  he  added,  with  a 
touch  of  conscience,  "it  would  be  no  use  whatever." 

And  there  you  have  the  whole  fabric  of  modern 
merchandising  methods,  expressed  "in  a  nutshei;." 
"Sell  the  people  what  they  want."  It  is  the  motto 
of  the  manufacturer  and  retailer  alike — in  every  line 
of  merchandising.  If  conditions  are  at  fault,  the  pub- 
lic has  only  itself  to  blame.  Who  shall  say  whether 
or  not  the  new  system  is  an  improvement  on  the 
old? 


A  Regiment 
in  a  Glass  Case 


A  military  parade  in  close  forma- 
tion may  be  an  impressive  spec- 
tacle to  one  who  has  a  bird's-eye 
view  of  it.  but  seen  from  the  sidewalk  it  is  monoton- 
ous. To  the  eye  of  the  observer  the  men  lose  their 
individuality  in  the  military  uniformity  and  precision 
of  the  ranks,  and  his  interest  will  not  be  sustained  un  - 
less it  be  actuated  by  some  personal  sentiment.  Attire 
Lloyd  George  in  a  khaki  uniform  and  place  him  in  the 
Bantam  Battalion.  Would  he  there  retain,  outwardly, 
his  individuality,  his  distinctiveness  of  appearance? 
Would  he  stand  out  easily  recognizable  as  a  great 
man?  He  would  not.  Uniformity  tends  to  kill  indi- 
viduality. Greatness,  or  beauty,  or  distinctiveness 
lose  themselves,  to  a  large  extent,  in  a  crowd. 

This  is  a  fact  which  many  window  dressers,  or 
would-be  window  dressers,  overlook.  They  marshall 
the  shoes  in  their  windows,  rank  upon  rank,  line  upon 
line— all  precise,  all  at  attention,  no  space  wasted— 
for  all  the  world  like  a  regiment  in  a  glass  case,  with 
one  or  two  pairs,  perhaps,  set  up  on  individual  fixtures, 
standing  apart  like  officers  commanding. 

The  passerby  sees  so  much  in  a  window  of  thi.. 
sort  that  he  will  i)robal)ly  perceive  nothing.  The 
display  may  strike  his  eye,  l)ut  there  is  nothing  there 
to  hold  it.  If  he  docs  happen  to  want  a  i)air  of  shoes 
and  sto])s  to  look  at  the  window,  what  does  he  see? 
Merely  a  mass  of  shoes.  He  can't  get  a  definite  idea 
of  the  ai)i)earance  of  any  particular  shoe,  because  it 
has  no  setting,  no  background.  It  is  merely  a  "man 
in  the  ranks."    If  he  wants  to  judge  the  comparative 
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merits  of  a  dozen  different  jiairs  of  shoes,  Axliat  does 
lie  do?  Set  them  all  down  side  1)_\'  side  and  then  stand 
back  and  look  at  them?  Ncj !  lie  takes  each  shoe 
individually,  examines  it  carefully,  holds  it  out  at  arm's 
lenti'th  or  sets  it  apart  so  that  he  can  _^et  a  clear  im- 
]M"ession  of  it.  just  in  the  same  way,  the  prospective 
purchaser  wants  to  ^et  a  clear  impression  of  the  shoes 
in  your  window,  lie  wants  to  know  just  what  they 
kK)k  like,  and  he  can't  do  it  if  they  are  all  set  to<^-ether 
in  a  uniform  mass.  Each  shoe  must  stand  apart  and 
speak  for  itself,  indi \idually. 


shoes  and  of  ^ettin;,;  them  re])aired.  Ili.i^h  j^radc  slioes 
will  stand  these  repairs,  whereas  chea])  L;oods  are  not 
worth  the  ro^l  of  the  work. 


What's  In 
a  Number? 


In  contractin<^'  for  tele]  hone  >er- 
\ice  the  shrewd  business  man 
strives  for  a  number  thfxt  is  easy 
to  remember  Jn  large  exchang-es  business  men  ask 
for  low  numbers,  or  if  there  are  no  vacancies  on  the 
board,  with  low  numbers,  they  select  numbers  end- 
ing in  ciphers,  like  "Main  3800."  Such  a  number  is 
easy  to  keep  in  mind,  and  does  not  recpiire  reference 
to  the  directory  wdien  a  customer  wants  to  reach  the 
business  by  telephone. 

A  retailer  we  heard  of  recently,  worked  the  num- 
ber projKJsition  systematically,  and  made  his  nund)er 
a  ])y-word  in  the  town.  He  was  located  at  27  Main 
street,  called  himself  "27  Warner,"  and  his  telephone 
number  was  Main  27.  Whenever  he  had  a  bargain 
sale,  he  made  the  cents  in  his- advertised  prices  "27.  ' 
Idiis  sometimes  involved  more  of  a  cut  in  jjrices  ihan 
would  be  done  ordinarily  under  similar  circumstances, 
but  he  figured  that  the  advertising  was  worth  the  .sac- 
rifice. "27's  27  Sale"  was  his  slogan,  and  as  he  gave 
good  values,  his  store  was  always  crowded  when  he 
advertised  such  merchandising  events. 


Cheap  Stock  Difficult  to  Move 

As  illustrating  the  tendency  of  the  public  to 
])urchase  higher  priced  goods,  a  Montreal  shoe 
retailer  tells  of  his  experience  during  the  win- 
ter sales.  Hitherto  the  chief  run  has  been  on 
l)argain  shoes  marked  l)el(jw  $.t.C()  ;  but  this  year  the 
cheajjer  lines  ])ro\  ed  \  cry  difficult  to  mo\  e,  e\  en  at 
the  reduced  ])rices.  The  best  sellers  were  goods  luark- 
ed  just  below  $12.  The  j)ul)lic  ha\e  evidently  come 
to  the  conclusion  that  satisfactory  sIkjcs  cannot  be 
obtained  at  low  i)rices,  hence  in  ])uying  the  l)etter 
grades,  customers  are  looking  for  the  better  cpialities 
of  shoes,  and  the  tendency  is  to  a  higher  level.  The 
ex')erience  of  this  retailer  was  that  jieople  are  much 
more  discriminating  and  careful  in  tlieir  purchases 
since  jjrices  have  so  strongl_\-  advanced.  Thev  do  ni/t 
buy  so  many  shoes  as  before  the  war,  but  they  exer- 
cise greater  care,  flue,  no  doubt,  to  the  fact  tliat  the 
amount  of  ni<jne_\  in\()l\ed  i--  larger.  This  has  also 
indiu'cd  ))eoirIe  to  gel  their  Hioes  repaired  to  a  far 
greater  extent  than  foi'merly.  When  a  shoe  cost  $6.00 
little  o)-  no  attention  was  paid  b\  many  to  repairinL;, 
Init  that  the  cost  has  dMublcd,  tliere  is  a  natur.al 

feeling  in  the  diicciion  of  taking  greater  care  of  the 


Keeping  A  Record  of  "Sale"  Ideas 

FIXl',1)  >ales,  which  are  repeated  \  ear  after  year, 
otier  an  o])portunitv  of  making  a  record  of  the 
plan,  the  \vind(Mv  displays,  the  sales,  etc.  Ail 
eastern  st(jre  makes  uj)  such  a  record,  which 
])roves  \aluable  when  the  same  sale  is  planned  for 
the  future.  It  also  affords  a  ])lace  to  file  suggestions 
and  ideas  to  use  the  next  time  that  sale  is  scheduled. 
A  letter  folder  gi\  es  space  for  ])roofs  of  advertisements, 
corres])ondence  with  manufacturers,  window  display 
layouts  and  photogra]dis,  and  miscellaneous  data 
w  hich  may  be  lost  if  not  pre:-er\  ed  in  some  recognized 
lile. 


A  Training  Course  for  Shoe  Salesmen 

THM  Retail  Shoe  Salesmen's  Jnstitute  has  just 
launched  its  Training  Course  for  Retail  Shoe 
Salesmen,  wdiich  has  long  been  in  preparation. 
This  announcement  is  of  great  interest  to  every 
retail  shoe  store  owner  and  department  manager 
in  the  country.  The  course  is  the  first  thing  of  its 
kind  ever  put  forth  in  the  shoe  trade.  It  is  the  first 
organized  effort  at  education  of  retail  .shoe  sales- 
people. 

The  beginning  of  operation  of  the  institute  marks 
the  culmination  of  three  years  of  sustained  work  and 
preparation.  The  course  is  complete,  thorough,  com- 
l)rehensive. 

Arthur  L.  Evans,  who  is  well  known  in  the  shoe 
trade  by  reason  of  sixteen  years'  connection  with 
trade  publications  and  who  for  three  years  was  secre- 
tary of  the  Boston  Shoe  Trades'  Club,  originated  the 
idea  of  the  institute  and  is  its  president  and  editor- 
in-chief. 

Altogether  nearly  a  thousand  shoe  trades  people 
have  contributed  in  one  way  or  another  in  the  compil- 
ation of  the  course.  In  the  list  of  founders  and  edi- 
tors are  included  all  branches  of  the  trade.  All  have 
participated  in  the  organization  of  the  institute  and 
in  the  preparation  of  the  material. 

The  National  Shoe  Retailers'  Association  has  for- 
mally and  officially  endorsed  the  Retail  Shoe  Sales- 
men's Institute.  Several  of  the  state  and  district  as- 
soc'ations  of  retail  shoe  dealers  have  also  officially  en- 
dorsed ihe  plan.  Included  in  the  course,  which  is  con- 
ducted by  mail,  are  treatises  on  Retail  Shoe  Salesniari- 
shij),  Correct  flitting.  Materials  in  Shoes,  Footwear 
Merchandising,  ."-hoemaking,  Stockkeeping,  Window 
and  Store  Displays,  Introduction  to  Shoe  Store  Man- 
agement. 

Stipplementing  the  cotu'se  itself  are  a  series  of 
guides,  ])roblems  and  bulletins  and  a  consulting  ser- 
\ice  is  included.  .Students  comjileting  the  course, 
which  recpiires  one  year,  will  be  awarded  diplomas. 
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Vigorous  Campaign  for  the  Second  Annual 
Fair — Everybody  Boosting 

To  be  Held  at  Montreal  in  Conjuction  with  Canadian  National  Shoe  Retailers  Associa- 
tion Convention — All  Branches  of  the  Industry  Co-operate  to  Make  it  the 
Greatest  Affair  of  Its  Kind  Ever  Undertaken  in  the  Dominion 


ALL  indications  point  to  the  marked  success  of 
the  Second  Annual  Shoe  &  Leather  Fair  and 
Convention  of  the  National  Shoe  Retailers' 
Association  of  Canada  to  be  held  in  Montreal 
in  July  next.  INIanufacturers  and  retailers  are  com- 
bining to  make  the  fair  and  the  convention  the  most 
outstanding-  affair  of  its  character,  and  with  the  early 
enthusiasm  thus  shown  there  is  every  reason  to  anti- 
cipate a  very  large  attendance  and  substantial  results 
for  all  branches  of  the  shoe  industry. 

Mr.  Peter  Doig,  the  sales  manager  of  the  Tetrault 
Shoe  Manufacturing  Company,  Limited,  Montreal,  has 
been  appointed  general  manager  of  the  show,  the  com- 
pany having  consented  to  his  release  for  part  of  the 
time  which  will  be  necessary  to  undertake  the  man- 
agement duties.  Mr.  H.  Frechette,  the  sales  man- 
ager of  the  Canadian  Footwear  Company,  Limited,  is 
the  assistant  manager — a  happy  combination  of  repre- 
sentatives of  the  English  and  French  which  will  go 
far  to  harmonize  the  races.  Mr.  Doig  is  well  known, 
speaks  French  and  English,  is  a  fluent  and  racy  talker, 
has  more  than  a  usual  amount  of  tact,  and  has  taken 
up  the  job  with  enthusiasm.  Mr.  Frechette's  appoint- 
ment is  pleasing  to  the  French  Canadian  manufactur- 
ers and  retailers. 

A  strong  executive  has  also  been  fonned,  wherever 
possible  joint  chairmen  of  each  committee  having  been 
appointed  to  represent  the  French  and  English  speak- 
ing element.    At  the  time  of  writing  the  list  of  chair- 


men of  committees  Ikis  not  been  completed.  The  fjl- 
lowing  is  the  list  to  date: 

Billeting — H.  Gibbins,  J.  A.  Brunet. 

Entertainment — Geo.  G.  Gales,  C.  R.  Lasalle. 

Press — j.  Beaudry  (chairman),  H.  Cavanagh,  F.  H. 
Devenish. 

House — W.  11.  Stewart. 

Field  Day — R.  L.  Savage. 

Finance — J.  Daoust,  T.  Rieder. 

Reception — Aime  Demontigny,  Louis  Adelstein. 

Publicity — R.  W.  Ashcroft. 

Stvmts — Chester  Craigie. 

Badges  &  Souvenirs — L.  T.  DesLongchamps. 

Space  Allotment  Committee — F.  Knowlton  (chair- 
man) ;  A.  Lambert  ('associate).  ■ 

It  will  be  seen  that  the  executive  is  composed  of 
representatives  of  the  Shoe  ^lanufacturers'  Associa- 
tion, the  Shoe  Retailers'  Association,  and  the  Montreal 
Shoe  section  of  the  Retajl  Merchants'  Association  of 
Canada.  Much  of  the  work  as  to  the  general  arrange- 
ments will  be  in  the  hands  of  Mr.  Doig  and  Mr.  Gales, 
who  will  have  the  assistance  of  a  paid  secretary. 

The  above  appointments  were  made  as  the  result 
of  a  meeting  held  at  the  Windsor  Hotel  on  March 
10th,  which  was  attended  by  representati\-es  of  the 
Shoe  Manufacturers'  Association  of  Canada  and  the 
National  Shoe  Retailers'  Association.  Those  present 
were  :  Messrs.  J.  Daoust,  Albert  Tetrault.  W.  F.  Mar- 
tin and  Peter  Doig,  as  representing  the  manufactur- 
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Mr.  P.  A.  Doig. 
General  Manager,  Shoe  and  Leather  Fair 


Mr.   H.  Frechette, 
Assistant  Manager,   Shoe  and  Leather  Fair 
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Floor  plan  of  Coliseum  on  Guy  Street,  Montreal,  where  show  will  be  held 


ers ;  Messrs.  G.  G.  Ciales,  C.  R.  LaSalle,  and  Loui.^ 
Adelstein,  as  representing-  the  Retailers'  Assuciation, 
together  with  Mr.  W.  T.  I^>oran,  president  of  the  Na- 
tional Shoe  Retailers'  Assoc  ation  and  Mr.  J.  Acton, 
of  Toronto.  The  meet-ng  showed  great  harmony,  and 
it  was  clear  that  if  enthusiasm,  hard  work,  and  a  de- 
sire to  serve  count  for  anything,  the  show  and  con- 
vention will  be  an  abundant  success. 

The  Coliseum  on  Guy  Street  has  been  secured  for 
the  convention  and  show,  and  in  view  of  the  dearth 
of  suitable  buildings  in  Montreal,  the  committees  are 
fortunate  in  obtahiing  the  hall.  It  is  well  located,  near 
the  principal  hotels,  and  contains  plenty  of  space  for 
the  show  and  the  various  meetings.  The  show  will 
be  held  on  the  ground  floor,  and  the  convention  in  the 
hall  above. 

Plans  of  the  booths  and  of  the  meeting  hall  have 
been  drawn  up  by  Mr.  Septimus  Warwick,  a  Montreal 
architect.  There  are  to  be  130  booths,  each  12  feet 
deep  by  10  feet  wide.  They  are  to  be  all  uniform  in 
character,  although  the  interior  decoration  will  be  a 
matter  of  individual  taste.  Our  illustration  shows  the 
general  nature  of  the  exterior  of  the  booth.  The  main 
aisle  will  be  known  as  Kitchener  and  the  two  side 
aisles  as  Ha'g  and  Foch.  There  will  be  a  palm  garden 
at  the  end  of  the  floor,  together  with  a  band  stand.  At 
the  entrance,  which  will  be  elaborately  decorated,  there 
will  be  a  few  booths  devoted  to  findings,  with  refresh- 
ment rooms,  reception  rooms,  and  a  smoking  room. 

A  feature  of  the  show  will  be  the  exhibition  of  the 
processes  of  manufacturing.  The  United  Shoe  Ma- 
chinery Company  of  Canada  have  taken  a  large  amount 
of  space,  and  will  let  visitors  into  the  secret  of  how 
shoes  are  made  by  machinery.  The  Canadian  Con- 
solidated Rubber  Company  will  also  rent  a  very  large 
space,  for  the  pur])Ose  of  showing  how  rubbers  are 
manufactured.  'Ilnere  no  doubt  will  be  seen  other  pro- 
cesses of  manufacture  -all  of  interest  to  retailers  and 
the  |)ublic. 

It  had  also  been   inteiuied  to  hold  a  style  show 


at  Kitchener  this  year,  as  in  1919,  but  Mr.  Doig  paid 
a  visit  to  the  Ontario  centre  and  persuaded  the  shoe' 
manufacturers  to  cancel  the  arrangements  and  to 
throw  in  their  lot  with  Montreal,  thus  joining  up 
forces  in  an  effort  to  make  the  show  really  represen- 
tative of  Canada.  At  a  meeting  on  March  19  presided 
over  by  Mr.  Charles  Ahrens,  the  following  resolution 
was  passed : 

"That  we  do  not  hold  a  Shoe  and  Leather  Exhibi- 
tion in  Kitchener  this  year,  but  co-operate  with  Mon- 
treal  and  have  the  exhibition  in  that  city  at  the  time 
the  Retail  Shoe  Dealers'  Convention  is  being  held ; 
that  we  give  our  hearty  support  in  every  way  to  make 
the  exhibition  a  success,  and,  that  we  notify  all  ap- 
plicants for  space,  who  signed  last  year  for  1920  exhi- 
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Typical  elevation  of  booth,  12  ft.  x  10  ft.    There  will  be  130  of  these 
booths,  all  uniform  in  character 

bition,  of  this  resolution,  and  ask  their  favorable  con- 
sideration and  support  of  the  Montreal  Shoe  Manu- 
facturers." 

Mr.  Alex.  Inrig  was  appointed  to  act  with  the  Mon- 
treal executive. 

Mr.  Harry  McKellar  has  been  appointed  assistant 
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Mr.   Louis  Adelstein, 
Joint  Chairman  Reception  Committee 


Mr.    A.  Demontigny, 
Joint   Ctiairman    Reception  Committee 


Mr.  J.  Beaudry, 
Chairman  of  Press  Committee 





numag-er  uf  the  show,  fur  Ontario.  He  will  visit  all 
the  shoe  manufacturers  in  the  province  and  look  after 
the  arrangements  generally  for  that  part  of  the  Do- 
minion. 

The  plans  thus  far  made  indicate  that  there  will 
be  an  abundance  of  entertainments.  Luncheons,  din- 
ners, banquets,  etc.,  will  be  the  order  of  the  day.  Of 
course  the  annual  banquet  of  the  Retailers'  .Associa- 
tion will  be  one  of  the  features,  and  a  great  time  is 
promised.  A  garden  party  on  the  summit  of  Mount 
Royal  will  be  on  the  programme  if  arrangements  can 
be  made  ;  then  there  will  be  auto  parties,  field  sports, 
trips  to  Quebec,  and  trips  around  the  city. 

But  it  will  not  be  all  feasting  and  talking.  I'he 
business  side  is  not  to  be  neglected,  and  thus  there 


will  be  visits  to  various  factories,  with  the  parties  m 
charge  of  ex])erienced  sh(jenien.  (ireat  stress  is  laid 
on  this  part  of  the  pr(jgramme,  as  affording  opportun- 
ities to  retailers  .to  pick  uj)  information  as  to  the  pro- 
cesses of  manufacture — information  of  great  value  to 
them  in  selling  goods. 

Although  the  show  will  be  strictly  Canadian,  it  is 
expected  that  large  numbers  of  shoemen  from  the 
States  will  visit  Montreal — in  fact  many  have  already 
expressed  their  intention  of  coming. 

Reservations  have  been  made  at  the  Windsor  Ho- 
tel for  500  guests,  and  arrangements  are  already  pro- 
ceeding with  other  hotels.  Other  visitors  may  desire 
to  stop  at  private  boarding  houses,  and  a  spec'al  com- 
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Mr.  T.  Rieder, 
:  Joint  Chairman  Finance  Committee 
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niittce  will  compile  a  list  of  the  best  acconiuiodation  of 
this  class  in  the  vicinity  of  the  show. 

,  A  very  large  contingent  from  Ouebec  and  the 
smaller  shoe  cities  and  towns  in  the  i)rovince  is  ex- 
j:)ected.  Naturally  the  other  i)rovinces  will  be  strongly 
represented  both  at  the  show  and  at  the  convention. 
The  Manufacturers'  Association  is  wholeheartedly  be- 


Mr.  J.  A.  Brunet, 
Joint  Chairman  Billetting  Committee 


hind  the  pro])osilion,  and  the  retailers  may  be  depended 
u])()n  U)  do  their  ])art.  In  fact,  at  a  recent  meeting 
the  latter  went  on  record  as  being  willing  to  c(j-oper- 
atc  in  every  way. 

One  advantage  to  be  looked  for  from  the  conven- 
ti(;n  is  the  stronger  organi/.ati<jn  of  the  local  retailers. 
I'ast  experience  has  shown  the  difficulty  of  obtaining 
a  live  Association  of  almost  any  class  of  retailers.  The 
tendency  is  t(j  place  the  burden  on  a  few  men — the  ma- 
jority are  too  hike  warm  to  make  an  association  really 
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effective.  .\  c(jn\ention  should  d(j  much  to  consoli- 
date the  ranks  of  the  shoe  men,  to  make  them  more 
alive  to  the  benefits  of  co-operative  effort. 

The  show  too  will  have  an  educative  interest. 
Manufacturers  and  retailers  will  have  the  opportunity 
of  being  able  to  inspect  the  very  latest  styles,  the  best 
in  the  way  of  leather  and  machinery  and  a  hundred 
and  one  accessories,  many  of  which  might  otherwise 
not  come  to  their  attention. 

The  show  will  not  lack  boosters  and  in  this  con- 
nection it  will  receive  valuable  aid  from  the  Ontario 
and  Quebec  Shoe  travellers,  who  have  organized  boost- 
ers' clubs  in  Toronto  and  IMontreal.  About  forty  trav- 
ellers were  present  at  a  dinner  in  the  Windsor  Hotel, 
^Montreal,  on  March  26th,  at  which  Mr.  Doig  was  the 
[jrincipal  speaker.  He  brought  home  the  need  of  co- 
operation among  all  branches  of  the  shoe  trade  in  or- 
der to  make  a  success  of  the  coming  show. 

The  following  travellers'  committee  was  formed : 
Messrs.  R.  I..  Savage  (chairman)  of  Clark  Brothers; 
H.  Dubois,  of  Ames  Holden  McCready  Company,  L-'m- 
ited ;  E.  Brosseau,  Daoust,  Lalonde  &  Company,  Lim- 
ited; H.  L.  Taylor,  International  Supply  Company, 
limited;  W.  A.  Lane,  Citadel  Leather  Company,  Lim- 
ited; J.  L.  Ouesnel,  Canadian  Consolidated  Rubber 
Company,  Limited,  and  L.  T.  DesLongchamps,  Slater 
Shoe  Company,  Limited. 

Mr.  J.  Hefifering,  of  the  Tetrault  Shoe  Mfg.  Co.,  is 
chairman  of  the  Ontario  Boosters'  Club,  Mr.  H.  Mc- 
Kean,  of  the  Blachford  Shoe  Mfg-.  Co.,  secretary,  and 
Mr.  D.  Hardy,  treasurer.  The  club  was  formed  at  a 
meeting  held  in  Toronto  of  about  50  commercial 
travellers.  While  the  main  idea  for  the  present  is  to 
boost  the  show,  the  ultimate  purpose  is  to  form  a 
commercial  shoe  travellers'  association  for  Ontario, 
and  to  link  u])  with  a  Dominion  Association,  which 
it  is  h()i)ed  to  form  during  the  show  and  convention. 
Another  meeting  is  to  be  called  shortly.  The  folloAV- 
ing  committee  was  formed  rejiresenting  the  various 
branches  of  the  shoe  and  allied  industries:  Messrs.  G. 
(irills,  jobbers;  H.  McCee,  leather;  G.  Scott,  findings; 
jlarrington,  trunk  and  bag  makers;  Martin,  rubbers.  ' 
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Kitchener   Plant  of   Breithaupt  Leather  Co. 
Located  on  the  site  of  the  original  Breithaupt  lanyard  established  in  1857. 


The  Breithaupt  Leather  Company  Limited 

A  Brief  Story  of  the  Development  of  Their  Organization,  Which  Now  Includes  Five 
Modern  Plants — And  a  Detailed  Description  of  the  Plant  at  Kitchener 


THINK  of  leather  and  you  think  of  "lireitli- 
aupt."  A  psychologist  would  explain  that  tlie 
mental  association  is  permanently  established 
through  the  laws  of  inherent  connection,  that 
is,  cause  and  effect,  source  and  supply.  For  "Breith- 
aupt" has  been  the  source  of  a  large  percentage  of 
Canada's  sole  leather  during  more  than  half  a  cei> 
tury,  and  their  output  is  rajjidly  increasing  with  the 
years.  The  Breithaupt  Le;ither  Company  was  found- 
ed O'.  enterprise  and  industry  and  the  superstruc- 
ture that  the  intervening  years  have  evolved  has  uti- 
lized only  materials  of  the  same  good  qualities. 

Great  undertakings  often  grow  from  small  begin- 
nings, and  here  this  was  the  case.  Mr.  Louis  Breith- 
aupt, the  founder,  who  passed  away  about  thirt>' 
years  ago  while  yet  in  the  prime  of  life,  came  across 
the  line  in  the  early  fifties  from  the  States  to  the  town 
of  Berlin,  as  it  was  then  known,  to  buy  hides.  He  was 
a  man  of  keen  business  instinct  and  vision,  and  h-.' 


immediately  realized  that  this  .-mall  l)ut  wide-awake 
( )ntario  town  was  a  strategetic  location  fur  a  tannery. 
Sentiment  played  its  part,  too,  in  influencing  his  de- 
cision to  settle  in  Kitchener,  for  he  met  there  the  girl 
whom  he  chose  for  his  life's  partner.  What  Mr. 
Breithaujjt  lacked  in  capital  was  more  than  counter- 
balanced by  what  he  possessed  in  energy  and  enter- 
prise, and  so  he  made  the  venture.  Picking  a  pleas- 
ant site,  just  outside  the  town,  he  built  his  home  and 
esta])lished  a  small  tanyard.  This  little  ])lant  is  now  re- 
])laced,  on  the  same  site,  by  a  large  and  ui)-to-the-min- 
ute  tannery,  but  the  old  home  still  stands  intact.  Here 
Mr.  Breithaupt  lived  liimself  and  boarded  his  em- 
ployees, and  his  sons  recall  how  the  master  stood  i)y 
and  saw  to  it  that  his  men  ate  to  their  satisfaction 
before  he  dined  himself.  La])or  troubles,  as  we  know- 
to-day,  did  not  ex'st  then — perhai)s  this  sort  of  treat- 
ment was  the  reason. 

.\t  his  death,  Mr.  I^.reithau  )t  ])C!|uratlie(l  lii-;  ])u<\- 
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The   Latest   Addition   to   the   Breithaupt  Leather 

ness  to  his  family,  and  a  still  more  ^•aluable  legacy  of 
enterprising  and  financial  ability.  The  financial 
maxim  to  which  he  himself  adhered  and  which  'le 
taught  his  sons  is,  "The  best  way  to  maintain  credits 
is  not  tcj  use  them  often."  That  this  is  a  sound  and 
practicable  policy  has  been  conclusively  proven  by 
the  development  of  the  business.  The  one  small  tan- 
nery has  been  replaced  by  five  large  modern  plants, 
and  the  capacity  of  fifty  hides  a  week  has  grown  to 
thousands  per  day. 

The  company's  four  tanneries  outside  of  Kitchen- 
er are  located  at  Penetang,  Woodstock,  Hastings  and 
Burks  Falls.  At  Penetang,  where  their  largest  plant 
is  situated,  Penetang  Hemlock,  or  "Tete  de  Boeuf," 
as  it  is  well  and  favorably  known  in  the  province  of 
Quebec,  is  produced  from  the  best  South  American 


Company's  Chain — their  plant  at  Burk's  Falls,  Ont. 

dry  hides,  the  capacity  being  well  nigh  a  quarter  of  a 
million  sides  a  year.  This  tannery  is  situated  on  the 
shores  of  the  Georgian  Bay  and  is  within  short  dis- 
tance of  the  great  hemlock  forests  of  Northern  On- 
tario. 

The  original  j^lant  at  Hastings,  which  was  taken 
over  from  the  Walsh  Tanning  Company  who  manu- 
factured upper  and  harness  leather,  was  destroyed  by 
fire  last  3'ear,  and  a  complete  new  plant  has  been 
built  on  the  same  site,  right  alongside  the  Trent  Val- 
ley Canal.  The  new  buildings  are  of  concrete  block 
construction,  and  the  capacity  has  been  doubled.  The 
leather  produced  at  this  tannery  is  well-known  to 
the  trade  as  Trent  Valley  Oak.  The  equality  of  this 
leather  is  claimed  to  be  unexcelled,  due  to  the  use  of 
the  waters  of  the  Trent  River  in  the  tannage.  This 


The  Breithaupt  Leather  Company's  well-known  "Tetc  cie  Boeuf"  Hemlock  is  tanned  at  their  Penetanguishenc  plant,  shown  above. 
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water  is  very  soft  and  specially  suitable  for  tanning 
purposes,  producing  the  smoothness  of  grain  and  the 
length  of  fibre  which  is  found  only  in  the  best  quality 
of  leather.  An  old  mill  on  the  river  adjacent  to  the 
site  of  the  tannery  has  been  acquired  and  generates 
the  power  used  in  the  plant.  The  shipping  facilities 
by  river  and  rail  from  Hastings  to  Montreal  are  par- 
ticularly good. 

The  Woodstock  plant  is  the  home  of  the  Royal 
Oak  brand  of  leather,  which  is  so  well  known  to  the 
trade.  This  tannery  is  a  comparati\-ely  recent  addi- 
tion to  the  Breithaupt  chain,  having  formerly  belong- 
ed to  the  Hamilton  Oak  Learther  Co.  and  the  Canadian 
Oak  Leather  Co.  The  city  of  Woodstock  be-'ng  on 
two  main  railroads  is  very  well   situated  from  the 

4, — .  ,  ,  „_,.„  
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standpoint  of  shipping  facilities,  and  it  is  thus  pos- 
sible for  the  company  to  give  their  customers  the  best 
of  service. 

The  newest  tannery  of  the  Breithaupt  Leather 
Company  is  that  at  Burk's  Falls.  It  formerly  belong- 
ed to  Marlatt  &  Armstrong  and  has  just  lately  been 
taken  over  by  the  company.  This  plant  is  complete  in 
every  respect,  and  a  hemlock  tannage  is  being  produc- 
ed, similar  to  the  famous  "Tete  de  Boeuf"  Penetang 
hemlock.  The  tannery  at  this  point  is  about  the  same 
size  as  the  Kitchener  plant,  of  which  a  more  com- 
plete description  is  given  in  the  following  paragraphs. 

It  is  at  the  several  tanyards  which  compose  the 
Kitchener  plant — the  oldest  of  the  family — that  tb.e 
Eagle  Hemlock,  Lion  Oak  and  Kitchener  Union  Oak 
brands  are  tanned.  Kitchener  is  also  the  liead(|uar- 
ters  of  the  company's  organization. 

In  their  five  plants  the  company  is  able  to  produce 


a  variety  of  sole  leathers  which  will  meet  any  require- 
ments a  shoe  manufacturer  may  desire.  If  he  wants  a 
soft  flexible  leather  for  the  finest  quality  of  shoes,  the 
Woodstock  Royal.  Oak  brand  will  fill  the  bill,  while 
if  he  wants  the  hardest  and  heaviest  tyi)e  of  leather, 
say  for  river  drivers'  boots,  Penetang  Hemlock  is  the 
right  article.  Again,  he  will  need  a  good  hard-wear- 
ing leather  for  walking  shoes;  Kitchener  Lion  Oak 
will  meet  this  re(|uirenient.  And  among  the  d'fiferent 
other  brands  of  Breithaupt  leathers,  the  cutter  or  shoe 
manufacturer  will  find  a  variety  that  will  be  suitable 
for  every  use. 

No  tannage  can  produce  good  leather  from  pocjr 
hides,  and  the  lireithaupt  Leather  ConDaiiy.  with 
their  buying  connections  in  all  parts  of  the  world,  are 

 .  .  
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able  to  secure  the  best  hides  for  each  particular  tan- 
nage. For  hemlock  they  use,  chiefly.  South  Amer- 
ican Cordovas  and  Buenos  Aires,  also  South  .\frican 
Cape  Colony  hides.  For  their  LTnion  Oak,  the  dry 
Cordovas  are  also  used.  Their  various  Oak  brands, 
tanned  at  Woodstock,  Hastings  and  Kitchener,  are 
produced  from  the  very  best  packer  hides,  as  well  as 
South  American  Frigerificos.  At  certain  seasons  of 
the  year  when  the  trade  calls  for  very  light  hemlock 
leathers,  the  company  utilizes  a  great  many  Ind'an 
Rangoon  and  Knrachi  hides,  also  Chinas. 

How  Hides  Are  Prepared 

To  follow  a  hide  from  its  tendcrest  days,  when  the 
sun  first  shone  upon  it  on  the  hills  of  South  .\merica. 
or  the  Canadian  Prairies,  or  amid  the  tropical  vege- 
tation of  the  East  Indies,  to  its  final  destination  on 
the  sole  of  a  pair  of  shoes — not  to  mention  its  subse- 
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The   Breithaupt   Tannery   at    Hastings,    Ont.,  where  "Trent  Valley"   Oak  is  produced. 


quent  adventures  as  the  boon  companion  of  a  silk 
stocking  or  a  woolen  sock — would  be  an  interesting 
journey,  but  a  long  one — too  long  to  take  in  one  ar- 
ticle. However,  we  will  follow  it  part  of  the  way, 
from  the  hide  warehouse  to  the  warehouse  from  which 
the  finished  sides  of  leather  are  shipped — by  no  means 
the  least  interesting  stage  of  the  journey,  and  certaiii- 
ly  not  the  least  fragrant.     The  reader  can  imagine 


himself  in  the  Kitchener  tannery  of  the  Breithau])t 
Leather  Company.  First  let  us  take  a  look  into  the 
pits  where  the  hides  are  temporarily  stored  after  they 
are  received  from  the  hide  storage  warehouse.  There 
are  green  ])acker  hides,  just  as  the}-  are  received 
from  the  abattoir,  moist  and  hairy,  and  there  are  the 
dry  hides  shipped  in  from  the  south.  The  latter  are 
;-tilTf  and  hard  and  have  to  be  put  through  the  hide 


The  Original  Home,  at 
Kitchener.  Ont.,  of  the  late 
Mr.  Louis  Breithaupt,  foun- 
der of  the  Breithaupt  Lea- 
ther Co.  In  the  background 
is  shown  a  corner  of  the  up- 
to-date  plant,  which  re- 
places the  first  small  tan- 
yard  established  by  Mr. 
Louis  Breithaupt. 
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Eagle  Tannery  at  Kitch- 
ener, Ont. — Unhairing  and 
Fleshing  Department.  In 
the  foreground  are  the  Lime 
Vats  in  which  the  Hides  are 
first  soaked.  In  the  centre, 
beside  the  wheelbarrow,  is 
seen  the  unhairing  machine. 


mills  or  kickers  in  order  to  lirin^-  them  hack  as 
nearly  as  possihle  to  their  original  condition  as  they 
left  the  animal's  back.  The  kickers  are  a  pair  ot 
wooden  legs  that  kick  the  hide  around  in  a  vat  of 
water  until  it  becomes  moist  and  flexible  again.  The 
drying,  to  which  the  southern  "dry"'  hides  have  been 
subjected,  cures  the  hide,  partially,  so  that  it  is  not 
liable  to  decomposition  on  a  long  journey,  and  also 
lightens  it  very  considerably  owing  to  the  absence  of 
moisture.  Thus  there  is  much  more  finished  leather 
from  a  dry  hide  than  from  a  green  one  of  the  same 
weight.  About  70  lbs.  of  leather  can  be  produced 
from  a  green  hide  weighing  100  lbs.,  while  a  dry  hide 
of  equal  weight  will  tan  Uj)  to  175  lbs.  Drv  hides  are 
used  almost  exclusively  for  hemlock  tannage. 

The  green  hides  do  not  pass  through  the  kickers, 
but  are  merely  placed,  first,  in  water  wheels,  large  re- 


\  tjlving  drums  where  they  are  washed  and  softened. 

We  are  now  in  the  beamhouse.  The  hide,  after 
softening,  is  placed  on  a  "sheer"  and  a  workman  deft- 
ly slits  it  down  the  back.  It  is  now  in  two  sides.  The 
next  process  is  to  remove  the  hair.  The  sides  are  put 
in  lime  vats  of  dififerent  strengths,  starting  with  a 
weak  solution  and  gradually  growing  stronger,  after 
which  they  are  washed  again  and  brought  to  the  un- 
hairing machine.  In  this  machine  the  hide  is  placed 
on  a  rubber  apron,  hair  side  up,  and  held  firmlv  in 
position  while  a  rapidly-revolving  swing  roller  rubs 
or  scrapes  all  the  hair  ofl;  from  the  top  to  bottom. 

We  will  leave  the  hide  a  moment  and  see  what  be- 
comes of  its  by-product,  the  hair.  The  wdiite  and  red 
hair  is  kept  separate,  as  the  white  is  worth  four  times 
as  much  per  pound  as  the  red.  All  the  hair  is  put 
through  a  washing  machine.    It  is  then  ])laced  on  a 


A  corner  of  the  Hemlock 
Yard  at  the  Eagle  Tannery, 
Kitchener.  The  tanning  vats 
are  beneath  the  floor.  Each 
side  has  to  pass  through  six 
different  strengths  of  liquor, 
and  the  entire  process  from 
beam  house  to  shipping 
warehouse  takes  six  months. 
There  75,000  or  more  sides 
in  process  at  Kitchener. 
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The  Power  Plant  at  the 
Kitchener  tannery,  which 
supplies  electrical  current  to 
individual  motors  in  the  var- 
ious departments.  The  en- 
gine is  of  the  Goldie-Corliss 
type,    125    kv.a.,  550-volt. 
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large  frame  with  a  wire-mesh  bottom,  under  wliich 
are  heated  coils  which  rapidly  dry  out  the  hair.  After 
it  is  dried,  the  hair  is  put  in  a  press  and  baled,  ready 
for  shipment.  It  is  used  in  the  manufacture  of  var- 
ious kinds  of  cloth  and  felt. 

Returning  again  to  the  hide.  From  the  unhairing 
machine  it  goes  to  the  fleshing  machine,  where  it  is 
passed  over  rollers  while  a  rapidly  revolving  knife  re- 
moves any  flesh  fhat  ma.y  lie  adhering  to  it.  It  is 
finally  gone  over  again  by  the  beam  hand,  who  re- 
moves any  remaining  flesh  that  the  machine  has  miss- 
ed and  leaves  the  hide  qui^^e  clean. 

The  First  Coloring  Process 

The  hide  is  now  ready  for  the  tanning  process.  It 
is  first  immersed  in  the  slush  wheels.    The  first  col- 


oring is  very  important  as  it  practically  fixes  the  final 
color  of  the  leather.  The  Breithaupt  Leather  Co.  have 
a  chemical  laboratory  which  insures  the  correct  pro- 
portioning of  all  liquors  for  tanning  and  coloring.  The 
liide  is  pissed  through  several  coloring  tanks,  con- 
taining various  weak  liquors,  before  reaching  the  tan- 
yard  proper. 

Production  of  the  Liquors 

Before  entering  the  tanyard,  let  us  find  out  where 
the  tanning  material  comes  from.  The  oak  tanning 
extracts  are  shipped  in  from  the  United  States  from 
factories  located  conveniently  to  the  large  oak  for- 
est? in  the  South,  "^he  hemlock  extracts,  how^ever, 
are  prepared  by  the  Breithaupt  Leather  Company 
right  at  their  tannery,  as  large  areas  of  hemlock  are 
comparatively  near  and  the  bark  can  be  readily  ob- 


A  section  of  the  rolling  and 
finishing  department  at  the 
Eagle  tannery.  The  rolling 
is  done  by  a  great  wooden 
rocker  arm,  with  a  smooth 
brass  wheel  attached. 


tainc-d.  This  l)ark,  as  it  comes  from  the  forests,  s 
stored  in  the  bark  sheds  and,  as  required,  is  put 
through  a  mill  which  grinds  it  down  into  a  fine,  rusty- 
colored  pulp.  This  pulp  is  carried  to  the  leech  house 
on  an  endless  chain  conveyor  and  is  there  placed  in 
large  tanks  where  it  is  steamed  until  the  tanning 
liquor  removed.  The  licjuor  is  cooled  and  stored  and 
the  spent  bark  carried  in  the  boilers  by  continuous 
conveyors  and  fed  to  ihem  as  t-iel  by  automatic 
stokers. 

The  company  have  their  own  power  plant,  con- 
sisting of  a  (ioldie-Corliss  engine,  connected  to  a  125 
kv.a.',  550-volt,  25-cycle  Westinghouse  generator.  The 
electrical  energy  is  distributed  to  individual  motors 
in  the  various  deparcments,  thus  permitting  the  great- 
est flexibilitv  of  control.    In  order  that  there  mav  be 


no  waste  of  energy,  a  vacuum  system  has  been  in-, 
stalled  which  draws  oft  the  exhatist  steam  and  dis- 
tributes it  to  radiators  through  the  plant  for  heating 
and  drying  purposes. 

It  is  also  interesting  to  note  that  the  company  have 
a  water  softening  plant  at  their  Kitchener  tannery, 
as  soft  water  is  essential  to  produce  the  deep  vel- 
vety grain  which  characterizes  all  their  tannages.  This 
is  one  of  the  many  indications  that  the  company  ha^  e 
omitted  no  process  or  device  which  makes  for  the 
excellence  of  their  product. 

The  Actual  Tanning  Process 

Coming  to  the  hemlock  tanyard  there  is  little  to 
be  seen,  but  there  is  much  important  chem'cal  activ- 
ity progressing  silently  but  surely  in  the  vats  under- 


Receiving  and  shipping  staffs 
of  Kitchener  warehouse.  The 
car  being  unloaded  contains 
a  shipment  from  the  Pene- 
tang  tannery. 
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Head  office  of  the   Breithaupt  Leather  Company  at  1 
Kitchener,  from  which  all  the  buying  and  selling  is  | 
transacted  1 

4.  „  4. 

iieath  the  floor.  It  takes  a  long  time;  from  the  beam- 
house  to  the  shipping-  warehouse  the  sides  are  six 
months  in  process.  Rach  vat  contains  a  given  number  of 
sides.  There  are  6  different  strengths  of  liquor  through 
which  the  sides  have  to  j)ass,  each  succeeding  one 
stronger  than  the  last.  I'he  hides  remain  al)oui  three 
weeks  in  each  licpior,  and  on  removal  are  allowed  to 
stand  in  piles  for  some  time  before  being"  placed  in 
the  next. 

There  are  75,000  or  more  sides  in  ]:irocess  of  tan- 
ning at  the  Kitchener    tannery    of    the  Breithaui)t 
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Leather  Coni]jany,  and  the  ])rocess  recpiires  si.x 
months.  At  $20  a  side  figure  out  the  amount  of  cap:- 
tal  tied  up  in  their  fi\'e  jtlanis. 

The  Oak  Tanyard 

In  the  (jak  tainard  the  process  is  somewhat  differ- 
er,t,  requiring  rather  less  than  half  the  time.  The 
sides  are  not  laid  flat  in  the  vats  as  in  the  hemlock 
}ard,  but  are  hung  on  stri])s  of  wood  and  su.spended 
in  the  licpior  in  the  \ats.  Instead  of  be'ng  moved 
from  vat  to  wit,  as  in  the  case  of  the  hemlock  tan- 
nage, ihe  sides  are  kept  in  one  vat  throughout  the 
process  and  the  liquors  are  changed  for  the  vari(ras 
^  treiigths. 

The  Drying  System 

The  dr_\ing  s}-stem  is  quite  ingenious.  It  con- 
sists of  a  series  of  tunnels.  At  one  end  of  each  tunnel 
heated  coils  are  located  and  at  the  other,  a  suction 
fan  wh'ch  draws  the  hot  air  through.  The  wet  sides 
enter  the  tunnel  at  the  cooler  end,  being  suspended 
from  steel  frames  which  move  along  on  endless  chains. 
As  each  batch  of  sides  reaches  the  end  of  the  tunnel 
close  to  the  heated  coils  and  becomes  thoroughly 
dried,  the  sides  are  removed  from  the  frame  and  the 
conveyor  is  moved  along,  bringing  all  the  sides  in  the 
tunnel  that  much  closer  to  the  warm  end,  while  an- 
other batch  of  wet  sides  enters  at  the  rear.  In  this 
way  a  side  goes  through  the  tunnel  and  is  thorougii- 
ly  dried  out  in  about  four  days.  Each  tunnel  is  about 
100  ft.  long  and  can  accommodate  500  or  600  sides  at 
(jnce.  The  old  system  of  drying  in  lofts  over  heated 
coils  took  about  three  weeks,  and  was  inefficient,  ow- 
ing to  the  fact  that  the  lower  jjortions  of  the  sides 
were  often  scorched. 

After  the  first  drying  the  leather  goes  to  the  finish- 
ing" department,  where  ic  is  sprinkled  and  left  over- 
night. It  then  gets  one  rolling  and  is  later  dried, 
ready  for  the  final  rolling.  The  rolling  machine  con- 
sists of  a  great  wooden  rocker  arm,  driven  back  and 
forth  by  a  crank  shaft.  To  this  rocker  arm  is  attach- 
ed a  smooth  brass  wheel,  and  on  the  rolling  table  is 
a  movable  board  to  which  is  clamped  a  concave  brass 
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Mr.  J.  E.  Breithaupt, 
Director  and   Production  Manager. 


Mr,   L.   O.  Breithaupt, 
Director  anil   Sales  Manager, 


Mr.   W,   W,    Breithaupt.   who  has  charge  of 
central   warehouse  at  Kitchener. 
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plate.  The  side  is  placed  between  the  plate  and  the 
wheel,  and  the  operator  raises  the  plate  by  stepping 
on  a  lever,  so  that  the  leather  is  tightly  pressed  and 
ironed  between  the  two.  The  operator's  life  is  a  busy 
one,  as  he  keeps  adjusting  his  lever  with  his  foot, 
while  he  smooths  out  all  the  wrinkles  of  his  side  of 
leather  underneath  the  roller. 

After  the  final  rolling  the  leather  is  ready  to  be 
checked  of¥  and  sent  to  the  warehouse.  The  Breith- 
aupt  Leather  Company  have  their  central  shipping 
warehouse  right  l)eside  the  railroad  tracks.  The 
warehouse  receives  not  only  the  output  of  the  Kitch- 
ener tannery,  but  also  of  the  Penetang  tannery.  The 
othei'  tanneries  ship  their  leather  direct  to  the  com- 
pany's receiving  warehouses  at  various  points  through- 
out the  Dominion.  The  Penetang  product  is  receiv- 
ed in  Kitchener  at  the  rate  of  a  car  every  two  days.  As 
the  leather  conies  in,  it  is  passed  by  the  checker  and 
then  the  sorter  grades  it  as  No.  1,  No.  2,  or  No.  3, 
after  which  it  is  ready  for  shipment  to  the  shoe  manu- 
facturer or  leather  jobber.  Every  batch  of  hides  that 
enters  the  tannery  has  a  number  stamped  on  it,  so  that 
the  various  lots  can  thus  be  traced  and  inspected  in 
process  and  at  the  receiving  warehouses.  The  leather 
is  shipped  out  in  neat  bales  or  rolls. 

The  head  office  of  the  Breithaujjt  Leather  Co.,  Ltd., 
is  located  at  Kitchener  where  their  first  tannery  was 
established,  and  through  this  office  all  the  buying  and 
selling  is  done.  The  fact  that  the  company  has  tan- 
neries located  at  various  strategic  points  is  due  to 
their  taking  over  plants  that  were  lying  idle  and  by 
their  efficient  organization  putting  them  on  a  paying 
basis  of  operation.  All  their  tanneries  are  running  to 
capacity.  It  was  on  account  of  the  fact  that  they  were 
unable  to  supply  the  demand  for  their  hemlock  tanned 
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WHEN  are  prices  coming  down?    The  retailer 
is  constantly  being  asked  this  cjuestion.  Not 
only  is  it  on  the  lips  of  the  anxious  mother 
who  must  make  her  dollar  stretch  as  far  as 
possible,  but  the  most  free-and-easy  customer  includes 
it  as  a  matter  of  course  in  the  shoe  fitting  conversation. 

It  was  a  simple  matter  to  blame  the  price  of  shoes 
on  the  war,  and  it  was  generally  expected  that  the 
end  of  the  conflict  would  mean  a  substantial  reduc- 
tion in  the  price  of  leather.  The  explanation  that  the 
war  demands  on  the  world's  supply  made  leather 
scarce  and  expensive,  satisfied  our  customers.  Now 
the  war  is  over,  and  prices  are  still  on  the  rise.  How 
much  higher  will  they  go? 

The  last  few  years  have  been  strenuous  ones  for 
the  retailer.  Some  merchants  have  had  to  close  their 
shops.  On  the  other  hand  many  small  stores  have  had 
their  opportunity  and  are  now  flourishing  establish- 
ments. The  advancing  prices  have  given  them  a 
chance  to  make  good. 

New  Conditions  Baffle  Experience 

higurati vely  speaking,  retailers  have  reached  the 
summit  of  a  steep  incline.  The  paths  of  experience  of 
the  last  few  years  have  been  crooked  but  more  or  less 


leather  that  the  Ikirk's  Falls  plant  of  Marlatt  and 
Armstrong  was  recently  acquired.  In  order  to  in- 
crease their  warehouse  facilities  and  give  the  best 
possible  service  to  their  customers,  the  company  has, 
also,  recently  taken  over  a  large  and  modern  ware- 
house in  Montreal  which  is  to  be  run  under  the  cap- 
able management  of  Messrs.  John  McEntyre  and  R. 
M.  Eraser,  and  which  will  be  used  as  a  central  shipping 
and  sorting  point  for  the  output  of  the  Burk's  Falls, 
Woodstock  and  Hastings  plants  for  home  and  export 
trade. 

Personnel 

Messrs.  L.  J.  Breithaupt  and  J.  C.  Breithaupt,  the 
sons  of  the  founder,  are,  respectively,  president  and 
secretary  of  the  company.  Of  the  second  generation 
connected  with  the  company,  there  are  Mr.  L.  O. 
Breithaupt,  director  and  sales  manager,  Mr.  J.  E. 
Breithaupt,  director  and  production  manager,  and 
Mr.  W.  W.  Breithaupt,  in  charge  of  the  central  ware- 
house at  Kitchener.  The  latter  was  overseas  on  mili- 
tary service  for  some  years  and  has  just  recently  re- 
turned. 

The  company's  relations  with  its  employees  are 
most  cordial,  one  reason  for  which  is  undoubtedly  the 
fact  that  every  Breithaupt  in  the  business  is  a  practi- 
cal tanner,  having  learned  the  business  right  in  the 
tanyard,  from  the  bottom  up,  and  knows  from  per- 
sonal experience  just  the  conditions  under  which  the 
men  have  to  work.  The  Breithaupts,  like  their  father 
and  grandfather,  have  their  employees  feel  as  if  all 
were  members  of  the  one  large  family,  and  it  is  this 
feeling  which  makes  for  the  best  possible  business  re- 
lationship and  enables  the  men  to  co-operate  in  every 
possible  way  to  build  up  the  business  to  the  mutual 
advantage  of  employer  and  employed. 


distinct.  Now  we  find  ourselves  at  the  end  of  the 
path,  looking  ahead  with  perplexity  into  an  uncertain 
future. 

Up  to  the  present  the  retailer  who  has  been  giv- 
ing close  attention  to  business,  and  who  has  been 
taking  advantage  of  legitimate  opportunities  has  been 
able  to  make  money.  They  have  had  their  harvest.  No 
one  will  cjuestion  the  fact  that  as  far  as  profits  were 
concerned  high  prices  have  been  a  good  thing  for  the 
ietailer.  As  prices  advanced,  the  value  of  stocks  in- 
creased, and  often  that  increase  was  realized  in  extra 
profits. 

Conditions  of  the  last  two  years  have  had  a  "tight- 
ening up"  effect.  The  retailer  has  become  more  caut- 
ious. Stocks  had  to  be  carefully  averaged  to  get  at  a 
fair  selling  price  on  the  rising  market.  But  now  the 
retailer  comes  to  a  place  where  past  experience  oIYers 
small  help.    Will  he  keep  on  buying,  or  will  he  wait? 

How  High  Will  the  Public  Go? 

For  instance,  a  merchant  bought  sixty  pairs  of 
women's  welt  boots  at  $7.00  a  pair  twelve  months 
ago.  These  he  retailed  at  $10.00.  Six  months  later  he 
])aid  $9.00  for  a  shipment  of  the  same  shoe,  and  found 
he  had  about  half  of  the  original  $7.00  purchase  on 


Survey  of  The  Shoe  Retail  Field 

The  Present  Problems  of  The  Buyer  and  The  Salesman — Adjustment 

to  Suit  Changed  Conditions 

  By  Rowland  Hill,  Jr.   
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his  shelves.  Consequcrtly  tlie  two  shipments  arc 
combined  and  placed  in  stock,  valued  at  $(S.OO,  and  the 
selling-  price  raised  to  $12.00  instead  of  $13.00,  which. 
\"^OM!d  have  been  necessary  had  the  shoes  been  all 
valr:ed  at  $9.00.  To-day  he  finds  these  boots  are  cost- 
ing him  $10.50  and  his  stock  is  very  low.  Now  what 
is  to  be  done?  Is  the  public  prepared  to  pay  him  $15.00 
for  these  shoes?  He  has  reached  a  point  in  the  re- 
tailing of  footwear  unique  in  the  history  of  shoe  sell- 
ing, and  from  now  on  the  experience  of,  say,  twenty 
years  in  the  shoe  business  does  not  count  for  very 
much.  The  problems  of  to-day  are  vastly  different  to 
those  he  had  been  called  upon  to  solve  in  the  past. 

Retailers,  when  they  bought  their  present  spring 
stocks,  thought  that  the  peak  had  been  reached  m 
prices,  but  to-day  they  are  looking  at  samples  for  next 
fall  and  are  asked  an  advance  of  at  least  $1.00  ])er  i)air. 
A  Definite  Merchandising  Policy  Needed 

The  time  has  come  fur  each  retailer  to  adopt  a  def- 
inite policy  for  his  own  future  business.  The  wise 
merchant  is  one  who  adopts  a  line  of  action  and  yet 
is  far  sighted  enough  to  adapt  iiimself  to  present  con- 
ditions. 

The  general  opinion  is  that  retailers  will  l)e  much 
more  cautious  in  their  buying  than  in  the  past.  At 
the  higher  prices  fewer  pairs  of  shoes  will  be  sold, 
more  wear  will  be  expected  and  the  customer  will  be 
more  particular  about  details.  The  result  expected  is 
that  placing  orders  will  be  much  smaller  than  usual 
for  next  season. 

In  regard  to  styles  the  general  feeling  is  stronglv 
in  favor  of  low  cut  shoes  for  the  women's  trade.  The 
big  early  demand  for  low  cuts  at  present  is  such  as 
to  leave  heavy  stocks  of  boots  on  hand.  In  fact  many 
merchants  catering  to  the  city  trade  are  ordering  low 
.shoes  almost  entirely.  The  best  styles  are  walking- 
oxfords  with  military  heels,  with  new  strap  slipi)e'-s 
following  in  the  novelties. 

Oxfords  Look  Likely  to  Stay 

Some  authorities  claim  it  is  good  buying  for  plac- 
'ng  orders  to  go  strong  on  the  styles  which  are  the 
Ijest  sellers  at  the  end  of  the  i)a,st  season.  Oxfords 
have  been  good  all  winter,  and  especially  so  this  past 
March.  Out  of  the  total  number  of  pairs  of  women's 
shoes  sold  on  a  Saturday  recently,  75%  were  found  to 


be  low  cuts,  and  most  of  these  carried  military  heels. 
These  were  bought  on  this  day  largely  by  two  clas.ses 
of  buyers,  the  one  class  that  was  willing  to  pay  any 
price  and  demanded  the  very  newest  style,  and  the 
second  class  that  needed  footwear  badly  and  was 
thankful  that  oxfords  "were  in"  on  account  of  the  sav- 
ing of  the  couple  of  dollars  difference  between  the 
l)rices  of  the  high  and  low  shoes. 

The  Problem  of  Buying 

Generally  si)eaking  retailers  believe  it  is  a  good 
tinie  to  buy  carefully,  and  to  confine  buying  to  as  few- 
houses  as  possible  ;  also  to  rejieat  where  possible  on 
good  lines  already  in  stock,  in  this  way  reducing  the 
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Havana  Brown 
Kid,  one  eyelet 
tie.    Colonial  ef- 
fect with  recede 
toe,  leather  Cuban 
heel   and  plate. 

Shown  by 
Regina   Shoe  Co. 


accumulation  of  odd  broken  lines.  Cover  as  usual  on 
staples,  but  leave  the  novelties  for  future  buying.  This 
season  more  than  ever  past  season  styles  will  likely 
be  introduced,  and  as  a  certain  class  of  buyers  is  ever 
willing  to  pay  the  highest  price  for  stylish  footwear, 
the  merchant  who  has  his  stock  well  enough  in  hand  to 
be  able  to  pick  up  the  new  ones  as  they  appear  will  be 
the  gainer. 

The  retailer  of  to-day  cannot  successfully  conduct 
his  business  on  the  old  jog-trot  system.  He  rnust  be 
a  wide-awake  buyer  as  well  as  seller.  Now  is  the  time 
to  do  his  best  for  his  customer,  to  win  and  hold  their 
confidence.  If  he  is  perplexed,  and  discouraged  at 
times,  he  has  still  the  satisfaction  of  knowing  that  it 
takes  a  "real  man"  to  succeed  under  present  condi- 
tions. ■ 


Retail  Opinion  on  Styles  for  Fall 


A  Concensus  of  Montreal  Shoe  Retailers  Views  from 
Our  Montreal  Correspondent 

The  results  of  in(|uiries  among  the  Montreal  re- 
tailers indicate  that  brogues  and  oxfords  are  the  pre- 
dominating features  in  the  fall  styles  for  1920.  There 
is  no  doubt  as  to  their  popularity  this  coming  season, 
judging  from  what  the  retailers  say  ,  regarding  the 
sales  of  last  year,  when  about  35  per  cent,  of  all  boots 
<()]({  were  brogues.  Low  heeled  oxfords  will  be  speci- 
ally str(;ng  this  year. 

|-!iiltoned  boots  with  cloth  tops  for  women  will  also 
Ik-  ])()  Hilar  in  certain  districts  of  Montreal,  and  in  con- 
nection with  this  it  is  interesting  to  note  that  one- 
third  of  the  sales  of  a  certain  retailer  during  the  last 
twelve  months  was  in  button  footwear. 

'i  hc  i-'rench  sh(M-t  vam])  is  a  "washout"  as  far  as 
.Monircal  is  concerned.   There  is  only  one  retailer  here 


who  is  stocking  it,  and  he  states  that  it  is  merely  as 
an  experiment. 

Fancy  buckles  are  popular  and  will  be  poi)ular  for 
some  time  to  come. 

Toronto  Retail  Opinion 

Toronto  retail  opinion  appears  to  be  quite  defin- 
itely set  against  the  French  last,  and  it  is  felt  that 
it  will  not  "take"  on  this  side  of  the  water  at  all, 
unless  with  a  very  limited  class  of  ultra-fashionable 
trade.  ()ne  reason  for  this  is  that  the  last  is  not 
art'stic  in  a])])earance,  and  the  second  and  main  rea- 
son is  that  it  does  not  suit  the  shape  of  the  Canadian 
woman's  foot  in  any  ])articular.  Two  of  the  retailers 
who  were  approached  pointed  out  that  the  French- 
woman's foot  was  of  a  different  shaj)e  from  a  Cana- 
dian's and  also  that  she  walks  differently.  It  is  be- 
lieved that  the  brogue  will  continue  po])ular  and  that 
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low-cuts  with  spats  will  predominate.  Extremes  in 
styles  are  not  generally  looked  for. 

A  Prominent  Vancouver  Shoe  Merchants  Ideas 

Asked  as  to  his  opinion  regarding  the  styles  for 
the  fall  season  of  1920,  Mr.  Stanford  of  the  Stark 
Shoe  Co.,  Vancouver,  stated  that  the  styles  for  wo- 
men were  brown  kid  which  was  in  popular  favor,  in 
one  and  two  eyelet  ties.  Pumps  would  be  in  the 
tongue  etfect.  Suedes  were  again  coming  into  vogue 
more  then  ever  in  brown,  grey  and  black  and  a  big 
white  season  was  being  looked  for,  he  added.  Hosiery 
would  play  a  prominent  part  in  the  fall  season's  styles. 

In  the  men's  department,  brown,  of  course,  was 


the  leading  color.  Oxfords  would  be  in  strong  de- 
mand all  through  the  season,  said  Mr.  Stanford  and 
spats  would  be  more  frequently  seen  than  they  had 
been  in  the  past.  The  brogue  oxfords  would  also  hav'_' 
a  high  standing  but  tlie  fact  must  not  be  lost  sight 
of,  so  far  as  the  women's  department  was  concerned, 
that  there  would  always  be  a  large  number  who  would 
still  prefer  the  high  brown  boot  and  the  black  boot 
as  well. 

"I  do  not  think  novelty  boots  will  find  much  favor," 
he  remarked.  "The  high  black  and  brown  boots  will 
still  be  favorites  but  the  oxfords  will  predominate. 
Styles  will  be  a  little  plainer  and  fads  and  novelties 
will  not  be  considered  the  correct  thing." 


The  Style  Situation  in  the  Eastern  Cities 

Another  Low  Shoe  Season  Looked  For,  With  Brogues  Much  in  Evidence — 
French  Last  Shows  Influence— Variations  in  Dark  Tans  Likely 
to  Continue  Popular  For  Street  Wear 


From  Our  Boston  Correspondenf 


THE  Theo  tie  is  the  feature  of  the  present  seas- 
on. Whether  the  end  of  the  run  will  be  m 
sight  by  Fall  is  a  point  on  which  more  than  one 
distributor  would  be  glad  to  be  informed.  But 
at  all  events  the  French  models  have  left  the'r  mark 
and  the  extended  toes  of  the  last  season  have  passed 
into  history  as  far  as  up  to  date  localities  are  con- 
cerned. It  is  true  that  at  the  present  time  some  of 
the  retailers,  even  in  the  cities,  are  still  keeping  up 
the  fight  for  the  perpetuation  of  the  old  toes.  Neither 


llllllll 


Woman's  Tan 
Calf  Brogue. 
Shown  by 
Minister  Myles 
Shoe  Co. 


their  advertising  or  their  window  displays  give  any 
hint  of  a  change  of  importance.  But  every  day  the 
French  models  are  more  in  evidence. 

Influence  of  French  Last  Is  Noticeable 

It  is  not  to  be  concluded  that  the  widest  and  the 
shortest  of  the  French  foreparts  will  ever  be  in  vogue. 
Even  in  France  there  is  already  a  movement  toward 
a  much  narrower  toe  than  that  of  extreme  width,  and 
few  of  the  new  moleds  are  as  wide  as  formerly.  Not 
much  lengthening,  however,  is  evident  in  the  Paris- 
ienne  foreparts,  while  on  this  side  of  the  water,  they 
are  not  usually  reduced  to  a  measurement  o.f  under 
3j/2  inches.  This,  with  a  toe  varying  all  the  way  from 
an  inch  to  an  inch  and  a  half  in  width,  makes  possible 


some  highly  artistic  eft'ects  and  as  for  comfori,  the 
feminine  foot  has  a  brief  respite  from  the  restrictions 
imposed  by  fashion.  There  is  another  reform  at  the 
other  end  of  the  foot.  It  is  not  general  but  an  occasion- 
al instance  will  be  found  where  one  will  go  to  the  wil- 
full  extreme  of  the  Louis  2^/^  in.  heel.  But  a  dealer 
who  carries  nothing  over  2  in.  cannot  be  said  to  have 
an  incomplete  stock. 

Low  Shoe  Season  Seems  Good 

It  is  a  significant  fact  that  in  shoemaking  centres 
where  turns  and  other  light  shoes  are  produced  there 
is  a  noticeable  dullness.  But  in  the  men's  centres 
those  of  the  manufacturers  who  make  lines  for  women 
are  decidedly  rushed  on  them.  From  this  and  other 
indications  may  be  gleaned  the  assurance  that  we  are 
to  have  another  low  shoe  season.  Brogues  have  noi 
lost  one  bit  of  their  hold  on  milady's  fancy  and  the 
wing  tip  patterns  are  still  the  most  popular  feature  ot 
des^  gn  in  both  light  and  medium  weight  footwear. 

In  the  design  of  shoes  for  dress  occasions  it  is  dif- 
ficult to  analyze  the  trend  of  styles  with  anything  like 
the  same  accuracy.  What  a  dealer  will  carry  will  de- 
pend on  his  daring  and  his  trade.  In  the  cities  it  mav 
be  a  paying  proposition  to  cultivate  the  novelty  trade 
but  in  localities  of  more  limited  clientele  the  present 
multiplicity  of  styles  is  a  sufficient  problem  even  if 
limited  to  the  last  degree  possible.  Still  the  tendency 
of  the  last  few  weeks  has  been  rather  to  discounten- 
ance novelties  and  to  carry  simple  lines  of  pumps  and 
oxfords  and  ties  in  the  range  of  kid,  suede,  patent  and 
satin  in  fashionable  shades.  Reports  from  the  tan- 
neries show  very  little  leather  in  process  in  the  blacks, 
gunmetal  and  grains.  Variations  in  the  dark  tans  for 
the  street  boots  and  grey  suede  and  while  buck  for 
sports  predominate. 

Some  New  Ideas  In  Sport  Shoes 

More  than  ever  before  the  sport  shoe  has  been  a 
feature  of  the  trade  and  the  rul)bers  and  the  compo- 
sition soles  have  steadily  gained  in  favor.  For  tennis 
the  oxford  of  grey  suede  with  light  weight  cork  rub- 
ber sole  gives  a  pleasant  variation  from  llu-  well- 
known  canvas  and  rubber.  This  may  carrv  a  's  iu- 
heel.    As  square  heels  are  against  the  ethics  of  tiie 
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clay  court  and  as  tlic  spring'  heel  of  this  hcif^lu  has  so 
long  a  bevel  as  not  to  give  a  proper  support  to  the 
foot,  therefore  a  S(|uare  heel  with  a  bevel  corner  along 
its  breast  is  adbpted. 

For  golf  many  wtjmen  are  wearing"  a  common  look- 
ing tan  oxford  with  fibre  sole  and  leather  heel.  (  )nly 
experts  in  the  game  demand  spiked  treads  for  they 
are  very  inconvenient.  The  shawl  tongue  is  also  in 
vogue.  Most  men  golfers  stick  to  the  studded  bot- 
tom, while  a  few  abide  by  the  latest  in  innovations 
and  are  taking  up  the  walled  fibre  bottom  shoe.  T m 
grain  with  the  saddle  pattern  is  the  best  ajjproved 
shoe.  Men's  tennis  shoes  are  more  apt  to  run  to  white 
with  tan  or  black  trimmings. 

Young  Men  Want  "Style" 

The  demand  for  the  season  is  for  something  of  a 
special  design  for  the  young  men.  Just  as  their  other 
apparel  is  more  diiiferentiated  today  from  that  of  their 
fathers,  so  there  is  a  decided  enthusiasm  for  any- 
thing which  will  give  their  shoes  a  sjjortier,  doggier 
look  and  the  retailer  is  now  considering  himself 
luckv  if  he  has  such  styles  to  otter.   The  trou1)le  is 
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that  the  general  run  of  men's  shoes  has  gone  to  the 
extreme  in  pinking  and  perforations,  so  there  is  not 
much  left  for  the  college  boys.  They  take  it  out  to 
some  extent  in  heavy  double  soles  and  that  sort  of 
thing.  The  idea  finds  its  best  expression  in  the  welted 
heel  which  is  one  of  the  features  of  the  season.  Cor- 
dovan is  still  i)opular.  Just  where  it  comes  from  only 
the  tanners  can  tell  for  horses  would  have  been  ex- 
tinct if  most  of  it  had  been  genuine.  However,  it  all 
looks  go(Kl  and  the  imitation  is  ])erhaps  better  than 
the  real. 

British  Samples  All  Show  Short  Wide  Vamp 
Tendency 

Quite  a  little  sensation  has  been  made  over  the  in- 
vasion of  the  American  trade  ])y  British  manufactur- 
ers. Some  250  sam])les  comprising  selections  from 
the  designs  of  forty-two  factories  are  being  exhibited 
in  the  leading  cities  of  the  States.  y\t  tlie  ])reseiit 
rate  of  exchange  the  prices  on  these  shoes  are  attrac- 
tive. 'J'hey  h;ive  as  a  rule  a  heavier  look  than  the 
American  footwear,  'i'hey  have  less  grace,  but  sug- 
gest better  wearing  (pialities.  The  toes  are  rather 
high  and  the  arches  too  cnrx'ed.  Among  all  Ihc 
sami^les  there  is  not  a  single  pointed  toe  for  either 


men  or  women.  On  the  other  hand  the  wide  short 
French  foreparts  are  much  in  evidence  and  even  the 
strap  efTects  are  well  represented.  British  Royalty 
has  given  its  approval  to  the  Farisienne  effects  and 
that  makes  their  introduction  a  much  simpler  matter 
than  it  has  been  on  this  side  of  the  water. 


Death  of  Well-Known  Ontario  Shoe  Retailer 

WF  regret  to  announce  the  death  of  Mr.  Robt. 
N.  Neill,  of  I'eterboro,  Ont.,  president  of 
the   well-known   shoe  retailing  firm   of  R. 
Neill,  Ltd.    Mr.  Neill's  death  took  place  on 
Thursday  afternoon,  March  25,  after  a  somewhat  lin- 
gering illness. 

The  firm  of  which  Mr.  Neill  was  president,  and 
which  was  built  up  through  his  initiative  and  business 
ability,  o])erates  a  chain  of  fine  shoe  stores  in  Peter- 


The  late  Mr.  Robt.  N.  Neill 


boro,  Lindsay,  Woodstock,  Barrie,  Brockville,  Guelph, 
Chatham  and  Gait.  The  Neill  family  has  been  long 
connected  with  the  shoe  business,  the  father  of  the 
deceased  having  opened  the  first  store  in  Barrie  many 
years  ago,  and  all  his  sons  became  engaged  in  the  busi- 
ness. After  the  death  of  his  father,  the  business  was 
gradually  taken  over  by  the  late  Mr.  Robt.  Neill  and 
under  his  direction  extended  to  other  towns  and  has 
grown  to  its  present  proportions.  The  store  at  Peter- 
boro,  which  is  the  headquarters  of  the  concern,  ranks 
among  Canada's  largest  and  finest  shoe  stores — a  de- 
scription of  it  appeared  in  the  issue  of  Footwear  of 
May,  1919. 

The  late  Mr.  Neill  was  a  man  of  high  ideals  and 
one  who  took  an  active  interest  in  the  welfare  of  the 
community  to  which  he  belonged.  His  death  will  be 
a  loss  to  the  city  of  Peterboro  and  to  the  shoe  busi- 
ness of  Canada.  He  is  survived  by  his  wife,  three 
(laughters  and  one  son.  His  mother  is  also  still  living, 
and  two  l)rothers  and  three  sisters. 


Owing  to  the  expansion  of  their  business,  the 
Westcott-Whitmore  Co.,  of  Syracuse,  N.  Y.,  special- 
ists in  women's  shoes  and  ])arty  slijjpers,  have  re- 
cently authorized  the  issue  of  $200,000  preferred  stock 
and  have  increased  their  capital  edition  from  $250,000 
to  $750,000. 
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Fall  Styles 
for  Women 

].o\v-cuts.  worn  with  spats,  will  continue  popular  during-  the 
fall  and  winter.  Many  retailers  are  hguring  on  buying  brogue 
oxfords  fairly  heavily.  A  word  of  warning,  however;  while  these 
lines  seem  assured  of  a  steady  demand  in  the  fall  months  for 
street  wear,  there  is  a  possibility  of  some  reaction  in  the  higher 
class  trade. 

In  colors  for  walking  shoes,  the  dark  and  medium  shades  of 
brown  seem  certain  of  continued  popularity.  The  mahogany 
tone  is  still  a  leader.  Royal  purple  is  being  shown  by  several 
manufacturers. 

A  feature  of  the  style  situation  is  the  influence  of  the  French, 
or  Stage,  last.  Though  in  its  original  imported  form  it  has  been 
"turned  down  flat,"  it  has  had  a  marked  effect  on  new  designs, 
which  show,  in  many  cases,  a  shortening  of  the  vamp  and  a 
more  rounded  toe. 

In  pumps,  the  tie  effects  will  l)e  popular.  The  "Thco"  tie, 
which  is  an  offspring  of  the  French  last,  having  the  throat  of  the 
vamp  cut  low  and  the  tie  high  over  the  instep,  is  likely  to  be  a 
style  feature  during  the  Fall.  Kid,  ooze  and  suede,  in  black  and 
brown,  seem  to  be  the  most  popular  choice  in  leathers  for  pumps. 
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High  cut  bal.  turn  with  fine 
vici  kid  vamp,  black  suede 
top  and  full  covered  Louis 
heel  and  plate. — Regina 
Shoe  Co. 


Dull  Lunar  Kid  Theo  Tie, 
with  sunburst  effect.  Louis 
heel  and  circular  vamp. 
Shown  by  Hopkins  &  EUis 


In  brown  calf,  gun  metal  or 
black  kid.     Clark  Bros. 


Handsome  street  design. 
Getty  Scott  Co.,  Gait,  Ont. 


Woman's   purple   calf,  two- 
eyelet  tie,  Cuban  heel. 
Minister  Myles  Shoe  Co. 
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Two  eyelet  tie,  turn.  Southern  style, 
with  full  Louis  heel  and  plate. 
La  Parisienne  Shoe  Co. 


Buckles  will  still  be  popular 
— Black  kid  or  patent. 
Clark  Bros. 
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Fall  Styles 
for  Men 

The  brogue  is  likely  to  be  the  feature  of  fall  selliii<^  in  men's 
shoes.  Some  of  the  newest  brogue  effects  border  on  the  extreme 
in  perforation  and  pinking,  particularly  in  low  cuts.  This  is 
largely  due  to  the  efforts  of  some  manufacturers  to  individualize 
their  styles,  in  response  to  the  demand  of  young  men  for  some- 
thing different.  There  are  no  radical  changes  in  lasts,  but  the 
very  narrow  toe  appears  to  be  passing,  being  replaced  by- the 
medium  narrow  and  square. 

Mahogany  and  other  dark  shades  of  calfskin  will  continue 
in  demand.  Royal  purple  is  a  handsome  shade  which  is  being- 
featured  by  some  manufacturers. 

The  bal,  as  well  as  the  oxford,  will  be  popular  in  the  brogue 
pattern,  or  with  a  certain  amount  of  perforation.  The  perforated 
circular  vamp  and  foxing  is  a  pleasing  feature  shown  in  man}- 
boots  not  in  the  brogue  class. 

However,  the  retailer  will  do  well  not  to  forget  the  (|uiet 
dressers,  who  form  a  ccMisiderable  proportion  of  the  male  popula- 
tion, and  who  strongly  object  to  any  apparent  influence  of 
"P'ashion"  in  their  wearing  apparel. 
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Autumn  Styles 
for  Juveniles 


The  trend  of  styles  in  men's  and  women's  slices  is  reflected 
to  some  extent  in  children's  footwear.  Thus  we  see  the  brogne 
effect  in  some  evidence  in  girls'  and  hoys'  boots.  "Style"  never 
is,  of  course,  such  a  strong  factor  in  the  purchase  of  shoes  for 
the  young  people.  They  will  be  selected  on  their  orthopaedic 
merits  and  wearing  qualities.  For  boys  there  is  a  tendency  to 
demand  a  stouter,  stronger  shoe,  more  in  keeping  with  ])resent 
prices.  The  shoe  with  military  heel  and  medium  toe  is  now  on<^ 
of  the  edicts  of  "Fashion"  for  "the  girls,"  who  are  (|uite  content 
with  a  sensible  shoe  as  long  as  it  is  stylish  at  the  same  time. 

The  colors  in  youths'  and  misses'  footwear  are  likewise  in- 
fluenced by  the  vogue  in  men's  and  women's  shoes,  mahoganv 
and  medium  and  dark  shades  of  tan  being  in  evidence,  as  well 
as  black. 
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The  "Eclipse" — for  growing 
girls,    youths,    misses,  and 
children  in   turns,  McKays, 
and  stitchdown  welts. 
Gait  Shoe  Co. 


A  boy's  boot  that  will  stand 
a  lot  of  punishment.    J.  A.  & 
M.  Cote,  St.  Hyacinthe 


Single  strap  with  bow. 
An  attractive  Hurlbut 
pattern 


A  three  strap  Hurlbut 
patent 


Canvas  welts  for  the 
babies — Hurlbut  Shoe 
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Impressions  Gathered  at  the  Boston  Show 


The  Illustrations  are  Typical  of  the  Most  Popu- 
lar Designs— Some  Evidence  of 
French  Influence 

THAT  latest  designs  prepared  for  the  most  pro- 
gressive and  fashionable  trade  for  the  coming 
spring  were  freely  exhibited  by  many  manu- 
facturers at  the  Boston  Style  Show  is  a  fact 
that  has  given  it  a  distinct  success  as  compared  with 
])revious  fairs.  The  illustr.-.tions  on  this  page  are  a 
selection  from  what;  may  be  considered  the  most 
progressive  of  the  many  displays  and  are  reproduced 
by  courtesy  of  "American  Shoemaking". 

In  men's  styles  there  was  not  a  great  der.l  to  be 
learned.  The  well-established  tendency  toward  the 
brogue,  with  plenty  of  perforation,  and  with  toes  of 
easy  width,  was  abundantly  confirmed.  Some  new 
and  striking  designs  in  perforation  were  to  be  ob- 
served, like  that  of  the  Boydcn  shoe  at  the  upper 
left.  There  is  some  disposition  on  the  part  of  mak- 
ers of  high-grade  shoes  of  this  class  to  use  blucher 
patterns,  as  they  claim  that  this  was  the  original 
cut  of  the  brogue.  Dark  shades  of  tan  calf  are  the 
favorite,  Init,  as  a  reflection  of  the  trend  in  women's 
shoes,  there  are  some  samples  shown  in  suede,  and 
even  in  contrasting  colors  of  grey.  There  is  a  slight 
tendency  toward  accentuating  the  corners  of  the 
sole,  and  a  few  flatter,  squarer  and  more  receding 
toes  are  shown.  French  enamel,  a  very  handsome 
leather,  can  be  seen  in  the  high  grade  samples.  In 
high  cuts  there  are  a  few  calf  vamps  ■with  kid  cjuar- 
tcrs. 

In  women's  shoes  it  may  be  said  that  the  long 
vamps  are  entirely  absent  from  the  more  progres- 
sive displays.  In  even  the  most  conservative  svic- 
cessors  of  these  elongated  vamps,  the  toe  has  been 
cut  ofif  at  quite  a  distance  back  from  its  extreme 
point  of  tension.  The  more  radical  models  shown 
may  be  called  French  toe  efifects,  and  between  these 
two  there  is  a  still  further  modification  of  the  French, 
w  ith  a  distinctly  narrower  round  toe. 

The  second  illustration,  a  Wichert  &  Gardiner 
strap  piunp,  gives  a  distinctly  French  flavor  in  the 
one-sided  effect  of  the  strap.  We  may  remember 
that  on  some  of  the  French  shoes  they  go  to  the  ex- 
tent of  having  even  the  ornaments  unsymmetrical. 

Below  this  is  an  oxford  by  Hallahan,  showing  a 
tendency  to  relieve  white  efl:'ects  by  a  little  black,  in 
this  case  by  a  patent  leather  band  of  about  quarter- 
inch  width,  all  other  details  of  the  shoe  being  white. 
Next,  in  the  front  views,  come  two  cross-strap  ef- 
fects, both  shoes  of  difficult  workmanship,  but  in  in- 
creasing poi)ularity. 

At  the  bottom  of  the  panel  is  another  of  the 
much-sought-after  pumps,  of  a  .slightly  different  cut 
and  with  leather  Louis  heel. 

At  the  to|)  of  the  right-hand  ])late  is  a  much 
more  elaborate  strap  effect  by  Wichert  &  (lardiner. 
It  is  a  suede,  with  a  jeweled  ornament  and  button. 
This  shoe  was  as  much  admired  as  any  in  the  show. 
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Boston   Leather   Market  Review 


Little  Activity 


Slight  Weakening  in  Prices -Improvement  of  Exchange  Situation 
Lil^ely  To  Have  Favorable  Effect 

 By  Our  Boston  Correspondent  


TH  I{  (juict  condit'un  of  the  Boston  leather  mar- 
ket is  not  considered  alarming  by  lep.ders  in 
the  industry,  for  a  sanguine  feeling  exists  that 
shoe  manufacturers  are  not  heavily  stocked 
up  and  the  a;)proach  of  the  warmer  days  has  alread}' 
stimulated  more  interest  than  has  been  experienced 
for  the  past  six  weeks.  Returning"  shoe  salesmen  re- 
porc  orders  in  sufficent  volume  to  warrant  a  reason- 
ably good  demand  for  footwear.  However,  it  is  de- 
clared by  those  who  are  in  a  position  to  know,  that  the 
manufacturer  of  the  medium  high  grade  shoe  which 
sold  in  pre-war  days  around  $7.00  and  has  been  since 
competing  in  the  market  where  formerly  only  the  tu]) 
grade  of  the  berter  shoes  sold  or  shoes  that  retailed 
from  $10  and  up,  will  now  look  for  a  loss  in  this  h'gli- 
er  class  demand  as  the  rise  in  retail  shoe  prices  has 
reached  its  zenith  and  those  who  can  afiford  to  ])ay  or 
will  pay  $12  to  $20  for  shoes  are  growing  less  and  less 
in  numbers  and  will  have  their  eyes  on  a  shoe  which 
will  retail  for  $10  to  $12.  As  there  are  not  enough  of 
the  finer  class  of  leathers  to  be  had  and  up  to  the  pres- 
ent t'me  the  demand  for  these  has  been  beyond  ful- 
fillment, the  price  of  top  grades  of  leather  has  remain- 
ed firm. 

One  prominent  side  leather  tanner  and  dealer  de- 
clares that  much  of  the  dullness  in  the  shoe  and  leath- 
er market  was  due  to  the  uncertainty  in  the  foreign 
exchange  situation  and  to  the  unusually  severe  win- 
ter and  uncertain  transportation  conditions  which  ha\'c 
only  recently  been  relieved  and  are  st'll  uncertain  al 
some  northern  points.  This  dealer  believes  that  the 
peak  has  been  reached  in  prices  and  gradual  gradation 
downward  will  not  be  unexpected  as  the  demand  grows 
less  for  the  top  grades  and,  conversely,  greater  in  the 
medium  high  grades  and  cheaper  grades.  However 
as  exchange  reaches  $4.00  it  is  quite  likely  the  market 
will  stiffen  as  it  is  expected  this  will  be  accompanied 
by  strong"  domestic  demand  which  should  be  in  full 
swing  by  May  1st. 

A  good  standard  shoe  is  demanded  at  $10.00  and 
there  are  already  manufacturers  who  are  making  in 
good  sized  volume  shoes,  which  will  attain  this  stan- 
dard of  good  wearing  qualities  and  service  and  will 
even  retail  at  less  than  $10.00.  This  is  the  exceptirni 
however,  and  may  be  attributed  to  the  fact  that  this 
type  of  manufacturer  is  reducing  his  overhead  by 
making"  only  one  model,  one  last,  one  shoe  with  the 
same  materials  throughout  standardized  and  while  he 
has  not  cheapened  th's  shoe  by  using  less  valual)le 
materials,  he  has  on  the  contrary  concentrated  his 
purchases  with  one  house  in  a  particular  line  buying 
all  his  leather  from  one  side  leather  manufacturer,  all 
his  linings  and  findings  from  one  concern,  bo.x  toes  and 
counters  from  one  firm,  etc.,  so  that  he  is  sure  to  get  a 
standard  line  of  merchandise  in  every  i)a'r  of  slioes 
made  and  at  the  same  time  makes  a  saving  in  the  cost 
of  btiying  from  one  firm  in  a  line.  It  is  a  pre\-ai!iiig 
opinion  that  excellent  service  can  be  gi\'en  wilh  a 
good  side  leather  and  a  great  saving  at  no  cost  to  ser- 
vice can  be  realized. 


Side  Leathers 

During  the  last  two  months  the  falling  oft"  in  Iniv- 
ing  has  undoubtedly  caused  some  accumulations  of 
side  leathers.  Some  side  leather  merchants  are  re- 
taining their  firm  asking  prices  while  others  have 
eased  oft'  a  bit  to  stimulate  more  activity.  This  is 
not  so  true  on  the  top  grades  which  still  remain  firm 
with  many  concerns.  Snuft'ed  gunmecal  sides  in  j)lump 
weights  on  top  grades  are  selling  from  $.61  1o  $.54. 
I'^tll  grain  sides  in  colors  averaging  from  $.,S5  down 
(jn  top  grades  and  snufted  ctjlored'  side  ranges  from 
$.70  to  $.75.  Buck  is  (|uoted  as  high  as  $1.25  -n  colors 
and  $1.10  in  white.  'I  I'.e  market  "i-ias  shown  more  ac- 
tivity during  the  last  two  weeks  but  there  is  vet  no 


New   Hockey  Boot 
with  unbreakable 
laces.     Shown  by 
Jos.  Tanguay 


PAT.APP'D  FOR 


great  amount  of  hide  bttying  by  tanners.  There  are 
large  accumulations  in  both  shoe  manufacturers'  and 
tanners'  hands  of  cheap  gtmmetal  side,  btit  there  is 
no  demand  for  shoes  made  of  this  leather,  prices 
ranging  from  $.50  per  ft.  downward,  lliese  are  made 
from  Indian  raw  skins  which  ha\'e  no  ])resent  market. 
Calf  Leathers 
The  conditions  in  the  finished  calfskin  market  are 
similar  to  the  side  leather  situation — little  buving  of 
raw  skins  or  leather.  Women's  colored  calf  shoes  arc 
selling"  readily  at  the  ad\  anced  prices,  while  in  men's, 
unless  there  is  a  special  last  or  less  standard  model, 
the  demand  is  diminishing.  Men's  top  grade  plain 
model  lasts  are  not  selling.  Prices  range  from  $.90  to 
$1.20,  which  is  $.15  a  ft.  oft'  top  notch  prices  Jan.  1st, 
1920.  At  the  sources  of  supply,  as  raw  skins  gradually 
accumulate,  higher  grades  of  skins  become  e\-dent. 
It  is  exjiected  this  will  have  a  beneficial  eft'ect  un  the 
market  for  from  the  midsummer  of  1919  everything  in 
the  \\a_\-  of  a  hide  or  skin  has  been  acce])ted  -'o  thai 
there  has  been  practically  no  waste  and  leather  has 
l)een  produced  from  hides  and  skins  lh;it  fonnerK  had 
no  actual  market  \alue.  The  readjustment  to  ;i  ])e.-ice 
basis  is  gradually  changing  this  situation.     The  de- 
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mand  for  top  grades  will  continue  good.  C'hicagcj  city 
calf  skins,  at  $.60  per  lb  are  still  not  being  bought  ex- 
tensively. They  have  been  firm  in  price  despite  this, 
yet  in  quality — hardness,  long  hair  and  salty — they  are 
inferior  to  the  new  take-off  which  will  be  offered  to 
tanners  in  about  a  month.  It  is  ])redicted  that  during 
April  the  raw  hide  and  skin  market  will  be  firmer. 
Kid  Market 

Foreign  demand  ceased  last  February  and  the  ac- 
tivity in  kid  leather  for  export  has  abated  since.  It  is 
expected  that  this  condition  will  improve  now,  how- 
ever, as  the  exchange  grows  more  favorable.  Domes- 
tic demand  is  only  fair  with  a  few  spurts  the  last  of 
March.  Raw  goatskins  are  strong  at  points  of  origin 
and  weak  at  eastern  centres.  There  are  few  accumu- 
lations of  leather  in  the  States,  but  this  condition  is 
gradually  improving.  Nor  is  there  any  great  accumu- 
lation at  sources  of  export  of  raw  skins.  This  is  an 
anomalous  situation  which  will  not  last  but  is  expect- 
ed to  weaken.  Spanish  and  European  skins  are  quot- 
ed far  beyond  taking  prices  both  here  and  abroad.  Im- 
porters and  brokers  talk  bullish,  but  the  sales  do  not 
warrant  the  prices  asked.  As  accumulations  are  piled 
up  at  raw  skin  export  points  the  prices  in  the  tanning 
districts  will  grow  weaker,  it  is  averred.  A  few  specu- 
lators have  sold  some  lots  of  skins  at  prices  it  will  be 
impossible  for  them  to  replace  but  this  has  been  the 
exception  rather  than  the  rule  and  has  been  done  per- 
haps to  stimulate  a  little  activity  or  where  importers 
have  been  compelled  to  avail  themselves  of  more  work- 
ing capital  and  were  compelled  to  unload. 

Patnas  are  offered  at  Boston  at  $26  to  $28  per  dozen 
while  at  primary  points  they  are  strong  at  $29  to  $30. 
Chinas  are  in  no  demand.  Armitzas  are  quoted  at 
$28.50  at  India  and  $25  to  $26  in  leather  centres.  Co- 
conadas  are  asking  $27  to  $28  per  dozen  while  at  prin-- 
ary  points  advanced  quotations  are  as  high  as  $29 
to  $30. 

Tanners  are  not  working  on  a  basis  of  expansion 
but  are  running  close.  No  tanners  have  more  than  four 
months  supply  on  hand  while  in  normal  times  five 
months  supply  only  is  considered  the  minimum. 

On  top  grades  of  black  leather  the  price  ranges 
from  $.85  to  $1.25  with  extreme  cases  the  prices  ask- 
ed as  high  as  $1.50  to  $1.60  in  the  colors.  The  out- 
look for  $.75  kid  is  that  it  will  be  in  greater  demand 
from  now  on.  This  will  be  a  welcome  condition  for  i\vi 
tanner,  as  plenty  of  good  kid  leather  can  be  supplied 
from  $.85  down.  Price  on  the  top  grade  of  the  best 
colored  kid  is  $1.50,  the  next  grade  $1.35,  the  third 
grade  $1.25  and  the  4th  high  grade  $1.05  down  to  $.90. 


Ames-Holden-McCrcady,  Ltd.,  Issue  Annual 
Report 

THE  annual  report  of  Ames  Holden  McCready 
Limited,  Montreal,  just  issued,  covers  a  period 
of  eight  months  to  January  1st,  the  fiscal  year 
having  been  changed  from  a  termination  on 
April  30th  to  accord  with  the  calendar  year. 

The  net  earnings  for  the  above  ])eriod  amounted  to 
$307,400.82  as  against  $323,321  for  the  previous  twelve 
months.  The  sales  of  the  company  for  the  eight 
months  amounted  to  $4,269,368  as  against '  $3,246,725 
for  the  corresponding  period  of  the  ])revious  year,  an 
increase  of  $1,022,643,  or  over  31  per  cent.  The  bal- 
ance sheet  shows  tcjtal  assets  of  $11,368,517  as  against 
$8,972,924  at  April  .30lh,  1919. 

Mr.  T.  II.  Rieder,  jiresident  of  the  conqjany,  slates 
ill  his  rcjjort  that  the  factories,  both  at  Montreal  ;ind 


.St.  Hyacinthe,  were  operated  continuously  during  the 
eight  months,  and  had  given  a  steadily  increased  jjair- 
age.  The  daily  output  during  the  last  fall  had  ex- 
ceeded any  previous  records,  and  l)ecause  of  this  in- 
creased production,  which  caused  greater  wear  and 
tear,  a  larger  amount  had  been  charged  to  the  depreci- 
ation of  plant.  Besides  strengthening  the  staffs  at 
the  company's  existing  branch  sales  offices,  addition- 
al staffs  had  been  appointed,  and  new  offices  opened 
at  Halifax,  Quebec,  Ottawa,  London,  Regina,  Sa.ska- 
to(jn  and  Calgary. 

A  revision  of  the  company's  contract  with  the 
Canadian  Consolidated  Rubber  Company,  Limited, 
has  been  made,  providing  for  an  earlier  terniination 
thereof.  The  directors  have,  therefore,  authorized  the 
installation  of  machinery  and  equipment  in  the  Mon- 
treal factory  for  the  manufacture  in  the  near  future 
of  the  company's  rubber  and  canvas  footwear. 

For  many  years  the  company  and  its  predecessor 
in  business  purchased  felt  footwear  equivalent  to  the 
total  output  of  one  of  Canada's  felt  footwear  manu- 
facturers. Now,  however,  the  directors  have  author- 
ized the  incorporation  of  a  subsidiary  company  for  the 
manufacture  of  "Ames-H olden"  felt  footwear  under 
the  name  of  the  Ames-IIolden  Ve]t  Com])any,  Limit- 
ed. 

The  property  on  Inspector  Street,  Montreal,  has 
been  leased  to  the  Canadian  Consolidated  Rubber 
Company,  Limited,  for  another  year,  ending  April 
30th,  1921,  at  a  rental  of  $40,000  per  annum  and  taxes. 

The  prospects  for  1920  are  promising.  Retail  foot- 
wear orders  on  hand  at  December  31st  for  spring  de-' 
livery  amounted  to  $2,036,002.  Since  January  1st 
salesmen  have  been  taking  footwear  orders  for  fall 
and  winter  delivery,  and  in  many  lines  the  volume  is 
two  and  three  times  that  of  a  year  ago. 


Over  10,000  Pairs  Per  Day 

AS  an  illustration  of  the  increase  in  production 
of  rubber  footwear  we  are  informed  that  the 
average  daily  production   of   The  Kaufman 
Rubber  Co.,  Ltd.,  of  Kitchener,  for  the  past 
few  years,  has  been  as  follows :  1914,  4,000  pairs  per 
day;  1917,  6,000  pairs  per  day;  1920,  to  date,  10,300 
pairs  per  day. 

This  huge  total  includes  "Life-Buoy"  boots,  lum- 
bermen's, overshoes  and  light  rubbers,  as  well  as  ten- 
nis and  outing  shoes  for  this  spring's  delivery.  In 
addition,  we  are  advised  that  several  hundreds  of 
thousands  of  pairs  for  export  could  not  be  accepted 
in  the  desire  to  give  first  attention  to  the  domestic 
demands. 

This  increase  has  made  it  obligatory  on  the  part 
of  the  company,  even  in  view  of  the  present  high  cost 
of  building,  to  provide  a  large  addition  this  spring, 
operations  on  which  have  begun.  The  new  addition 
will  be  four  storeys  and  basement  and  will  allow  for 
an  expansion  of  about  20'/'^  on  each  floor  of  the  pres- 
ent factory.  It  is  the  intention  to  provide  new  and 
more  commodious  office  space  in  the  new  section  to 
properly  care  for  the  increased  demands,  the  larger 
part  of  the  i)resent  office  being  turned  over  to  factory 
use. 


According  to  Bradstreet  84  per  cent,  of  all 
firms  that  fail  are  non-advertisers. 
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Buying  Fewer  Styles  and  More  Pairs 


IN  taking  up  the  subject  of  fewer  styles  and  more 
pairs,  I  want  to  keep  before  you  this  thought, 
that  selfishness,  jealousy,  egotism  is  responsible 
for  most  of  the  mistakes  that  you  and  I  have  made 
in  the  past,  and  that  we  will  make  in  the  future,  it  is 
these  things  that  causes  some  of  us  to  buy  like  a 
prince  and  cancel  like  a  piker.  I  am  sure  that  we  will 
all  agree  the  theory  of  buying  fewer  styles  and  more 
pairs  is  fundamentally  sound,  and  that  buying  so 
many  different  styles  is  responsible  for  our  accumula- 
tion of  odd  lots  and  is  a  factor  in  keeping  down  our 
percentage  of  net  profit.  Now,  if  this  be  true,  and  I 
think  it  is,  then  the  questions  that  we  want  to  consid- 
er, are,  knowing  that  buying-  so  many  styles  is  wrong-, 
"Why  do  we  do  it?"  and  "What  is  the  remedy?"  After 
sitting  down  and  making  a  careful  analysis  of  my 
own  case,  I  find  that  there  is  in  my  make-up,  certain 
fundamental  weaknesses  that  sometimes  causes  me  to 
do  things  against  my  own  judgment. 

Traveler  is  a  Salesman  Above  All  Else 

The  traveling  salesman  is  our  friend  and,  God 
bless  'em,  we  love  'em  all ;  but  we  must  remember 
that  he  is  above  all  else  a  salesman,  and  that  his  big 
game  is  to  sell,  and  sell  and  then  sell  some  more.  He 
is  not  onlv  a  salesman,  he  is  a  keen  student  of  human 


Woman's  Kid  Walking  Boot,  with 
Cuban  heel  and  plain  toe.  Shown 
by  Welch,    Moss   &   Feehan  Co. 
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nature,  and  as  such  he  will,  after  calling  on  you  two 
or  three  times  know  more  about  the  strong  and  weak 
points  of  your  character  than  you  do  yourself. 

He  breezes  into  my  store  with  the  fall  line — now  I 
have  given  considerable  thought  to  my  fall  i)uying, 
and  so  I  select  what  in  my  judgment  are  the  styles  1 
want  to  buy,  and  then  my  good  friend  the  salesman, 
begins  to  pick  out  a  few  winners  for  me,  and  if  I  ob- 
ject, he  attacks  me  at  my  weakest  point,  you  see  he 

•Address  by  John  R.   Grigg,  before   Iowa   Retailers'  Convention. 


knows  me  and  knows  the  kind  of  argument  to  use 
that  will  get  me  to  buy  against  my  own  judgment. 

Merchant  is  "Green"  Who  Buys  Only  Because  His 
Competitor  Did 

Perhaps  it  is  an  appeal  to  my  cupidity,  the  price 
appeal  is  a  strong  one,  and  the  thoughts  of  extra  large 
profits  to  be  made  has  caused  many  a  good  merchant 
to  over  buy,  or  it  may  be  that  my  egotism  is  the  cause 
of  my  downfall,  for  when  he  says,  "Now  look  here, 
you  know  you  have  got  one  of  the  finest  stores  in  the 
State  and  if  there  is  any  one  that  ought  to  have  this 
new  stuff  it's  you.  You  know  Charles  Smith  at  Bing- 
ville,  why  he  bought  a  world  of  these,  and  you  know 
that  you  have  him  backed  off  the  map,  when  it  comes 
to  selling  classy  shoes.  Why  I  was  saying  to  him 
when  I  was  there,  just  wait  till  I  hit  Cherokee,  there's 
a  bird  up  there  that's  a  style  picker,  when  he  sees  these 
new  ones.  Oh.  Boy,  he  will  sure  burn  'em  up."  About 
this  time  I  begin  to  step  around  on  my  toes  and  to 
throw  out  my  chest,  then  I  reach  for  a  size  sheet,  and 
I  am  lost  again.  They  say  that  the  little  demon  of 
jealousy  is  green — can't  say  about  this  for  sure,  but  I 
do  know  that  the  merchant  that  will  buy  a  line  to  keep 
it  away  from  his  competitor  or  buy  shoes  simply  be- 
cause his  competitor  did,  is  just  about  as  green  a 
proposition  as  any  good  salesman  ever  smiled  over. 

Now  it  may  be  that  you  gentlemen  have  never 
])eeii  jealous  of  your  competitor  and  have  never  taken 
on  a  new  novelty  under  the  impression  that  you  were 
beating  him  to  a  'bet.  Well,  I  have  got  to  confess 
that  I  have  done  that  very  thing,  my  friend  the  sales- 
man knew  me  and  then  he  said,  "Say  you  can't  pass 
that  shoe  up,  I  have  a  straight  tip  that  your  competi- 
tor has  this  same  sample  bought,  you  sure  aren't  go- 
ing to  let  him  beat  you  to  it,  are  you?  What  you 
want  to  do  is  to  buy  this  shoe,  have  it  come  in  early 
and  spring  it  before  he  does,"  and  because  I  am  jeal- 
ous of  him  I  fall  and  buy  an  extra  thirty-six  pairs  of 
.shoes  which  I  do  not  need. 

Fault  is  the  Merchant's,  Not  the  Salesman's 

Now,  gentlemen,  do  not  get  the  impression  that  I 
am  passing  the  buck  to  the  salesman  as  being  res- 
ponsible for  my  buying  styles  which  I  do  not  need; 
the  fault  is  mine,  simply  because  I  do  not  have  the 
strength  of  character  to  live  up  to  the  faith  of  my  con- 
viction. The  salesman  is  usually  a  four  scjuare  fellow, 
it  is  well  to  get  his  advice,  it  is  all  right  to  seek  the  ad- 
vice of  our  friends  and  to  gather  information  from 
every  source  we  can,  but  in  the  last  analysis  we  make 
or  break  on  our  own  judgment,  so  why  should  we  let 
our  judgment  be  biased  by  jealousy  or  selfishness  or 
any  of  the  other  little  sordid  things  that  creep  into 
our  lives,  and  it  is  this  very  weakness,  this  desire  to 
gouge  the  other  fellow  that  has  made  it  so  easy  for  the 
manufacturer  to  spring  a  new  style  whenever  the 
fancy  strikes  him. 

Style  Program  on  Practical  Basis  Through  Associa- 
tion Work 

And  now  for  the  remedy,  there  is  only  one  way 
that  we  can  put  our  style  program,  and  our  buying  oil 
a  practical  basis  and  that  is  bv  association  work.  I 
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am  sure  thai  we  all  feel  lhal  fewer  styles  and  more 
pairs  will  mean  greater  turnoxer,  fewer  odds  and 
ends  to  be  disposed  of  at  a  loss,  and  the  net  results 
will  be  larger  i)rofits  at  the  end  of  the  \  ear. 

First  Attempt  to  Follow  Buying  Program  Was  Suc- 
cess 

Last  season  was  the  first  attempt  in  our  store  io 
follow  a  definite  buying  program  of  fewer  styles  and 
more  ]iairs,  and  I  want  to  say  that  it  was  wonderfully 
successful,  but  I  must  admit  that  we  got  cold  feci, 
and  made  a  few  concessions,  and  listened  to  the  xoioe 
of  the  tempter  and  the  result  is  that  we  ha\  e  on  hand 
some  forty  odd  pairs  of  gray  kid  boots  which  cost  us 
$10.25  the  ])air.  The  salesman  assured  us  that  the}- 
would  be  good  and  no  doubt  they  are  good  shoes  but 
what  are  they  good  for  if  we  can't  sell  'em? 

We  did  not  buy  button  boots,  neither  did  we  buy 
any  two  tone  effects.  Did  we  lose  sales  by  not  having 
them?    ^'es,  but  a  \-ery  few.    Did  we  lose  i)restige 
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with  nuv  trade  by  not  having  these  styles?  No,  1  am 
sure  we  did  not,  and  after  this  one  trial  of  the  s\stein 
1  am  thoroughly  convinced  that  it  is  the  onl)-  way  for 
the  ordinary  store  to  buy  shoes.  It  takes  a  little  nerve 
to  play  the  game  this  way  because  (jne  will  naturally 
lose  some  sales,  and  we  hate  to  see  ready  money  go 
out  the  front  door.  The  man  who  has  jjrided  himself 
on  always  ha\ing  every  style  of  shcje  that  people 
might  ask  for,  is  due  for  a  change  of  heart,  the  same 
as  we  were,  for  we  ha\  e  made  up  our  minds  that  neith- 
er |)ri(le  nor  jealousy  nor  cu])idit\'  shall  stand  between 
n>  and  our  legitimate  ])rofits. 

Too  Conservative  Policy  As  Bad  As  Overbuying 

in  playing  this  game  as  all  others  we  should  re- 
member that  extremes  are  dangerous  and  that  too 
conservative  buying  policy  is  as  bad  as  (jverbuying, 
but  the  average  dealer  is  more  a])t  to  over  buy  than 
to  buy  short,  what  we  should  try  to  do  is  to  strike  a 
happy  medium  for  it  is  there  we  find  success  not  on'y 
in  merchandising  btU  in  all  the  actix'ities  of  life. 


Merchandizing  in  1914  and  1920 

How  Prominent  Canadian  Shoe  Retailers  View  tlie  Glianged  Conditions 
and  Methods  in  the  Retail  Business 


Tl  1  h'.  conditions  with  which  the  Canadian  shoe 
retailer  is  faced  to-day  are  far  different  from 
those  which  existed  before  the  war,  and  he  has 
to  run  his  business  along  changed  and  more 
ef?icient  lines.  Here  is  how  a  prominent  Toronto  shoe 
retailer  views  the  present  situation  as  compared  with 
that  of  pre-war  days : 

Until  one  starts  to  set  them  down  in  black 
and  white  it  is  truly  hard  to  realize  the  changes 
that  have  taken  place  in  the  retail  footwear  busi- 
ness since,  sav,  the  last  pre-war  season — especial- 
ly with  reference  to  the  buying  of  merchandise, 
'fake  for  example  the  luatter  of  re-ordering.  In  1914, 
we  could,  with  a  fair  amount  of  certainty,  re-order  any 
staple  line  and  be  reasonably  certain  of  being  able  to 
receive  it  at  the  time  specified  in  the  order  and  with 
little  or  no  advance  in  i)rice  ;  but  today  there  is  prac- 
tically no  such  thing  as  a  re-order  of  any  line,  fio  mat- 
ter how  staple — for  if  the  shoe  is  of  the  same  quality, 
the  cost  is  decidedly  different  to  the  original  order. 
We  could  state  cases  where  we  have  dared  to  try  to 
re-order  and  found  the  new  shii)ment  within  a  few 
months  has  cost  more  than  the  retail  price  of  the 
original. 

The  Buying  Problem 

liUying  bec(jmes  more  difficult  each  season,  for  as 
we  near  the  height  of  prices — and  it  is  believed  by  the 
average  buyer  today  tliat  the  ])rices  in  shoes  are  very 
near  the  top  now,  if  not  at  the  to]), — the  (|uestion 
arises,  "how  many  shall  we  buy  at  these  figures  ' 
and  "how  long  will  the  ])ul)lic  i)ay  such  jjrices  for  th.is 
merchandise  ?" 

It  is  a  fact  that  the  average  shoe  retailer  of  today 
is  getting  a  belter  margin  of  profit  on  his  merchandi-^e 
ihan  he  did  six  or  seven  years  ago,  and  rightly  too; 
even  if  in  those  days  we  d'd  not  have  such  a  body  of 
men  as  the  "l>oard  of  Commerce" — who,  starting  at 
the  wrong  end  of  the  ladder,  endeavor  to  lower  the 


high  cost  of  living  by  strange  and  inconsistent  orders 
to  retailers.  However,  to  oft'set  this  seeminglv  bet- 
ter profit  we  find  in  the.se  days  of  $15.00  to  $25.00 
women's  shoes,  the  customers  have  become  more  ex- 
acting as  to  fit,  wear  and  appearance  and  we  must 
cater  to  their  demands  by  having  a  larger  and  more 
efficient  sales  force  and  at  almost  a  50''''  increase  of 
])re-war  expense  for  the  same. 

Elusive  Profits 

Does  the  average  shoe  merchant  realize  that  con- 
sidering these  abnormal  advances,  first  in  the  cost  of 
the  shoe  and  then  in  his  overhead  expenses,  such  as 
rent,  taxes  (of  a  varied  assortment),  fuel,  light,  salar- 
ies, delivery  of  parcels  and  even  paper  and  twine,  he 
is  not  getting  the  net  profit  that  he  should,  although 
the  public  seems  to  think  the  shoe  retailer  is  an  "ex- 
cessive profiteer?"  Should  not  a  retailer  be  allowed  to 
run  the  business  in  which  he  has  invested  what  may 
be  his  whole  financial  interest  in  life  to  suit  himself? 

The  New  Spirit  in  Business 

One  of  the  most  marked  contrasts  that  may  be 
noted  these  days  in  comparison  with  those  of  pre-war 
times,  is  the  fine  fraternal  spirit  now  existing  among 
the  broader-minded  merchants  of  various  communit- 
ies and  also  of  sections  of  any  large  community  or 
city.  They  have  now  got  the  co-operative  idea  and 
are  getting  together  in  associations  to  fix  reasonable 
])rices,  remedy  grievances  and  do  away  with  the  old 
fashioned  cut-throat  idea  and  that  of  slashing  prices. 

Who  would  want  to  return  to  the  ways,  means  aiid 
methods  of  1913  to  merchandise  his  goods  today?  Let 
us  make  the  most  of  our  o])portunity  not  only  as  it 
is.  but  as  we  ma_\-  make  it.  lint  this  t.annot  be  done 
unless  the  large  retail  houses  comi)in(.  their  efforts 
towards  the  new  and  up-to-date  ways  of  conducting 
not  a  "boot  store,"  but  a  "i-'ootwear  I'>lal)lishment." 
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What  Prominent  Montrealers  Think  of  Retail 
Situation 

The  following"  short  article  embodies  the  views  of 
two  well-known  and  successful  Montreal  retailers — 
Messrs.  C.  R.  LaSalle  and  Louis  Adelstein. 

Let  us  take  Mr.  Lasalle's  opinions  first.  Retail 
merchandising  like  everything-  else,  he  says,  has  un- 
dergone a  very  marked  change  during-  the  war  perif>d. 
This  has  afifected  the  retailer  and  his  customer  alike. 
The  conditions  have  involved  the  jjosition  of  the  for- 
mer as  regards  stocks,  finances,  values,  and  many 
other  factors  which  go  to  make  up  the  trading  situa- 
tion. Prior  to  the  war  the  retailer  had  his  troubles, 
but  they  were  not  of  the  character  with  which  he  has 
become  familiar,  as  for  instance  shortage  of  goods, 
due  to  the  scarcity  of  materials  and  labor;  while  the 
rise  in  valites  was  undreamed  of.    Up  to  1914  the  re- 
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Woman's    S"  Black 
Kid    Boot,  with 
Cuban  Heel 
Shown  by 
Eureka  Shoe  Co. 
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tailer  did  his  business  in  a  comparatively  calm  atmo- 
sphere ;  now  he  is  confronted  with  all  sorts  of  prob- 
lems. Of  course  the  retailer  has  been  compensated 
to  a  certain  extent  by  the  increased  profit  resulting" 
'rom  enhanced  prices.  Even  if  the  volume  of  bus'- 
ness  has  fallen  the  total  amount  of  ])rofit  has  imt 
dropped. 

There  has  been  a  radical  change  in  the  tastes  of 
the  public  between  1914  and  1920.  Men  and  women, 
especially  the  latter,  to-day  demand  the  best  goods  ; 
cheap  shoes  will  not  sell  as  formerly.  The  customer 
at  first  kicked  vigorously  against  the  ever  increasing 
]M-ices ;  he  is  now  educated  up  to  the  jjoint  of  big 
prices,  and  some  have  gone  to  extreme  lengths  in  the 
price  they  will  pay  for  shoes.  At  the  same  time  the 
public  is  taking  greater  care  of  the  shoe.s — an  econo- 
my induced  by  the  higher  range  of  values. 

One  drawback  to  the  high  prices  is  that  it  imolves 
a  much  larger  capital  to  carry  stock — a  very  serioiis 
matter  to  men  with  limited  means.  From  the  ad- 
ministrative side  of  the  business,  the  maintenance 
charges  are  more  than  double  what  they  were.  Hel|) 
of  every  description  is  higher;  materials  are  also  on 
ihe  ascendant;  and  the  lixing  ex])enses  of  the  re- 
tailers are  naturally  beyond  anything  before  the  w  ar. 

While  many  retailers  are  still  ignorant  of  the  cost 
of  doing  business,  the  war  jK-riod  has  been  an  educat- 
ive factor  in  this  direction.  It  has  given  many  a  re- 
tailer occasion  to  pause,  and  to  iiupiire  whether  after 
all,  he  is  doing  a  profitable  trade,  that  is,  ccnnmensur- 
ate  with  the  ca|)ital  em])loyed,  the  risk,  and  the  hard 
work  which  is  ine\itable  in  a  ^lioe  store. 


One  of  the  greatest  troubles  of  to-day  is  the  de- 
layed shipments  from  the  manufacturer — quite  a  dif- 
ferent story  from  that  prior  to  the  war.  The  retailers 
are  now  dependent  on  the  manufacturer  in  a  manner 
never  before  experienced. 

A  change  which  has  been  all  for  the  good  of  the 
trade  is  the  impression  made  on  reta'lers  as  to  the 
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benefits  of  co-operation.  Much,  very  much,  more  has 
to  be  done,  but  there  is  slowly  growing  a  belief  in  the 
benefits  of  trade  associations  to  protect  his  interests 
and  to  advance  the  indtistry  generally. 

Mr-  Louis  Adelstein  in  discusshig  the  cpiestion  of 
keeping  stock,  expressed  the  belief  that  it  is  better  not 
to  keep  such  a  large  variety  of  styles  as  in  former 
years.  His  policy  is  to  feature  a  particular  style,  and 
to  stock  comparatively  few  other  lines.  In  his  ex- 
perience, the  cai)ital  recpiired  to  run  a  business  is  at 
least  half  as  large  again  as  say  in  1914.  The  ])ublic 
is  educated  up  to  ])ay  high  prices,  and  he  sees  no  Iiope 
of  any  reduction  this  year. 


Style  Show  Campaign  Off  with  a  Bang 

II'"  enthusiasm   counts   for    anything"     the  coming" 
style  show,  which  is  to  be  held  in  Montreal  on 
July  1.3th.  14tli  and  \?th.  should  be  an  imniense 
success.    Mr.   Peter  Doig.  sales  manager  of  the 
l\-trault   .*-~lioe    .Manufacturing     Coinnanv,  Limited, 
w  ill  I    has    been    appointed  general   manager  of  the 
^tylc  >how,  addressed  *  a     meeting"  cjf  the  Montreal 
branch  of  the  boot  and  shoe  section  of  the  Retail 
Merchants  Association  of  Canada  on  March  lltli,  of 
which  Mr.  II.  CiblxMis  i)resided.   lie  urged  the  retail- 
ers t(j  get  together,  and  try  and  make  this  conx  ention 
the  greatest  of  its  kind  Canada  had  e\er  ])roduced. 
V  large  amount  of  money  has  alreadv  been  set  aside 
for  the  purpose  and  nothing  will  be  s])ared  to  make 
"this  show  a  success. 

Mr.  Doig  s))()ke  of  the  benefits  that  could  be 
(lerixed  by  the  shoe  retailers  from  a  shoe  and  leather 
fair,  and  said  this  was  an  excellent  tinie  for  brining" 
before  the  jjeoj^le  of  Canada  the  need  of  buying" 
"Made  in  Canada"  goods.  fhe  i)eople  of  Canada, 
Mr.  Doig"  said,  had  been  taught  one  of  the  greatest 
lessons  during  the  |)ast  few  months.  Xobody  ever 
thought  before  when  they  bought  an  article  in 
the  L'nited  States  they  were  depreciating"  the  \alue 
of  their  own  Canadian  dollar,  but  thev  see  it  now. 
ft  was  up  to  Canada  to  ])roduce  more,  and  it  was 
u')  to  the  shoe  retailers  to  buy  only  goods  that  were 
"made  in  Canada."  In  reference  to  this,  Mr.  Doig 
stated  the  Quebec  manufacturers  had  contributed 
J'^.^O  COO  towards  a  "Made  in  Canada"  campaign. 

In  closing,  he  s])oke  of  the  necessitx'  of  the  F.ng- 
li.'h  and  F'rench  retailers  of  Montreal  pulling  to- 
gether, so  that  the  coming  comention  would  show" 
ihe  other  retailers  of  Canada  what  a  hospitable  city 
.Montreal  was. 

Mr.  Warren  T.  b'egan  of  Toronto,  president  of 
llic  .Vatioiial  l^lioe  Retailers  .\ssociation  of  Canada, 
N'  ,'-  :iKo  present  at  the  meeting,  lie  paid  a  tribute  to 
the  Montreal  executixe  of  the  association  for  their 
■ui'Mil  in  the  past,  and  hoped  this  would  continue. 
a<  only  throuuh  the  help  of  all  the  branches  could  the 
(  biccl  lor  which  the  association  was  formed  be  ob- 
tained. 

It  \\a<  decided  at  the  meeting  to  send  a  letter  of 
condolence  to  Mr.  Louis  Adelstein.  president  of  the 
.Montreal  branch,  on  the  death  of  his  brother. 
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A  Popular  Shoe  Merchant 

MR.  Fred  R.  Foley,  the  widely  known  shoe  re- 
tailer of  Bowmanville,  evidently  enjoys  an 
enviable  reputation  as  an  entertainer.  The 
local  "News"  of  March  19  has  the  following,'- 
separate  references  referring  to  two  dififerent  con- 
certs : 

"Mr.  Fred  R.  Foley  who  hos  a  splendid  reputation 
as  a  reader  and  interpreter  gave  "The  Dandy  Fifth" 
and  "Me  and  Jim"  responding  to  the  encores  with 
equally  good  selections." 

"Mr.  Fred  R.  Foley  recited  very  etYectively  "The 
Prayer  Cure  in  the  Pines"  and  "Johnny  Corteau"  and 
received  hearty  applause." 


Kingston  Retailer's  Spring  Opening 

T|-l]^  illustrations  herewith  show  typical  adver- 
tisements which  Lockett's,  the  well  known 
shoe  store  of  Kingston,  Ont.,  ran  last  month 
in  their  local  papers  in  connection  with  their 
Spring  Opening".  The  ads.  are  tasteful  and  well  writ- 
ten, of  the  type  that  may  be  calculated  to  influence  a 
high  class  trade.  It  is  also  interesting  to  note  that 
the  firm  got  excellent  editorial  co-operation  in  the 
shape  of  two  fairly  prominent  items  which  appeared 
in  the  paper  during  the  "opening"  days.  These  items 
referred  in  a  very  com])limentary  manner  to  the  foot- 
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Thurs.  &  Fru,  March  18-19 

WE  IN\1TE  YOU  TO  VISIT  OCR  STORE  AND  VIEW  Ol'R 

FIRST  SPRING 
FOOTWEAR 
DISPLAY 

FOR  LADIEA  AND  CHILDREN 

Ke  ftre  lurnlnc        nliolc  tUtrt'  Inio  *  iihonTOom  and  will 
dliipU)'  mil  our  new  Spring  abA  ^jammer  alylr*.    No  od« 
tvlft  bf  Mked  to  aukkc  m  purch>s«  ud  you  maj  fc«l 
porfecUy  frco  to  ome  u  oflea  u  you  can  dur- 


wear  display  and  the  decorations,  and  declared  that 
every  lady  in  Kingston  .should  take  advantage  of  see- 
ing it  all.  This  editorial  co-oi)eration  no  doubt  con- 
siderably increased  the  value  of  the  advertisements 
and  sh(je  retailers  are  well  advised  in  having  their 
advertising  l)acked  up  in  this  way  where  ])ossible. 

The  opening  was  held  during  two  days  and  a  gen- 
eral invitation  was  extended  to  citizens  to  call  at  tin- 


store  and  view  the  goods  on  display  whether  they 
desired  to  purchase  or  not.  The  feature  of  the  event 
was  the  ladies'  shoe  and  slipper  display,  which  was 


WK  INVITE  voir  TO  OV» 


First  Spring  Footwear  Display  | 

THlTtSOAV  AND  l-RID.W  THI«    «  |-;I;H  S 
,  He  nill  nn  tbet^  two  da}a  mmlnf  •  trry  rinr  dl*pln>  ut  LadlM'  and  ChUdrnt'*  NpHnit  Hhom  S 
•vhlch  we  Inrtui  jpn.    \\c  Lhlmk  ibM  jtrn  wUl  b«  ampljr  irpald  bf  •  fUli  lo  our  •U>r«  Aurlag  ihm  ^ 

Locketfs  I 


attractive  and  unique,  and  the  show  rooms  were  very 
nicely  decorated  with  bunches  of  flowers  and  varied 
colored  tissue  paper. 


Tjpl 


The  Art  of  Shoe  Fitting 

\HE  human  foot  and  its  relationship  to  correct 
shoe  fitting"  was  the  subject  of  an  illustrated 
lecture  given  by  Mr.  J.  Rudolph  Zanettin,  a 
graduate  of  Dr.  Scholl's  American  School  of 
Practipedics,  before  the  Montreal  branch  of  the  boot 
and  shoe  section  of  the  Retail  Merchants'  Association 
of  Canada.  In  the  course  of  his  remarks,  Mr.  Zanet-' 
tin  stated  that  a  post-graduate  course  in  practipedics 
will  be  held  in  Montreal  during  the  first  week  of 
August. 


The  Adjusto  Boot  Top  Form 

THE  illustration  below  shows  the  Adjusto  Boot 
Top  Form.    This  form,  it  is  claimed,  is  the 
most  practical  on  the  market,  being  quiJ:!^- 
and  easily  adjusted — with  no  springs  to  get 
out  of  order  and  no  screws  to  lose.   The  slide  does  the 
trick — it  expands  the  form  and  holds  the  boot  top 
in  correct  position.    The  manufacturers  report  a  big- 


demand  for  Adjusto  forms  throughout  Canada  and 
hundreds  of  re-orders  from  satisfied  customers.  Model 
No.  2  forms  up  A  &  B  width  boots;  model  No.  3  forms 
up  C  &  D  width  boots,  and  model  No.  5  Spat  Form  is 
used  for  sizes  1  and  2  spats. 


Spats  of  the  better  variety  are  selling  at  $5.50  in 
Toronto  stores. 
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Up-to-Date  Shoe  Store  Opened  in  London 

New  Premises  of  Johnston  and  Murray  Have  Largest  Shoe  Store  Floor  Space 
in  Western  Ontario — Cater  to  High  Glass  Trade 


JOHNSTON  &  MURRAY  have  fur  many  years 
conducted  one  of  London's  leading-  shoe  stores, 
hut  when  the  doors  swini':";  open  to  the  pul'-lic 
at  154  Dundas  St.  on  January  12th,  a  forward 
step  was  made  which  put  the  new  store  in  a  class  by 
itself  as  the  largest  shoe  store  in  town.  The  width 
of  the  store  being  24  feet  and  the  length  150  feci 
makes  it  the  largest  in  floor  space  of  any  in  Western 
Ontario. 

The  business  for  many  years  has  been  carried  on 
at  198  Dundas  St.  just  east  of  the  new  premises.  But 
the  growth  of  the  btisiness  there  has  been  so  great 
in  the  last  few  years  that  it  was  found  necessary  to 
seek  larger  quarters.  Johnston  &  Murray  are  to  \)e 
congratulated  on  their  new  location,  which  is  in  the 
very  heart  of  the  best  shopping  district  of  London. 

One  is  at  once  attracted  by  the  handsome  show 
windows  which  are  extra  large  of  the  V-shaped  type. 
To  take  from  the  height  of  the  windows  a  border  is 
cleverly  painted  at  the  top  giving  the  effect  of  a 
handsome  silk  fringed  valance. 

High  Class  Display  Fixtures  for  High  Class  Footwear 

On  the  level  of  the  eyes  and  fastened  to  the  back- 
ground, glass  shelves  have  been  placed,  which  entire- 
ly relieve  the  windows  of  any  empty  space  so  com- 
mon in  big  windows  of  this  type.  The  very  newest 
fixtures  are  used,  plateati.x,  tabourettes,  and  stands 
of  period  design  being  tastefully  arranged  to  display 
the  shoes  to  the  best  advantage.  The  fixtures  are 
finished  in  old  ivory  and  harmonize  well  with  the  ligh.t 
oak  floor  and  backgroimd.    Warm  tones  of  veh  et  are 


used  in  conjunction  with  the  new  fixtures  to  give  the 
windows  the  richest  possible  efi'ect. 

As  the  firm  carries  a  complete  range  of  leather 
goods  the  ideas  in  trunks  and  bags  are  worked  into 
the  background  for  the  shoe  display,  giving  the  whole 
a  very  pleasing  and  finished  appearance.  Mr.  W.  A. 
Service,  who  has  been  with  Johnston  &  Mtirray  for 
some  years,  is  an  up-to-the-minute  window  trimmer 
and  takes  entire  charge  of  the  windows  and  interitjr 
show  cases.  Mr.  Service  is  also  a  card  writer  and  his 
work  adds  greatly  to  the  trade  pulling  value  of  his 
handsome  displays.  No  price  tickets  are  placed  on 
the  window  goods  as  the  firm  caters  to  the  higher  class 
trade  of  people  who  appreciate  quality  in  footwear. 
They  consider  the  use  of  price  tickets  unnecessary 
with  this  trade. 

Pump  Trade  Opens  up  Way  for  Hosiery  Sales 

One  is  impressed  on  entering  the  new  store  with 
the  spacious  effect  obtained.  A  wide  aisle  runs  to 
the  centre  between  two  rows  of  opera  chairs.  Two 
large  show  cases  are  well  placed  jtist  inside  the  en- 
trance, one  on  either  side.  These  are  trimmed  with 
the  new  lines  of  pumps,  buckles,  silk  hosiery,  etc. 
Johnston  &  Murray  have  long  enjoyed  a  big  trade 
in  fine  evening  pumps  and  soon  came  to  realize  the 
advisability  of  handling  a  good  grade  of  women's 
hosiery  to  go  with  them. 

Men's  shoes  are  stocked  on  the  one  side  of  the 
store  and  the  women's  lines  on  the  other.  The  car- 
tons are  all  of  a  imiform  size  and  have  been  made  up 
in  a  rich  shade  of  grey.    This  color  combined  with 
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Show  Windows  of  Johnston 
&  Murray's  new  store  at  154 

Dundas  Street,  London. 
"Period"   fixtures   and  glass 
shelves  are  used  for  display 
of  shoes.     Trunks  and  lea- 
ther goods  are  also  featured. 
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the  use  of  the  linns  own  l;il)el  (in  all  the  cartons  gives 
the  stock  a  very  well  kejit  and  orderl)-  ajipearance. 
The  shelving  is  of  the  single  carton  \  ariety  and  ample 
space  has  l)een  provided  to  carry  an  immense  stock. 

In  the  centre  of  the  store  is  kjcated  the  cash  and 
parcel  wrapping  office.  Miss  Sharjje  is  in  charge  of 
this  important  department.  Behind  the  office  is  an 
open  stairway  leading  to  the  basement,  where  the  sur- 
plus stock  of  rubbers  and  tennis  shcjes  is  kept.  Against 
the  stair  railing  and  facing  each  side  of  the  store. 
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Stock  Card — -Johnston  &  Murray 


long  benches  are  prcnided  for  the  children's  trade. 
Only  the  highest  grade  boots  are  kept  in  ihe  child- 
ren's department. 

Just  at, the  rear  of  the  children's  de])artnient  is  the 
trunk  and  leather  goods  stock.  This  kne  has  always 
been  a  strong  feature  of  the  Johnston  t*t  Murray  busi- 
ness and  room  has  been  prox  idcd  here  for  a  \  er\-  large 
.showing  of  these  goods. 

Shelving  has  been  placed  in  the  fcjrm  of  a  parti- 
tion alfout  twenty  feet  from  the  end  of  the  store,  lie- 
hind  this  shelving,  in  which  a  convenient  nr'rrored 
door  has  been  placed,  is  found  the  work  room  where 
the  numerous  odd  jobs  ai-e  done.  Within  this  sjjace, 
loo,  is  the  business  office  with  ;in  ele\aled  Hoor  eight 
feet  off  the  main  lloor.  The  ])ri\ate  office  of  Messrs. 
Hugh  and  Ken  Murray  is  located  here.  iM-om  this 
office,  whirl)  is  littcd  with  the  most  modern  accessor- 
ies, a  \-iew  of  the  entire  store  can  be  had  at  all  times. 


— «  t 


The  woodwork  throughout  the  store  is  all  of  a 
dark  oak  finish.  At  various  intervals  the  plain  shelv- - 
ing  effect  has  been  relieved  by  the  use  of  doors  with 
full  length  mirrors  which  give  the  customer  a  better 
idea  of  just  how  the  various  shoes  appear.  Situated 
behind  these  doors  are  placed  shelves  on  which  find- 
ings of  every  description  are  conveniently  placed. 

A  stock  checking  system  is  used  whereby  each  sale 
is  checked  off  at  the  close  of  the  day  on  stock  record- 
ing cards.  This  system  enables  the  firm  to  tell  at  all 
times  just  how  any  particular  line  may  be  selling. 

Latest  Type  Lighting  Units 

One  feature  which  ought  not  to  be  overlooked  is 
the  modern  electric  lighting-  system.  The  fixtures 
used  are  of  the  newest  direct-indirect  type  and  hang 
\ery  close  to  the  white  ceiling.  The  effect  at  night 
is  ])articularly  brilliant  with  the  absence  of  any  of- 
fensive glare. 

The  Murray  stores  have  always  had  the  reputa- 
tion of  being  progressive  and  the  move  they  have  now 
made  into  the  present  large  premises  is  entirely  in 
accord  with  their  policy  of  "Quality  and  Service." 
Messrs.  Hugh  and  Ken  Murray  take  an  active  interest 
in  the  general  welfare  of  the  shoe  trade  not  only  in 
Lond(jn  l)ut  also  in  St.  Thomas  where  this  enter- 
prising firm  has  a  shoe  store  conducted  on  the  same 
high  class  lines  as  the  London  shop.  Mr.  Hugh  Mur- 
ray is  a  valuable  member  of  the  London  Shoe  Retail- 
er's Association,  and  is  a  strong  advocate  for  shorter 
hours  in  shoe  retailing  with  the  elimination  of  the 
Satur(!ay  night  sho])ping  evil. 


Machinery  and  Production 

Mr.  iM-ank  W.  Knowlton,  manager  of  the  Lf^nited 
Shoe  .Machinery  Company  of  Canada,  Montreal,  re- 
cently addressed  the  Rotary  Clul).  Montreal,  on  the 
use  ol  machinery,  lie  referred  to  the  immense  deve- 
lopment of  the  shoe  industry  in  Canada,  and  ])ointed 
out  the  percentages  of  production  in  Montreal, 
and  also  in  Ouebec,  (  )ntario  and  the  other  ])rovinces. 


April,  1920 


FOOTWEAR 


IN  CANADA 


135 


Appointment  by  Wm.  Marsh  Shoe  Co. 

MR.  John  Dunbar  who  has  been  manager  of  the 
Scott  Chamberlain  shoe  factory  of  London 
ever  since  the  time  when  the  business  of  Cook 
Fitzgerald  was  taken  over,  has  left  that  po- 
sition to  take  a  similar  one  with  W.  A.  Marsh  Shoe 
Co.,  of  Quebec  City.  The  present  large  volume  of 
business  whicli  is  being  enjoyed  by  the  Scott  Cham- 
berlain Co.  is  very  largely  due  to  Mr.  Dunbar's  im- 
tiring  efforts  of  the  past  four  years.  The  name  .As- 
toria is  now  one  of  the  first  to  be  thought  of  among 
the  top  notch  men's  shoes  of  Canada.  Mr.  Dunliar, 
who  came  to  London  from  many  years  with  Ceo. 
A.  Slater  and  other  factories  in  ^Montreal,  has  made 
many  friends  while  with  the  Scott-ChamI)erlain  Co., 
and  is  considered  one  of  the  l)est  shoe  men  in  the 
country.  The  best  wishes  of  a  host  of  friends  go  with 
him. 


it  is  understood  that  he  is  to  become  prominently  con- 
nected with  the  silver  mining  industry — and  among 
wealthy  mining  men,  of  course,  a  little  added  expense 
is  neither  here  nor  there. 

The  "Old  Colony"  gathering,  besides  Mr.  .Fegan 
and  Mr.  Cook,  included  Mr.  Howard  Blachford,  Mr. 
Walter  Burnill  and  Mr.  J.  W.  Jupp. 


Farewell  to  Mr.  Ed.  Cook 

MR.  !•:!).  COOK,  the  genial  secretary  of  the 
Canadian  Shoe  Retailers'  Association,  and 
for  many  years  secretary  of  the  Toronto  As- 
sociation, recently  decided  to  retire  from  the 
shoe  business.  The  announcement  was  received  with 
the  most  sincere  regret  on  the  part  of  his  fellow  re- 
tailers, who  had  come  to  look  upon  him  as  one  of  the 
pillars  of  the  industry.  The  regret  found  expression 
in  a  pleasant  little  event  staged  by  Mr.  Fegan,  Presi- 
dent of  the  Canadian  Association  at  the  "Old  Colony" 
Club,  King  F.dward  Hotel,  Toronto,  who,  at  the  sug- 
gestion of  the  Toronto  shoemen,  had  invited  the  offi- 
cers of  the  local  association  to  meet  Mr.  Cook  for  a 
farewell  handshake  and  assurance  of  their  good  wishes. 
In  addition  to  many  warm  words  of  praise  for  his  un- 
selfish association  work  and  of  regret  that  he  had 
decided  to  leave  Toronto,  Mr.  Cook  was  the  recipient 
of  a  tangible  proof  of  the  association's  appreciation  in 
the  form  of  a  very  handsome  travelling  bag.  Our  car- 
toonist evidently  feels  that  this  bag  will  add  con- 
siderably to  Mr.  Cook's  travelling  expenses,  but  on 
this  score  his  friends  need  have  no  apprehension,  for 


London  Retailers  Adopt  Shorter  Hours 

Ar  a  recent  well  attended  meeting  of  the  Lon- 
don Shoe  Retailers'  Association,  a  new  work- 
ing hour  schedule  was  outlined  and  finally 
put  into  force  beginning  Monday  March  8tii. 
The  hour  of  opening  the  stores  is  now  8.45  a.m. 
instead  of  8  for  some  stores  and  8.30  for  others.  The 
hour  for  closing  remains  the  same  6  p.m.  for  each 
night  excei)ting  Saturday.  The  hour  for  Saturday 
closing  is  changed  from  10  to  9  p.m.  This  will  also  be 
the  rule  for  nights  before  holidays,  with  the  exception 
of  the  week  before  Christmas  when  the  stores  may 
keep  open  till  10  p.m. 

It  was  also  agreed  to  add  May  and  September  to 
the  three  summer  months  to  close  each  Wednesday  at 
1  p.m.  This  will  give  the  clerks  five  months  for  the 
A\>dnesday  half  holiday. 

It  is  argued  that  these  new  hours  wi 
employees,  who  are  already  allowed    1 J4 
lunch,  an  eight  hour  day,  with  ten  hours  for  Satur- 
day. 

All  the  downtown  stores  are  ad<jpting  by  agree- 
ment this  new  order,  while  a  few  of  the  smaller  sub- 
urban stores  still  remain  open  till  10  p.m. 

The  general  feeling  among  the  shoe  men  is  that 
by  closing  at  9  p.m.  the  public  will  soon  get  the  habit 
of  shopping  earlier  in  the  day  and  the  evil  of  Saturday 
night  shopping  will  be  permanently  removed  by  adopt- 
ing a  6  o'clock  closing  for  Saturdays  as  well  as  other 
days  this  coming  fall. 

London  is  to  be  congratulated  on  the  good  feeling 
prevailing  among  the  shoe  men  and  in  the  way  they 
get  together  to  arrange  matters  of  this  kind  to  their 
mutual  ])rofit. 


give  the 
hour  for 
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OH  JHt  EVE  OF  HIS  dlPf\RTVRt 
FOR  THE  SILVER  0 1  ST (C T,  E O.COOK 
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The  Shoe  Salesman  Who  "Smiled" 
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ii/^MlLl^LS"  sure  is  a  good  scuut.    I  can  taste  that 
roast  goose,  and  those  ai)])le  ])ies  yet  !  Talk 
a])out   eat.     W'e   stuffed  ourselves  that  full 
that  i>nv  hoarding-  hcnise  mistress  ought  to 
give  us  reduced  rrtes  for  a  week. 

The  other  fellows  at  the  store  had  engagements 
last  night  so  Smiles  asked  me  to  go  with  him  to  Mr. 
Smithers'  for  supper.  It  seems  that  IMr.  Smithers 
lold  him  to  come  and  hring  a  friend.  I  was  the  lucky 
guy ! 

(lee!  I'll  ha\e  to  cut  that  out.  Smiles  told  me 
last  night  that  fellows  that  use  s  much  slang  as  I. 
do  make  i)oor  salesmen.  I  suppose  lucky  guy  is  slang, 
but  I  expect  it'll  take  me  years  to  find  out  what  is 
and  what  isn't.  Here  goes  for  a  try  anyway.  Smiles 
knows  whrt  he's  talking  about,  take  it  from  me. 

We  had  a  great  time  out  there  last  night.  We 
went  on  the  6.15  suburban  car  and  got  to  Glendale 
about  6.45.  Smithers'  farm  was  cpiite  near  the  car 
stop,  and  it  didn't  t;  ke  us  long  to  hang  up  our  coats 
and  hats  and  follow  them  into  the  feast.  Oh  boy! 
What  a  time  we  had. 

After  supper  we  lounged  around  the  log  fire  in  the 
living  room.  Smithers  and  Smiles  sure  could  swap 
yarns,  and  Smithers  had  some  good  ones  rbout  when 
he  was  a  young  fellow  in  Australia,  ft  was  time  to 
go  before  we  realized  it. 

T  asked  Smiles  on  the  way  back  to  town  how  long 
he  had  known  that  bunch.  He  k  ughed  and  said  he'd 
met  them  in  the  store  about  two  months  ago  for  the 
first  time.  And  to  think  that  he  had  made  a  hit  Avith 
.Smithers  big  enough  to  get  an  invitation  oul  there, 
well  Smiles  has  the  rest  of  us  beat  alright. 

By  the  way  Smiles  isn't  his  rerl  name.  The  day 
he  started  to  work  at  the  store  the  bookkeeper  asked 
him  his  name  and  he  said  "Mdes  Aft'erly."  One  of 
the  felUnvs  whispered  "Smiles  -\ft'ably  all  right."  And 
the  name  sure  did  stick  for  he  has  the  merriest  grin 
vou  e\er  set  eyes  on.  We  have  to  think  twice  if  any 
(jiie  asks  to  spe;  k  to  Mr.  Afferly. 

1  was  just  ])arcel  boy  when  Smiles  first  came  and 
I  remember  how  the  bunch  used  to  laugh  at  him.  He 
was  as  green  as  grass,  but  he  never  got  mad  at  their 
kidding,  lie  never  says  much  rbout  his  folks,  but 
we  figure  that  his  father  must  be  l)ank  manager  or 
somethuig  big  up  Kllwood  Springs  way,  and  that  he's 
sent  Smiles  back  to  his  old  home  town  to  make  good, 
lie's  making  good  alright;  T  overheard  the  boss  sry- 
ing  to  his  junior  jjartner  one  day,  "1  uish  the  other 
boys  were  as  pleasant  with  the  customers  as  Miles. 
People  take  to  him  very  cpiickly.  I  notice  (|uite  a  few 
asking  s|)ecially  for  him  now.  That  cheery  smile  of 
his  is  ;  n  asset  all  r'ght.  Me  has  learned  the  business 
(piickly  too.  Of  cotu'se  he  doesn't  know  everything 
yet  but  I  wouldn't  want  to  lose  him." 

I've  only  been  selling  shoes  myself  foi"  the  last 
foui"  months,  but  when  I  run  across  a  mean  old  cat, 
Smiles  is  the  chap  to  hel])  a  fellow  out.  The  day 
before  vestcrday  1  went  to  wait  on  one  of  those  old 
dames  who  is  always  four  ye;  i-s  behind  the  times. 
.She  asked  for  a  style  I  knew  we  did  not  have,  but  I 
got  her  shoe  off  and  started  to  show  her  some  of  our 
oldest  jmik.     I  couldn't  tell  what  was  the  matter  but 


nothing  1  showed  her  seemed  to  ])lease  her.  I'inally 
1  g<jt  Smiles  io  help  me  (;ut.  I  th(jught  if  she  were 
going  {()  walk  out  I'd  r;  ther  the  Ixjss  see  him  lose  her 
than  see  me. 

1  was  sore  as  a  boil  Ity  then,  but  .Smiles  went  (ner 
with  one  of  his  cheerful  grins  and  started  to  thaw  her 
a  l)it.  In  a])out  ten  minutes  he  had  one  of  the  very 
shoes  I  had  been  showing  on  her  foot  ;ind  in  five 
minutes  more  had  g(jt  her  money.  I  hung  ;  round 
just  behind  her  chair  making  believe  1  w;  s  fixing  stock, 
and  he  gave  her  just  abcnit  the  same  line  of  talk  that 
I  had  tried,  but  it  must  have  sounded  different  to  her 
as  she  watched  his  big  smile.  I'unny  how  the  look 
on  (jne's  free  can  make  a  difi'erence. 

Then  to(j,  just  a  few  days  ago  old  man  Towers 
waddled  in.  All  the  shoe  clerks  in  town  know  Towers. 
You  ought  t<j  have  seen  the  boys  duck  when  they  saw 
him.  Tom  slid  downstairs  all  of  a  sudden,  Bert  trotted 
up  a  ladder,  a  couple  more  became  very  very  bu.sy 
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with  stock  rnd  1  had  work  right  at  the  back  of  the 
store,  when  Smiles  looked  u]).  Then  forward  he  went 
smiling  all  over  his  face,  "(locxl  morning,  Mr.  Tow- 
ers, what  can  we  do  for  you  this  morning."  I  guess 
it  wasn't  what  he  said  but  that  smile  made  the  differ- 
ence. Soon  the  old  man  was  fitting  on  shoes  quite 
amiably  ;  nd  to  the  surprise  of  evervbodv  picked  out 
a  pair  at  $11.00. 

It  must  have  made  Tcnn,  the  head  clerk,  feel  sick 
to  see  the  boss  looking  ox  er  and  smiling  wdiile  Smiles 
made  that  sale.  Smiles  sure  has  a  strnd  in  with  the 
boss. 

You  ought  to  see  Smiles  with  the  children's  trade. 
We  always  make  a  specialty  of  shoes  for  the  young- 
sters and  we  sell  a  bunch  of  them  too.  It  keeps  two 
salesgirls  on  the  hop  fitting  thr  t  little  stuff.  Of  course 
when  the  girls  are  busy  we  fellows  have  to  hel])  out 
and  if  there  is  anvthing  I  hate  its  getting  a  woman 
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with  a  baby  about  a  year  uld  to  fit  with  new  shoes. 
They  come  in  expecting'  to  get  a  soft  sole  shoe  for 
rbout  sixty  cents  and  when  they  have  to  take  a  hard 
sole  shoe  at  about  one  fifty — well!  I've  been  there. 
It  makes  me  wish  I  worked  in  an  exclusive  men's 
shop. 

Smiles  is  the  boy  with  the  youngsters  though.  He 
thinks  the  children's  end  of  the  business  is  the  most 
important.  Its  a  treat  to  your  eyes  to  see  him  fit  the 
"wiggling  toes"  as  he  calls  them.  After  he  had  fin- 
ished serving  a  woman  and  her  child  one  day  l"st 
week,  and  the  woman  had  gone  out  with  a  iMg  smile, 
while  the  child  waved  a  goodbye  to  Sn;iles,  1  asked 
him  if  he  was  very  fond  of  children.  He  just  smiled 
and  said,  "Not  specially,  but  then  you  know  it  pleases 
the  mothers  to  make  a  fuss  over  their  youngsters  and 
its  good  business.  But,  do  you  know,  since  I've  be- 
gun to  sell  shoes  I'm  beginning  to  find  them  real  in- 
teresting." 

That's  the  best  of  Smiles.  He  seems  to  like  every- 
one, and  people  sure  do  take  a  fancy  to  our  "sunny 
faced  salesman"  ;  nd  his  affable  smile. 


a  more  easy  flow  of  raw  materials  to  America.  Tan- 
ners have  been  struggling  since  to  place  enough  of 
this  leather  on  the  market  to  take  care  of  the  back 
demand  and  the  output  has  been  uni)recedented.  The 
rise  in  ])rice  h;  s  continued  upward  steadily  and  at 
times  has  jumped  ui)ward  until  today  the  prices  on  all 
weights  and  grades  is  three  to  five  times  what  it  was 
before  the  war,  varying  according  to  the  grade. 

luigland  rnd  (jther  European  countries  have  also 
trebled  their  output  and  have  been  struggling  to  get 
raw  materials  and  skins  enough  to  meet  the  world 
demand  and  this,  too,  has  helped  to  send  the  jjrices 
a  climbing.  ( )ther  nations,  who  ])revious  to  the  u  ar 
were  not  trnners  at  all,  ha\e  now  entered  the  tanning 
field.  This  means  that  the  raw  materials  have  to  be 
divided  u])  and  this  produces  a  greater  sh(jrtage  and 
tendency  to  maintain  high  prevriling  prices. 

"Labor  and  tanning  material  cost,  '  continued  the 
speaker,  "have  ke])t  pace  with  raw  material  costs,  rnd 
today  the  vital  cpiestion  which  each  one  of  us  is  ad- 
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The  Situation  in  Kid  Leather 

THK  present  kid  leather  situation,  as  it  afifects 
the  shoe  retail  business,  and  possible  future 
developments,  were  dealt  with  in  ?n  interest- 
ing- address  delivered  by  Mr.  Laird  H.  Simons 
before  the  recent    convention    of    the  National  Shoe 
Retailers'  Association  at  Boston. 

North  America  it  was  pointed  out,  is  the  only 
place  in  the  world  adequately  supplied  with  leather 
shoes  of  the  verious  types  of  leather  in  demand.  The 
.\merican  shoe  factories  are  today  producing  a  more 
normal  output  than  at  any  time  in  the  last  three  years 
and  the  tanneries  are  producing  a  larger  amount  of 
leather  than  at  any  time  in  the  past. 

Looking  back  a  few  years,  when  the  market  was 
being  drained  of  lerther  suitable  for  military  purposes, 
there  was  a  change  in  women's  styles  conforming  to  the 
new  styled  shorter  skirt  and  this  brought  a  demand 
for  the  higher  topped  boot,  the  glove-fitting  (pialities 
of  which  could  be  only  effected  by  the  use  of  glazed 
kid.  The  demand  came  for  white,  black  and  a  variety 
of  colors. 

In  July  1917,  the  United  States  was  tanning  about 
9,000  dozens  of  goatskins  per  day,  just  about  half  the 


Misses'  Sporting 
Pump,  shown  by  In- 
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(|uantity  of  the  hte  fall  of  1916.  The  big  demand 
soared  prices  so  that  by  January  1918  the  price  of  kid 
leather  was  between  two  and  three  times  what  the 
normal  price  had  been.  Raw  materials,  as  we  all  know, 
could  not  be  obtained  at  that  time  and  tanneries  closed. 
In  the  first  half  of  1919  the  supply  of  shoes  was  lower 
'per  capata  than  ever.  The  signing  of  the  Armistice 
found  the  tanners  scouring  the  world  raw  skin  markets 
for  materials  and  March  1919  was  the  beginning  of 
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dressing  to  all  is — Have  we  reached  the  peak  in  costs, 
or  do  we  mount  higher?  Or  cm  we  descend?  That 
question  I  am  not  prepared  to  answer.  If  you  want 
an  answer,  ask  your  friends  assembled  in  this  great 
convention,  called  for  co-operation,  rnd  you  will  find 
every  shade  of  oi)inion  from  the  bluest  pessimism  to 
the  rosiest  optimism.  Will  luiroi)e  and  the  rest  of  the 
world  be  able  to  ])lace  and  finance  glazed  kid  orders 
in  volume  such  as  they  did  in  the  first  six  months  of 
1919?  If  so,  the  American  supply  will  be  materially 
less  than  the  demrnd.  They  have  the  need.  A\'e  have 
the  supplies.    The  answer  is  unknown. 

"The  public  is  interested  in  the  retail  ])rice  of  shoes 
made  from  the  best  materials  and  finest  leathers,  the 
l)rtterns  of  which  require  the  largest  atnount  of  leather 
cuttings  of  the  finest  kind.  On  the  contrary,  from 
reliable  sources — the  shoe  manufacturers  and  retailers 
— it  is  learned  with  regret  that  the  i)ublic  does  not  care 
to  interest  itself  in  the  prices  of  shoes  made  of  the 
medium  and  lower  grades  of  lerther  such  as  the\'  did 
prior  to  1914,  nor  in  shoe  designs  which  allow  for 
the  using  of  a  greater  number  of  pieces  o\  leather  hi 
their  make-up. 

"Now,"  declared  Mr.  .Simons,  "if  the  ])ubHc  is 
really  interested  in  a  lower  ])riced  shf)e,  the  following 
out  of  this  thought  would  supply  it,  and  afford  r  real 
l)asis  for  constructixe  co-o])eration  between  tanners, 
shoe  manufacturers,  retailers  and  the  jiublic,  for  the 
combined  trades  most  earnestly  desire  lo  mainlrin  the 
pre-eminent  place  which  shoes  now  occupy  as  a  style 
factor  which  determines  whether  people  are  well 
dressed  or  not." 
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A  Shoe  Fit  for  Venus 

E^XIIIBITED  in  an  elabor;  te  show  case  of 
^  buckles,  ornaments,  etc.,  at  booth  183  occn- 
\j  ])ied  by  W.  J.  Reynolds,  Jr.,  of  Providence, 
J<.  I.,  was  one  c^f  the  sensational  novelties  on 
display  at  the  Boston  conxention  of  the  National  Re- 
tailers' Association.  This  was  a  heavy  metal  shoe 
set  solid  with  3,000  rhinestones,  which  ])roved  an  at- 
traction to  the  admiring"  eyes  of  the  ladies.  When 
they  came  to  lifting  it  their  ambition.^  to  possess  it 
disap])eared,  although  its  heauty  convinced  them  of 
the  possibilities  in  the  line  of  f;  scinatiiig  and  spark- 
ling footwear.  Each  stone  had  been  carefully  drilled 
and  beaded  by  hand,  making  a  product  dazzlingly 
brilliant  to  behold.  The  heel  was  set  solid  with  gor- 
geotis  greenstones.  This  represented  the  workman- 
ship of  the  D.  *W.  Coultas  buckel  shop  of  Providence, 
whose  lines  are  very  well  known  in  C  nada. 


Under  The  Wayland  Colors 

TH1{  Wayland  Shoe  Limited,  Montreal,  makers 
of  men's  high  class  welts,  will  be  represented 
this  coming  season  by  the  following"  weil- 
knt)wn  salesmen:  Mr.  John  Feron,  Eastern  ()n- 
tario;  Air.  \\.  A.  Chalk,  Northern  Ontario;  Mr.  C.  \\. 
Chalk,  ]r.,  Western  Ontario;  Mr.  W.  [.  Patterson, 
Middle  "West;  Mr.  D.  McFarland,  (McFarland  Shoe 
Co.),  P^ar  West  to  Coast;  Mr.  J.  D.  Campbell,  Mari- 
time Province;  Mr.  1.  I*'.  Petrie,  Maritime  Province; 
Mr.  j.  A.  P.luteau.  Ouebec  ;  Mr.  \l.  (i.  Petournay,  City 
of  Montreal. 


Slater  Shoe  Company's  Catalogue 

A  very  attracti\'e  catalogue  has  been  issued  by  the 
Slater  Shoe  Company,  Limited,  Montreal,  for  the  year 
1920.    This  catalogue,  which  has  been  compiled  spec- 


ially for  retailers'  use,  illustrates  the  company's 
"in  stock"  line,  carefully  selected  from  a  wide  ran<,'e 
of  styles.  The  pages  of  the  catalogue  are  emblematic 
(if  the  company's  trade  mark,  the  slate,  which  forms 
an  excellent  background  for  the  different  colors  in 
shoes.  The  cover,  which  is  also  made  up  in  the  form 
of  a  slate,  shows  a  photograph  of  the  company's 
large  factory,  under  which  is  written  "The  Slater 
Sh(je  Company,  Limited,  Montreal,  Canada." 


Empress  Tanning  Co.  Extend 

riic  Empress  ranning  Ccjmpany  are  having  an  ex- 
tension made  to  their  tannery  at  ()memee.  Out.,  con- 
sisting as  follows:  main  building,  90  x  64  ft.,  three 
storeys,  with  66  vats,  8  ft.  x  8  ft.  6  in.;  beam  house, 
140  X  45  ft.,  one  storey  ;  twenty  wooden  vats,  8  ft.  x 
8  ft.  6  in.,  and  21  lime  vats,  8  ft.  x  8  ft.  6  in.,  of  rein- 
forced concrete ;  scrub  house,  64  x  48  ft.,  one  storey, 
seventeen  vats,  a  reinforced  concrete  building,  145  x 
45  ft.    The  estimated  cost  of  the  work  is  $50,000. 


Mr.  Max  Segal  has  entered  into  jiartnership  with 
Mr.  Peter  Braunstein.  The  new  firm,  known  as  the 
B.  &  S.  Footwear  Comjjany,  will  manufacture  a  com- 
])lete  range  of  fine  stitch-down  footwear  f(jr  infants, 
children  and  adults.  Their  factory  is  located  at  29 
William  Street,  Mcjntreal. 

Mr.  .Segal  was  formerly  a  well  known  merchant  in 
Montreal,  but  has  now  sold  his  retail  interests. 


The  Lang  Tanning  Company,  Kitchener,  Ont.,  has 
let  contracts  for  the  construction  of  a  new  tannery, 
to  cost  approximately  $150,000.  The  new  l:)uilding 
will  be  four  storeys  high,  100  ft.  x  200  ft.,  of  white 
brick  construction,  and  will  be  used  for  the  tanning  of 
sole  leather. 


New  plant  of  the  Northern  Rubber  Co.,  Ltd.,    Guelph.  Ont. 
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Organization  and  Development  of  the 
International  Supply  Co. 

APPROXIMATELY  five  years  ago— on  April 
20th,  1915 — International  Supply  Co.  opened 
its  doors  for  business  in  Kitchener.  H.  N. 
Lincoln  and  H.  O.  McDowell  were  the  organ- 
izers and  are  still  the  sole  owners  of  the  business 
which  has  grown  to  be  one  of  the  largest  shoe  factory 
supply  houses  in  Canada,  with  stocks  carried  at  Mon- 
treal, Kitchener  and  C)ue])ec.  L^p  to  the  present,  the 
company's  head  office  has  been  in  Kitchener,  1)UL 
since  the  opening  of  the  Quebec  branch,  it  has  l^eon 
found  necessary  to  transfer  the  accounting,  purchas- 
ing, etc.,  to  Montreal.  H.  O.  McDowell,  who  has 
looked  after  that  end  of  the  business,  will  locate  in 


M(jntreal,  while  H.  N.  Lincoln  will  remain  at  Kitch- 
ener where  he  will  be  in  a  position  to  give  personal  at- 
tention to  the  Ontario  trade.  Associated  with  Mr.  Lin- 
cohi  is  W.  C.  Cudne_\-  who  will  call  regularly  on  the 
Oiuario  trade,  Toronto  and  West.  Mr.  Cudney  has 
had  }  ears  of  practical  shoe  factory  experience,  having 
been  in  the  l)ottoming-  department,  and  afterwards  in 
charge  of  the  supply  department  for  (ietty  &  Scott. 
Mr.  Lincoln's  services  will  be  available  to  manufac- 
turers for  machine  adjustments,  etc.  His  years  of 
experience  in  factory  and  on  the  road  selling  and 
demonstrat-ng  machines  fits  him  to  give  manufactur- 
ers excei)tional  service. 

New  ([uarters  have  been  engaged  in  Montreal  at 
154  Notre  Dame  Street,  AVesc,  one  door  east  of  St. 
Peter's  Street.  The  personel  of  the  Montreal  staff 
will  remain  ])racticall}'  unchanged.  Mr.  H.  L.  Taylor 
will  be  in  charge  of  the  Montreal  branch  office.  He 
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needs  no  introduction  to  the  Montreal  trade,  having" 
been  in  his  present  position  more  than  two  years.  For 
a  number  of  years  he  was  associated  witli  firms  cater- 
ing to  shoe  manufacturers.  Associated  witli  Mr.  'I\iy- 
lor  is  R.  R.  Dupere  who  has  been  with  the  conij^any 
a  year  and  who  has  made  many  friends  among  the 
trade. 

The  head  office  will  be  separate  and  will  be  the 
clearing  house  for  the  three  branches.  This  will  be 
under  the  supervision  of  IT  O.  McDowell  who  has 
had  years  of  experience  in  buying^,  accounting,  etc., 
in  this  line  of  business,  d.  \\  Nicholl,  a  new  comer 
to  the  organization  will  be  in  direct  charge  of  the  ac- 
counting department.  Louis  Jason,  who  has  been 
with  the  company  nearly  three  years,  will  assist  Mr. 
Nicholl  by  looking  after  purchase  records,  etc. 

The  Quebec  branch  is  now  located  ])ermanently  at 
566  St.  Valier  Street  in  J.  A.  Scott's  building.  This 
branch  is  in  charg^e  of  T.  H.  Connolly,  a  Quebec  resi- 
dent for  many  years,  who  has  had  considerable  shoe 
factory  experience. 

The  organization  appears  to  be  exceptionally  well 
l:)alanced.  They  have  a  most  complete  record  .system 
which  covers,  among  other  things,  details  of  goods 
being  sold  each  customer,  details  of  machines  in  each 
factory  which  the  company  sold  or  which  it  handles. 
There  can  be  no  question  of  the  standing  of  this  pro- 
gressive house.  The  lines  that  gave  it  a  start  are 
still  in  the  list  of  houses  represented.  Of  course  there 
have  been  important  additions  to  the  list,  but  not  a 
single  account  has  been  taken  away  for  any  reason. 
The  ])olicv  of  the  c(>m])any  has  been  from  the  start, 
(|uality  goods,  fair  ]jrices,  fair  dealings  and  service. 

Three  large  stocks  are  carried  for  the  protection 
of  customers.  A  great  many  of  the  lines  are  usually 
sold  in  quantities  that  permit  shipment  direct  from 
factory  to  customer's  address.  Such  shipments  are 
cleared  by  the  company  and  all  charges  paid.  The 
company  promises  some  announcements  of  great  in- 
terest to  the  trade  in  the  coming  months. 


Clarke's  Hockey  Team  Wins  Austin  Challenge 
Trophy 

THE  employees    of    A.  R.  Clarke    &  Company 
know  something  alxnit  hockey  as  well  as  the 
])atent  leather  game.    The  Clarke  team,  cham- 
]Mons  of  the  Mercantile  Hockey  League,  beat 
the  Goodyear  team,  champions    of    the  Industrial 
League,  by  5  goals  to  2  in  a  fast  and  interesting  game 

lllllllllllllllllllllllllllllllllllllllllllllllllllllliillllllllllllllllllll^ 


at  the  Ravina  rink  recently.  They  thus  became  the 
first  lujlders  of  the  Austin  Challenge  Trophy,  donated 


by  Mr.  (iriffith  B.  Clarke  himself,  t(j  re))resent  the  in- 
dustrial hockey  championship  of  Toronto.  It  was  a 
good  clean  game  of  hockey,  speed  predominating  and 
was  witnessed  by  a  large  crowd,  the  A.  R.  Clarke  & 
Co.  employees  running  two  s|)ccial  cars.  There  was 
not  a  great  deal  of  difference  between  the  two  teams. 
Both  showed  a  lot  of  fast  skaters,  who  were  able  to 

lllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 
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go  the  full  sixty  minutes,  and  the  forward  lines  show- 
ed pretty  fair  combination.  Clarke's,  however,  were 
a  little  more  accurate  in  their  shooting  and  in  their 
handling  of  the  puck  around  their  opponents'  net  and 
this  won  the  victory  for  them.  It  was  the  first  defeat 
of  the  year  for  the  Goodyears,  the  rubbermen  having 
gone  through  their  Industrial  League  schedule  with- 
out losing  a  game. 

The  line  up  was  as  follows: 

A.  R.  Clarke's — goal,  Spanton),  defense,  Spring, 
McBrien  ;  centre,  Nixon  ;  right,  Jamieson  ;  left,  Thomp- 
son ;  subs,  Bounsall  and  Cramer. 

Goodyears — Goal,  Gilchrist;  defense,  Hubbs  and 
Dixon ;  centre,  Collins ;  right,  McKay ;  left,  Dopp ; 
subs.  Wells  and  Dorschener. 


Kaufman  Rubber  Go.  Insure  Employees 

As  an  expression  of  goodwill  on  Jan.  1,  1920, 
the  manager  of  the  Kaufman  Rubber  Co.,  Mr. 
A.  R.  Kaufman,  has  decided  to  provide  life 
insurance  for  all  regular  employees  while  they 
remain'  in  the  service  of  the  company. 

The  object  of  this  insurance  is  to  provide  a  re- 
ward for  continuous  service  and  afford  a  measure  of 
relief  to  the  employees  or  those  dependent  on  them  in 
case  of  death  or  total  disablement. 

All  employees  who  have  com])leted  six  months' 
service  are  entitled  to  partici])ate  in  this  oft'er.  The 
amount  of  insurance  for  each  is  determined  by  the 
length  of  continuous  service :  the  minimum  of  $500 
being  increased  each  year  of  ser\  ice  until  the  present 
maximum  of  $2000  is  reached. 

All  em])loyees  who  were  with  the  army  overseas 
will  be  allowed  full  time  for  such  service  as  part  of 
their  working  years  and  their  insurance  fi.xed  accord- 
ingly. 
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Rubbers— Up-to-date 

ALTITOUGTl   to   the  outsider,   there   are  few 
chjin^es   in   the   various  .liutAs  manufactured 
1)y  tlie  xaricnis  ru1)her  companies,  yet  an  ex- 
amination of  the  cataloi^ues  will  show  that 
the  makers  are  always  abreast  of  the  times,  and  that 
the  changes  in  fashion  in  footwear  see  corresponding^ 


chanj::^es  in  the  rul)ber  and  felt  goods  of  the  rubber 
companies.  As  an  instance  we  may  refer  to  the  gait- 
ers which  are  now  so  much  in  \-ogue.  Our  cut  illus- 
trates the  "Burleigh,"  manufactured  by  the  Dominion 
Rubber  System.  This  is  a  woman's  fine  jersey  gaiter. 


with  15  ])Uttons,  and  special  lining.  It  is  made  on 
several  lasts.  W'e  also  show  cuts  of  footholds,  manu- 
factured by  the  same  com])any.  It  is  estimated  that 
footholds  for  shoes  witli  extreme  l.ouis  heels  will  be 
in  great  demand. 


Oppose  Eight-hour  Day  Legislation 

A  resolution  regarding  the  projiosed  eight  hour 
day  legislation  was  passed  unanimously  at  a  meet- 
ing of  the  Dominion  Board  of  The  Retail  Merchants' 
Association  of  Canada  held  in  Ottawa  recently.  The 
resolution  was  worded  as  follows : 

"We  therefore  feel  that  our  experience  with  the 
present  system  under  which  we  are  operating  is  that 
it  is  a  perfectly  fair  and  sound  one,  and  quite  in  keep- 
ing with  good  democratic  government,  and  that  we 
in  convention  assembled  desire  to  go  on  record  as  be- 
ing quite  satisfied  with  the  present  systeiu  for  deter- 
mining the  hours  of  labor,  as  far  as  retail  merchants 
are  concerned,  and  which  is  l^eing  operated  in  every 
province  of  Canada  at  the  present  time,  and  in  the 
event  of  anv  Dominion  legislation  being  introduced 


such  as  is  proposed,  we,  in  conventicjn  assembled,  de- 
sire to  place  ourselves  on  record  as  requesting"  that  a 
clause  be  inserted  in  any  i)roi)osed  Act  exempting  t!ie 
retail  merchant  class  from  its  operations  so  as  to  al- 
low us  to  continue  as  we  are  at  i)resent  under  Pro- 
vincial Legislaticjn." 


Finds  Business  Booming  in  the  West 

Mr.  Nathan  Cummings,  who  has  recently  return- 
ed home  from  a  ten  weeks'  honeymoon  trip  through 
California  and  Western  Canada,  reports  that  I:)usiness 
conditions  in  general  through  Western  Canada  look 
h'ke  a  bumper  spring  1920  season.  "The  jobbers 
stocks  in  general,"  he  says,  "are  not  too  heavy  and 
the  retailers  are  all  very  optimistic  about  a  big  busi- 
ness, and  if  all  our  predictions  are  right  this  ,  should 
be  a  real  good  spring'  season.  Merchants  in  general 
did  not  feel  quite  so  optimistic  about  this  coming-  fall, 
although  upon  my  return  home  t  find  prices  much 
higher  than  when  I  left." 


Group  Insurance  for  Hewetson  Employees 

The  J.  W.  Hewetson  Co.,  I^td.,  Brampton,  Ont., 
manufacturers  of  children's  shoes,  have  recently 
adopted  the  group  insurance  plan  for  their  employees. 
They  thus  secure  for  all  those  who  have  been,  or  will 
later  be,  in  their  service  for  more  than  six  months  a 


Patent  Oxford,  imi- 
tation straight  stich- 
ed  tip,  whole  quarter, 
grey  ooze  quarter 
Hning,  Cuban  heel, 
welt.  Shown  by 
Perth  Shoe  Co. 


measure  of  insurance  ])rotection,  no  matter  what  their 
age  or  condition  of  health.  The  amount  of  insurance 
is  graded  from  $500  to  $1,500,  based  on  length  of  ser- 
vice. Employees  who  have  been  with  the  company  for 
over  six  months  are  insured  for  $500,  while  the  $1,500 
amount  applies  to  those  who  give  ten  years'  or  more 
of  continuous  service.  The  company  is  dating  back 
the  a])plication  of  the  plan  to  March  1,  1914,  when 
they  commenced  o])eration  in  BrainpHon.  This  is 
done  so  that  those  who  have  served  the  company  faith- 
fully in  the  meantime  may  benefit  thereby.  Hv  this 
method^  of  honoring  past  services,  a  large  i)ercentage 
of  the  staff  will  at  once  receive  ])olicies  for  $1000. 

The  insurance  has  been  placed  with  the  .\elna  l.-fe 
Insurance  Com])any. 


New  Shoehorn  of  Attractive  Appearance 

The  Canadian  Shoe  I'^indings  i\:  Xo\ell\-  Co.  are 
handling  a  solid  brass,  gold-plated,  slioe  horn,  calK'd 
the  "Jazz,"  which  is  made  in  ICngiand.  This  shoe  hoi-n 
is  attached  to  a  straj)  and  enclosed  in  a  morocco  case. 
It  is  si)ecially  designed  for  a  high  class  ladies  trade 
at  the  retailers'  findings  counter,  and  no  doul)l  will 
attract  the  attention  of  many  of  the  fair  sex  who  like 
something  "different." 
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Splendid  New  Shoe  Store  for  Vancouver 


W]hVV  is  admittedly  one  of  the  linest  shoe 
stores  in  western  Canada  has  just  hei'u 
opened  the     i'xlward    Stark  Company 

Ltd..  at  6*^3  dranxille  Street,  X'ancou- 
ver.  This  firm  has  heen  ojjeratinn'  for  the  i)ast 
fifteen  years  in  the  Terminal  City  and  has.  in  that 
jieriod,  estahlished  an  enxiahle  re])Utati(Hi.  'i'hey  are 
considered  amon^  tlie  most  ])roi;ressi\ e  concerns  i^i 
this  line  and  tlie  manner  in  which  they  ha\ e  fitted 
up  their  new  premises,  which  are  close  to  the  \  ancuu- 
ver  hotel  and  facins^-  the  stores  of  the  iludson's  Hay 
Comi^any,  justifies  this  o])inion. 

Their  first  venture  was  at  63  iiastinL;s  street. 
West,  where  they  huilt  ui)  a  s])lendid  husiness.  h'rom 
there  they  moved  to  566  (jranville  street,  and  now 
they  are  firmly  estahlished  in  their  new  (|uarters.  In 
every  respect  the  store  is  of  the  most  modern  type 
and  no  exi^ense  has  heen  spared  to  make  it  suitahle  in 
every  way  for  the  i)ur])()se  intended.  It  occupies  a 
space  of  25  feet  wide  hy  120  feet  deej^,  exclusive  of 
the  basement,  which  is  used  as  a  store  room — the  feed- 
ing ground,  so  to  speak,  of  the  store  itself. 

From  the  large  illuminated  sign  overhead  to  the 
marble  tiling  of  the  broad  vestibule,  the  frontal  a])- 
pearance  is  a  splendid  combination  of  taste  and 
shrewd  commercial  sense.  Heavy  i)late  glass  windows 
with  the  most  expensive  fittings  give  an  imi)osing  and 
attractive  effect.  The  walls  of  the  show  windows  are 
panelled  in  giimwood  and  the  floor  is  hardwood  par- 
quetry. The  base  is  in  a  unique  design  of  amber 
and  jet  tiling. 

On  entering  the  store  one  is  struck  by  the  beau- 
tifully finished  ])anels.  It  was  a  question  whether  ]'>ri- 
tish  Columbia  fir  or  South  American  gumwood  would 
be  used  in  these,  and  eventually  the  latter  was  select- 
ed, on  account  of  its  soft  and  reposeful  appearance. 
This  is  the  only  place  in  Vancouver  where  this  beau- 
tiful wood  has  been  used.  It  has  a  highly  polished 
surface  and  the  grain  is  very  marked. 

The  store  itself  is  a  model  of  good  taste  and  con- 
venience for  the  conducting  of  the  business  for  which 
it  was  designed.  .\11  the  showcases,  desks,  shelving 
and  panelled  walls  are  in  the  figured  gum  wood,  while 
the  upper  walls  and  ceilings  are  in  specially  designed 
mosaics,  using  the  soft  Tiffany  blends  as  a  color 
scheme.  The  new  receding  cornice  on  the  interior 
woodwork  is  in  kei)ing  with  the  quiet  effect  of  the 
whole  scheme. 

To  the  right  of  the  entrance  is  the  office  of  the 
manager,  Mr.  C.  !'>.  .Stanford,  and  at  the  further  end 
of  the  store  are  the  general  offices.  Facing  tl^e  man- 
ager's office  is  tile  ladies'  hosiery  department,  which 
.Mr.  Stanford  told  {■"ootwear  would  be  replete  willi 
everytliing  <(>  dear  to  the  femifline  heart  in  the  hosier}- 
line. 

The  fitting  chairs  are  of  heavy  upholstered  leather 
and  face  on  rich  Wilton  rugs.  One  of  the  finest 
touches  in  the  whole  store  is  the  ado))tion  of  a  stand- 
ard stock  carton  of  a  rich  brown  hue  in  harmony  wiMi 
the  woodwork.  The  show  cases  and  desks  were  all 
manufactured  in  X'ancouxcr  es])ecially  for  the  Stark 
.Shoe  store  and  are  appropriately  arranged  to  attract 
customers  t(j  all  parts  of  the  lloor,  so  as  not  to  oxer- 
crowd  any  one  ])ortion. 

'I  he  findint's  showcase,  where     ho'-ierv,  buckles, 


etc..  are  displayed  is  just  inside  the  (l(Mjrvva}-.  The 
drawers  have  glass  fronts,  giving  a  seductive  glimpse 
ol  the  beautiful  contents  and  the  dis])lav  case  above 
has  its  ow  n  lighting.  (  )n  the  panels,  the  windows  and 
tile  tiling  an  artistically  designed  initial  letter  "S"  is 
featured  tastefully. 

Aim  to  Produce  Quiet  Atmosphere  and  "Tone" 

.\'(;t  tile  least ' attractixe  feature  of  the  interior  is 
the  lighting  arrangement.  Hanging  electric  lamps 
lia\e  been  installed  from  designs  l)y  a  well-known 
Italian  sculjjtor  of  this  ccjast.  These  lamps  are  known 
as  radiants  with  com];o  to])s  and  the  illumination 
effect  is  soft  and  distinctly  pleasing,  'fhere  are  not, 
as  in  many  other  shoe  stores,  such  contrivances  as 


Mr.  Edward  Stark, 
President.  Edward  Stark  Company 


ladders,  or  the  trolley  system  of  delivering  goods  to 
the  cash  desk.  The  entire  atmosphere,  as  a  result,  is 
quiet,  and  the  object  aimed  at  would  appear  to  have 
lieen  attained,  namely  to  ha\-e  a  store  where  shopping 
can  be  done  without  the  bustle  that  characterises  so 
many  other  similar  establishments,  with  a  tone  about 
it  and  yet  selling  its  goods  at  no  higher  prices. 

To  give  an  idea  of  the  number  of  pairs  of  boots 
and  shoes  that  can  be  carried  in  the  store  and  which 
are  within  easy  reach  of  each  clerk,  there  are  on  each 
wall  no  less  than  two  thousand  cartons  with  brass 
littings,  so  that  altogether  there  are  four  thousand 
cartons  and,  as  these  are  emptied  the  other  supplies 
;ire  brought  up  from  the  basement. 

'I  liis  firm  is  handling  many  well-known  lines  of 
lioots  and  shoes.  In  the  gentlemen's  department  there 
are  sncli  makes  as  the  (iold  Uond  shoe  and  the  [ust 
Wright,  both  Canadian  makes;  of  American  manu- 
facture there  is  the  Nettleton.  In  the  ladies'  section 
there  arc  the  l.aird,  .Schober  and  the  John  S.  Gray,  both 
Cnited  .'states  ])roducts.  I  )ominioii  shoes  are  rei)re- 
sented  by  the  Ceorgina  and  the  Smardon.  In  addition, 
there  is  a  big  range  of  boots  and  shoes  for  children 
of  all  ages. 
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A  Refutation  of  Profiteering  Charges  shoe  exports  in  the  last  eleven  calendar  years  shows 

,  the  recent  decline  in  Great  Britain's  exports  compar- 

LRT  us  see  how    guilty    we  are     The  Harvard         ^-^^  greatly  increased  U.  S.  exports  since  the  be- 

Bureau  of  Research  ni  then-  last  (1919)  July  gin^jng  ^^r.    The  year  1919  was  a  record  for 

report  says  that  145  shoe  stores,  representnig  ^  ^  ^^^^  exports. 

every  kind  o  shoe  busniess.  show  a  net  profit  ^^^^^  ^^^.^^^  ^^^^^^ 

of  7%.    I  question  whether  this  percentage  is  not  high  (pairs)  (pairs) 

for  the  entire  shoe  retail  industry  of  the  country.    But  1909-13  (r>  yr.  average)    14,220,312  8,624, .i42 

nresuming-  every  shoe    dealer    did    average  this  7%  1914    17,187,564  9,925,r>8r. 

l„.ofi.  and  suppose  the  Government  sueceeded  in  strik-  ..........  ^ ..  ^  ^  ^  ^ .  ^ , .    .Wao  60a        ,e  ,,o,.sj 

ing  off  this  highwayman  s  profit  from  the  retail  prices  ^c,n   11,336,176  14,843,20S 

of  shoes  so  that  the  retailer  would  not  make  a  cent  1918   4',937!976  l3497!o20 

rnd  go  bankrupt,  what  would  be  the  result?    $10.00  ifio   6,552,408  21,3.54,537 

shoe^  would  sell  for  $9.30;  $12.00  shoes  at  about  $11.-   

00;  and  $15.00  shoes  for  approximately  $14.00.  Would  Cf     ^    ^  C'  f  r'  t 

this  small  reduction  reduce  the  complaints  about  the    Manoara  MZCS  01  L>.artOnS 

high  cost  of  living?  What  the  people  want  is  to  buy  *-  ■  ^HE  standard  sizes  of  cartons,  which  were  adopt- 
the  shoes  at  $5.00  to  $7.00  off  the  present  prices,  what  I  ed  at  the  first  annual  meeting  of  the  Shoe 
they  were  before  the  war." — A.  H.  (ieuting.  J_      Manufacturers'  Association  of  Canada  and  to 

which  every  shoe  manufacturer  is  requested  to 
adhere,  as  far  as  possible,  are  as  follows: 

(OUTSIDE  MEASUREMENT) 
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New  French  Last.    Black  kid.  whole  fox,  with 
S'A"  top,   plain   toe  and  leather   Louis  heel. 
Will  also  be  made  in  white,  brown  and 
camel  kid.    La  Parisienne  Shoe  Co. 


British  Shoe  Export  Association 

IN  an  eft'ort  to  regain  export  trade  lost  during  the 
war  and  also  to  develop  new  foreign  markets,  the 
shoe  industry  of  Great  Britain  has  formed  an 
export  association  called  the  British  Shoe  Manu- 
facturers, Ltd.  Membership  will  include  boot  and 
shoe  manufacturers  desiring  to  carry  on  all  or  part  of 
their  export  trade  through  a  central  selling  agency- 
The  new  organization,  which  will  have  its  head- 
quarters in  London,  will  devote  itself  to  marketing 
the  products  of  its  members,  distributing"  orders 
through  local  committees  representing  the  manufac- 
turers in  the  principal  shoe  centres. 

The  association  plans  to  export  boots  and  shoes 
at  the  lowest  possible  prices  and  to  acquire  a  perman- 
ent footing  in  the  new  markets  it  gains.    It  has  al- 
ready begun  operation  with  substantial  foreign  orders. 
The  following  table  of  British  and  U.  S.  boot  and 


No. 

L 0  contain 

Length 

Width 

Depth 

10 

Men's  Eine  Shoes 

6-/ 

4-5/16 

12 

Men's  6  in.  Staple 

Shoes 

13-^8 

8 

4-11/16 

14 

Men's  High  Cut  Staples 
(10  in.  to  16  in.  Prospec- 

tors, etc.) 

13-^ 

9-/ 

4-13/16 

16 

Women's  Eine  Shoes 

12-1^ 

5-H 

3-9/16 

18 

Misses'  &  Youths' 

Fine  Shoes 

10-34 

S-% 

3-5/16 

20 

Misses'  &  Youths' 

Staple'  Shoes 

10-K 

6 

3-3/8 

22 

Boys'  &  Women's  Shoes 

Staple  &  General 

6-^ 

4-1/16 

24 

Little  Maids'  &  Little 
Men's 

(8  to  lOyz)  Regular 

8-/8 

2-13/16 

26 

Little  Maids'  &  Little 
Men's 

(8  to  10>^)  stitch  down 

8-/ 

5-/8 

3-1/16 

28 

Little  Maids'  &  Little 
Men's 

(4  to  71^) 

7-H 

4-/8 

2-13/16 

30 

Child's  Regular  for  4 

to  7y2 

7-% 

2-13/16 

32 

Softs  Regular  for  1  to  4 

6-/2 

4 

2-5/16 
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"Irene"— Women's 
pure  white  fab- 
ric Oxford,  long 
pointed  toe,  new 
sport  heel  with 
rubber  top.  white 
smooth  r  u  b  b  e  I 
sole.  Women's 
sizes  only.  Col- 
u  m  b  u  s  Rubber 
Co. 
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Future  Costs  and  Profits  in  the 
Retail  Footwear  Industry 

A  Fair  Price  Commissioner's  View  of  the 
Situation 


Till''  V-cUV  Price  Comniissitjii  is  an  anomaly  grow- 
in  out  of  the  wiv.  The  country  never  had 
one  before  and  ])r(jl)al)ly  will  never  again 
have  one.  'Jlie  Commission  re])resents  the 
people  only — it  recognizes  no  classes.  Everyhody  has 
their  idea  of  what  ])rofitecring  is  and  after  personal 
and  thorough  investigation  of  Irrge  numbers  of  shoe 
retail  merchants'  profits  and  expenses  of  doing  bus- 
iness, 1  came  to  the  vmcpialified  conclusic^n  that  there 
were  no  profiteers  in  the  shoe  business  or  else  every- 
body was  a  profiteer.  Profiteering  in  some  cases  might 
be  interpreted  as  transactions  which  were  essentially 
fraudulent.  No  man  should  be  considered  a  ])rofiteer 
who  takes  out  of  his  business  a  fair  living  and  the 
cost  of  living  hrcl  soared  so  in  the  last  five  years  that 
prices  have  practically  doul)led  in  some  cases.  The 
figures  depend  on  what  set  of  statistics  (jne  uses. 
The  retailer  who  had  not  adxanced  his  ])rices  beyond 
the  fair  advance  in  other  ])rices  is  himself  justified. 

I  feel  it  is  up  to  the  retril  merchant  t(j  show  his 
cards  to  the  consumer  en'  jniblic.  Trade  secrets  are 
not  real  secrets.  A^our  books  don't  amount  to  any- 
thing to  an}'one  except  yourself.  Nobody  else  is  go- 
ing to  carry  away  in  their  heads  figures  that  will  in- 
jure you,  but  if  you  simply  say,  'Show  the  books'— - 
show  what  you  are  doing  to  the  actual  consumer, 
show  the  costs,  the  increase  of  expenses,  he,  the  con- 
sumer is  going  r.way  satisfied.  That  is  what  I  want  to 
urge,  that  is  what  we  are  urging  in  this  State  upon  all 
retailers  to  do,  to  get  into  good  relations  with  their 
consumers  and  to  also  urge  them  to  appreciate  that. 
This  is  not  a  running  fight  between  retailer  and  con- 
sumer. In  this  way  the  consumer  will  stay  another 
year  on  your  bocjks  and  will  be  a  permanent  cusiomer, 
which  is  the  basis  of  real  sound  lasting  service. 

It  is  all  very  true  that  the  demand  for  luxury  sIk^cs 
was  never  greater;  that  you  can't  get  enough  $15.,$1S., 
and  $20.  models  to  supply  your  trade.  That  is  true. 
A  large  class  of  the  community,  perhaps  half,  I  don't 
know,  has  readjusted  itself  to  the  new  scale  of  living 
and  they  can  buy  these  shoes  easily  without  feeling  it. 
But,  remember,  that  in  the  long  rim,  the  half  of  the 
community  thai  have  not  readjusted  themselves,  the 
great  middle  class,  the  bank  clerk,  the  doctor,  lawyer, 
]jreacher,  are  your  best  customers.  Ciive  them  a  square 
deal,  gi\e  them  a  good  shoe  that  they  can  buy  as 
reasonably  and  cheap  as  you  can.  It  seems  to  me  that 
this  is  one  thing  every  retailer  should  carry  in  his 
mind.  And  don't  be  a  bull  about  ])rices.  Don't  think 
that  the  prices  are  on  their  way  u])ward  towards  a 
]K*ak  where  we  are  all  going  to  get  rich. 

It  is  up  lo  the  retailer  to  demand  good  shoes  at 
reasonable  prices.  The\-  can  make  'em.  The  tanner- 
ies are  full  (jf  lealher  of  nol  tlie  highest  grade.  The 
lasts  in  the  factory  that  make  the  eheapei'  shoe  are  idle. 
This  is  due  to  the  attitude  of  the  retail  buyer  who 
says  that  there  is  more  money  in  luxury  shoes  and 
high  priced  shoes.  .\s  \ou  think  this  is  a  better  bus- 
iness you  go  to  the  shoe  ni;iiiiif:ietin"er  and  demand 
these  high  \alned  shoe^  ;iii(|  he  (locsn'l  kick  as  there 


is  nujre  inone\'  in  it  for  him.  Tell  him  the  long  game 
is  what  you  are  playing  and  the  ]jresent  high  prices 
look  good  now  but  might  nol  be  so  good  later  on. 
Insist  that  the  tanner  l)ring  out  the  chea])er  leather 
lying  idle  without  a  purchaser,  (iet  just  as  good  a 
shoe  for  $8.00  as  you  now  have  for  $12.00  and  advertise 
it  for  this  price  and  its  good  ([ualities.  This  will  bring 
the  class  of  trade  you  will  ha\e  for  the  next  twenty 
years. 

We  never  know  how  far  down  shoe  ])riccs  will  go 
when  they  do  tumble.  S(jmetimes  they  go.  Bang! 
There  have  been  wars  ancl,  wars,  ])rofitcers  and  profit- 
eers before  and  innumerable  aiul  memorable  soaring 
and  deflating  of  ])rices  in  i)ast  history.  Therefore  don't 
go  ahead  and  buy  a  lot  of  $1S.00  shoes  which  may  be 
left  on  your  shelves  at  that  ])rice.  Stock  uj)  on  a 
medium  ])riced  shoe.  It  is  a  safer  bet.  The  ri.sk  is 
minimized. — Gen.  John  H.  Sherburne,  before  N.S.R.A., 
Boston. 


Illlllllllillllllllllllllllilllllllllllllllllllllllllllllllllllllllllllll^ 

Trade  Mark  the  Symbol  of  a  Good  Name 

IT  is  narrated  that  in  Colonial  days  customs  in- 
spectors in  the  West  Indies  had  to  inspect  bar- 
rels of  flour  shipped  from  the  colony  of  \'ir- 
ginia.  Each  barrel  had  to  be  tested  for  grade, 
having  to  be  unheaded  so  that  a  sample  could  oe 
taken  for  testing.  In  time  they  found  that  barrels 
bearing  the  name  "C.  Washington"  were  always  true 
to  grade,  and  those  barrels  were  passed  without  in- 
s])ectioii.  So  much  for  a  good  name,  ]>ro])erly  identi- 
lied  b\-  a  trade-mark. 


According  to  Bradstreet  84  per  cent,  of  all 
firms  that  fail  are  non-advertisers. 
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The  Care  of  Shoes 

Only  a  few  years  ago  it  was  a  common  sight  to 
see  a  person  well  dressed  down  to  her  feet,  but  then 
the  effect  was  spoiled.  It  is  now  becoming  increas- 
ingly evident  that  people,  women  especially,  are  real- 
izing how  important  it  is  to  have  their  footwear  as 
stvlish,  neat  and  clean  as  the  rest  of  their  apparel. 

With  this  realization  has  come  also  a  desire  to 
keep  the  footwear  in  better  condition.  The  public  is 
becoming  more  discriminating-  as  to  the  polish  or 
dressing  they  use  on  their  shoes.  It  is  not  enough 
now  for  a  merchant  to  tell  his  customers  that  such 
and  such  a  polish  or  dressings  gives  a  (|uick  shine  or 
a  bright  shine.  People  want  to  know  also  what  effect 
the  polish  is  going  to  have  on  the  leather,  whether  it 


Men's  Calf  Bal. 

Shown  by 
Miner   Shoe  Co 


is  going  to  dry  it  up  and  crack  it  or  whether  the  polish 
is  going  to  keep  it  soft  and  in  good  condition. 

In  order  to  be  able  to  advise  his  customers  intel- 
ligently, a  merchant  should  remember  that  when  the 
shoes  were  walking  around  in  the  form  of  the  skin  of 
an  animal,  certain  qualities  were  contained  in  it.  Now, 
when  the  skin  is  taken  ofif  the  animal,  cleaned,  tanned, 
dyed  and  made  into  shoes  there  is  no  animal  to  supply 
the  necessary  qualities  to  keep  the  leather  soft  and 
])liable.  Every  shoe  man  should  recommend  to  his 
customers  a  good  polish,  that  is  of  an  oily  or  waxy 
nature,  and  one  that  really  FEEDS  the  leather  in  the 
same  way  as  it  was  fed  when  on  the  animal. 

Merchants  would  find  that  if  this  policy  were 
adopted  they  would  have  a  more  satisfied  lot  of  cus- 
tomers, because  the  shoes  they  sell  would  be  satis- 
factory and  there  would  l^e  no  danger  of  them  crack- 
ing and  blistering. 


Canadian  Shoe  Manufacturers'  Publicity 
Campaign 

The  National  Advertising  Committee  of  the  Shoe 
Manufacturers'  Association  of  Canada  is  pushing-  its 
campaign  of  propaganda  regarding  Canadian  shoes  and 
the  Canadian  shoe  industry  very  vigorously.  Below 
is  a  copy  of  the  Bulletin  No.  2,  which  the  committee 
has  gotten  out : 
Dear  Sirs : — 

Your  Advertising  Committee  has  just  held  an- 
other two  day  session  reviewing-  the  copy  for  the  ])r()- 
posed  advertisements,  readers,  retailers'  booklets,  win- 
dow cards  and  other  essential  features  of  the  Cam- 
paign. 

Methods  are  being  dexiscd  \vhere])y  cvvry  sub- 
scriber can  definitely  link  up  his  sales  effort  wilh  the 
general  Campaign,  the  copy  for  which  is  written  so  as 


to  cover  adequately  all  lines  of  shoes  produced  in  Can- 
ada. 

The  copy  is  constructed  to  create  in  the  minds  of 
all  Canadians  a  definite  pride  in  the  growth  and  de- 
velopment of  the  shoe  industry ;  to  show  how  inti- 
mately it  is  related  as  regards  sources  of  raw  materials 
to  other  industries,  including  agriculture,  essential  to 
the  welfare  of  the  country ;  to  prove  by  a  portrayal  of 
the  keen  domestic  competitive  conditions  and  small 
margin  of  profit  that  the  industry  has  to  be  most  effi- 
ciently and  economically  managed  to  maintain  the 
hold  that  it  has  and  cannot  be  fairly  accused  of  "pro- 
fiteering;" and  to  trace  the  development  of  the  in- 
dustry and  lay  stress  on  the  durability  and  general 
excellence  of  Canadian  footwear  of  all  diiiferent  grades. 

Undoubtedly,  the  furnishing  of  attractive  infor- 
mation of  an  educative  character  will  entrench  Cana- 
dian made  footwear  in  the  minds  of  the  buying-  pub- 
lic. 

Special  attention  is  being  paid  to  the  question  of 
keeping  the  manufacturers  and  their  salesmen  fully 
informed  of  the  progress  of  the  campaign. 

The  Retailers'  Association  and  the  Allied  Trades 
all  welcome  this  Campaign  very  heartily,  and  your 
Committee  is  leaving  no  stone  unturned  that  will  as- 
sist in  putting  over  a  really  great  Campaign. 

Yours  faithfully. 
National  Advertising  Committee, 
J.  D.  Palmer,  Chairman, 
J.  E.  Warrington, 
Albert  Tetrault, 
C.  F.  Craigie, 
Geo.  A.  Blachford. 


Mr.  C.  A.  Brouillard.  well-known  shoeman, 
who  leaves  Scott-Chamberlain,  Ltd.,  London, 
to  become  superintendent  of  Tetrault  factories. 


Illllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 

"Nugget"  White  Dressing 

The  Nugget  Polish  Co.  Limited  have  placed  a 
White  Canvas  Dressing  on  the  market.  lU'fore  the 
war  this  firm  sold  their  "Nugget"  While  cleaner 
(litpiid)  and  exjiect  to  sell  a  lot  this  summer.  Their 
While  Dressing  is  ;i  cake  in  tins  with  sponge.  It  i- 
most  attractively  i)ut  u[)  and  merchants  stocking  and 
making-  a  display  of  this  line  will  be  assured  of  splen- 
did results. 
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Hamilton  Repairers'  First  Annual  Banquet 

Is  Outstanding  Success -Large  Gathering  Meet  at  Festive 
Board  and  Hear  Entliusiastic  Speeches 


TlIK  Hamilton  Slioc  Rei)airers"  Association  '^ut 
off  to  a  splendid  start  with  its  first  annual  han- 
<|uct.  on  Wednesday  evening;-,  March  24th,  at 
the  Rossmore  Cafe.  Hiere  were  cner  sixty 
])resent,  and  all  were  in  ,t^uud  s])irits,  includinL;-  some 
of  the  re]:)resentatives  of  the  sister  association  in  'To- 
ronto, who  arrived  late.  Not  only  was  the  l)an(|Uot 
a  success  in  ])oint  of  numbers,  but  also  in  point  of 
the  feelins^-  of  j^ood  fellovvshi|)  and  harmony  displa_\  ed. 
Everybody  had  an  enjoyable  time  and  shcMved  it.  The 
"eats"  were  very  palatable,  the  s])eeches  were  short 
and  snappy,  and  the  [general  atmos])here  was  one  of 
.gaiety  and  enthusiasm,  'ilie  Hamilton  shoe  repairers, 
like  true  J  lamiltonians,  were  anxious  that  others  than 
members  of  their  own  craft  or  citizens  of  their  own 
city  should  enjoy  their  hosjjitality  and  entertainment, 
and  consequently  their  sister  associations  in  r>rantford 
and  Toronto  were  invited  to  send  rcpresentati\es  and 
members  of  other  branches  of  the  industry  were  also 
guests. 

The  banquet  started  at  8.30,  and  a  temptini^-  menu 
was  provided  to  which  everybody  did  full  justice.  The 
"inner  men"  being  satisfied  and  the  "smokes"  all 
alight,  everyone  was  feeling  contented  and  receptive, 
ready  to  assimilate  and  digest  the  words  of  wisdom 
and  encouragement  in  store  for  them  from  the  lips 
of  the  speakers  of  the  evening.  After  the  toast  to  the 
King  had  been  drunk,  the  President,  Mr.  H.  Hender- 
son, made  his  opening  address,  which  set  a  commend- 
able example  of  brevity  and  pointedness,  extending, 
on  behalf  of  the  Association,  a  \ery  cordial  welcome 
to  all  the  guests.  He  then  called  upon  Mr.  T.  Gray- 
son to  propose  the  toast  to  the  Wholesale  Trade,  with 
which  was  coupled  the  names  of  Mr.  W.  lieal,  of  Real 
liros.,  Toronto,  Mr.  Fisher,  of  Wallace  and  Son,  Ham- 
ilton, Mr.  llush,  of  Leacock  i!v  lUish,  Hamilton,  and 
Mr.  Allen. 

Mr.  Real,  in  replying,  dwelt  on  the  dependence 
of  the  wholesale  trade  upon  the  shoe  repairers.  He 
l)ointed  out  that  the  wholesale  trade  would  not  exist 
were  it  not  for  the  co-o])eration  of  the  associations 
and  the  individual  rejjair  men.  This  s|)irit  of  co- 
operation should  be  extended  and  increased,  he  urged, 
and  all  would  benefit  mutually  when  it  was  shown 
to  the  same  degree  between  the  wholesalers  and  the 
re])airers  as  in  their  own  associations.  The  men  in 
his  line  of  business  were,  hovve\'er,  wholly  subservient 
to  the  repairmen,  and  their  one  (jbject  was  to  .sup])ly 
the  latler's  needs.  Mr.  i'.eal  alscj  asked  for  the  great- 
est possible  assistance  to  the  salesmen,  and  suggested 
that  when  re])airers  fctinid  a  need  iov  anything  new 
in  su])plies  or  e(|uipmcnt,  they  should  show  the  men 
who  called  upon  them  how  their  re(|nirenients  could 
be  better  met. 

.\lr.  I'ishcr  also  s])oke,  congratulating  the  Associ- 
ation on  the  large  gathering  they  had  succeeded  in 
bringing  together  f(jr  their  first  banquet  and  thanking 
tlicni  for  the  privilege  of  being  present.   He  expressed 


the  ho])e,  to(>.  that  their  organization  might  meet  with 
even  greater  success  in  the  future. 

.\t  this  |)(jint  sexeral  musical  and  ehnniticjnal  num- 
bers were  rendered,  which  formed  a  ])leasant  interlude 
in  the  speechmaking  and  were  very  much  ai)preciat- 
ed.  Mr.  J.  |ar\is  gave  a  ])ianof<jrte  solo,  and  vocal 
selections  were  rendered  bv  .Messrs.  Davidson  and 
Wilman.  Mr.  Coutts  fa\-ored  the  gathering  with  very 
enjoyable  recitations . 

The  toast  to  the  retail  trade  and  the  \  isiting  shoe- 
rei)airers  Avas  i)ro])osed  by  Mr.  Revell,  and  brought 
forth  ai)t  and  elo(|uent  rejilies  from  Messrs.  Hurnett 
(Toronto),  liutterworth  ( Toronto ),  and  I'ettit  (llrant- 
ford). 

Mr.  Hurnett  ex])ressed  pleasure  in  haxing  this  op- 
portunity of  meeting  with  the  Hamilton  Shoe  Repair- 
ers' Association  again  under  such  enjoyable  circum- 
stances, and  of  celebrating  with  them  their  first  an- 
nual banquet.  The  Hamilton  Association  and  the  To-- 
ronto  Association,  he  said,  had  kept  pretty  close  to- 
gether in  the  past.  They  had  had  joint  picnics  and 
had  played  ball  together,  and  the  Toronto  men  had 
the  pleasure  of  entertaining  delegates  from  ]-Iamilton 
at  their  banquet  also.  He  was  glad  to  see  that  the 
local  association  was  thriving  and  ]jrosperous.  It  was 
sometimes  a  problem  to  keep  members  interested,  but 
they  could  ahvays  be  got  together  on  special  occasions, 
such  as  this  banquet.  One  of  the  most  important  ques- 
tions the  Association  had  to  deal  with  was  the  keep- 
ing u|)  of  the  standard  of  prices,  and  they  had  before 
them  to-day  the  greatest  object  lesson  of  what  could 
be  accomi)lished  along  this  line  that  had  ever  been 
seen  in  the  history  of  the  world.  Men  to-day,  through 
the  power  of  their  organizations,  were  able  to  demand 
higher  wages  than  had  formerly  been  considered  pos- 
sible. And  the  shoerepairers,  too,  should  be  able, 
through  association  work,  to  increase  their  profits  and 
raise  their  standard  of  living.  He  wished  the  Hamil- 
ton Association  every  success  in  their  activities  for  the 
benefit  of  the  trade. 

Mr.  P)Utterw6rth,  who  has  just  recently  returned 
from  a  trij)  to  California,  was  accorded  a  hearty  wel- 
come. He  spoke  of  the  pleasure  it  gave  him  to  again 
sit  down  among  Hamilton  shoerepairers  and  partake 
of  their  bancjuet.  He  had  found  the  chicken  very  good 
and  hoped  that  the  Hamilton  Association  might  have 
many  more  banquets  as  enjoyable. 

"Mutual  helpfulness"  was  the  text  of  a  brief  but 
l^ointed  talk  by  Mr.  Hendry.  The  shoe  repairing  buf- 
iness,  he  declared,  should  be  on  a  plane  ecjual  to  any 
other  business.  Tn  four  years  of  association  work  in 
Toronto  they  had  made  considerable  progress,  but  he 
would  like  to  see  the  Hamilton  .\ssociation  go  beyond 
their  Toronto  fellow  craftsmen.  His  advice  was  that 
each  and  everyone  shc^uld  go  out  and  boost  the  asso- 
ciation by  bringing  in  new  members.  Ret  each  go  out 
and  talk  to  his  own  competitors,  he  said.  Don't  wait 
foi'  some  one  from  some  other  district  to  do  it.  for 
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vou  are  the  man  your  cunipetitor  wants  U)  hear  from. 

Mr.  Pettit.  of  IJrantford,  had  an  encouraging- 
message  of  the  success  of  association  work  in 
that  city.  It  was  six  years  ago  that  he  had  bought 
a  shoe  repair  shop  and  settled  in  business  there, 
and  in  the  meantime  he  had  seen  many  changes, 
but  the  finest  of  all  was  the  coming  into  exist- 
ence of  the  association.  For,  as  a  result  of  their 
getting  together,  the  old  feeling  of  susi)icion  and 
mistrust  was  gradually  giving  way  to  good  fellowshii), 
as  they  became  better  acquainted,  and  at  the  same 
time  tile  standard  of  living  was  being  improved.  In 
Brantford,  last  June,  two  or  three  went  around  and 
called  a  meeting,  and  now  every  shoe  repairer  but 
one  belonged  to  the  association.  This  one  cut  prices 
and  was  not  asked,  nor  wanted,  to  join.  In  order  that 
an  organization  might  get  the  best  results,  all  should 
stick  together  and  work  for  the  cause.  In  Brantford, 
they  tried  to  give  the  foreign  element  the  glad  hand 
and  make  them  feel  that  they  were  welcome. 

Putting  it  all  in  a  sentence,  Mr.  Pettit  said:  "The 
main  thing  is  to  stick  together,  turn  out  a  good  job 
and  charge  the  price." 

Another  pleasing  musical  number  was  introduced 
at  this  i)oint  in  the  form  of  a  song  by  Mr.  R.  \'ine. 

A  toast  to  the  trade  press  was  proposed  by  Mr. 
Revell,  in  which  he  spoke  very  highly  of  the  services 
rendered  the  shoe  repairers  and  their  associations  by 
the  trade  journals.  The  toast  was  responded  to  by 
Mr.  Uttley  of  the  Shoe  and  Leather  Journal,  and  Mr. 
Turner,  of  Footwear  in  Canada. 

A  recitation  was  given  by  Mr.  A.  ^^'ilton,  which 
was  very  much  appreciated. 

Mr.  John  McDougall,  of  the  Domestic  Specialty 
Co..  proposed  the  toast  to  the  success  of  the  Hamil- 
ton vShoe  Repairers  Association,  at  the  same  time  ex- 
l^ressing  his  ai)preciation  of  the  courteous  treatment 
which  had  always  been  accorded  him  by  the  shoe 
repairers . 

Mr.  l\e\ell  res])onded  with  a  few  vigorous  and 
enthusiastic  remarks.  "No  man  can  live  unto  him- 
self," was  the  text  around  which  his  remarks  centred. 


.\1I  down  through  the  ages  men  had  found  it  neces- 
sary to  come  together  for  mutual  benefit,  and  it  was 
more  necessary  than  ever  in  these  days.  About  fif- 
teen years  ago  in  Hamilton  they  had  tried  to  i)Ut  into 
efl'ect  the  principles  of  co-operation  through  the  for- 
mation of  the  Hamilton  Mutual  and  Protective  Asso- 
ciation. They  had  gotten  along  alright  for  a  time, 
but  finally  the  organization  had  died.  Some  few  years 
ago,  however,  some  of  the  "young-  older  men"  had 
gotten  together  and  the  result  was  the  building-  up  of 
the  present  association.  To-day  the  repair  men  were 
getting-  better  prices — but  not  enough  ;  they  had  clean- 
er shops,  were  I)etter  dressed  and  better  fed.  Now 
the  repair  man  had  to  be  an  intelligent  gentleman  ;  he 
had  to  turn  out  good  work  whatever  the  price.  The 
day  was  ])assed  when  the  dull  boy  of  the  family  could 
be  i)Ut  to  shoe  repairing  and  expect  to  make  a  living. 

The  success  of  the  Hamilton  Association  or  any 
other  association,  Mr.  Revell  said,  depended  on  thor- 
ough organization  and  close  co-oi)eration.  "Let  us 
stand  together,"  he  urged,  "and  assist  each  other  in 
e\'ery  way  possible,  for  that  is  absolutely  necessary 
to  the  success  of  the  industry." 

A  song  by  Mr.  Davidson  l)rought  to  a  close  this 
ver\'  successful  and  enjoyable  annual  ])anquet — the 
first,  but  we  will  confidently  prophesy,  not  the  last,  of 
the  Hamilton  Shoemakers  and  Repairers'  Association. 
The  of?icers  of  the  association,  who  are  to  be  very 
highly  congratulated  for  its  success,  are :  President, 
H.  Henderson;  secretary-treasurer,  A.  R.  Wilton; 
members  of  executive  committee,  A.  Charlesworth,  C. 
Hunt,  G.  Llewellin,  R.  Chadwick. 

It  was  also  very  encouraging  to  note  the  spirit  of 
fellowship  existing  between  the  members  of  the  local 
association  and  the  visiting  rei)resentatives  of  the 
organizations  in  the  neighboring  cities.  There  were 
several  Toronto  members  present  —  Messrs.  Bur- 
nett, lUitterworth,  Robinson,  Llayward  and  Can- 
ning-, and  Mr.  Pettit  represented  the  Brantford 
.Vssociation.  It  is  certain  that  there  are  many  ad- 
vantages to  be  gained  by  co-operation  between  the 
organizations  in  the  various  cities,  as  well  as  between 
the  indi\  idual  members  of  the  associations. 


Story  of  the  Shoemakers'  Patron  Saint 


THERE  are  at  least  two  stories  of  Cris])in  and 
his  brother  Crispinian — and  these  have  consid- 
erable variants.   One  is  profane  and  the  other 
religious.    The  profane  story  is  a  IJritish  ro- 
mance ;  the  other,  a  romance  of  the  Catholic  Church. 
The  former  is  told  by  Alderman  S.  S.  Campion,  J. P., 
in  a  recent  issue  of  the  Footwear  Organizer: 

The  British  story  asks  that  we  shall  transport  our- 
selves, in  imagination,  to  the  Roman  occupation  of 
Britain,  in  the  latter  half  of  the  third  century  of  the 
Christian  era.  Diocletian  and  Maximianus  are  joint  em- 
perors ;  the  former  dominates  the  east,  the  latter  the 
western  part  of  the  Roman  Empire,  Britain  coming 
within  his  jurisdiction.  Maximianus  "sought  in  cruel 
part  to  bereave  this  land  of  all  her  noble  youth  or 
youth  of  noble  blood."  Then  the  virtuous  British 
Oueen  of  Logria  (now  called  Kent),  having  at  tliat 
time  two  young  sons,  sought  all  the  means  she  could 
to  keep  them  out  of  the  tyrant's  claws. 

At  her  bidding,  having  disguised  themsehes  in 
homely  attire,  the  two  young  princes  sought  s;ilety 


in  rtight.  "Like  pretty  lamljs"  they  "were  straying 
they  knew  not  whither,"  when  bv  good  fortune  they 
came  to  Faversham,  Kent.  There  thev  heard  some 
shoemakers  singing  blithelv  at  their  work.  The  merry 
songs  attracted  the  youths,  who  made  bold  to  seek 
harborage  "in  a  ])lace  of  such  great  content." 
Their  comely  looks  and  pleasant  manners  im])ressed 
the  mistress  of  the  house,  who  summoned  the  master 
to  the  inter\iew.  The  princes,  of  their  own  will, 
bound  themselves  for  the  s])ace  of  seven  vears  to 
the  shoemaking  craft.  Whilst  so  engaged,  it  was 
their  hard  lot  to  see  their  royal  mother  carried  off  to 
Colchester  Castle,  where  she  was  imprisoned  because 
she  refused  to  disclose  to  the  Roman  authorities  the 
whereabouts  of  her  two  sons. 

Princess  and  Shoemaker 

l'"or  h\  e  years  of  the  se\en  the  \-oung  men  ser\ed, 
when  their  destinies  were  crossed  by  the  masterful 
lorces  ol  lo\  e  and  war.  Cris])in  was  sent  to  the  Court 
of  .Maximiaiuis  bv  his  master  (who  had  bect)me  the 
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Court  shoemaker)  to  measure  Crsula,  the  tyrant's 
dauj^hter,  for  a  ])air  of  shoes.  The  Roman  ])rincess 
found  a  wa}-  of  discovering'  the'  state  of  her  heart  to- 
wards the  British  shoemaker's  apprentice,  and  they 
were  secretly  married  in  her  father's  park,  by  a  blind 
friar,  in  the  early  morning".  It  is  only  right  to  say 
that  Crispin,  before  things  had  been  brought  to  this 
pass,  had  made  known  the  secret  of  his  birth  to  Ur- 
sula, who  knew  she  was  engaging-  herself  to  a  British 
Prince.  In  the  meantime  Cris])inian  had  achieved  dis- 
tinction in  fightin<^  for  the  Empire  in  Gaul.  He  fought 
and  conquered  a  Persian  (?)  general,  yclept  Iphicra- 
tis — the  son  of  a  shoemaker — and  came  home  to  be 
loaded  with  honors  by  Ma.ximiantis,  to  whom  he  dis- 
covered his  royal  parentage.  Through  the  instrumen- 
talit\'  of  Crispinian,  ])eace  was  made  between  ]\Iaxi- 
mianus  and  his  datighter,  and  then  between  Maxim- 
ianus  and  Crispin,  the  daughter's  husband. 

A  son  born  to  them  was  presented  at  Cnurt  and 


honored  by  the  Imperial  grandfather.  The  secret 
marriage  was  confirmed  openly  with  great  joy  and 
triumph — the  general  happiness  being  comjjleted  by 
the  release  of  the  im])risoned  Queen-mother.  'J"he 
shoemakers  of  the  town  joined  in  the  celebrations  of 
these  happy  events,  their  merriment  encouraged  and 
augmented  by  the  ])rinccly  gifts  of  Cris]jin  and  Cris- 
pinian. 

"Ever  after  U])on  that  day  at  night  the  shoe- 
makers made  great  cheer  and  feasting  in  remembrance 
of  these  two  ])rincely  brethren  and  because  it  might 
not  be  f(^rg(jtten  they  caused  their  names  to  be  placed 
in  the  calendar  for  yearly  remembrance,  whicli  you 
shall  find  in  the  month  of  ( )ctober,  three  days  bef(;re 
the  feast  of  .Simon  and  jude" — that  is,  on  October 
2.Sth.  It  is  to  this  \eracious  romance  we  owe  the 
saying;  that  "a  shoemaker's  son  is  a  ])rince  Ixjrn"  ;  and 
henceforth,  we  are  assured,  shoemakers  will  never  let 
this  term  die. 


Shoe  Repair  Prices  in  Ontario  Cities 


At  a  number  of  their  meetings  recently  the  mem- 
bers of  the  Toronto  .Shoe  Repairers'  Association  have 
been  discussing^  the  (piestion  of  i)rices  and  the  adop- 
tion of  an  advanced  schedule.  At  the  time  of  going 
to  press,  the  matter  has  not  yet  been  finally  settled, 
but  it  was  evident  that  the  feeling  of  those  attending 
the  meetings  was  in  favor  of  an  appreciable  advance. 
In  order  to  show^  just  what  the  situation  is  at  the 
present  time,  we  are  printing  herewith  the  existing 
scale  of  prices  in  Toronto,  and  the  price  lists  in  force 
in  Brantford  and  Hamilton  : 

Toronto   Shoe   Repairers'   Association   Price  List 
Half  Soles 


r«  ?-  ^  1=5  O 

Sewn  Half  Soles,  Gooilvear  Welts  $1.0,5    $1.3.T  $1.25  $1.20  $1.10  $0.S.-. 

Xailed  Half  Soles,  Cloody'r  Welts  1.35      1.10  1.25  1.10  .95  .(,5 

Turns   2.00      2.00  1.25  1.25  1.25  1.00 

Fibre  Soles  Sewn   l..-)0      1.25  1.25  1.10  1.00  .85 

Toe  Pieces  Sewn  or   Nailed   .  .  .  .50  .35  &  .40  .40  .35  .35 

Side  Pieces   Sewn  or  Nailed    .  .  .  ..50       .35  .40  .35  .35  ..35 

Hand  Sewn  Soles   .25  extra 

Whole  Soles 

Leather  Whole^  Soles  and  Heels  $3.00  $3.00  $2.75  $2..jO  $2..5(»  .... 
Fibre    Whole   Soles   and  Rubber 

Heels    ...      2.75      2.75      2.50      2,25      2.25  .... 

Rubber  Whole  Soles  and  Spring 

Heels    2.75      2.75      2..5l>      2.25      2.25  .... 

Whole   Soles,   only    Leather    .  . .      2.7.5      2.75      2..5t*      2.25      2.25  .... 

Whole  Soles,  only  Fibre   2. .50     2..50      2.25      2.00      2.00  .... 

Heels 

Heels  Straightened,  regular  ...  .$0,.50  .l;o.:;5  .1;(I.4<)  .$(>.;55  .fo.;;5  .i;o.30 
Heels,    ()rtho])edic,  .Straiglitcned, 

regular  75       .00       Alt       .4(1        ..•;5  ..•JO 

Heels     .Straighteneil    and  Rev. 

Rubber  Heels  SO        ..50        ..50        ..5(1        ..511  ..50 

Heels    .Straightened    and  Ouar- 

tcr   Rubber  Tips  75        ..5U       ..50       SjH       ..50  ..50 

Rubber  Heels,  Ordinary  (io       ,.5(l        ..50       ..50       ,.50  ,.50 

Rubber  Heels,  Solid  75        ,05        ,05        ,05        ,05  .05 

New  Heels   1.00  up'  1,25  to  II.OO 

Toe  Caps 

Toe  Caps   .50e.  to  .i;i.25 

Miscellaneous 

Patches  sewn  on  .1;0.25  up 

Patches  cemented  on   5(J  up 

.New  Counters  1.00  up 

H.  el    Lining   Oxford   0.50  up 

Heel  Lniing  Moot  0.75 

Triangular   I'lates  on  each  heel  0.30  pr 

,Vew   Vanii's  2.0O 

New  Klastics  1.50  up 

New  Wells  all  round  2.00 

Hob   .Nails,  Sole,  Heel  an<l  Shank  0.75 

IIoIj   .Nails,  Sole  only,  for  Golf  0.50 

Ke-liuishing  Soles  for  slock   (».25  up 

liullons   witli   Fasteners  0.15-0.25 


Puttons   sewn   by   hand    0.75  up 

Mack  Straps   0,.50  up 

Dyeing   0.50  up 

Skates 

.Skates  put   on   with   screws   .$0,35  up 

.Skates   riveted   on    0.10  up 

.Skates  sharpened   0,15  up 


Brantford  Shoe  Repairers'  Association  Price  List 
Half  Soles 


S        >        K  >  So 

Sewn  Half  Soles  $1,75    .$1.25    $1.25    $1.10    $l.t>0  $0.^5 

Nailed    Half   S'oles    1.50      1.00      1.15      1,00       .!>5  ,05 

Turns    2.00  2.(M) 

Fibre  .Soles,  Sewn   1.50      1,25      1.25      1.10      1.00  .,^5 

Toe  Pieces,  Sewn  or  Nailed   .  .  .        .50       M'l       .40       ..3.5       .3.5  .3.5 
Side  Pieces,  Sew  n  or  Nailed   .  .  .      ..50       .35        .40       .35       .'■>o  .35 
Whole  Soles 

Leather,    Whole    Soles    and    Heels  $3.00    .$2.75    2..50    $2.25    $2.25  .... 
Fibre,    Whole    Soles    and  Rub- 
ber Heels   2,75      2.75      2.50      2.25      2,25  .... 

Leather  Whole  Soles  only   2..50      2,.50      2.'25      2.00      2,00  .... 

Fibre  Whole  Soles  only    2,.50      2,.50      2.25      2.0O     2,0(t  .... 

Heels 

Heels  Straightened,  regular  .  ,  .  $0,.5o  .$0,35  .$0,4(»  $.35  $0,:!5  ,:J0 
Heels,  Orthopedic,  straightened  .  ,     ,75  .<)0 

Rubber   Heels,   ordinary  .50       .45       ..50       .50       .45  .4.j 

Rubber  Heels,  solid   -^Oc  to  75c 

Toe  Caps 

Toe  Caps  ^>*''^        ^^  -^ 

Miscellaneous 

New  Heels   •'?1*"> 

Patches,  Sewn  on   -'J'^  "1' 

Patches,    Cemented  on   

New  Counters  >^-]'y 

Heel  Linings  ■  ■']>^ 

New  Vamps  

New  Elastics  ''■^.■IK 

New  Welts  all  round  $-;"'^ 

Hob  Nails,  sole,  heel  and  shank   ;JOc 

Relinisbiug    Soles   for    stock  i-   '•'  or'^ 

Buttons  with  fasteners  l.>c  to  —JC 

Buttons  Sewn  by  Hand   I'JJc  "P 

Mack  .Straps  .;-  '  P'^'' rV," 

Dyeing   J.JC  to  .50c 

Hamilton  Shoe  Repairers'   Association   Price  List 
Hand  Sewn  Work  Extra 
Half  Soles 

o        .  S  . 

£        -2      ^°  --B  ^2 

"C  ^  3'-'  S'-'  —  ™ 

S  g-ri  gr-l  .£r-l  'SX  r-' 

?  M  >  S  O 

.Sewn   $1,00  up  $1,25  up  $1.35  up  $1,15  up  $l,IH)up  $0,S5  up  .$0.75  up 

Nailed    ..    ..  I.:i5  "     1,(K)  "     1.15  "       .!)()  "         .75  "       .05  "       ..55  - 

Turns   1.75  "     1..50  "     1..50  "     1.25  "      1.25  "     l,oo  "       ,75  " 

Toe  Pieces  . .  ..50  "  .25  "  .40  "  .:{0  "  ..'iO  "  ,25  "  .25  " 
Side  Pieces   .    ..50"      ..30"      .40"      .;i5  "       .30  "  "  .30" 

Rubber,  Fibre  or  Coni|.'ositiou  same  prices. 
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Heels 

Straiglitciiing  u|i  .fn.i;.-,  up  .'(;(l.4l I  up       In  up  .fu.2r.  up  .f!l.2">  up  .fiMi.")  up 


Rubber, 

Ordinary  I«)  -        ',<>  "       ..".K  •■       ..".'1  ■'       ..",11  "    ..>ll 

Kubber,  sob\l.     .75  "       .(!.'>  ■'       .ll.">  "       .i;.-.  ■'       .<;.-.  '■       .Co  -      .(;.",  " 

Revolving...     .I'"  "       ."'l*  "       ••"<►  '"       .'y'>  "       .-"iO  "       .^O  "       ..")U  " 
Rtibbir, 
<  )uarter 

"Rubber  Tips.     .(ill  ..">il  "       .."lO  "       ."lO  "       ..",0  '•       ..id  "        ..jl)  " 

Orthopedic .  .  . 
Heels  7.">  "       .'>»  "       ■<>"  "       --"iO  " 

Whole  Soles  and  Heels 

.f^.T.'i  up.       "ill  up,  up.   .$2. 2.")  up,   .$u.2."i  u|i 

Miscellaneous 

Toe  Caps  •f'i-"'ll  ui. 

New  Heels  I.'"'  np 

Changing  Wood   Heels  to    Leather  1.2.>  up 

Rips  1"  ;il' 

I'atches,  .Sewn  on  np 

Patches,  Cenienteil  on  -lo  tip 

New  Counters  l.'J'J  ta. 

Heel  Linings,  ISoots  ^-i  P-'. 

Heel  IJnings,  O.xfords     -jd  pr. 

Triangle  Tlates  -H  pi'- 

New  Vamps  I'^i^-  2.ci>  up 

New   F:iastics   (set)    !.•«>  up 

New   Welts,   all   around    li.PO  pr. 

lJuttons,  Fastened  on  !•)  '.tp' 

Buttons,  Sewn  on  .    ■■  np 

IJack  Straps  "~r: .    . .— -tT:    ...     ..M>  up 

Hob  Nails,  Sole  only  ,  lO  pr. 

Hob  Nails,  Sole  and  Heel  7."i  pr. 

Skates  Sharpened  7,'!  "I' 

Skates  init  on  with  screws  '■>■_> 

Relinishing   Soles    for    stock   ^-i  up 

Dyeing   I'i' 


Some  Hints  on  Buying  and  Operating 
Shoe  Machinery 

 By  W.  A.  Coles*  — 


HK  emancipation  of  the  shoe  repairman  from 
the  drudgery  associated  of  old  with  the  busi- 
ness of  the  cobbler  is  due  to  the  introductioii 


of  shoe  machinery.  This  has  also  resulted  in 
a  very  large  increase  in  the  business  of  the  repa-r 
store.  A  man  will  repair  by  hand  on  an  average  eight 
pairs  of  shoes  a  day,  while  the  same  man  will  repair 
20  to  40  pairs  per  day  by  machinery,  and  do  a  far 
better  and  more  durable  job.  It  is  this  increased  pro- 
duction, better  appearance,  and  more  durable  work- 
manship that  has  made  the  shoe  repairman,  endowed 
with  foresight,  a  business  man  and  not  a  cobbler. 

Reducing  Percentage  of  Overhead 

The  overhead  attached  to  rent,  light,  and  heat  is 
no  more  if  one  uses  machinery  than  if  he  does  not. 
-\s  a  matter  of  fact,  machinery  shortens  the  hours  of 
the  working  day  and  reduces  the  cost  of  heat  and 
light.  It  is  a  business  getter.  A  man  with  machinery 
will  also  do  the  work  much  better  and  neater.  Motor 
cost  and  motor  power  must  of  course  be  reckoned 
with,  but.  this  cost  for  a  year  will  not  be  equal  to  a 
man's  wages  for  six  weeks.  The  cost  of  a  repair 
outfit  is  not  great,  and  in  the  saving  of  labor  and  time 
it  will  pay  for  itself  in  less  than  a  year.  A  machine 
can  be  purchased  on  the  instalment  ])lan,  with  a  small 
initial  payment.  The  man  who  is  doing  his  repairing 
solely  by  hand  is  umvittingly  limiting  the  extent  of  liis 
trade  and  his  profits. 

A  "Cheap"  Machine  is  Dear  at  Any  Price 

In  buying  shoe  machinery  one  should  not  cIkjosc 
the  machine  v/hich  will  meet  his  immediate  wants, 
but  one  Avhich  will  meet  his  future  wants,  as  it  is  cer- 
tain that  business  will  expand  when  once  machnierv 
is  installed.  A  cheap  machine  is  like  a  chea])  piece 
of  sole  leather.  Many  shoemen  expect  cheaj)  ma- 
chinery to  do  good  work — yet  they  do  not  ex])ect  poor 
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leather  to  gi\'e  as  good  satisfaction  as  high  grade 
.leather.  One  should  use  a  finisher  which  is  well  built, 
one  which  has  heavy  wide  legs,  as  considerable  vibra- 
tion can  be  absorbed  by  a  well  cast  foundation.  The 
clutches,  bearings,  oiling  arrangement,  and  hang  of 
the  sanding  and  burnishing  shaft  are  of  great  impor- 
tance, as  is  also  the  fan.  A  fiimsy  light  machine  is 
a  bad  bargain. 

The  most  important  machine  in  a  shop  is  the 
stitcher — the  machine  that  saves  time  and  money,  and 
makes  money.  First  of  all  never  buy  a  second  hand 
stitcher,  for  although  it  may  api)ear  to  be  cheap,  it 
will  cost  more  than  a  new  machine  in  the  end.  in 
selecting  a  shoe  stitching  machine  for  shoe-soleing, 
the  writer  favors  the  curved  barbed  needle  type.  Af- 
ter selecting  the  curved  needle  type,  the  next  step  is 
to  select  the  machine  which  uses  the  smallest  needle 
for  comparative  thickness  of  work  ;  and  also  one  whcjse 
arc  from  end  to  end  is  the  smallest,  as  this  needle  is 
not  only  the  smallest  one  can  use,  but  also  the  strong- 
est.   The  "United  Shoe,"  "Universal,"  "Landis"  and 
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"Champion,"  Companies  all  make  this  type  of  ma- 
chine, and  this  gives  a  prospecti\  e  buyer  a  wide  range 
to  choose  from. 

Pointers  on  Operating  the  Stitcher 

In  operating  a  curx  ed  under  stitching  machine  there 
are  several  important  principles  to  be  followed  in  or- 
der to  do  good  work.  The  first  and  foremost  is  to 
ha\'e  the  shuttle  and  maciiine  thread  \ery  hot  and 
well  waxed.  Do  not  use  oil  on  the  thread,  as  the 
work  will  not  hold.  (_)ne  should  wind  only  half  a 
bobbin  at  a  time  and  keep  the  bobbin  thread  fresh  and 
new.  Do  not  attempt  to  run  a  machine  too  fast,  as 
it  not  only  s])oils  the  shoes,  but  also  wastes  time.  In 
order  to  insure  good  results  the  looi)er  should  throw 
the  thread  nicely  in  the  top  of  the  barb  of  the  needle. 
It  should  pass  under  the  thread  hook  by  about  the 
thickness  of  a  thread,  and  should  i)ass  the  needle  in 
front  about  the  same  distance.  The  looper  when 
sweeping  past  the  side  of  the  needle,  while  placing  the 
thread  in  the  ])arl),  should  i)ass  the  side  of  the  needle 
about  twice  the  thickness  of  the  thread.  When 
these  adjustments  ari'  made  no  further  attention  should 
be  jiaid  to  the  ]ooi)er. 
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Toronto  Shoe  Repair  Men  Discuss  Prices 

AT  the  meeting  of  the  Toronto  Shoe  Repairers' 
Association  on  Feb.  26,  the  next  follownig 
their  annual  banquet,  the  chief  business  was 
the  receiving  of  the  returns  of  the  banquet  and 
settling  the  accounts.  The  president,  Mr.  S.  Burnett, 
was  in  the  chair.  It  was  announced  that  the  banquet, 
in  addition  to  l)eing  a  very  enjoyable  and  successful 
event  socially,  had  also  been  a  success  financially.  Sev- 
eral congratulatory  letters  were  read  from  leading 
wholesale  firms.  The  secretary  was  instructed  to 
write  letters  of  thanks  to  all  of  the  wholesale  firms 
thanking  them  for  their  support  and  also  for  their 
cheques  and  gifts  of  cigars. 

A  vote  of  thanks  to  Mr.  Herriott  of  the  (jutta 
Percha  Rubber  Co.,  for  his  interesting  talk  on  keep- 
ing accounts,  at  the  ])revious  meeting,  was  carried 
unanimously. 

Two  new  members,  introduced  by  Mr.  J.  W.  Men- 
dry,  were  enrolled. 

There  was  a  discussion  on  the  question  of  the  new 
price  list  to  be  issued  and  upon  the  cost  situation  in 
general.  It  was  stated  that  since  the  last  price  list 
was  issued,  leather  and  supplies  had  advanced  40%. 
In  regard  to  the  keeping  of  costs,  it  was  evident  that 
the  system  now  generally  adopted  in  connection  with 
the  manufacture  of  boots  and  shoes  was,  in  many 
cases,  not  practical  in  the  repair  trade  owing  to  the 
varying  conditions.  Several  members  explained  the 
systems  they  had  adopted  in  their  own  businesses. 
The  method  most  favored  was  to  take  the  prices  of  cut 
stock  as  a  basis  on  which  to  estimate  the  cost  of  ma- 
terials, to  keep  a  record  of  the  average  time  occupied 
in  the  various  operations  as  a  basis  for  the  cost  of 
labor,  and  to  add  the  cost  pro  rata  of  overhead  ex- 
penses. Messrs.  Burnill,  Carley.  Hayward,  Hendry, 
Chamberlain  and  others,  took  part  in  the  debate. 

Mr.  Albert  Tetrault  to  Act  on  National 
Advertising  Committee 

THE  National  Advertising  Committee  of  the 
Canadian  Shoe  Manufacturers'  Association 
announce  that  owing  to  the  appointment,  by 
the  Provincial  Government  of  Quebec,  of  Mr. 
Alfred  Lambert  to  a  Committee  empowered  to  create 
a  charter  for  the  Civic  Government  of  Montreal,  his 
valuable  assistance  will  not  be  available  on  the 
National  Advertising  Committee.  They  have,  how- 
ever, been  fortunate  in  obtaining  the  co-operation 
of  such  an  energetic  and  capable  representative  as  Mr. 
Albert  Tetrault.  of  the  Tetrault  Shoe  Manufacturing- 
Co.,  Limited,  Montreal,  to  fill  the  vacant  place  on  the 
Committee. 


Maritime  Wholesalers'  Officers 

T\\\\  annual  meeting  of  the  Maritime  Wholesale 
Shoe  As.sociation  was  held  at  St.  John,  N.  B., 
recently,  when  the  following  list  of  officers  was 
clectel  for  the  ensuing  year:  President,  Robert 
1).  Taylor,  Halifax,  N.  S. ;  Vice-President  for  Nova 
Sci.tia,  ('.  S.  Sutherland,  Amliersl  ;  Vice-President  for 
New  linniswick,  P.  L.  Iliggins,  Monclon.  N.  B.;  Vice- 
President  (or  P.Ivl.,  1*.  W.  'I'urner,  Charlottetown, 
P.K.l.;  Secretary-'i'reasurer,  T.  I'",.  Davics,  Halifax, 
N.  S. ;  Assistant  Secrelary-'i'reasurer,  W.  II.  Semi)le, 
Truro,  N.S. 

This  organization  was  formed  alxjul  a  year  ago; 
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with  the  object  of  developing  the  best  relations  Ijc- 
tween  the  various  members  of  the  shoe  and  rubber 
distributing  houses  in  the  provinces,  and  to  increase 
the  efificiency  of  their  salesmen.  Further  it  was  de- 
sired to  co-operate  with  the  retailer  in  his  efiforts  to 
remedy  trade  evils.  No  attempt  to  deal  with  selling 
prices  was  considered;  each  member  being  free  to  acL 
in  this  regard  as  he  thinks  best. 


Systematic  Use  of  Trade  Papers 

MANY  large  concerns  in  manufacturing  and  re- 
tail lines  make  ^a  practice  of  hax  ing  one 
employee  responsible  for  reading  all  the 
trade  papers  received  and  marking  on  the 
front  covers  the  initials  and  *:>age  numbers,  covering 
the  name  of  the  individual  and  location  of  the  arti- 
cles of  interest.  The  retailer  can  follow  this  i)lan 
with  equal  efifectiveness,  reading  the  ])aper  himself, 
and  then  passing  it  around  among  those  concerned. 
In  this  way  he  can  judge  how  closely  the  different 
clerks  apply  themselves,  by  watching  how  they  put 
their  reading  into  efifect. 
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Grosch  Felt  Shoe  Company  Expanding 

THE  Grosch  Felt  Shoe  Co.,  Ltd.,  Milverton,  Out., 
have  purchased  the  Stratford  Desks,  Ltd., 
pro])erty  at  Stratford.  Out.,  consisting  of  4^/2 
acres  of  land,  with  buildings.  One  of  the  build- 
ings is  a  solid  brick  structure,  212  ft.  x  40  ft.,  two 
storeys  high.  There  is  also  a  boiler  and  engine  room 
and  extra  warehouse,  40  ft.  x  50  ft.,  and  another  two 
storey  structure  40  ft.  x  50  ft.  Owing  to  the  increasing 
demand  for  their  product,  the  company  finally  decided 
to  locate  in  a  larger  centre  where  help  would  be  more 
plentiful.  It  is  their  intention  to  have  a  capacity  of 
at  least  1,000  pairs  per  day,  and  they  are  specializing 
the  two  plants. 


Effective  Advertising  Medium  for  Shoe  Repairer 

H1'~R1{  is  a  rei)roduction  of  a  card  folder  and  a 
circular  letter  used  by  Shoe  Craft,  Limited, 
Montreal.  On  the  reverse  side  of  the  card  is 
a  full  list  of  prices.  This  looks  like  a  business 
getter,  and  the  idea  is  well  worth  trial  In-  repair  men 
in  other  localities.  It  must  be  remembered,  however, 
that  one  of  the  first  essentials  of  eft'ective  circular  ad- 
\'ertising  is  careful  distribution.  If  the  material  is 
dropi)ed  on  the  front  lawn  or  underneath  the  \-erandah 
steps,  it  won't  gain  n-ianv  customers.  See  that  it 
reaches  the  letter-box  at  least: 

Dear  Madam: — 

I  wonder  if  yon  realize  tlu-  cash  \aliR'  of  your  old  shoes? 

Just  look  over  the  old  shoes  in  the  house  and  consider 
what  il  would  cost  to  duplicate  llieui  at  to-day's  prices.  It 
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will  iiiakc  you  realize  the  ecunoniy  of  having  us  relmild 
them. 

Do  you  know  that  almost  any  pair  of  old  shoes  can 
be  made  as  serviceable  as  new  ones — and  much  more  com- 
fortable— at  a  cost  of  from  two  to  three  dollars,  instead  of 
the  ten  or  twelve  dollars  you  must  pay  for  new  shoes?  Shoe- 
Craft  renews  the  life  of  shoes  by  practically  rebuilding  them. 

Shoe-Craft  has  done  something  new  in  establishing  an 
efficient,  businesslike  shop  where  exceptional  shoe  repairs 
are  made. 

You  should  phone  us  to  call  for  your  old  shoes.  W'lieii 
they  reach  the  shop  we  will  telephone  a  report  on  the  cost 
of  the  work  and  the  advisability  of  repairing  each  pair  of 
shoes. 

We  never  repair  shoes  which,  in  our  judgment,  are  iiot 
worth  the  cost  , of  repairs.    This  is  a  protection  to  you. 

Telephone  us  to-day  and  our  messenger  will  call  for 
your  old  shoes.  Phone  Uptown  8()9  and  ask  for  Service  De- 
partment. 

Sincerely, 

(Sgd.)  S.  F.  Tilden, 

Service  Manager. 

Note  our  location — Opposite  the  Imperial  Theatre,  on 
a  transfer  point. 


THOSE  OLD  SHOES 
LYING  IN  DARK  CLOSETS 
SHOULD  BE  REPAIRED 
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Because: 

T  the  present  high  price  of  footwear,  shoe  repairs  save  you  more 
than  ever  before. 

A  new  pair  of  shoes  will  cost  you  from  $10.00  to  $12.00. 
Compare  that  with  the  cost  of  repairs  and  then — 
Estimate  the  value  of  those  Old  Shoes  !n  the  Closet. 

Here  are  a  few  of  the  things  we  do  to  make  your  old  shoes  as 

good  as  new  ones : — 

COMPLETE  NEW  LEATHER  SOLES.— Bun  front  to« 
to  hoel  of  shoe ;  cut  from  th«  best  XXX  oak  tarmai^e. 
Practically  renews  the  ahoe. 

On  Men's  Shoes  J2.50  ;  with  rubber  heela  $3.00 

with  leather  heels   3.00 

On  Ladice**  Shoes   2.23;  with  leather  heels   2.60 

with  rubber  heela   2.75 

MRN  Ladib» 

Tenax  or  Neolin  soles    $2.25  $^.00 

Leather,  Tenax  or  Neolin  half  soles    1.50  1.25 

Leather  heel  repairs.  ,  ,  50  .35 

Rubber  heels  SO  .50 

Shoes  dyed  50  up    .50  up 

A  COMPLETE  LIST  WILL  BE  FOUND  ON  REVERSE  SIDE  OF  THIS  SHEET 

SHOE-CRAFT 


UPTOWM  869 


LIMITED 

OPPOSITE  "THE  IMPERIAL- 


TELEPHONE  INQUIRIES  PROMPTLY  AND  COURTEOUSLY  ATTENDED  TO 
WE  CAa  FOR  AND  DEUVER  SHOES 


Brantford  Repairers'  Association  Lacks  Only 
One  Member 

The  secretary  of  the  Brantford  Shoe  Repairer.s' 
Association,  Mr.  J.  W.  Stevens,  advises  that  wliile 
they  had  the  "Flu"  pretty  bad  in  Brantford  and  the 
February  meeting-  of  the  association  was  called  off  on 
that  account,  all  the  boys  are  back  on  the  job  again 
after  having  had  the  epidemic  and  its  complications. 
In  Brantford  they  have  all  the  repairers  in  the  city  in 
their  association  except  one,  and  all  are  feeling  the 
benefit  of  getting  together. 


Obituary 

MR.  ( iordon  \\.  McCrr.dy,  who  was  well  known 
tin  the  road  as  a  traveller  for  the  Lady  Belle 
Shoe  Co.,  of  Kitchener,  Ont.,  passed  away 
recently  at  his  home  in  Toronto  following 
an  attack  of  ijneumonia.  Kingston.  Out.,  was  Mr.  Mc- 
Crady's  native  city,  but  very  early  in  life  he  was 
brought  to  Brockville  by  his  i)arents  and  there  received 
his  education.  P"or  about  eight  years  he  was  con- 
nected with  the  retail  end  of  the  shoe  business  in  the 
Neill  shoe  stores  at  Brockville  and  Barrie.  He  tlien 
went  travelling  for  the  Lady  Belle  Shoe  Co.,  and  lat- 
terl\-  had  been  covering  Western  Ontario  territory. 
Mr.  McCrady's  pleasing  personality  made  him  many 
friends  who  will  ])e  sincerely  grieved  to  learn  of  his 
death. 


New  Type  of  Slioe  Shining  Stand 

AN  innovation  in  the  way  of  a  shoe  shining 
stand  has  been  introduced  by  a  southern  shoe 
merchant.  This  retailer,  observing  the  diffi- 
culty which  the  ordinary  type  of  elevated  shoe 
shining  stand  presented  to  many  women,  struck  on  the 
idea  of  placing  the  attendants  at  a  lower  level  and 
leaving"  the  chairs  at  normal  elevatiou.  The  colored 
l)oys  who  do  the  shining",  are  in  a  i)it  reached  hy  two 
steps,  and  milady  has  to  do  no  climbing,  but  simply 
seats  herself  and  places  her  feet  on  the  lasts. 


Prominent  Shoeman  Heads  Kitchener  Board  of 

Trade 

THE  following  ai)peared  editorially  in  the  Kitch- 
ener Telegraph  under  date  of  March  11th. 
"The  election  of  Mr.  iM-win  C.  ( !reb  tcj  the 
i'residency  of  the  Kitchener  ISoard  of  Trade 
is  an  assurance  of  the  application  of  that  enterprise 
and  business  energy  to  the  work  of  the  Board  that 
has  characterized  the  career  of  this  successful  young 
business  man.  Under  his  presidency  the  iJoard  may 
look  forward  to  a  year  of  accomplishment." 

Mr.  Erwin  C.  Grelj  is  president  of  the  Crel)  Shoe 
Company,  Limited. 


Shoe  Repair  Shop  of  Mr.  H.   North,  6207  Fraser  St.,  South  Vancouver, 
showing  No.  12  Landis  sole  stitcher,  also  Progrressive  190  Finisher.  Mr! 
North  believes  this  Landis  Stitcher  to  be  the  first  of  its  kind  installed  in 
Western  Canada 
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t'hai'hnmieau  &  De.niiisc.  M  (jiitrcal,  have  adi  iiitcd  ihi.' 
grmil)  plan  of  insuring  their  employees. 

A.  R.  Trndeau,  representative  of  the  Montreal  Slipper 
Company,  is  now  calling  on  llie  trade  in  Western  Canada. 

Wilfred  llcdx-rt.  of  (iagnon,  I  ,aeh;L|)ellc  and  lleherl, 
Montreal,  will  ])C  at  the  Olieen's  Hotel,  Toronto,  from  the 
l:ith  to  the  I'.lth  of  April  shovvin.n  new  Spring  sami)le>  for 
\'Xi\  to  the  jobbers. 

The  .\dams  Brothers  Marnes>  Maiuifacturin.g  Coniiiany. 
Limited,  have  taken  the  exclusive  agency  for  tlic  Universal 
Shoe  Machinery  Company,  Limited.  l;J4-i:J8  Queen  Street, 
Montreal,   for  the  province  of  Ontario. 

Gagnon.  Lachapelle  &  Hebert,  .").")  Kent  Street.  Mon- 
treal, have  commenced  l)uilding  an  addition  to  their  factory 
at  an  approximate  cost  of  $20, ()()().  These  new  mannfaclnr- 
in.g"  facilities  will  enable  them  to  increase  their  present  oiU- 
|)Ut  of  7. ")()()  pairs,  to  10, .")()()  per  week. 

The  Canadian  F"ootwear  Company.  !,imited.  Montreal, 
have    increased    their   weekly    output    from    S. ()()()    to  12.(ti)() 


Brogue  Oxford  witti  perforated  and  pinlced  wing  tip.  vamp,  edge 
and  foxing.     Shown  by  E.  T.  Wright  &  Co. 
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pairs.  This  has  been  made  possible  by  an  extension  of  thej.' 
factory  at  I'ointe  aux  Trembles. 

.Mfred  Lambert,  of  .\lfrcd  Lambert,  Inc.,  Montreal, 
is  taking  a  very  active  part  in  the  municipal  affairs  of  the 
city.  lie  has  been  appointed  a  member  of  the  Commission 
which  will  inquire  into  the  advisability  of  a  new  form  of 
civic  government  for  Montreal,  hi  consequence  of  the  large 
amotint  of  work  which  will  involve  Mr.  Lambert  has  resi.gn- 
cd  from  the  committee  of  the  Shoe  Manufacturers'  .\ssoci- 
ation  of  Canada  which  ha^  the  national  advertisin.g  scheme 
in  hand,  and  has  been  succeeded  by  Mr.  .Mbert  Tetrault,  of 
the  Tc'trault  Shoe  Manufacturing  Company,  Limited,  Mcni- 
treal. 

Messrs.  Rabn  P.r(js.  havi'  jturchased  the  stock  of  ])oots 
and  shoes  of  (i,  I''.  N'nngblnt,  of  King  .St.,  Waterloo,  and 
are  carrying  on  the  business  at  this  address. 

Messrs.  S,  Lake  and  S.  C.  Lake,  father  and  son,  have 
rjpcned  an  u])-to-date  boot  ami  shoe  re|)airing  shop  at  Kin- 
cardine, Ont.  Mr.  S.  Lake  was  overseas  witli  the  KiOtli  Bat- 
talion tiiree  years,  and  Mr.  S.  C.  Lake,  who  won  the  Military 


Medal,  was  overseas  with  the  .'i-lth  Battalion  and  .")th  C.  M. 
I^'s.  for  three  and  a  half  year>. 

i\L-.  H.  Walker,  who  was  over.scas  four  years  with  the 
Canadian  Expeditionary  I'orces,  has  moved  from  Cjshawa 
to  liranipl(]n.  and  is  going  ttx.  o|)en  a  liont  and  shoe  rejjair 
>lore. 

Mr.  .\.  I.  Lackman  ha^  opened  a  boot  and  shoe  repair- 
ing >lorc  at  (io  Queen  St..  South,  Kitchener.  ,ind  ]nir)K)ses 
installing  machinery  later. 

.1.  Scott  and  W.  .\.  Lane,  of  the  Citadel  Leather  Com- 
pany. Quebec  and  Montreal,  attended  the  annu;il  dinner  of 
the  Morocco  Manufacturers,  goat  and  cabretta  division  of 
the  Tanners'  Council,  on  March  ]8th.  at  Philadelphia. 

The  premises  of  the  Hartt  Shoe  Store,  407  St.  Cather- 
ine Street  West,  Montreal,  were  recently  damaged  by  lire 
and  smoke. 

Robin  Freres,  last  manufacturers,  are  extendin.g  their 
factory  at  Carriere  Road.  Montreal.  The  building  will  be 
of  two  storeys  and  a  basement,  x  74  feet,  constructed  of 
CI  ncrete  and  b;  iek. 

.\n  upstairs  shoe  store  is  to  be  opened  on  St.  Catherine 
.Street  West,  Montreal.  This  idea  is  quite  common  in  con- 
nection with  clothes,  but  it  is  new  at  least  in  Montreal,  as 
regards  shoes.  The  point  made  is  that  the  goods  are  cheap- 
er by  reason  of  the  lower  rent  paid  for  upstairs  premises 
a'^  compared  with  the  usual  store. 

Mr.  Ayling.  representing  Church  &  Company.  Noriii- 
ampton.  England,  is  now  on  a  visit  to  Canada.  He  is  show- 
in.g  some  fine  lines  in  brogues. 

La  Maison  Cadieux.  I^jmited.  CJranby,  Quebec,  has  been 
incorporated  with  a  capital  of  .$30,000  to  carry  on  the  busi- 
ness of  wholesale  and  retail  dealers  in  l)oots  and  shoes,  and 
also  to  manufacture  everj'  description  of  footwear. 

J.  E.  Pare,  of  the  Star  &  Regina  Shoe  Companies.  Mon- 
treal, has  been  on  a  visit  to  the  principal  business  centres  ot 
Ontario,  including  Toronto,  Hamilton  and  London.  He 
called  on  the  jobbing"  trade,  and  showed  some  particularly 
line  lines  of  the  companies'  goods. 

\'ictor  Lachambrc.  the  Western  representative  of  La  Par- 
isienne  Shoe  Co.,  Limited,  Montreal,  is  now  calling  on 
the  trade  from  Fort  William  to  \'ictoria.  While  jn  Winniiie;>". 
Mr.  Lachambrc  will  show  his  samples  at  the  Roj'al  Alex- 
ander Hotel. 

Mr.  Wm.  Ward,  shoe  repairer,  of  jasper.  ()nt..  had  a  fire 
in  hjs  shop  recently. 

Mr.  .Mfred  Wilkin,  shoemaker.  Clinton.  Out.,  has  sold 
to  C.  J.  Lovett. 

The  partnership  of  Lednc  and  Bordeleau.  shoe  retailers. 

St.  Catherine  St.  E.ist.  Montreal,  has  l)een  dissolved. 
.\lphie  Bordeleau  has  registered. 

The  shoe  retailing  firm  of  Segal  &  Co..  .")04  St.  Law- 
rence St.,  Montreal,  has  ])een  dissolved.  Mrs.  S.  Segal  has 
registered. 

The  name  of  the  (llobe  Shoe  &  Slipper  Co..  Toron'.o, 
has  been  changed  to  the  B.  &  M.  Shoe  Co. 

\V.  (J.  Fallen,  sales  manager,  (ietty  &  Scott,  Limited, 
(ialt.  Ont.,  has  just  returned  from  a  business  trip  to  Mon- 
treal, New  ^'ork  and  l'hiladel])hia. 

Mr.  .'\.  C^  Clark,  sales  si)ecialisl.  Toronto,  reports  busi- 


April,  l!)2n 


FOOTWEAR    IN  CANADA 


and  Creams 

A  splendid  line  of  first  class  polish  for  you  to  carry,  Meltonian 
finds  favor  with  the  public  wherever  it  is  featured.  It  is  attract- 
ively put  up  in  the  most  convenient  packages  for  your  trade. 
Samples  and  prices  will  be  cheerfully  given.  We  can  quote  you 
attractive  values. 

Robert  D.  Ayling 

23  Scott  Street 

Phone  Main  7613 
TORONTO 


Agents  for  sole  manufacturers 
E.  BROWN  &  SON,  LTD.,  LONDON  &  PARIS 
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ness  in  his  hue  exceptionally  good  this  year,  he  having  al- 
ready conducted  sales  in  Sanlt  Ste.  Marie,  Welland,  Seaforili, 
and  Chesley.  He  leaves  this  week  for  a  Northern  Ontario 
town  where  he  is  booked  to  reduce  a  big  stock. 

Mr.  J.  E.  Knott,  for  many  years  with  F.  C.  Wilkinson, 
a  prominent  retail  shoeman  of  Owen  Sound,  Ont.,  has  join- 
ed the  staf¥  of  Getty  &  Scott,  Limited,  and  will  look  after 
Northern  Ontario. 

Mr.  F.  R.  Delafield.  ndrthwestern  (Jntario  representa- 
tive for  (Jetty  &  Scott,  Limited,  has  recovered  from  a  very 
serious  attack  of  the  "flu."  Frank  says  he  will  surely  be  on 
the  job  for  the  coming  trip,  with  the  best  line  of  samples  he 
has  ever  shown  the  trade. 

The  Weekly  Bulletin  of  the  Dept.  of  Trade  and  Com- 
merce reports  the  incorijoratjon  i)f  the  United  Rubber  Com- 
pany, Limited,  Toronto,  with  a  capital  of  $100, 000. 

B.  Herzog  has  registered  in  Montreal  under  the  style, 
"(jtdd  Quality  Shoes." 

The  United  Rubber  Company,  Torunto,  has  obtained 
a  charter. 

.\  charter  has  been  granted  to  the  New  Toronto  Leather 
Works,  Ltd.,  New  Toronto. 

Placide  Dugal,  shoe  retailer,  of  Walkerville,  has  been 
succeeded  in  business  by  E.  P.  Dugal. 

The  firm  of  Eisenberg  &  Endler,  Buckingham,  Que., 
clothiers  and  shoe  merchants,  has  been  dissolved,  and  the 
business  is  being  carried  on  by  A.  I^isenberg  alone. 

The  Cobourg  Felt  Co.,  Ltd.,  of  Cobourg,  Ont.,  has  pur- 
chased a  building  in  Port  Hope,  Ont.,  where  it  is  proposed 
to  commence  the  manufacture  of  felt  and  felt  footwear. 

Mr.  Wesley  Bates,  the  well-known  shoe  traveller,  of 
Winnipeg,  will  represent  the  Hydro  City  Shoe  Co.  from 
Port  Arthur  to  Regina  the  coming  season. 

The  A.  R.  Trudeau  Shoe  Co.,  Montreal,  has  registered. 

Percy  J.  Milburn,  Montreal  agent  for  A.  Davis  &  Son, 
Kingston  (side  leathers),  and  the  Davis  Leather  Co.,  New- 
market  (calf  leathers),  visited  the  Ontario  shoe  manufac- 


Largest  Manujacturers  in  Canada 

STEEL  DIES 

for 

Shoe  and  Rubber  Manufacturers 


Prompt 
Service 


Guaranteed 
Work 


JAS.  CLELAND,  REGD. 

16  St.  George  St.,  Montreal 


turers  during  the  week  of  March  14,  in  ihe  interests  of  A. 
Davis  &  Son,  Kingston. 

Mr.  Alex.  O.  Giroux,  who  is  well-known  among  the 
men  of  the  shoe  trade,  has  recently  become  factory  super- 
intendent for  the  Gait  Shoe  Co.,  Gait,  Ont. 

Mr.  C.  W.  J  ames,  Jr.,  .58  Front  St.  W.,  Toronto,  has  been 
appointed  Ontario  Agent  of  Daoust,  Lalondc  &  Co.,  Ltd., 
Montreal. 

Mr.  J.  W.  Hendry,  of  the  Granite  City  Shoe  Repair  Shop, 
;il91  Queen  St.  E.,  Toronto,  was  presented  with  a  fine  baby 
boy  on  February  25.  The  new  arrival  is  the  third  child  in 
the  family. 

M.  S.  Stein,  of  the  D.  D.  Hawthorne  Shoe  Co.,  Toronto, 
recently  married  Miss  Isobel  Levy,  daughtep  of  Mr.  A.  Levy, 
tlie  well-known  Toronto  shoe  retailer. 

The  Canadian-Shoes-Findings-Novelty  Co.,  2  Trinity 
Square,  Toronto,  has  registered. 

The  Midland  I'{ub])er  Co.,  Ltd.,  Toronto,  have  taken 
(Hit  a  charter. 


NEW  SHOE  FACTORY,  BELLEVILLE.— Experienced  Shoe  Fac- 
tory Help,  all  departments,  for  our  new  liigh  grade  welt  and  turn  fac- 
tory at  liellcviUe.  Heady  in  three  months.  'J^iving  conditions  best  in 
Canada.  Highest  wages.  Give  all  particulars — married  or  single,  experi- 
ence, position  desired,  etc..  etc.  Applications  strictly  confidential. 
Natural  Tread  .Shoes,  Limited,  ;>1ll  Vonge  St..  Toronto.  i 


WANTED — FIxperienced  .Shoe  Factory  Making  Room  F'oreman. 
Capacity  Jd  cases  a  week.  Few  miles  east  of  Montreal.  Lines  of  Mc- 
Kay and  Standard  Screwed  Shoes  in  Men's,  IJoy's  and  Youth's.  Good 
salary  to  the  right  man.  Must  be  F'rench  or  speak  French  fluently. 
Apply  to   liox   V.n,   Footwear  in   Canada.  Toronto,   Ont.  4 

Shoe  Traveller  Wanted 

F"or  province  of  Ontario,  by  Wholesale  Shoe  House.  Must  be  experi- 
enced shoe  salesman  with  connection.  Must  be  in  a  position  to  distri- 
bute large  volumes  of  merchandise.  When  applying  give  full  particulars. 
Applications  strictly  confidential.  Apply  Box  215,  Footwear  in  Canada, 
Toronto.  Ont.  4 


SHOE  RETAILERS 

l^oes  your  business  neetl  a  spring  tonic? 

H  so,  why  not  consult  the  only  practical  shoe  doctor  in  Can- 
ada.    One  with 

"A  lifelong  experience  in  the  footwear  business." 
The  Doctor  who  prescribes  "Less  Stock  and  More  Business." 
A  iirescription  that  if  taken  according  to  the  doctor's  orders 
Has  Never  been  known  to  fail. 

A  merchant  that  has  more  shoes  on  the  shelves  than  his  busi- 
ness   requires    never    had    a    better    opportunity    to    take  this 
prescri|)tion  than  NOW! 
Consult,  Confidentially, 

A.  C.  CLARK 

Canada's  only  Footwear  Sale  SpecialUt.  P.O.  Box  634,  TORONTO,  Ont. 

References  from  hundreds  of  shoe  merchants  throughout"  Can- 
ada, also  from   Bankers,  Jobbers,   and  Manufacturers. 


WICKETT  and  CRAIG  Limited 

MAKERS  OF 

High  Grade  Goodyear  Welling     Fine  Side  Leathers 

Oil  Tan  Moccasin  Leather 


TORONTO 


CANADA 


April,  1920 


FOOTWEAR   IN  CANADA 


Wherever  there  is  a  White  Shoe 
there  is  a  customer  for 


BLANCQ 


TheWHITE  CLEANER 

"/f  Keeps  White  Shoes  White'' 

There  are  two  sorts  of  customers— those  that  come 
back  for  more  and  those  that  don't ! 

Every  **  Blanco"  sale  you  make 
means   a   satisfied  customer. 

"  Blanco  "  makes  friends  because  it  does  its  work 
well — because  it  is  so  easy  to  use — because  it  is  so 
convenient — in  fact,  because  it  is  in  every  way 
satisfactory. 

It  is  worth  while  stocking  a  line  that  sells  itself,  sells  quickly, 
and  keeps  on  selling. 


Order  your  stock  to-day. 
All  jobbers   have  it. 


Sole  Manufacturers  : 

Joseph  Pickering  &  Sons,  Ltd. 

SHEFFIELD,  England. 


FOOTWEAR    IN  CANADA 


A])ril,  19:20 


ALPHABETICAL  LIST  OF  ADVERTISERS 


Aircl  ^   Sons  Reg   75 

Alclen  &  Co.,  C".  H   71 

Anglo  faiiadian  Leather  Co   !•;") 

Armstrong,  VV.  D   ](;o 

Beal  liros   15(1 

Heardmore  &   Co   Sit 

Heckwitli   Hox  Toe  Ltd   14 

Hennett  Ltd   ."i 

lllouin,  Pierre,  Reg   Kilt 

Hoot   &    Shoe   WorUers'    Unidii    T,', 

Horne,  Lucien   SX 

Boston  lihicking  Co   (I'.l 

Boston    Felt   Mfg.   Co   12 

Brandon    Shoe    Co.,    Ltd   li't 

Breilh.uipt   Le.ither  Co.,   Ltd   2.'! 

Brodie        Harvie,   Lt.l   1(i4 

Brown  \'  Son,    1.5.'' 

Can.idiaii    Consolidated    Ruhln-r    Co   Uf't 

Canadian   Footwear  Co..  Lttl   ;i.S 

Canadian   .Shoe   Findings   .Xovelty   Co   111! 

Canadian  Shoes,  Lid   .SO 

Champion   Shoe   Maeliiiu-ry   Co   1011 

Children's    F'ootwear    Ltd.'   !I0 

Children's  Shoe  Mfg.   Co.,  Ltd   170 

Citadel  Leather  Co.,  Ltd  7(!-77 

Clapp   Sz   Son.   Inc.,   I^ilwin    <i!) 

Clark,  A.   C   Lit 

Clark    Bros.,   Ltd   -IT 

Clarke  &  Co.,  A.  R  S(;.,S7  17<1 

Cleland,  J  as   L""! 

Cote,  J.  A.  &  M   l". 

Cote  Sl  Son,  A.  A   l-">7 

Dale  Wax  Figure  Co.,  T,td   Kj:; 

Dalrymple  I'ulsifler  Co   7<l 

Daoust,  Lalonde  &  Co.,   Ltd  10-11 

Davis  Leather  Co.,  Ltd   IS 

Deshler    Broom   F'actory    10S 

Dominion  Ruhber  .System  

Duchaine,    Ludger    '-■> 

Duclos   &    I'avan    7 

Dufresne    X:    Locke,    Ltd  .~    .  .  .  :i4 

Dunlop   Tire   &   Ruliher   tloods   Co   l.'iS 

Eastern  Canada  Shoe  Co.,  Ltil   10 

Eastern    Shoe    Mfg.    Co.,    Ltd  170 

F^dwards  &  Edwards  101 

Eureka  Shoe  Co.,  Ltd   l^'! 

E.  Z.  Walk  Mfg.  Co.,  Inc   N-1 


Farnsworlh,    lloyt   &    Co   5;) 

Fortuna   Machine   Co   ltil 

Franklin   Machine  Co  '.  .  ]  1(;4 

Freeman  Co.,  Louis  G  

Oagnon,  Lachapelle  &  Hehert   0 

Calt   Shoe   Mfg.   Co.,   Ltd   M 

CfUy  &  ,Scott,  Ltd  :iO-:U 

(ilohe   F'urniture  Co.,  Ltd  Kil 

Clohe  Shoe  Co.,   Ltd  ICS 

Coodrich,    Hazeii    B  157 

Coodyear  Tire       Ruhher  Co  1C.0-1(!7 

(lugenlieiin   Inc.,  .\1   si 

llawloy  &  Co.,   Ltd.,  A.   E   S:{ 

Hecht   F'ixture  Co   <i;{ 

Hinde  &  Dauch   Paper  Co   1<;4 

Hohmc,  (;.   W.   E   170 

I  loiters   Company    :{:{ 

Hopkins    &    Ellis    OS 

Hydro    City    Shoe    .Mfrs   .SI 

lndei)endent    Rublier   Co.,   Lid   S 

liiilustrial    Exjiorl    Co   '.','2 

Inteni.itional   .Sujiiily    Co   4:{  1:'. 

Jacohi,    I'liilip    4'i 

Kellcy   &•  Co.,  Thomas  A  17'; 

Kenworthy    Bros  llTi 

King  Bros.  Co.,  T.,t<l  100 

L.i  Duchesse  Shoe  Co  102 

Lady    Belle  .Shoe  Co.,   Ltd   !l 

L.ig.ice  it  Lepinay   2i'< 

Landers    Bros.   Co  17H 

T.,ang  Tanning  Co   27 

Lanclis  Machine  Co  17.'! 

La    l^arisienne   .Shoe   Co  4S-40 

Lawrence   J^eather   Co.,   A.    C.    .  00-07 

Le    Maison    Girouard   i'tl 

Lennox       Co.,  Jolm  101 

Levack   Co.,    Ltd.,   W.    B   .So 

Midland  Shoe  Co   5.'; 

Millner  Company   172 

Miner  Shoe  Co.,  Lt  1   7S 

Mituster   Myles   Shoe   Co   !)4 

Ministry  of  Munitions   I.')!) 

Montreal    Moccasin    Co..    I>t<l   S2 

Montreal  Stencil  Works   16M 


Narrow    Faijric   Co   1.57 

.National   Cash   Register  Co   105 

New   Castle   Leather   Co..   Inc   17 

New   Shoe   Machinery   Co   172 

Northern  Rubber  Co.,  Ltd   .57 

-Nugget  I'olish  Co   l."', 

Onken  Co.,  Oscar   '.  .  .  100 

Panther  Rubber  Co  Cover 

Perfection  Counter  I^td   ,  102 

Perkins  &  McNeely  100 

Perth  Slio>  Co..  Ltd   K5 

Phster    &    \'ogel    Leather    Co   0.5 

I'ickiring  &  Son,  Jos  1.5.5 

Regal  Shoe  Co.,  ]..td  Cover 

Regina  Shoe  Co.,  Ltd   .5(i 

Rena   l'"ootwear  Co.,  Ltd   5S 

Retail   Shoe   .Salesmen's    Institute    01-04 

Reynolds,  Wm.  Jr   70 

Robin    Bros   :{7 

Robinson  Co..  Ltd.,  James  l!)-22 

Robson   Leather  Co.,  Ltd   .51 

Saba  &  Co..  C.  N   84 

.Samson  F^nr..  J.   E   8S 

Scott-Chamberlain,  Ltd   24 

Sewing  .Machines  Supply  <  o   74 

Signry    Ltd  170 

,Sisman  Shoe  Co.,  Ltd   55 

Slater,  Chas.  E   50 

Slater  Shoe  Co.,   Ltd   W 

Snubbers  .Shoe   7'.t 

Sjjaulding  &  Sons,  Inc.,  J   (Ml 

Standard  Kid  Mfg.  Co   4 

.'standard  Show  Card  Service  lOS 

Tanguay,  Jos   44 

Taylor  F'orbes  Co  157 

Tetrault  Shoe  Mfg.  t:o..  Ltd  3!»-42 

Tillsonburg  Shoe  Co.,  Ltd   35 

United  Shoe  Machinery  Co  171  &  174 

Ihiited    States    Hotel   lO:'. 

I'niversal   Shoe   Machy.    of   Canada   J^td.    .  .  172 

Wickett   &   Craig   154 

Williams  Shoe  Ltd   2H 

Woodward  &  Sons,  F".    E   12 

Wright  &  Co..  Inc.,  E.  T   45 


Let  us  furnish  you  with 


Equipment  for 
the 

Repair  Shop 

A  splendid  range  of  Shoe 
Findings  and  Leather, 
Shoe  Laces,  Insoles,  etc. 
ready  for  immediate  de- 
livery. A  trial  order 
will  convince  you. 
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Findings  and 
Supplies  for 
the  Shoe  Store 

Our  Shoe  Repairers  and 
tools  are  being  used  in 
many  hundred  repair 
shops  and  are  giving  en- 
tire satisfaction. 

We  shall  be  pleased  to  quote 
prices,   etc.    upon  request. 


BEAL  BROS.  LTD. 

52  Wellington  St.  East  TORONTO,  ONT. 


April,  l!);30 


FOOTWEAR    IN  CANADA 


For  Better  Lines  of 

WHITE  CANVAS  SHOES, 
FELT  SHOES  and  SLIPPERS, 
GAITERS  and  LEGGINGS, 
RUBBERS,  Etc., 

Our  Service  Has  Stood  the  Test. 
WE  SOLICIT  A  TRIAL  ORDER 

La  Maison  Girouard  Limitee 

(E.  T.  Shoe  Go.)      ST.  HYACINTHE,  QUE. 


Fabric  Tip^ 

m 


HAZEN  B.  GOODRICH  &  CO. 

HAVERHILL  -  MASSACHUSETTS 


MANUFACTURERS 

MEN'S  &  WOMEN'S  SUPPERS,  OXFORDS,  PUMPS 


The 

RELIABLE 

Cobbler  Set 

"Built  for  Service." 


The  demand  for  Cobbler  sets  is  ever  in- 
creasing and  by  pushing  the  line  you  will 
find  a  ready  sale.  The  "Reliable"  fills  the 
need  in  all  respects  and  is  made  to  stand 
up  against  continued  and  unlimited  abuse. 
Write  us  for  prices  and  details  about  our 
other  cobbler  sets  and  repair  outfits. 

STOCK  SIZES,  Etc. 

1      (»        1        1       1      12      1      a        14        I      .T,    1  G 
Weitjl.t        I  lib.  7oz.|  21b.  G'Al  31b.  3  |  31b.  10>4|  51b.  I'Al  Gib.  4  |  71b.  r, 
l-ciigth        1      7"      I   G'A"    I  7M"  1    W    I    S'A"    I   10"  |10M" 
W'eiRht  of   Stand,  1C>A   lb.s.    Height,  25A  inches. 
I'ost  taper  measures  5»"  x  IK". 

Taylor-Forbes  Company  Ltd. 


Head  Office 
and  Works 


GUELPH 

ONT. 


Toronto  Montreal 
Vancouver 


STANDARD 
SCREWED 
SHOES 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

A.  A.  COTE  &  SON 

LIMITED 


McKAY 
SEWED 
SHOES 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

ST.  HYACINTHE 

QUE. 


Maiiufaclurc  lines  of  Staple  McKay  .Shoes  In  Men's,  lioy's.  N'oiith's.  l.iltle  (lent's.  ami  .Children's,  as  well  as  a  .Stron;;  Line  of  lleavv  W. irk- 
ing Shoes,  out  of  best  Chrome  Tanned  Side  I-eathers.  on  Foot  Kitting  Lasts,  at  reasonable  prices,  Stamlanl  Screwed  Soles.  Stitch  .\ loft  .\  itur  il 
I'inished  Bottoms,  so  that  buyer  can  see  the  nature  of  leather,  ami  know  what  he  is  huyinpt.     TU.VT'S  THK   I.IN'K   I'"()K  VOf 


1  r>s 


FOOTWEAR    IN  CANADA 


April,  1930 


AH  Your  Customers 
Can  be  Acme  "Sold" 


The  man  at  the  wheel  of  the  automobile 
knows  that  ''Acme"  Soles  will  aid  him  in  sud- 
den stopping  or  starting  of  the  car. 

The  office  man,  wearing  "Acme"  Soles,  com- 
ing and  going  easily  with  a  springy,  silent 
tread,  adds  his  quota  to  the  elimination  of 
unnecessary  noise,  and  at  the  same  time  ex- 
periences an  exceptional  degree  of  foot  com- 
fort. 

"Acme"  Soles,  so  suitable  to  business  men, 
are  just  as  popular  with  their  households. 

Children  love  to  skip  about  on  "Acme" 
Soles. 

Young  girls  relish  the  freedom  which 
"Acme"  Soles  ensure  from  that  embarrassing 
squeak. 

"Boys  will  be  (quieter)  boys"  when  "Acme" 
shod. 

The  older  people,  likewise,  enjoy  the  secur- 
ity from  slipping  which  "Acme"  Soles  pro- 
vide on  wet  or  slippery  streets. 

"Acme"  Soles  are  economical,  too,  for  they 
outwear  leather.  They  will  not  crack,  nor 
dry  out,  nor  rot.  They  are  damp-proof  and 
suitable  alike  for  town  and  country  wear. 
For  camping  out,  or  holidaying,  in  rocky 
places  where  the  footing  is  insecure,  "Acme" 
Soles  are  ideal. 

You  will  find  Dunlop  "Acme"  Soles  are 
easy  to  sew — and  that  the  stitches  hold.  They 
also  trim  smoothly  and  the  edges  polish 
readily. 

All  sizes  and  various  thicknesses. 
Colors:  Black,  White  and  Tan. 
Also  supplied  in  sheet  form. 

Also,  "Acme"  Whole  Heels,  "Peerless"  Half 
Heels  and  Genuine  Rubber  Cements. 


Dunlop  Tire  &  Rubber  Goods  Co.,  Limited 

HEAD  OFFICE  AND  FACTORIES:  TORONTO 
Branches  in  the  Leading  Cities. 


April,  l<.i;2() 


FOOTWEAR    IN  CANADA 


1  .V,) 


MINISTR-Y  OF 


ivt "UK  iTi  oTSi:  s  ^ 


The  Disposal  Board  have 

STOCKS 

lying  in  the  United  Kingdom  and 
AVAILABLE  FOR  EXPORT 

OF 

Engineering  Stores 


Ferrous  and  Non-Ferrous 

Metals 
Plant  and  Machinery 
Steam  Engines  and  Boilers 
Factory  Stores 
Machine  Tools 
Railway  Material 
Contractors'  Stores 
Medical  Stores 

BOOTS  AND 


Electrical  Instruments  and 

Machinery 
Chemicals  and  Explosives 
Motor  Vehicles 
Agricultural  Machinery 
Aircraft 
Furniture 

Textiles  and  Clothing 
Motor  Boats,  etc.,  etc. 

LEATHER  EQUIPMENT 


1  m'-' 

Buyers  should  instruct  their  representatives  in  the  United  Kingdom  to  com- 
municate with  D.  B.  8,  Canadian  Export  Department,  Ministry  of  Munitions 

Cable  address:  "DISPEXPORT,  MUNORCIZE,  LONDON." 
Whitehall  Place,  London  S.W.,  England. 

mm 
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PERKINS  SM^NEELY 

PHILADELPHIA. 

U.S.A. 


Pan  American 

KID 

Seal  Brown  and  Black 


Perkins&McNeely 

Philadelphia 


Canadian  Representalive— 

Ed.  R.  LEWIS 

45  Front  St.  E.,  TORONTO 


kbtSIOES 


Make  Your  Show  Windows  Pay  Your  Rent 

Many  Sftl«a  are  made  oo  the  Sidewalk 

Window  Display  Fixtures 

A  Wonderful  Kl  of  Patenled  Interchanjeablc  Window  Diiplay  Fjxturei 
(or  displayinl  Men  or  Women.'  Shoei,  Set  will  £lve  10  Yean  G«od  Service  in 
effective  trade  puMin£  window  irimi. 

The  Fixtures  you  lec  above  arc  only  x  very  lew  of  the  deii£ni  thil  can  be 
set  up  with  the  lull  let,  bc.idci  hundred!  ol  standard  lixlurex  can  be  ut  up. 

Made  of  Oak.  either  Golden.  Antique  or  Weathered  Finish.    Set  is  put  up 
in  a  Hardwood  Hinjed  Lid  Sloraie  Chest,  a  (ood  place  to  keep  the  extra 
Younits  nolin  use.     There  are  thousands  ol  lets  in  daily  use. 
No.  lOl      Set  has  220  Interchan|eable  Younitii  For  Large  Windows,  $48.12 
No.  lOlVi  Sel  has  110  Interchangeable  Younits  For  Medium  Windows,  927.SO 
No.  lOV/t  Set  has   55  Interchangeable  Yotinits  For  Small  Windows.  $17.32 

Slocit  caintd  in  Hamilton.  Ont.    Oidet  direct  or  thru  your  jobber.    Send  for  catalog.    Patented  and  made  in  Canada. 

The  Oscar  Onken  Co.  5950  Fourth  Street   Cincinnati,  Ohio,  U.  S.  A. 


FIXTURES  FOR  : 

500 

WINDOW  DISPLAYS 
IN  THIS  CHEST  ' 


Let  Us  Supply  You 


in  the  following 


Leathers  or  Shoe  Findings 


GLAZED  KID 

Black  and  all  colors. 
SIDE  LEATHERS 

All  grades,  all  weights,  all 
right. 

GLOVE  LEATHER 

Grain  and  splits,  all  kinds, 
all  colors. 


Our  stock  of  shoe  findings  is  most  ex- 
tensive, and  includes  Buttons,  Bows, 
Fabrics,  Topping,  Drills,  Twills,  Cot- 
tons, Cork  Screws,  Flannels,  Cotton 
Threads,  Ducks,  Poplin. 

Get  in  touch  with  us. 


 Pierre  Blouin  Reg'd  

QUEBEC:  60  Colomb  St.     MONTREAL :  59  St.  Peter  St. 

Canadian  Representative*  : 

Standard  Kid  Mfg.  Co.,  Boston  The  Thomas  Lake  &  W'Aifon  Inc.,  Boston 


T 


ENGRAVERoF  FINE  STEEL  STAMPS  &DIES 


230,c,-^>NES^M0NTREAL.PH0/v^  675 
CR^^^c^^Yy^  Q  QUE,  c)  c^f^^  /Wain 

MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
&  ADO  AN  ARTISTIC  FINISHTO  VOUR  SHOES 
•  WHICH  WILL  INCREASE  YOUR  SALES* 
»tSIGNS        ,  Subm^tF'-^ 


THE  E.tabli.hed  1863 

KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturers  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  Flexible  and  Wax  Splits  for  Home  and 
Export  Trade 


April,  in^O 
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^ortuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Globe  Furniture  Co. 

(Limited) 

Waterloo,  Ont. 


Send  for  Catalogue  and  Prices 

GLOBE  INTERLOCKING  SHOE 
STORE  CHAIRS 


When  it  comes 

to  Rubbers 

Dominion  Rubber  System  Rubbers 


When  it  comes 

to  Service 

Lennox 


BOOTS  AND  SHOES— STILISH  AND  STAPLE 


JOHN  LENNOX  &  CO., 


18-20-22  KING  EAST 
HAMILTON 
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"PERFECT" 


— m 

every 

sense 

of 

the 

word 


The  Perfect  Counter 

A  filjre  counter  that  puts  a  distinctive 
quality  into  your  shoes  which  becomes  ap- 
parent when  the  wear  is  strenuous,  giving 
an  excellent  fit,  unequalled  comfort  and  sat- 
isfaction. 

Try  the  "Perfect"  and  you'll  endorse  cur 
statements. 

Perfection  Counter  Limited 

699  Letour'neux  Ave.  Cor.  Ernest  St 

Montreal 


An 

Attractive 
Showing 


"La  Duchesse" 
McKay  shoes 
for  women  and 
Turn  Slippers 
for  men  will  ap- 
peal to  you  on 
their  merits  as 
High  Grade  footwear.  You  need  look 
no  farther  for  high  grade  shoes. 

Handle  "La  Duchesse"  Manufacture. 

La  Duchesse  Shoe  Co. 

Registered 

MONTREAL 


Only  Safe  Machine  of  its  Kind 


This 


Louis  Heel 

Breast  Trimmer 


Does  away  witli  all  liaiulwork  and  rough  scourins.  an<l 
turns  every  pair  of  heels  to  a  template,  finishing  the 
breast  at  joint  of  sole  from  edge  to  edge.  Does  rapiil 
work,  insures  absolute  uniformity  and  is  the  only  ma- 
chine that  will  turn  out  the  corners  of  the  heel  breast 
next  to  the  sole,  conforming  to  line  of  shank  irrespec- 
tive to  height  of  heel. 


Safety 
Rapidity 

Ease  of 
Operation 

¥  J  nSfflTftlittJ  I'ossesses    guard    over    culter    ih.il    guarantees  safety. 

,  l«T  f  I. earn  more  of  tlie  value  of  this  Louis  Heel  Breast  Trim- 
Of    wIfOr IV  by  drop|)ing  us  a   line  now. 

The  Louis  G.  Freeman  Co. 

CINCINNATI,  OHIO,  U.S.A. 

REPRESENTATIVES 
International   Supply  Co.,   Kitchener,   Ont. ;    Montreal,  Que. 
Manufacturers  Supplies  Co.,  St.  Louis,  Mo. ;   Milwaukee,  Wis. 
Markcm   Machine  Co.,   Boston,  Mass. 
O.  J.  Locke  Co.,  New  York. 

Schuster    Ehrlich    &    Cia.,    Buenos   Aires,    Argentine   Republic.  South 
America. 

Ernest   Euna,   Copenhagen,  Denmark. 
Standard  Engineering  Co.,   Leicester,  England. 


April,  1920 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^trid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


Display  Your  Shoes 
Attractively  on  the 
Classic  Stand 


The  Classic  is  the  most  hand- 
some display  stand  ever  put  on 
the  market  in  Canada. 

Its  simplicity  and  beauty  of 
design  will  add  refinement  to 
your  store  and  attractiveness 
to  your  goods.  The  Classic 
Shoe  .  Stand  is  finished  in  a 
rich  gold  with  black  relief. 

Write  for  further  particulars. 


DALE  WAX 
FIGURE  CO. 

LIMITED 
TORONTO 


CLASSIC 

No.  4085— Double 
Shoe  Stand 
Made  in  three 
heights,  18,  24  and 
30  inches. 


Middle  nd  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  D«partmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  tliis 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


(1% 


r««WUIUy  riNANOAL.COUUUaAL  SL 

Over  33  years  in  its  field 

''CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG.  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branchei  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


STEEL  mE'&,  SHOE  STAMPS, 

Shoe  Lining  Markers, 

RUBBER  and  BRASS  STAMPS  For  All  Purposes 

Stencils,  Marking  Inks  and  Supplies,  Numbering  Machines 

We  are  one  of  the  oldest  Stencil  and  Steel  Die  manufacturing  establish- 
ments in  Canada. 

Long  experience  and   the  testimony   of  hundreds   of  pleased  customers 
testifies  to  the  reliability  of  our  work  and  the  dependability  of  our  service. 


Montreal  Stencil  Works,  221-223  McGill  Street,  Montreal  fcYSuaf^eeie 
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Edwards  &  Edwards 


TANNERS 
OF 


SHEEPSKINS 


FOR 

Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

EDWARDS  &  EDWARDS 


Head  Office  and  Sale  Rooms 


Tanneries 


27  Front  E.  Toronto       Woodbridge,  Ont. 

Quebec  and  \4aritime  Provinces 

JOHN  McENTYRf  LTD.  \^l,r^^l^^C%'l: 


It's  Free  from  Lumps 

Brodie's  Patent  Flour 
Paste 

For  Every  Purpose 

You  will  find  in  this  paste 
many  unusual  qualities, 
which  make  it  superior  to 
other  products. 

Used  either  thick  or  thin,  it 
always  remains  free  from 
lumps  ;  it  is  clean  to  work 
with  and  is  efficient  to  the 
last  drop. 

Write  for  samples  and  prices. 

Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.L 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — Tliey  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  — Tliey  save  time  in  packing. 

5.  — Tliey  save   storage  space. 

G. — They     have     strong  adver- 
tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"    explains   all — write  for 

it. 


The  Hinde  &  Dauch   Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 


April.  1920 
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It  has  taken  35  years 
of  hard  work  to  develop 
the  organization  making 
National  Cash  Registers 

O   TARTING  with  two  employees  in  one  little  room,  The 
National  Cash  Register  Company  now  has  a  making  organ- 
ization of  over  7,000  people  working  in  21  big  buildings. 

It  has  taken  35  years  to  develop  this  tremendous  organization. 

Many  obstacles  had  to  be  overcome  in  those  years.  Money, 
time,  and  energy  were  thrown  into  the  enterprise  by  large- 
visioned  men  who  believed  that  cash  registers  were  a  necessity 
in  stores  of  all  kinds. 

Slowly  but  surely  the  business  grew.  Building  after  building 
sprung  up  to  house  the  expanding  organization. 

The  National  Cash  Register  factory  of  today  is  the  result.  It  is 
built  on  a  foundation  of  faith  in  the  cash  register  as  a  business 
necessity.  It  is  dedicated  to  the  making  of  a  labor-saving  ma- 
chine that  helps  merchants,  clerks,  and  customers. 


The  National  Gash  Register  Company  of  Canada,  Limited 

FACTORY:    TORONTO.  ONTARIO 
BRANCH  OFFICES: 


Calgary  .714  Second  Street  W. 

Edmonton  5   McLeod  Bldg. 

Halifax  63   Granville  St. 

Hamilton  14  Main  Street  E. 

London  S50    Dundas  Street 

Montreal  122  St.  Catherine  Street  W. 

Ottawa  305  Bank  Street 


Quebec  133  St.  Paul  Street 

Regina  1820  Cornwall  Street 

Saskatoon  365  Third  Avenue  S. 

St.  John  50  St.  Germain  Street 

Toronto  40  Adelaide  Street 

Vancouver  524  IVmuUt  Sirrct  W 

Winnipeg  213   McDermot  Avenue 
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A  Written  Guarantee 

of  Wear 

With  Every  Pair  of  Shoes 


You  can  now  stock  shoes  i^uaran 


teed  as  to  wear  by  a  giant  institu- 
tion— 

— and  get  shoes  of  any  make  or 
style  or  last. 

Every  customer  of  yours  can  have 
aprinted,  dated  guarantee  of  longer 
service  from  the  shoes  you  sell. 

All  you  have  to  do  is  to  specify 
Neolin  Soles  on  your  stock,  and 
insist  that  each  pair  of  shoes 
carries  the  Neolin  Sole  guarantee 
tag. 

Read  the  tag  shown  on  the  oppo- 
site page.  It  is  as  strong  a  guar- 
antee as  we  know  how  to  write. 
It  will  cost  us  little,  outside  the 


cost  of  printing,  because  Neolin 
Soles  do  not  come  back. 


But  it  means  that  manufacturers 
are  building  shoes  with  Neolin 
Soles  in  the  right  way — with  solid 
leather  insoles. 


And  it  gives  you  a  real  argument 
in  talking  Neolin  Soles  to  your 
customers. 

Order  a  real  range  of  shoes  with 
(guaranteed  Neolin  Soles — and  see 
that  the  guarantee  tag  is  with 
them.  Our  Sole  and  Heel  de- 
partment can  give  you  the  names 
of  manufacturers  who  have  been 
supplied  with  tags. 

The  Goodyear  Tire  &  Rubber 
Co.  of  Canada,  Limited 


TORONTO 


ONTARIO 


olin  Sol 


I'iS 
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Shoes  may 

have  tongues 
but  you  need 
ShowCards 
to  talk 
for  them 


Have  you  found 
out  about  our 
monthly  ser~- 
vice  plan  ??? 

It's  individual 
for  jour  store. 


STANDARD  SHOW  CARD  SERVICE,  7nc. 
55  W  ^ashin^ton  Street, 
CKica^,Ill 


H 


n 


IE 


Whalebone  Barber  Whisks 


WHALEBONE 

PAT.  OCT.  27. 1914 


Untii  the  "FAMOUS  WHALEBONE  BARBER 
WHISK"  was  .  patented  there  were  no  Barber 
Whisks  that  gave  satisfaction.  All  difficulties 
have  been  overcome  in  the  WHALEBONE  and 
we  guarantee  every  one  of  them.  SOLD  TO 
JOBBERS  ONLY.' 

We  also  manufacture  the  celebrated  DESHLER 
HIDE  BROOMS  which  are  especially  adapted 
for  sweeping  and  cleaning  Hides.  Users  of  Hide 
Brooms  should  get  in  touch  with  us.  Every 
l)rooni  guaranteed.  References:  All  the  Lead- 
ing Hide  Dealers  and  I'acking  Houses  of  the 
United  States. 

We  arc  the  sole  manufacturers  of  above  named 
.\rticles.    Watch  for  our  circular  letters. 


Deshler  Broom  Factory 

DESHLER,  Nebr. 


The 

Globe 
Pillow 
Welt 


A  genuine  Goodyear  Welt 
sewn  right  into  the  sole— 
a  feature  in  our  footwear 
for  Misses,  girls,  children, 
and  infants,  which  provides 
exceptional  comfort  and 
ease  to  growing  feet. 

The  other  points  which 
add  to  the  popularity  of 
these  shoes  are  the  soft 
cushion  sole  and  the  soft 
cork  filling  between  the 
inner  and  outer  sole. 


GLOBE  SHOE  LIMITED 

Factory  TERREBONNE,  QUE. 

Selling  Agent* 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 


April,  1920 
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A  Shoe  Merchant 


Every  customer  for 


new  pair  is  a 
department. 


prospect  for  the  repair 


With  a 

Champion  Shoe  Repair 

Department,  said 

I')}'  installing'  the  shoe  i"e])air  department  behind  a 
glass  partition,  customei^s  can  look  riglit  into  the  repair 
shop  and  see  how  the  work  is  done.  I  would  put  the 
Stitcher  right  up  near  the  glass  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outfit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  Any  live 
merchant  could  start  right  in  making  such  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
•  ance,  etc.  This  would  leave  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  repair  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 
ment. 

Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 

Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 

Over  20,000  Champion  Machines  of  various  types 
in  use-That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of: 

Seven  diiiferent  types  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 
Forty  dif¥erent  models  of  Repair  Outfits,  consisting  of  Stitchers 
and  Finishers. 

Two  distinct  types  of  Nailing  Machines. 
Many  different  Models  of  Finishers. 
A  complete  line  of  Double  Tread  Tire  Machines. 
Many  labor  and  material  saving  auxiliary  machines. 


Universal     Model     Curved  Needit 
and  Awl   Shoe   Stitcher  —  heated 
by  gas,  gasoline,  or  electricity. 


CHAMPION  SHOE  MACHINERY  CO.,  3723^1  F«rest  Park  BvJ.,  St.  Louis,  Mo. 

Please  send  me  particulars  about  a  shoe  store  repair  department. 

Name   Street  

City   State   
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EASTERN  SHOE  MFG.  CO.,  LTD. 

150  Frontenac  Street  Montreal 

MANUFACTURERS  OF 

high   class  footwear  in 
misses',  child's  and  infant's 
McKays 


Embracing  distinction  in  quality 
and  workmanship 


"Business  Opportunity" 


Patent  for  Sale 


or  manufacturers  wanted 
to  manufacture  this  shoe 
stretcher  on  royalty. 
This  stretcher  has  the 
advantage  in  that  it  al- 
lows the  shoe  to  be 
stretched  forward  when 
necessary,  as  well  as 
sideways.  It  has  also 
an  extending  heel  to  hold 
the  stretcher  forward. 


G.  W.  E.  Hohme,  Box  36,  Castor,  Alta.,  Can. 


THE  SIGNRY 


Larger  and  more  profit- 
able business  is  the 
rule  among  merchants  who 
are  using  our  service. 
They  report  that  a  small 
amount  invested  in  ap- 
propriate show-cards 
brings  big  returns.  We 
can  do  the  same  for  you. 


Write  to-day 


OUT-DOOR  ADVERTISING 


PAINTED  CITY 
BULLETINS.. 
PAINTED  WALL 
DISPLAYS 


SHOW  CARDS. 
CLOTH  SIGNS. 
DANK  WINDOWS  . 
CARVED  LETTHtS. 


BRANCH  :  BROCK  ST..  WINDSOR 


SHOES 


For 

Infants 
Children 
Misses  and 
Growing 
Girls 


Serviceable  footwear  for  active  young- 
sters constructed  to  give  exceptional 
wear  where  the  wear  is  hardest. 

Manufactured  to  allow  perfect  comfort 
and  freedom  to  growing  feet. 

A  line  which  will  satisfy  the  parents 
and  offers  generous  profits  and  rapid 
turnover  to  the  dealer. 


Selling 

Jobbers    Children's  Shoe  Mfg.  Co.,  Limited 

Only  1 1  Belleau  St.  -  -  Quebec  City 


April,  1020 
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IT'S  NO  LONGER 
A  QUESTION 

of  can  you  afford  a 

GOODYEAR 

SHOE  REPAIR  OUTFIT 

But 

Can  you  afford  to  do  without  it 

We  have  made  it  possible  for  every  Shoe 
Repairer  to  install  one  of  these  GOODYEAR 
Shoe  Repair  Outfits  on  very  easy  terms. 
Simply  drop  us  a  line  and  we  will  tell  you  why 
you  cannot  afford  to  delay  installing  a  Shoe 
Repair  Outfit 

United  Shoe  Mach'y  Co.  of  Canada  Limited 

MONTREAL 
TORONTO  KITCHENER  QUEBEC 


V  ( )  ( )  1'  W  K  A  R    I  N    C  A  X  A  1)  A  April,  i  «;>() 


Electric  Buffer  Dryers 
Electric  Treeing  Irons 
ElectricHeatingDevices 


All  sold  subject  to  your  approval 
after  thirty  days  free  trial. 


Write  today  for  full 
particulars 


Millner  Company 

1706  N.  12th  St.,  St.  Louis,  Mo. 


ShoeTools  and  Findings 


BOSTOX  BURXISIIKRS 

Made  in  2  sizes 


TRI-AIMGS 


For  protecting  heels  from  wearing  out  too  quickly.  Manu- 
facturers of  a  large  and  complete  line  of  tools  and  findings  for 
ihot  repairer  and  shoe  store.  . 

The  New  Shoe  Machinery  Company 

PROVIDENCE,  R.I.,  U.S.A. 

Distributors  for  British  Columbia: 

B.C.  LEATHER  &  FINDINGS  COMPANY  LIMITED 

VANCOUVER,  B.C. 

Distributors  for  Provinces  of  Saskatchewan, 
Alberta  and  Manitoba: 

THE   GREAT    WEST    SADDLERY  COMPANY 

Winnipeg  Edmonton  Saskatoon  Calgary 


Are  You  Surprised? 

to  know  that 

You  can  buy  this  Outsole  Curved-Needle 
Shoe  Stitcher,  "  Made  in  Canada,"  for  net  cash, 
or  on  monthly  time  payment. 


NO  DUTY 


NO  ROYALTY 


With  Service  that  you  will  be  proud  to  have 
at  your  command. 

We  also  manufacture  Finishing  Machines 
which  cannot  be  equalled. 

Universal  Shoe  Machinery 
of  Canada,  Limited 

124-128  QUEEN  ST.  -  MONTREAL 

ADAMS  BROS.    HARNESS    MFG.  CO. 

781  King  St.  W..  TORONTO  (Agents  for  Ontario) 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  ■  during  310  working 
(lays,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  repi"eseiits  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,    BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catalogue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  isis  N.25thst.,  St.  Louis,  U.S.A. 
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(BK  BELTING 

FOR  ALL  PURPOSES 

IS^  Oak  Round  Leather  Belting 

A  sck'Cted  (|u;ility  of  leather  l)eltin!4'  whicli  lias  ^iven  hiolTly  satisfactory  results  for  years.  Suit- 
able for  use  on  all  li,<iht  runiiin.<^-  machines,  and  w  ill  stand  uj)  favxjrahly  with  all  makes  of  special 
tanna,<4e.    C'arried  in  stock  in  all  re^'ular  sizes.    Put  up  on  s])ools  of  100  feet. 

Powatan  Round  Leather  Belting 

A  belting  of  special  tannage  which  has  become  ver\-  j)opular.  in  the  United  States,  and  which 
compares  favorably  with  other  beltings  of  special  tannage. 

Carried  in  stock  in  all  regular  sizes.    Put  up  on  spools  of  250  feet. 

Tannate  Round  Leather  Belting 

A  well-know  n  belting  of  special  tannage  which  is  claimed  to  be  the  best  belting  on  the  market. 
Specially  suited  for  heavy  running  machines. 

Carried  in  stock  in  all  regular  sizes.    Put  up  on  spO(jls  of  100  feet. 

Perfection  Round  Leather  Belting       Made  in  Canada 

This  is  a  pieced  belting  made  up  of  pieces  not  less  than  24"  and  up  to  48"  long,  well  joined. 
It  is  straight  cut  taken  from  the  back  only;  for  this  reason  it  is  superior  to  whole  belting,  which 
is  circular  cut,  irrespective  of  soft  spots,  this  being  the  cause  of  so  many  belts  breaking,  ulti- 
matelv  becoming  a  pieced  lielt  of  inferior  cjuality. 

Carried  in  st(jck  in  all  regular  sizes.    Put  up  on  spools  of  100  feet. 

Cleco  Web  Belting 

The  ideal  belt  for  light  high  speed  machines.  Xon-stretch.  strong  and  durable,  conserves  power 
and  assures  strong,  steady,  continuous  pull. 

1  inch  to  4  inches  wide.    36  yards  to  the  roll. 

SAMPLES  AND  PRICES  OF  ANY  OR  ALL  OF 
THESE  FURNISHED  ON  REQUEST 

United  Shoe  Machinery  Company  of  Canada^  Limited 

Bennette  Ave.    MONTREAL     227  Craig  St.  West 

90  Adelaide  Street  West  179  King  Street  West  28  Demers  Street 

TORONTO  KITCHENER  QUEBEC 


April,  1930 
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This  is  Your 
Guarantee  of 
a  Good  Insole 


Comfort  and  satisfaction  for  the  wearer, 
—  This  is  the  point  in  the  sale  of  insoles,  from 
the  customer's  standpoint.  But  most  insoles 
look  alike.    The  proof  is  in  the  wearing. 

The  only  certain  way  of  selling  comfort  is 
to  sell  Kendex. 

This  insole  is  guaranteed  not  to  shrink,  swell 
or  check.    It  prevents  calloused  feet. 

Let  us  supply  you  in  our  Oak  or  White-fast  col- 
ors. You  can  obtain  Kendex  in  rolls  averaging 
30  inches  in  width  and  20  yards  long,  of  any 
thickness,  measured  by  standard  sole  iron  gauge. 


KENWORTHY  BROTHERS 


Order  a  sample  roll  today 


Heel  Pads 


Tongue  Lining 


Piece  Felts 


OF  CANADA  LIMITED 


ST.  JOHNS,  P.  Q. 


Represented  by  HORACE  D'ARTOIS 


224  Lemoine  St..  Montreal 
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In  the  Gay  Galaxy 

Of  Spring 


— look  for.Clarkes.  Y 


ou  wi 


11  b( 


able  to  fully  appreciate  its  beauty 


as  it  enhances  curren 


t  foot 


wear 


styl< 


Patent 
Leather 


at  this  most  deliorhtful  of  all  seasons. 

Indeed  you  will  see 
its  value  realized 
in    sales   for  the 


bette 
hich 


r  class  shoes 


w 


are  popular 
ized  by  Clarkes. 


A.  R.  Clarke  &  Co. 

LIMITED 
Makers  for  the  Nation'^ 
MONTREAL  TORONTO  QUEBEC 


Vol  X.  — No.  5  Toronto,  May,  1920 


Among  Brogues 

Have  you  seen  the  "Regal"  Oxford  in  the 
brogue  ? 

In  royal  purple  it  is  indeed  a  princely  shoe 
—"very  swagger,"  but  with  a  reserve  in  its 
shapely  lines  and  curves  which  describes  the 
true  elegance  of  the  popular  British  Mode. 

This  "Regal"  Shoe  in  brogue  style  shows 
shoemaking  at  its  best. 


Alphabetical  Index  to  Advertisers,  Page  80 
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His 
A 

Secret 


The  composition  that  goes  into  Panther  Soles  is  a  carefully 
guarded  secret  and  its  qualities  are  therefore  exclusive  to 
the  Panther  product.   These  Soles  are  wear-resisting. 
They  give  the  light,  elastic  footstep  and  outlast  the 
best  of  leather.  Panther  soles  and  Rubber  Heels 
are  ''sure  step"  towards  bigger  and  bet- 
ter business.  Repair  men  should  ask 
their  Jobbers.     Retail  dealers 
would  do  well  to  specify  that 
"Panther"  soling  must 
be   used   on  their 
future  ship- 
ments. 


M 


PANTHER" 

RUBBER  CO.,  LIMITED 

SHERBROOKE  -         -  QUEBEC 


May,  1920 
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Now  is  the  time 
to  think  about 


The  P'leet  Foot  season  is  just  around  the  corner.  A  few  weeks 
more  and  the  men,  women  and  children  will  be  streaming  into 
your  store  for  their  Summer  Shoes. 

Be  ready  for  them.  See  that  your  stock  of  Fleet  Foot  is  com- 
plete.   Have  your  Fleet  Foot  window  displays  ready 

When  the  first  of  the  big  Fleet  Foot  advertisements  appear  in 
your  local  papers,  put  in  your  displays  and  mention  Fleet  Foot 
in  your  own  advertising,  thus  connecting  your  store  with  Fleet 
Foot.  This  is  going  to  be  a  big  Fleet  Foot  season.  Take  ad- 
vantage of  it. 

Dominion  Rubber  System 
Service  Branches 

are  located  at 

Halifax,  St.  John,  Quebec,   Montreal,  Ottawa,  Toronto,  Hamilton, 
Brantford,   London,   Kitchener,   North   Bay,   Fort  William,  Winni- 
peg, Brandon,  Regina,  Saskatoon,  Calgary,  Lethbridge,  Edmonton, 
Vancouver  and  Victoria, 
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The  Leather 
for  Fine  Shoes 


Havana  Brown 

THIS  rich  shade  of  brown  is  proving  exceptionally 
popular  this  season.  Many  retail  merchants  pre- 
dict that  it  will  be  the  principal  color  in  demand  by 
consumers  for  next  fall's  shoes. 

In  this  color,  as  in  others,  Vode  Kid  can  be  obtained  in 
standardized  grades,  dyed  through  and  through.  Then 
again,  the  price  of  Vode  Kid  is  always  the  lowest 
possible  and  never  "all  that  the  traffic  will  bear." 

Write  for  samples  and  price  list. 

Standard  Kid  Manufacturing  Co.,  Boston,  Mass. 

Agencies  in  Xeiv  VorK\  Philndelphiiif  Rochester^  Citu  innaii 
Chicago t  St.  Loiiisy  and  Montrrai 


May,  1920 
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BENNETT 

DEPENDABLE  COUNTERS 

The  best  is  always  the 
cheapest  in  the  end. 

That  Canada's  best  shoemakers 
in  every  Hne  have  adopted  the 
BENNETT  Counter,  is  con- 
vincing proof  of  their  constant 
quaHty,  and  economy. 

The  BENNETT  is  the  cheap- 
est counter  it  is  safe  to  use! 

BENNETT  LIMITED 

28  King  St.  East  MAKERS  OF  SHOE  SUPPLIES  59  St.  Henry  Street 

Kitchener  CHAMBLY  CANTON,  P.Q..  CANADA  Montreal 

Made  in  Canada  by  the  largest  shoe  fibre  makers  in  the  British  Empire. 
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HYAWATHA 

SUPPER  MOCCASINS 


The  How 

SlioDers 

All  our  moccasin  slipper  vamps  are  sewed 
to  the  bottoms  with  Barber's  linen  35/5  waxed 
thread,  and  the  seam  is  covered  by  a  welt. 

iTiauc 

of 

The  Why 

in 

Utility 

and 

Because  by  this  unique  method  of  stitching 
we  add  strength  to  the  point  of  greatest 
strain,  while  the  welt  adds  additional  protec- 
tion to  the  seam,  and  eliminates  the  visibility 
of  the  stitch. 

Suede 
Bucks 

Comfort 

The  Result 

A  moccasin  of  neat  finished  appearance,  with 
a  ''something  different"  style  of  its  own — a 
distinct  improvement  in  form,  without  a  con- 
cession to  durability. 

Splits 

Manufactured  by 


The  Montreal  Moccasin  Co. 

Limited 


10  Shamrock  Ave. 


Montreal 


May,  1920 


FOOTWEAR   IN  CANADA 


7 


The  D.  &  P.  Counter 
■  ■  -  a  product  of 
Superior  merit 

The  reliability  of  any  counter  is  shown 
in  service, — in  the  way  your  shoes  stand  up 
when  tested  by  hard  wear. 

Most  shoes  look  good  when  sold  to  the 
dealer,  but  if  the  counter  falls  down  the 
shoe  is  a  failure. 

Can  you  afford  to  trust  an  inferior  pro- 
duct in  your  shoe? 

D.  &  P.  Counters  prove  their  merits  by 
length  of  service,  and  we  guarantee  them 
to  outlast  the  shoe. 

Ask  the  manufacturer  who  uses  them. 

Let  us  sen(i  you  samples 

See  our  exhibit  at  the  Style  Show  in  Montreal 


DUCLOS  &  PAYAN 

Ed  R.  Lewis  45  Front  St.  East,  Toronto  Ontario  Selling  Agent 
Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  City 

Tannery  and  Factory:  ST.  HYACINTHE,  P.Q. 

Sales  Office  and  Warehouses  :  224  LEMOINE  STREET,  MONTREAL 
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ARTHUR  L.  EVANS,  President  and  Editor-in-Chief. 
GEORGE  F.   HAMILTON,   Managing  Editor. 


**The  Best  Retail  Shoe  Salesmen  are  Those  Who  Know 
the  Most  About  Their  Profession  " 


The  Training  Course  for  retail 
shoe  salesmen  provides  accurate, 
thorough,  comprehensive  knowledge 
of  the  things  required  to  make  100% 
retail  salesmen. 

It  is  a  system  of  instruction  by 
mail,  Theodore  Roosevelt  said:  "I 
look  upon  instruction  by  mail  as  one 
of  the  most  wonderful  and  i^henom- 
enal  developments  of  the  age." 


training  of  the  men  and  women  who 
handle  his  merchandise,  greet  his 
customers,  and  who  are  to  his  trade 
in  effect  the  store  itself. 


It  covers :  I.  Retail  Shoe  Salesman- 
ship; 11.  Correct  Fitting;  III.  Materi- 
als in  Shoes;  IV.  Shoemaking;  V. 
Footwear  Merchandising;  VI.  Stock- 
keeping  ;  VII.  Window  and  Store  Dis- 
plays; VIII.  Introduction  to  Shoe 
Store  Management. 


The  salesman  soon  learns  that  the 
world  is  ready  to  reward  the  man 
who  knows  his  business  thoroughly. 
There  is  a  demand  for  such  sales- 
people that  is  never  satisfied. 

The  100%  efficient  retail  shoe  sales- 
man is  well  paid  for  his  efficiency. 
He  is  on  "The  Road  to  Advancement" 
as  sure  as  fate.  His  future 
sured. 


IS  as- 


The  Training  Course  provides  the 
opportunity  for  the  dealer  and  man- 
ager to  bring  his  sales  service  up  to 
the  mark.  He  thus  has  the  means 
readv  to  hand  for  systematic,  care- 
ful,   accurate    and  comprehensive 


One  year  is  the  time  required  for 
completion  of  the  Course.  A  diploma 
or  certificate  is  granted  the  salesman 
who  completes  the  Course  to  the  sat 
isfaction  of  the  Institute  staff. 


Students  can  complete  the  work 
entirely  outside  store  hours.  Five 
pages  a  day  will  accomplish  the  task. 


Learn  all  alwut  the  details  of  the  Training  Course  through 
a  60-page  booklet  entitled  "The  Road  to  Advancement  for  Retail 
Shoe  Salesmen" — your  copy  awaits — send  the  coupon  today. 


Cut  Out,  Sign  and  Mail  this  Coupon  To-day 


RETAIL  SHOE  SALESMEN'S  INSTITUTE 
727  Atlantic  Ave.,  Boston,  Mass. 

Please  send,  without  obligation,  copy  of  "The  Road  to  Advancement  -^(j'''*^/^^?*^^^ 
for  Retail  Shoe  Salesmen." 

Name  


If  a  firm,  please  give 
No.  of  salssp'.ople .  .  .  . 


Salesman  or  Firm?  (please  indicate) 
Addresa  


May,  1920 
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Tan  Lotus  Oxford 

No.  lOlC  Sizes  11  to  2 

No.  2016  Sizes    8  to  IO1.2 

No.  3010  Sizes    4  to 

Made  in  Patent,  Mahogany  and 
Gun  Metal 


ORDER 
NOW 

For 
Immediate 
Shipment 
From 
Stock 


Patent  Pump 

No.  1021  With  heel.  Sizes  11  to  2 
No.  2021  Spring  heel.  Sizes  8  to  lO'^i 
No.  3021  Spring  heel.  Sizes  3  to  lYi 
Made  in  Patent  and  Black  Kid 


YOU  realize  the  importance  of  your  juvenile  trade.  But  are 
you  getting  all  you  should  out  of  it?  Are  you  fitting  the 
little  customers  with  shoes  that  allow  the  feet  to  grow 
naturally ;  with  shoes  that  have  been  scientifically  designed ;  with 
shoes  that  satisfy  the  parents  as  well  as  the  child?  Above  all, 
are  you  building  up  a  friendship  with  your  little  customers  that 
will  make  them  life-long  patrons  of  3'our  store? 

If  not,  you  would  do  well  to  look  over  our  line.  Here  are  some 
of  their  "specifications" — Uppers  of  No.  1  grade  leather ;  soles 
are  solid  oak  tanned ;  the  shoes  are  stitched  down,  eliminating 
seams  and  stitches  inside  the  shoe ;  they  can  be  returned  to  our 
factory  for  resoling. 

Are  you  interested? 


CHILDREN'S 
FOOTWEAR 

LIMITED 


3  Alexander  St. 

MONTREAL 


Youths'  Mahogany  Blucher 

No.  303   Sizes  11  to  2 

No.  403   Sizes    8  to  10^ 

No.  503   Sizes    4  to  lYz 

Also  made  in  Box  Kip,  Brown  and 
Black  Elk 


Misses'  Gun  Metal 

No.  346   Sizes  11  to  2 

No.  440  Sizes    8  to  lOK; 

No.  54G  Sizes    4  to  ly. 

Also  made  in  Mahogany  and 
Box  Kip 
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An  Opportunity 

Open  to  all  Shoe  Clerks 

HERE  is  a  chance  for  all  retail  salesmen 
to  make  a  little  ''pin  money"  on  the  side. 

We  want  a  name  for  a  new  high-class  girls' 
and  boys'  shoe  we  are  putting  on  the  market. 

We  are  offering  two  prizes  for  the  two  best 
names  submitted. 

Read  the  conditions  carefully  and  send  in 
your  suggestions  on  the  coupon  at  the 
bottom  of  this  page. 

First  Prize  $25.00 
Second  Prize  $10.00 

CONDITIONS 

1.  Open  to  all  shoe  clerks. 

2.  Only  original  names  considered. 

3.  Do  not  send  in  any  names  already  registered  or  in  use  by 

any  other  shoe  manufacturer.  y 

4.  Each  contestant  may  send  in  any  number  of  suggestions.  ^ 


Address  all  replies  to  "CONTEST  MANAGER  "  ^ 

15he 

/  c-' 

P.O.  BOX      2633  /  Ko< 


Standard  Welt  Co. 


MONTREAL  /^s 
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HAVE  A  LOOK! 


^  Offerings  for  Fall,  1920,  are  in  truth,  real 
creations  of  the  Shoemaker's  Art. 

^  Distinctiveness  of  pattern,  yet  so  conserva- 
tively handled  as  to  eliminate  the  usual 
speculative  feature. 

^  Quality  —  as  always  is  evident  — 
TURNS  —  McKAYS  —  WELTS 

The  Holters  Company 

Cincinnati 

NEW  YORK:  CHICAGO: 
Marbiidge  Building  Room  304,  Lees  Building 

LOS  ANGELES  : 
Room  400,  Lankershim  Bldg.,  616  Firsi  Avenue.  N. 


Iiiay,  1920 
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Order  Now 

for  Fall  Delivery 


Style  -  Quality  -  Price 

It  has  been  our  endeavor  to  make 
each  of  these  features  consistent  with 
the  other  in  producing  medium  and 
fine  McKays  for  women,  misses  and 
children.  We  could  tell  you  how  well 
we  have  succeeded,  but  we  would  rather 
let  the  products  speak  for  themselves. 

Do  not  fail  to  see  them  for  Fall.  If 
our  traveller  has  missed  you,  a  post 
card  will  have  our  attention  and  sam- 
ples will  be  forwarded. 


Canadian  Footwear  Co. 

Limited 

Montreal 

Salesroom:  36  St.  Genevieve  St.        Factory i:  Pointe-Aux-Trembles 
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H 
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E 
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Styles  that  Attract  Trade 
Shoemaking  that  Holds  Trade 

The  unusual  individuality  of  Hopkins  &  Ellis  styles  has  a  fascinat- 
ing appeal  to  well  dressed  women.  The  touch  of  tomorrow  always 
to  be  found  in  these  shoes  makes  them  decidedly  attractive  to 
women  who  dress  their  feet  in  up-to-the-minute  styles. 

Made  by  painstaking  turn  workmen  of  leathers  of  proven  quality, 
they  present  a  real  business-winning  combination. 

HOPKINS  &  ELLIS 

Haverhill,  Massachusetts,  U.S.A. 
BOSTON  OFFICE  108  LINCOLN  STREET 


May.  1930 
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Line  6663— Black  Kid  Whole  Quarter  Oxford, 
imitation  straight  tip.  Louis  heel,  vanity 
heel  plate.  Goodyear  welt  $6.60 

Line  6664— Black  Kid  Whole  Quarter  Oxford, 
imitation  straight  tip.  low  Cuban  heel,  Good- 
year welt  $6.60 


In  Stock 

NET   30  DAYS 


Line  6657 — Patent  Leather  One  Eye- 
let Tie  Colonial,  Louis  heel.  Vanity 
heel  plate,  Goodyear  welt  .  .   .  .  $6.60 


Line  6661 — Patent  Leather  Whole 
Quarter  Oxford,  imitation  straight 
tip,  low  Cuban  heel,  Goodyear  welt. 
 $6.60 


Line  6660 — Patent  Leather  Whole 
Quarter  (Oxford,  i>lain  toe.  Louis 
heel,  vanity  heel  plate.  Goodyear  welt. 
   $6.63 


Line  6681 — Fine  White  Canvas  Whole  Quar- 
ter Oxford,  plain  toe,  white  welting  and 
wfiite  enamelled  Louis  heel,  Goodyear  welt 
 $5.00 


All  Packed  Ready  to 
Ship  in  30  and  15  pair 
Containers. 

30  prs.  ABC  D— 6  A's,  6 
B's,  10  C's,  8  D's. 

15  prs.  B  C— 6  B's,  9  C's. 

15  prs.  C. 

15  prs.  D. 


Line  6680— Fine  White  Canvas  Whole 
Quarter  Oxford,  imitation  straight 
tip,  white  welting,  white  enamelled 
low  Cuban  heel,  Goodyear  welt  $5.00 


AH  Regular  Run  of  Sizes 

The  Perth  Shoe  Company,  Ltd. 

PERTH  -  ■  ONTARIO 

Largest  Manufacturers  in  Canada  of  Women's  Fine  Welted  Shoes  Exclusively 
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D.L 

&  CO,  LTD. 


CONFIDENCE 


To  have  confidence  in  the  shoes 
he  is  selling  is  an  invahiahle  as- 
set to  the  merchant.  With  con- 
lidence  selling  becomes  a  plea- 
sure. Without  it  his  business 
can  neither  expand  nor  develop. 

Not  all  shoes  merit  confidence. 
Not  all  shoes  give  the  impetus 
to  business  as  does  a  shoe  of 
real  worth.     And  the  buildins; 


up  of  goodwill,  too,  can  only 
be  accomplished  by  the  sale  of 
a  shoe  in  which  is  reflected  the 
confidence  of  both  the  merchant 
and  the  customer. 

Your  store  is  known  by  the 
shoes  you  sell.  Give  your  cus- 
tomers confidence  by  supplying 
them  with 


Men's  and  Women's  Welts  and  McKays 


Women's  Turns 


Men's  and  Women's  Welts  and  McKays 


Daoust,  Lalonde  &  Co., 

LIMITED 

MONTREAL  QUEBEC 

Branch :  Metropolitan  Shoe  Co.,  91  Paul  St.  East,  MONTREAL 
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Are  You  Looking 

for 

Bigger  Sales  ? 

Look  for  increased  sales  through  Tillsonburg  lines. 
These  splendid  staples  for  Men,  Boys  and  Youths 
represent  a  reliable  footwear  for  building  trade  up- 
on the  foundation  of  better  service  to  the  wearer. 
Tillsonburg  shoes  are  the  all-leather,  long-wearing 
shoes  that  bring  the  sure  and  steady  sales  year  in 
and  year  out.  Your  business  needs  Tillsonburg 
Staple  lines.   Ask  your  Jobber  or  write  direct. 


TILLSONBURG  SHOE  CO,  LIMITED 

MAKERS  OF 

Men's  —  Boys'  —  Youths'  —  Lads' 
Medium  and  High  Grade  Staple  Shoes 


TILLSONBURG 


ONTARIO 
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Earned 
by  Service 

THE  reputation  the  Regina 
Line  now  enjoys  has  been 
built  up  on  the  merits  of  our 
product. 

For  years  we  have  been  giving 
the  trade  good  service  and  fine 
footwear  for  women.  We  have 
spared  no  effort  to  keep  our 
shoes  up  to  a  standard  that  is 
worthy  of  our  name  and  slogan: 

"THE  REGINA  LINE" 

Fit  for  a  Queen 

We  are  showing  here  a  few 
models  approved  by  Canada's 
leading  style  experts.  Their 
distinctive  styles  give  them  an 
individuality  that  cannot  fail 
to  please  the  most  fastidious 
lady  of  fashion. 


Any  of  the  leading  jobbers  can  show  the 
full  range  of  our  latest  styles. 

The  Regina  Shoe  Co.,  Limited 

Montreal,  Que. 
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IN  WELT  PROCESS  FOR 
MEN  AND  WOMEN  :  :  :  : 


MinisterMyles  Shoe  Company 

Limited 


TORONTO 
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Rush  Orders 

for 

Independent 
Rubbers 

In  this  season  especially  can  Robinson  service  be  very  valu- 
able to  the  dealer  who  is  short  on  certain  lines. 

In  or  out  of  season,  your  order  of  any  size  will  have  care- 
ful attention  and  its  despatch  will  be  made  immediately 
upon  its  receipt. 

Let  us  supply  your  outing  and  tennis  shoes.  We  carry  a 
full  range  of  the  famous  "Speed  King."  There  are  no 
better  sellers  in  the  Dominion. 


James  Robinson  Co.  Ltd, 

specialists  in  Fine  Footwear 
MONTREAL 
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Clearing  House 

for  retailers* 
footwear  requirements. 

No  matter  what  your  needs  may  be,  Robinson  service  will 
find  a  way  to  solve  your  problem. 

The  largest  Wholesale  Footwear  house  in  Canada  places 
the  value  of  its  forty-four  years  experience  at  the  disposal 
of  its  customers.  Whether  it  be  to  select  stock  for  their 
particular  needs,  to  give  advice  regarding  styles  or  to  fill 
specific  orders,  they  can  be  sure  of  getting  individual  at- 
tention and  a  ''square  deal." 

Get  in  touch  with  us,  we  can  supply  you. 


James  Robinson  Co.  Ltd. 

specialists  in  Fine  Footwear 
MONTREAL 
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not  worth  the  paper 


they  are  written  on" 


International  Job  Recorder 
"Made  in  Canada" 


We  refer  to  production  Cost  Figures 
that  depend  on  pencil  records. 

What  pencil  records? 

The  time-cards  on  job  work  that  your 
workmen  or  foreman  now  fill  out  in 
pencil. 

Why  aren^t  they  good  in  pencil? 

Because  pencil  records  can  be  changed 
and  a  working  -  time  balance  can  be 
forced. 

And,  if  your  factory  production  costs 
are  "leaky  "  the  whole  question  of  your 
costs,  your  overhead,  etc.,  is  "up  in 
the  air." 

The  International  Job  Recorder  abso- 
lutely corrects  this  condition.  It  en- 
forces a  printed,  machine-made,  un- 
changeable, infallibly  accurate  record 
of  the  time  spent  on  any  job  or  opera- 
tion. 

It  does  many  other  profitable  things  for  its  useis. 
Let  us  tell  you  more  about  them. 

International  Business 
Machines  Co.,  Limited 

FRANK  E.  MUTTON 
Vice-President  and  General  Manager 

Head  Office  and  Factory  :  Branches  in  all 

300  Campbell  Ave.,  Toronto  Principal  Cities 

(Also  makers  of  Dayton  Computing  Scales 
and  Hollerith  Electric  Tabulators) 
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Superior  Shoes 


Your 
Jobber 

Can 
Supply 

You 


for 
Women 
Misses 

and 

Girls 

TURNS  —  McKAYS 


Aird  Shoes  are  such  that  any  merchant 
will  find  them  a  valuable  addition  to 
his  stock.  They  cannot  fail  to  impress 
the  customer  with  their  smart,  clean 
cut  appearance,  comfort  and  service- 
ability. Their  styles  satisfy  the  most 
discerning,  and  a  business  with  worth 
while  customers  is  speedily  built  with 
their  aid.    Their  prices  are  attractive. 


Aird  &  Son 


REGISTERED 

MONTREAL 
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LANG'S 
REAL 
SCOURED 
OAK 

LEATHER 
LASTS 
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H.  o.  Mcdowell 


IMPORTERS  iJ(Rrc°;iT)!l  JOBBERS 
MANUFACTUREfiS  V^^— ^^^  *^AiP5;  Af;FNT5? 


H.  N.  LINCOLN 


SALES  AGENTS 


Q? 


FACTORY  AND  BRANCHES 
37  FOUNDRY  9T,  S. 

KITCHENER.  ONT. 


Representing 

American  Lacing  Hook  Co. 

Waltliam,  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works 

Chicago,  111. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Boston,  Mass. 
Ceroxylon,  the  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

Boston,  Mass. 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 
Cincinnati,  O. 
Shoe  Machinery 

Hazen,  Brown  Co., 

Brockton,  Mass. 
Waterproof  Box  Toe 
Gum,  Rubber  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  S'taying,  etc. 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 

Factory  Supplies, 
Needles,  etc. 

I.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Ont. 

Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Welting, 
etc. 

Safety  Utility  Economy  Co., 
Boston,  Mass. 
Electric    Heating  Equip- 
ment 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


BRANCH 
566  ST,  VALIER  STREET 

QUEBEC 


THE  LARGEST  SHOE  FACTORY   SUPPLY  HOUSE  IN  CANADA 

MAIN  OFFICE 
154  NOTRE  DAME  ST..  W. 

MONTREAL 


In  connection  with  the  removal  of 
our  Head  Office  to  154  Notre 
Dame  St.  W.,  Montreal,  we  want 
to  again  call  to  your  attention  the 
list  of  Houses  we  represent.  You 
know  them  all  and  you  know  they 
are,  each  and  every  one,  good  sub- 
stantial firms  who  do  business  on 
upright  and  up-to-date  principals- 

Just  think  this:  *'If  International 
Supply  Co.  can  HOLD  Agencies 
of  this  class,  would  it  not  be  good 
business  for  me  to  do  my  business 
with  them  as  far  as  possible?" 

We  can  assure  you  we  will  not 
abuse  your  confidence. 


INTERNATIONAL  SUPPLY  CO. 


Montreal 


Kitchener 


Quebec 
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Gives  Character  and  Wear 
to  the  Shoe 

New  Castle  Kid  possesses  a  finish,  feel  and  appearance  that 
at  once  impart  a  character  to  the  shoe,  making  that  irresistible 
appeal  to  the  customer  that  decides  the  sale. 

At  the  same  time  the  superior  finish  of  New  Castle  Kid 
gives  it  wear-resisting  qualities  that  prolong  the  life  of  the 
shoe. 

The  skins  from  which  New  Castle  Kid  is  produced  are 
firm,  well  worked.out  and  close  trimmed,  and  cut  a  high  grade 
shoe  at  low  cost. 

All  these  factors  combine  to  make  New  Castle  Kid  essen- 
tial to  a  quality  shoe,  satisfied  customer,  and  increased  sales. 


Black      White  Colors 

New  Castle  Leather  Company  Inc. 

NEW  YORK 

BOSTON  MONTR.EAL,  CAN.  CHICAGO 

a/z<^  fhe  'principal  £eat/i(?r  and  S/ioc  Confros  Gi^eryi>^/i-ero 
Factory,  Wilmington, Del. 
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On  Top 


The  Ace  of 


"HARTTS" 


Leadership 


in  any  field  is  not  a  matter  of  one  man's  opinion,  or  of  another  man's  pre- 
judice.  It  is  the  verdict  of  the  deciding  majority. 

The  recognized  leadership  of  "Hartt"  and  "Gold  Medal"  shoes  is  not  due  to 
any  claims  the  makers  have  made  for  their  product,  but  to  the  satisfaction 
that  thousands  of  successful  buyers  have  experienced. 

Make  them  a  working  asset 
for  yourself 

The  Hartt  Boot  &  Shoe  Co.,  Ltd. 

Canada's  Best  Shoemakers 

FREDERICTON  -  -  N.B. 
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Second  Annual 
Convention 

OF 
The 

National  Shoe  Retailers 
Association  of  Canada 

AND 

Shoe,   Leather  and  Allied 
Trades  Fair 

Montreal  -  July  13-17,  1920 


THE  executive  are  particularly  anxious  to  keep  the 
shoe  trade  informed  regarding  any  definite  decisions 
— with  regard  to  the  Convention,  Fair  and  entertain- 
ments, and  would  suggest  that  for  information  inquiries 
be  addressed  to  the  following  departments: — 

General  Management  P.  A.  Doig 


Finance  Jos.  Daoust  &  T.  H.  Rieder 

Space  Allotment  Committee  . .  . .  Frank  Knowlton  &  Alf .  Lambert 

Billeting  H.  Gibbins  &  J.  A.  Brunet. 

Publicity  R.  W.  Ashcroft 

Transportation  L.  P.  Deslongchamps 

Entertainment  Geo.  G.  Gales  &  C.  R.  Lasalle 


Address  all  communications  to  any  of  the  above  at  Room  4 

Windsor  Hotel,  Montreal 
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Hotel  Reservations 

For  the  National  Shoe  Retailers' 
Convention  and  Fair 

Register !         Register ! !         Register ! ! ! 

The  Committee  desire  to  point  out  tlie  urgent  importance  of 
Delegates  reserving 

Hotel  Accommodation 

At  the  Earliest  Possible  Date 

There  will  be  an  enormous  influx  of  visitors  to  Montreal  during  the 
week  of  July  i3-i7,  and  Delegates  who  desire  Hotel  Accommodation 
should  register  AT  ONCE. 

The  Committee  will  make  every  endeavour  to  reserve  Hotel  Accom- 
modation for  those  who  send  particulars  of  their  requirements  to 
Room  4,  Windsor  Hotel,  Montreal,  but  they  can  accept  no  responsi- 
bility for  the  accommodation  of  those  who  do  not  register  with  the 
Committee  before  June  15.  The  earlier  you  send  in  your  applica- 
tion, the  better  chance  you  will  have  of  obtaining  suitable  rooms. 

YOU  KNOW  YOU  ARE  COMING 

SO  do  not  delay  in  communicating  with  the  Committee. 

H.  GIBBINS  and  J.  A.  BRUNET 

Joint  Chairmen,  Billeting  Committee, 


33 


FOOTWEAR   IN  CANADA 


May,  1930 


You  Anticipate  the  Needs  of  Your  Customers 
When  You  Stock  ^^Acme"  Soles 

People  look  for  Durability,  Comfort  and  Style  in  the  footwear  they  buy 
these  days.   Nothing  less  will  offset  the  high  prices. 

When  you  stock  ''Acme"  Soles  and  Whole  Heels  and  "Peerless"  Half 
Heels,  you  put  yourself  in  a  position  to  meet  these  demands  of  your  custo- 
mers. 

"Acme"  Soles  and  Whole  Heels  and  "Peerless"  Half  Heels  wear  longer 
than  leather. 


There's  Comfort  and  Health  in  wearing  them,  too,  for  they  absorb  the 
jar  that  otherwise  is  inflicted  on  the  spine  and  through  it  on  the  whole  ner- 
vous system. 


Then,  they're  good-looking.  They  add  a  mighty  stylish  touch  to  any 
boot. 

There's  no  slipping  with  them — a  point  that  is  good  on  wet  pavements. 

"Acme"  Soles  keep  feet  dry  on  rainy  days.  There's  no  such  thing, 
either,  as  "Acme"  Soles  cracking. 

And  they're  quiet — a  factor  not  to  be  overlooked  in  this  age  of  noise 
and  bustle. 

You  will  find  Dunlop  "Acme"  Soles  are  easy  to  sew — and  that  the 
stitches  hold.    They  also  trim  smoothly  and  the  edges  polish  readily. 

All  sizes  and  various  thicknesses.  Colors:  black,  white  and  tan.  Also 
supplied  in  sheet  form. 

Also  Genuine  Rubber  Cements. 

Dunlop  Tire  &  Rubber  Goods  Co.,  Limited 

Head  Office  and  Factories         ^^Mg^^  Branches  in  the  Leading 

TORONTO  /mivm^  Cities. 
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MANUFACTURERS 

who  use  Breithaupt 

SOLE  LEATHERS 

are  the  most  successful  because  they  are  co-operating  with  the  retail- 
ers and  jobbers  in  giving  the  consumer  the  greatest  satisfaction  and 
the  greatest  value  possible  in  footwear.  Breithaupt  Sole  Leathers  are 
known  wherever  they  are  used  for  their  high  cutting  value  and  the 
comfort  and  service  they  give  the  wearer.   They  are  obtainable  in 

HEMLOCK  -  UNION  -  OAK 


ALWAYS  SPECIFY  BREITHAUPT 

The  Breithaupt  Leather 

Company,  Limited 

Manufacturers  of 
"  The  Standard  of  Canadian  Sole  Leather  " 

FIVE  TANNERIES        NINE  DISTRIBUTING  WAREHOUSES 

HEAD  OFFICE:  KITCHENER,  ONT. 


A 
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"CLASSIC  SHOES^' 

In  Stock 


From  factory  NO.  2 
devoted  to  Children's 
Turn  Shoes  exclusively 

Infs.  Pat.  Blue,  100  Turn  pin.  toe,  dull  top,  imit.  heel   $2.00 

Chds.  Pat.  Blue,  100  Turn,  pin.  toe,  dull  top,  spr.  heel   2.80 

Infs.  Pat.  Butt,  100  Turn,  pin.  toe,  dull  top,  imit.  heel   2.00 

Chds.  Pat.  Butt.  100  Turn,  pin.  toe,  dull  top,  spr.  heel   2.80 

Infs.  W.  Buck  Butt,  100  Turn,  pin.  toe,  imit.  heel   2.10 

Childs  Wh.  Buck  Butt,  100  Turn,  pin.  toe,  spr.  heel   2.90 

Infs.  Pat.  Butt.,  100  Turn,  pin.  toe,  wh.  top,  imit.  heel   2.10 

Chds.  Pat.  Butt,  100  Turn,  pin.  toe,  wh.  top,  spr.  heel   2.85 

Infs.  Pat.  A.  Strap,  100  Turn,  imit.  heel   1.80 

Chds.  Pat.  A.  Strap,  100  Turn,  spr.  heel  .  .  .   2.25 

Gls.  Pat.  A.  Strap,  100  Turn,  spr.  heel   2.60 

Miss.  Pat.  A.  Strap,  102  Turn,  reg.  heel   3.15 

Infs.  Kid  Blue,  100  Turn,  pat.  tip,  kid  top,  imit.  heel   2.00 

Chds.  Kid  Blue,  100  Turn,  pat.  tip,  kid  top,  spr.  heel   2.80 

Infs.  Kid  Butt.,  100  Turn,  pat.  tip,  kid  top,  imit.  heel   2.00 

Chds.  Kid  Butt.,  100  Turn,  pat.  tip,  kid  top,  spr.  heel   2.80 

Gr.  Gls.  Pat.  Pump,  906  Turn,  10/8  heel,  C&D   4.35 

Gr.  Gls.  Kid  Pump,  906  Turn,  10/8  heel,  C&D   4.75 


Place  Your 
Order  Early 


106 
206 
123 
223 
125 
225 
153 
253 
1078 
2078 
3078 
4078 
1119 
2119 
1120 
2120 
913 
914 


GETTY  &  SCOTT,  LIMITED 

G  ALT  —  ONTARIO 
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BLACK  KID 


Citadel 


Quality 


Citadel 
Leather 

Company 

LIMITED 

MONTREAL 

AND 

QUEBEC 


Consistent  with  its  name  the 
product  stands  for  firmness 
and  solidity  in  its  unvarying 
quahty. 

When  we  quote  prices  we  are 
figuring  on  maximum  cutting 
value. 
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netp  name 

Wl^t  ©abies;  Jfoottoear  Co. 

Himitel) 

Jformerip 

Plactfott,  Babtesi  &  Co. 

limiteli 

at 

60=62  Jfront  Street  OTeSt 
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OUR  NEW 

Shoe  Finding^s 

DEPARTMENT 

is  now  ready  to  supply  you  with  the  follow- 
ing shoe  requisites 

Shoe  Laces — — 

all  kinds  and  lengths. 

Shoe  Dressings 

including  the   well  known  brands  of 

Ralston' s,  Tilley's,  Packard's,  Nugget, 
2  in  One,  Domestic  and  Whittemore's. 

Insoles,  Arch  Supports 

and  General  Shoe  Repair  Materials. 
OUR  SALESMEN 

are  now  out  with  samples  and  a 
trial  order  will  convince  })ou  that  we 
have  the  right  goods  at  the  right 
prices,  and  can  give  you  Service. 

WE  SPECIALIZE  IN  OVERGAITERS  AND 
INFANT'S  SOFT  SOLES 

Da  vies  Footwear  Co.,  Limited 

SHOE  FINDINGS  DEPARTMENT 
60-62  FRONT  ST.  WEST  TORONTO,  ONTARIO 
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Three  Questions  ?  ?  ? 


Are  H  Are 

You  Selling  ^^^^^  Selling 
Your  Customers  Your  Customers 

Value  H  Satisfaction 


Are  You  Creating  New  Trade 


You  can  answer  Yes  "  to 
all  three  if  you  are  handling 


TETRAULT 

SHOES  OF  WORTH 


They  are  known  for  their 
greater  dealer  and  wearer 
satisfaction  and  their  busi- 
ness creating  qualities. 


Tetrault  Shoe  Manufacturing  Co.,  Ltd. 

Largest  Producers  of  Boots  and  Shoes  in  Canada 

Montreal  Toronto 


Office  and  Warehouse — • 
9  Rue  tie  Marseille, 

Paris,  France 
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J.  A.  McLaren  c 


OMPANY 
LIMITED 


•BOOTS,  SHOES  AND  RUBBERS- 


Fall  and  Winter  1920-21 


Make  Secure  Your  Future  Trade  NOW 


Getting  the  best  value  now  means  safeguarding  your 
business  against  changing  conditions  and  securing  your 
trade  in  advance.  When  deciding  on  your  Fall  and 
Winter  placing  orders  remember  that  "well  bought  is 


half  sold."  Consider  the  values  we  are  offering  you 
and  make  your  order  large  enough  to  ensure  a  large 
and  profitable  season's  turnover. 


Our  Fall  and  Winter  Samples 

are  leaders  for  your  Fall  and  Winter  trade — made  by  the  best  manufacturers,  lacking 
nothing  in  style  features,  and  with  our  reputation  back  of  them. 


Imperial,  Little  Canadian  and 
Maple  Leaf 

These  lines  of  footwear  for  men  and  women  are  estab- 
lished sellers,  featuring  style,  workmanship  and  finish 
to  the  degree  of  perfection.  You  can  count  on  a  big 
turnover  with  these  shoes. 


Independent  Rubbers 

They  need  no  introduction.  Kant  Krack,  Royal,  Bull- 
dog, Dreadnought,  Dainty  Mode  and  Veribest  are 
names  that  represent  a  line  of  rubbers  with  a  Domin- 
ion-wide reputation  and  a  style  for  every  purpose  and 
every  taste,  with  a  service  to  the  wearer  that  is  un- 
equalled by  other  brands. 


Our  Sorting  Service  for  Your  Full  Share 

of  Summer  Sales 

There  is  no  need  to  let  your  stock  get  low  with  our  Sorting  Service.    Quick  and  intelli- 
gent handling  of  your  rush  orders  is  assured  you. 


Leather  Footwear 


White  Goods 


Pumps 

and 

Oxfords 


There  is  nothing  wanting  in  this  selec- 
tion of  Pumps  and  Oxfords.  They  will 
take  care  of  all  demands  for  you.  In 
McKay  Sewn,  Turns  and  Goodyear 
Welts,  exhibiting  fashionable  shades, 
latest  lasts  and  stylish  models. 


High  Cuts   in  excellent  variety  and  attractive  styles. 


Our  White  Goods  comprehend  a  remarkable  selection 
that  are  dainty  and  pleasing,  and  wonderfully  varied  to 
make  an  easy  choice,  for  every  customer  in 

Oxfords,  Pumps,  High  Cuts,  Strap  Slippers 
Speed  King  Outing  Shoes 

Well  known  for  their  big  profitable  sales  season  after 
season,  and  furnishing  a  model  for  every  sport. 


"Don't  place  an  order  before  seeing  the  man  from  McLarens."  He  has  a  splendid  lot  of 
samples  to  show  you  and  some  good  pointers  to  give  you  for  your  Fall  and  Winter  trade. 


J.  A.  McLaren  c 


OMPANY 
LIMITED 

30  Front  Street  West,  Toronto 
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Buckles  for  Spring 


There  is  character  and  snap  to  "Dalco" 
buckles.  Over  5,000,000  pairs  sold  during 
1919  speaks  for  the  Quality  and  Service  of 
this  house. 


One  of  the  latest  patternr 
in  cut-steel  effect  possess- 
ing all  the  brilliancy  of 
the  imported  buckles.  This 
is  only  one  of  many  which 
will  retail  from  $5  a  pair 
upwards. 


The  Dalco  attachment  can  be  easily  attached  to  all 
buckles.  Instantly  attached  to  the  shoes.  No  metal 
inside  shoe  to  hurt  the  foot.  All  buckles  supplied 
with  fillers  and  Dalco  attachment — a-11  ready  for 
attaching  to  shoes. 

Dalrymple  -  Pulsifier  Company, 


Haverhill, 


Mass. 


The  Dalco  device  is  fully 
protected  by  patents. 


AT  LAST! 


NOW  YOU  CAN 
BUY  IN  CANADA 


PHILLIPS' 

"Military"  Rubber 
Soles  and  Heels 


Make  the  SOLES  wear 
as  long  as  the  UPPERS. 

Prevent  Slipping. 

Make  walking  a  pleasure. 

Ask  the  man  who  wore  them  ^'over  there 


Geo.  A.  Slater  Limited 

DISTRIBUTORS  TO  THE 
TRADE  ONLY 


May,  1930 


FOOTWEAR   IN  CANADA 


-11 


Eclipse  Footwear  for  Juveniles 

Sell  Economy 


and 

your  customers 
will  call  again 

Economy  is  the  keynote  of  success 
in  selling-  juvenile  footwear  to-day.  Prices 
are  high  and  the  consumer  knows  that 
cheap  shoes  are  most  expensive  in  the 
long  run. 

True  value  can  only  be  realized  in 
moderate  priced  shoes  with  the  essentials 
for  long  service  and  the  adaptability  for 
repairing. 

The  manufacture  of  Eclipse  lines  is 
based  upon  this  theory  and  their  success 
proves  its  correctness. 

You  can  assist  your  patrons  to  greater 
economy  through  "Eclipse"  and  your 
business  will  reflect  the  buyers'  satisfac- 
tion. 


Travellers  now  on  their  territories. 

The  Gait  Shoe  Manufacturing  Co. 

Limited 

Gait     -  Ontario 


Turns^  McKays  &  Stitchdown  Welts 
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IMINIOI 

RUBBER 


FED 


The  Completeness  of 


What  a  satisfaction  it  is  to  every  dealer  to  have  so  com- 
plete a  line  of  summer  footwear  as  FLEET  FOOT. 

No  matter  what  a  customer  wants — Pumps,  Oxfords, 
Sneakers,  Shoes  and  High  Boots— FLEET  FOOT  sup- 
plies every  need. 

There  are  styles  and  sizes  for  men,  women  and  children 
for  every-day  and  evening  wear,  for  every  sport  and  re- 
creation, and  for  holiday  time. 

The  name  ''FLEET  FOOT"  is  stamped  on  each  shoe  as 
an  assurance  of  dependable  materials,  careful  workman- 
ship and  complete  and  lasting  satisfaction. 

The  attractive  FLEET  FOOT  advertisements  consist- 
ently create  new  business  and  help  to  keep  the  dealer 
busy  right  through  the  summer. 

Feature  FLEET  FOOT  this  season.  Our  nearest  service 
branch  will  give  your  orders  prompt  attention. 


Dominion  Rubber  System  Service  Branches 

at 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford,  Lon'don, 
Kitchener,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina,  Saskatoon, 
Edmonton,   Calgary,   Lethbridge,   Vancouver  and  Victoria. 
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The  Eternal 
Variable 


A  prominent  wholesale  and 
retail  firm  in  the  Maritime  Pro- 
vinces, in  answer  to  an  enquiry 
as  to  their  opinion  on  the  style  trend  for  fall,  state 
that  they  think  the  life  of  brogues  is  limited.  There 
will  be  considerable  disagreement  with  this  opinion, 
for  the  majority  of  Canadian  retailers  appear  to  believe 
that  brogues  are  here  to  stay  for  some  time;  and  the 
present  fact  of  their  popularity  is  undoubted.  Never- 
theless we  agree  with  the  view  expressed  by  this  firm 
to  this  extent  at  least — that  where  women's  styles  are 
concerned  it  is  unsafe  to  look  very  far  ahead. 

Style  is,  of  course,  the  most  important  factor  in 
the  sale  of  women's  wearing  apparel,  and  in  the  life 
of  every  style  which  comes  into  favor  there  are  three 
phases  or  stages :  new,  popular  and  common.  When 
it  first  makes  its  appearance  in  the  most  exclusive 
stores  at  the  most  exclusive  prices,  it  is  "new,"  and 
society  demands  it.  As  soon  as  it  becomes  known 
that  it  is  "The  Thing,"  it  is  copied  and  placed  on  the 
market  at  more  moderate  prices — then  at  once  it  is 
popular.  Finally  it  is  embodied  in  the  cheaper  grades 
of  shoes  and  everybody's  wearing  them,  and  milady 
of  the  limousine  must  again  cast  around  for  something 
"new"  to  satisfy  her  desire  for  distinctiveness.  Her 
whims,  of  course,  are  catered  to,  inasmuch  as  she  is 
willing  to  pay  handsomely  for  that  service,  and,  be- 
hold, another  style  is  born,  while  its  predecessor  grows 


aged  and  dies.  Thus  the  process  is  continued  with- 
out a  halt. 

At  the  present  time,  we  judge,  the  brogue  for 
women  may  be  considered  in  the  popular  stage  of  its 
existence,  and  in  the  natural  course  of  events  it  will 
be  "common"  in  the  Fall.  Just  how  long  it  will  hold 
out  in  this  last  stage  is  doubtful.  It  may,  or  may  not, 
be  prolonged  into  the  winter.  It  is,  as  we  have  said, 
dangerous  to  assume  the  role  of  a  prophet  where 
women's  styles  are  concerned. 


Modern  Trend  As  Canada  develops  and  its 

Toward   .         population  increases,  the  tendency 

Specialization  toward  specialization  will  un- 
doubtedly become  increasingly  evident  in  all  lines  of 
manufacture,  including  the  manufacture  of  shoes. 
This  tendency  is  particularly  noticeable  at  the  pres- 
ent tiine  both  in  England  and  the  United  States.  In  the 
States  there  are  manufactiu-ers  who  are  concentrating 
upon  one  last,  one  class  of  leather  and  one  style  of 
shoe,  and  in  this  way  they  are  enabled  to  lessen  the 
oost  of  production.  In  England,  a  London  contem- 
porary, thc  Shoe  and  Leather  Record,  points  out  that 
heels,  quarters,  outer  soles,  inner  soles,  counters,  toe 
pieces,  etc. — almost  every  part  of  a  shoe,  in  fact — are 
to  be  found  specially  made  outside  the  shoe  factories. 
This  is  getting  down  to  the  most  modern  ideas  of  ef- 
ficiency in  production,  and  no  doubt  can  be  made  a 
factor  in  keeping  down  costs. 

Nor  are  our  Canadian  shoe  manufacturers  behind 
the  times  in  this  respect.  Mr.  F.  S.  Scott,  president 
of  Getty  &  Scott,  in  a  recent  address  before  the  Elec- 
tric Club  of  Toronto,  upon  developments  in  the  Can- 
adian shoe  industry,  pointed  out  that  in  later  years 
the  manufacturers  of  the  Dominion  have  been  special- 
izing on  particular  classes  of  shoes,  with  a  resulting 
increase  in  efficiency  of  production.  In  view  of  pres- 
ent costs  and  labor  conditions,  it  would  seem  that  in 
the  future,  specialization  will  be  increasingly  neces- 
sary as  a  means  of  counteracting  the  high  cost  of  pro- 
duction. 


Production  of 
Slioes  in  1919 


Last  year  was  a  period  of 
great  activity  for  shoe  manufac- 
turers in  Canada,  nearly  equal- 
ling that  of  1916,  which  was  the  best  year  for  pro- 
duction in  the  history  of  the  industry.  Last  year  the 
total  numl)er  of  pairs  manufactured  was  approximate- 
ly 19,300,000,  compared  with  15,000,000  in  1918,  and 
20,500,000  in  1916.  The  figures  do  not  include  rub- 
bers nor  moccasins,  but  do  include  felts.  Of  the  pro- 
duction for  last  year  the  Province  of  Quebec  was  re- 
sponsible for  nearly  two-thirds,  and  Montreal  near- 
ly one-half.    There  are  about  155  factories  in  Canada. 

Some  manufacturers  state  that  the  production  per 
man  has  decreased,  due  in  part  to  the  higher  wages 
paid,  and  therefore  a  lessened  incentive  to  work. 
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Pleasing  the 
Children 


This  is  an  age  when  children 
are  seen,  heard  and  listened  to. 
And  retailers  are  realizing  that  it 
is  good  business  to  cater  to  the  children's  trade.  Some 
of  the  largest  and  most  enterprising  shoe  retailers 
have  established  very  elaborate  children's  depart- 
ments, fitted  with  everything  that  might  appeal  to 
the  youthful  mind.  A  New  York  store  opened  re- 
cently devotes  the  entire  basement  to  the  children's 
department,  and  a  large  portion  of  it  is  given  over  to 
a  play  room,  in  which  are  miniature  chairs,  writing 
desks,  kiddie  cars,  and  a  plentiful  supply  of  toys,  with 
which  the  youngsters  may  amuse  themselves  by  the 
hour  while  their  mothers  are  shopping.  The  walls 
are  decorated  with  panels  illustrating  fairy  stories  and 
mythological  heroes  dear  to  the  childish  mind.  In 
fact  the  whole  idea  carried  out  in  the  department 
is  to  please  the  kiddies — and  it  is  proving  successful. 


All  went  dark  before  Bert  Brown.  After  a  while 
his  lips  moved  in  a  whisper:  "And  I  thought  1  could 
make  a  safe  bet  on  women's  styles  for  Fall." 


Styles  for 
Fall 


His  friend  the  clothier  across 
the     way     breezed     into  Bert 
Brown's    shoe    store    early  one 
morning.    "Hello  Bert,"   he    greeted   him  cheerily. 
"How's  business?" 

"Oh!  Not  so  bad,"  answered  Bert.  "I've  just  seen 
some  dandy  new  styles  the  Dorothy  Dimple  Shoe  peo- 
ple are  showing,  and  placed  my  orders  for  Fall." 

"What?  Already!  You  footwear  fellows  certainly 
have  your  nerve  with  you.  Now  I  haven't  decided 
whether  to  stock  bathing  siiits,  kilts  or  overalls  for 
Fall.  The  latest  stylogram  says  that  dresses  are  to 
end  at  the  elbows  and  the  knees." 

"Shades  of  Cleopatra !  First  thing  we  know  we'll 
have  to  be  stocking  kidskin  leggings  and  silk  puttees, 
I  suppose." 

"You  bet —  and  supply  your  salesmen  with  smoked 
glasses,  too.  But  that  isn't  all.  I  hear  they're  wear- 
ing overalls  in  New  York  trimmed  with  fur,  and  Irish 
lace,  and  rhinestone  buckles.  You  can  buy  'em  at  any 
price  you  like  up  to  a  hundred  and  fifty." 

"Good  heavens!  What  next?  I'm  glad  they're  not 
going  dippy  about  their  feet  anyway." 

"Oh !  You  shoemen  needn't  think  you're  in  a  class 
by  yourselves.  What  about  those  wooden  shoes 
they're  introducing  in  New  York?" 

"Which?" 

"I  can  see  you  don't  read  the  papers.  Those  wood- 
en shoes  will  be  all  the  rage  with  people  who  have  big 
feet  and  want  to  hide  them.  Before  you  know  what's 
happened,  you'll  be  stocking  real  mahoganies  and  tak- 
ing orders  for  quarter-cut  oaks  made  to  measure. 
How'd  a  window  card  like  this  sound:  'Beautiful  wal- 
nut pumps,  suitable  for  afternoon  wear,  unsurpassed 
for  style  and  comfort — hay  supplied  gratis.'  And  then 
that  Mercurian  footwear  they're  wearing  in  Paris  will 
sure  make  a  hit  over  here." 

"Eh  ?" 

"Mercurian  footwear,  T  said — shoes  with  wings  on 
'em." 


Proposed  Tax  on  Unlicensed  Insurance 

THE  proposed  legislation  at  Ottawa  to  tax  unli- 
censed insurance  companies  is  causing  vari- 
ious  organizations  and  large  business  firms  to 
enter  vigorous  protest  with  Sir  Henry  '  Dray- 
ton, Minister  of  Finance.  It  has  been  pointed 
out  that  the  imposition  of  a  discriminatory  tax 
of  15  per  cent,  on  premiums  of  insurance  written 
by  unlicensed  companies,  would  cause  an  al- 
most complete  elimination  of  such  insurance  and 
would,  at  the  same  time,  yield  the  federal  authorities 
no  appreciable  amount  of  revenue.  If  competition  is 
the  life  of  trade— and  it  undoubtedly  is — many  in- 
terests feel  that  the  mutual  companies  should  have 
no  such  handicap  placed  in  their  pathway  as  is  mooted. 

It  is  stated  that  about  80  per  cent,  of  the  total  in- 
surance on  property  in  Canada  is  already  controlled 
by  licensed  companies,  thus  practically  constituting  a 
monopoly,  and  that  a  tax  on  unlicensed  companies 
would  virtually  put  them  out  of  business  in  allowing 
the  licensed  organizations  to  have  full  swing.  This 
would,  it  is  contended,  result  to  the  disadvantage  of 
the  country  as  a  wholes 

The  Canadian  Manufacturers'  Association  recently 
laid  certain  facts  before  the  Minister  of  Finance.  That 
body  submitted  that  the  value  of  the  competition  from 
unlicensed  companies  could  scarcely  be  exaggerated. 
It  had  not  only  been  responsible  for  a  maintenance  of 
reasonable  rates  but  had  been  an  important  factor  in 
the  reduction  of  Canada's  appalling  fire  waste.  The 
attitude  of  the  CM. A.  was  summed  up  in  the  declar- 
ation that  insurance  is  not  a  proper  subject  for  tax- 
ation and  that  it  is  not  in  any  sense  a  commodity.  It 
was  pointed  out  that  an  insurance  policy  is  a  contract 
under  which  the  insurer  agrees  to  pay  a  financial  in- 
demnity in  the  event  of  certain  conditions  arising,  and, 
therefore,  the  taxes  paid  by  licensed  insurance  com- 
panies cannot  be  considered  as  a  levy  on  insurance. 
Such  assessments  are  very  properly  imposed  for  the 
privilege  of.  carrying  on  a  profitable  business  and 
hamper  the  insurance  companies  to  no  greater  extent 
than  the  taxes  paid  by  other  firms. 

The  Association  also  sets  forth  another  feature, 
which  should  not  be  lost  sight  of,  viz.,  that,  while 
the  transaction  of  insurance  with  unlicensed  compan- 
ies involves  sending  considerable  sums  of  money  out 
of  Canada,  it  also  involves  the  sending  of  no  small 
amounts  into  Canada  through  the  payment  of  losses. 
The  manufacturers  believe  that  the  harm  done  to  the 
community  as  a  whole  through  the  imposition  of  a 
tax  on  persons  taking  advantage  of  the  existing  com- 
])etition,  would  much  more  than  ofifset  the  compara- 
tively trifling  revenue  to  the  Dominion  which  such 
a  tax  would  produce. 
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Harmonizing  the  Footwear  with  the  Gown 

It  seems  strange  that  in  the  past,  footwear  has  not 
generally  been  considered  an  integral  part  of  the  cos- 
tume. There  has  not  been  the  same  care  to  harmonize 
the  shoes  and  the  gown  for  example  as  there  has  been 
to  harmonize  the  gown  and  hat.  The  shoes  in  them- 
selves may  be  very  beautiful  but  frequently  it  hap- 
pens that  they  have  nothing  in  common  with  the  re- 
mainder of  the  costume,  and  in  this  way  the  artistic 
effect  is  lost.  It  is  interesting  to  note  that  in  Paris 
an  attempt  is  being  made  to  remedy  this  situation. 
One  of  the  manufacturers  of  "Luxury"  footwear  has 
entered  into  relations  with  some  of  the  leading  cos- 
tumiers, according  to  a  Parisian  contemporary,  and 
has  agreed  to  supply  special  models  for  any  given  man- 
nequin in  complete  harmony  with  her  costume,  on  the 
understanding  that  the  salespeople  while  dwelling  on 
the  beauties  of  the  dress  will,  diplomatically,  make 
reference  to  the  footwear  and  mention  the  maker's 
name. 

Not  only  the  manufacturers,  but  also  the  retailers 
who  cater  to  the  highest  class  trade,  may  well  benefit 
by  taking  full  cognizance  of  the  style  situation.  His 
knowledge  should  not  be  confined  to  footwear.  Pie 
should  be  acquainted  with  the  styles,  colors  and  ma- 
terials in  costumes  and  gowns,  so  that  he  may  talk  in- 
telligently to  ladies,  who,  in  many  cases,  consider  ig- 
norance of  styles  as  the  blackest  of  heathen  darkness. 


Another  Hast>  Conclusion 

Mr.  F.  S.  Scott,  President  of  the  Canadian  Shoe 
Manufacturers'  Association,  recently  addressed  The 
Electric  Clul)  of  Toronto  on  certain  phases  of  the 
footwear  industry.  Since  he  was  speaking  to  a  body 
of  men  who  were  not  conversant  with  his  subject  he 
endeavored  to  give  them  as  much  information  of  a 
general  character  as  possible,  so  that  his  audience 
might  get,  so  to  speak,  a  bird's  eye  view  of  conditions 
in  one  of  Canada's  basic  industries.  For  this  pur- 
pose, he  quoted  statistics  from  the  Dominion  Bureau, 
warning  the  members  at  the  same  time  that  the  fig- 
ures were  merely  approximations,  but  were  the  only 
ones  available. 

It  is  unfortunate  that  one  of  the  daily  papers,  fail- 
ing to  recognize  the  figures  as  approximations,  has 
made  use  of  them  to  draw  conclusions  that  plainly 
are  very  wide  of  the  facts.  Mr.  Scott  stated  that,  ac- 
cording to  Dominion  statistics,  14,000  people  were 
employed  in  the  industry.  He  also  mentioned  $10,000,- 
000  as  the  total  annual  wage.  The  editorial  mentioned 
above  jumped  to  the  conclusion  that  $715  would 
therefore  be  an  accurate  estimate  of  the  individual 
annual  wage. 

Mr.  Scott  has  since  written  to  the  paper  mention- 
ed and  explained  the  matter  at  length.  His  letter, 
which  is  in  part  as  follows,  clears  the  situation  u]> 
very  completely : 

"The  figures  used  in  my  address  were  based  upon 
information  supplied  by  the  Dominion  Bureau  of  Sta- 
tistics. These  figures  are  for  the  year  1918,  and  are 
the  latest  information  available. 

'"You  were  quite  justified  from  these  figures  in 
arriving  at  the  conclusion  you  did.  An  average  wage 
of  $715  per  year  per  employee  seems  small  in  view  of 
the  heavy  increase  in  wages  that  has  taken  place  dur- 
ing the  last  few  years.  The  question  therefore  arises : 
"Are  the  figures  of  the  Statistical  Department  accur- 


ate?" I  am  afraid  we  will  have  to  admit  they  are 
not. 

"I  have  had  prepared  an  average  from  one  factory 
in  Ontario.  It  is  of  moderate  size  and  might  be  taken 
as  a  fair  average.  In  1919,  the  earnings  per  employee 
were  $20.60  per  week.  This  amount  is  the  average  for 
productive  labor  alone,  and  does  not  include  heads  of 
departments,  which,  if  included,  would  bring  the 
amount  considerably  higher.  In  this  factory,  one-third 
of  the  employees  are  female.  It  also  includes  learners. 

"From  these  figures  it  will  be  seen  that  there  is 
some  discrepancy  in  the  information  supplied  by  the 
Dominion  Bureau  of  .Statistics.  If  the  method  em- 
ployed by  the  Department  be  investigated  it  would 
not  be  difficult  to  locate  where  the  trouble  is.  Manu- 
facturers are  required  to  supply  the  number  of  em- 
l)]oyees  at  various  rates  of  wages.  The  maximum 
amount,  however,  in  the  year  1918  was  $25.00  per 
week,  that  is,  all  employees  earning  $25.00  or  more 
were  entered  into  the  $25.00  class.  The  fact  is  that 
there  are  a  great  many  in  factories  who  make  more 
than  $25.00,  and  the  result  arrived  at  is  for  this  reason 
misleading.  In  this  connection,  this  maximum  for  the 
year  1919  has  been  increased  to  $30.00,  but  even  this 
amount,  under  conditions  existing  to-day,  is  still  in- 
adequate. 

"In  this  same  connection  I  may  say  that  the  Shoe 
Manufacturers' Association  of  Canada  are  co-operating 
with  the  Statistical  Department  of  the  Dominion  Gov- 
ernment with  a  view  to  revision  of  the  questionaire, 
hoping  thereby,  to  secure  information  that  will  be 
reasonablv  accurate  and  contain  all  information  that 
is  desirable  in  connection  with  the  Shoe  Trade." 


Boosting  National  Association's  Membership 

The  membership  campaign  of  the  National  Shoe 
Retailers'  Association  is  showing  extremely  gratify- 
ing results.  Up  to  the  present  efforts  have  been  con- 
centrated chiefly  on  Ontario,  drafts  having  been  sent 
to  the  retailers  throughout  the  Province.  The  re- 
sDonse,  President  Fegan  informs  us,  has  been  splen- 
did, and  already  the  Ontario  membership  alone  is  50 
per  cent,  greater  than  the  entire  membership  of  the 
Association  last  year.  If  any  of  the  retailers  have  been 
overlooked,  the  executive  will  be  very  glad  if  they 
will  remit  their  annual  fee  direct  to  the  acting  secre- 
tary-treasurer, Mr.  James  Jupp,  of  Toronto.  Mr.  Ed. 
Cook,  the  secretary  of  the  Association  being  in  New 
York,  Mr.  Jupp,  the  treasurer,  has  temporarily  as- 
sumed both  offices. 

The  campaign  is  now  being  carried  on  in  Quebec, 
and  will  afterwards  be  directed  to  the  Maritime  Pro- 
vinces and  the  West,  where  equally  good  results  are 
expected. 

The  Association  is  doing  everything  in  its  power 
to  make  the  coming  convention  and  show^  in  Montreal 
a  complete  success,  and  it  is  believed  it  will  be  of  great 
interest  and  educational  value  to  the  retailers  of  the 
Dominion.  At  the  same  time  the  manufacturers  are 
going  to  furnish  entertainment  which  will  be  very  de- 
cidedly worth  while,  and  the  retailers  are  assured  of 
a  very  i^leasant  as  well  as  a  profitable  time. 


GEORGE  G.  GALES  says— We  are  going  f 
to  give  you  the  time  of  your  life.  Be  sure  and  ! 
Come.  I 


F  O  O  T  W  E  A  R   I  N   C  A  N  A  D  A  May,  I'jao 

Footwear  and  Leather  Fair  and 
Convention  of  Canadian  National 
Shoe  Retailers'  Association 


With  acknowledgements  to  "Old  Bill" 


Montreal  July  13,  14,  15,  16,  17 
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How  Regal  Shoes  Are  Manufactured 

A  Visit  to  tiie  Plant  of  Tlie  Regal  Shoe  Co.  in  Toronto— Up-to-the-Minute 
Methods  in  the  Production  of  Men's  High  Class  Goodyear  Welts 


THE  first  lot  of  Regal  Shoes  ever  placed  in  Can- 
ada were  sold  in  1917  by  Mr.  C.  S.  Corson, 
representing  the  Regal  Shoe  Co.  of  Boston. 
For  a  number  of  years  the  import  business 
was  continued  by  him,  and  it  finally  developed  to  such 
proportions  that  the  establishment  of  a  Canadian  plant 
was  considered  advisable.  Consequently  the  Cana- 
dian concern  was  organized,  under  the  same  name, 
and  the  manufacture  of  Regal  Shoes  was  commenced 
about  nine  years  ago  at  102  Atlantic  Ave.,  Toronto, 
with  an  output  of  150  pairs  per  day.  As  the  leg-boot 
trade  mark  became  more  familiar  to  retailer  and  con- 
sumer alike  and  the  name  "Regal"  began  to  be  known 
as  a  "buy"  word  in  Canadian  shoedom,  these  prem- 
ises were  outgrown,  and  it  became  necessary  to  move 
to  larger  quarters.  For  a  time  again  the  new  plant 
was  adequate  to  the  increased  demand,  but  its  capa- 
city soon  began  to  be  stretched,  and  in  order  to  per- 
mit the  natural  development  of  the  business,  the  com- 
pany finally  decided  to  establish  themselves  in  their 
present  commodious  premises  at  College  and  Bathurst 
streets,  Toronto,  where  they  now  have  an  output  of 
over  500  pairs  per  day. 

Mr.  C.  S.  Corson,  the  man  who  sold  the  first  order 


of  Regal  Shoes  in  the  Dominion,  is  manager  of  the 
Regal  Shoe  Company  in  Canada,  and  his  name  has  be- 
come well  known  both  in  retail  and  manufacturing 
circles.  Mr.  Corson  is  also  Assistant  Treasurer  of  the 
company,  the  other  officers  being  Mr.  E.  J.  Bliss, 
President ;  Messrs.  C.  H.  Cross  and  H.  D.  Carter,  vice- 
presidents;  Mr.  L.  A.  Mooar,  Treasurer;  Mr.  J.  W. 
Matson,  chief  accountant,  and  Mr.  Frank  Farren,  su- 
perintendent. 

Regal  shoes  are  distributed  throughout  the  Do- 
minion from  Halifax  to  Vancouver,  and  the  company's 
front  line  men  are  now  going  "over  the  top"  with  the 
Fall  samples.  The  Regal  corps  is  as  aggressive  as 
their  line  is  popular,  and  their  names  are  well  known 
in  their  respective  territories.  Each  of  these  names 
will  have  a  familiar  ring  for  many  of  our  readers:  R. 
M.  Smith,  Ed.  Lvnch,  E.  J.  Hanlon,  E.  D.  Pretty,  W. 
R.  Billings. 

The  lines  they  are  featuring  for  the  fall  trade  are 
"Hudson,"  "Pall  Mall,"  the  "Spad"  last  carrying  a 
brogue  pattern,  and  a  snappy,  pointed,  recede  toe  last, 
])esides  staple  lines  of  bals.,  bluchers  and  oxfords. 
While  there  is  a  big  demand  for  oxfords,  particularly 
brogans,  the  Regal  Shoe  Co.  are  still  turning  out  a 
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The  Upper  Cutting  Room 
— Here  the  leather  is  cut  by 
hand  into  quarters,  vamps, 
tips,  etc. 


greater  number  of  bals.  and  bluchers  than  of  the  low- 
cuts,  believing  that  the  high-cut  shoe  is  going  to  hold 
its  rightful  place,  despite  the  whims  of  Fashion.  Mr. 
Corson  believes  that  the  brogue  patterns  are  likely  to 
continue  popular  for  a  considerable  time.  There  are 
two  exclusive  Regal  retail  stores  in  Canada — one  in 
Winnipeg,  owned  and  operated  by  the  company,  and 
another  in  Montreal,  owned  by  Mr.  A.  E.  Jones.  In 
the  United  States  there  is  a  chain  of  sixty-eight  Regal 
stores. 

It  is  an  interesting  evidence  of  the  popularity  of 
Regal  shoes  in  other  countries  besides  Canada  that  the 
sun  never  sets  on  a  Regal  agency.  There  are  Regal 
distributors  in  England,  France,  Spain,  Italy,  South 
Africa,  the  Phillipines,  Honolulu.  Hawaii,  Australia 
and  New  Zealand — practically  all  over  the  world  where 
shoes  of  superior  quality  are  in  demand. 

Let  us  take  a  trip  through  the  Regal  factory  and 
see  just  how  Regal  shoes  are  made.  Perhaps  the  first 
place  we  should  take  a  look  into  is  the  store  room 
where  the  upper  leather  is  kept.  We  will  take  down 
a  fragrant  roll  from  the  shelf  and  lay  it  out  on  the 
table.  Here  is  one  skin — a  beautiful  warm  shade  of 
tan  and  velvety  to  the  touch.  This,  the  foreman  of  the 
cutting  room  informs  us,  is  a  French  pelt,  the  finest 


grade  of  calfskin,  and  here  are  native  calfskins  which 
to  the  eye  of  the  amateur  appear  of  equal  quality. 
They  have  from  eight  to  twelve  square  feet  of  lea- 
ther in  them,  the  feel  of  which  delights  the  sense  of 
touch.  Next  there  is  a  kidsskin,  the  aristocrat  of  the 
hide  market,  with  its  fineness  of  texture  and  distinc- 
t've  grain.  One  more  skin  we  will  look  at.  This  is 
Kangeroo,  the  dearest  class  of  leather  sold  to-day.  It 
resembles  ordinary  glazed  kid,  but  is  somewhat  heav- 
ier and  of  difl^erent  grain.  One  of  the  beauties  of  a 
kangeroo  skin  is  its  even  quality  throughout.  There' 
is  no  coarsening  of  the  texture  toward  the  neck  and 
shoulder ;  every  inch  of  a  good  kangeroo  skin  is  good 
leather,  and  that  cannot  be  said  of  any  other  class 
of  hide. 

The  skins  are  sorted  by  the  sorter  and  graded  into 
firsts,  seconds  and  thirds,  and  then  passed  to  the  cut- 
ting room,  where,  in  the  deft  hands  of  the  cutters,  they 
quickly  become  divided  into  the  component  parts  of 
shoe-uppers.  The  cutters  use  flat  cardboard  patterns 
with  metal  edges.  For  a  standard  Bal.  there  are  five 
patterns  used — vamp,  quarter,  tip,  tongue  and  back- 
strap,  but  for  brogues  and  other  fancy  styles,  addi- 
tional patterns  are  required,  such  as  wing  tips,  fox- 
ings,  etc.    The  cutter  places  his  pattern  upon  a  skin. 


A  view  of  the  Stitch- 
ing Room,  where  the 
various  parts  of  the 
upper  are  stitched  to- 
gether. Each  stitch- 
ing machine  is  driven 
by  an  individual  mo- 
tor. 
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and  then  runs  a  sharp  knife  with  a  small  detachable 
blade  around  it,  cutting  out  a  piece  of  leather  of  the 
required  shape.  He  has  of  course  to  use  considerable 
d-'scrimination  iti  his  cutting  in  order  to  make  the  most 
of  each  skin. 

Another  sorting  operation  is  necessary  before  the 
actual  manufacture  of  the  shoes  commences.  The 
pieces  are  graded  again  into  three  classes,  since  every 
part  of  the  same  hide  is  not  of  equal  quality.  They 
then  go  to  the  stitching  room,  where  the  parts  are 
first  assembled,  then  counted,  marked  and  made  up  in 
bundles,  each  bundle  having  a  tag  with  details  as  to 
number  of  shoes,  sizes,  lasts,  and  so  on.  The  first  ma- 
chine with  which  they  come  in  contact  is  that  for 
stamping  the  sizes  and  widths.  A  somewhat  similar 
machine  is  used  for  stamping  the  sizes  upon  the  lin- 
ings. Next  there  is  the  skiving  machine,  which  skives 
down  the  edges  of  the  leather  about  as  thin  as  paper, 
so  that  it  can  be  folded  over  and  cemented,  leaving  a 
nice  smooth  edge. 

The  upper  is  next  passed  to  a  stitcher  to  mark  the 


as  a  stay,  and  the  machine  which  is  used  for  inserting 
it  is  known  as  a  staying  machine. 

The  entire  lining  which  was  cemented  in  earlier 
in  the  process  is  now  stitched  to  the  quarter.  It  is 
not  stitched  to  the  vamp,  however,  but  cemented. 

The  lining  now  being  firmly  in  place,  the  cjuarter 
passes  to  the  eyeleting  machine  which  punches  a. whole 
row  of  eyelets  at  each  operation,  and  does  it  just  about 
as  fast  as  the  operator  can  feed  it.  Then  the  back- 
strap  is  stitched  on. 

At  this  stage  of  the  game,  it  is  time  to  stitch  the 
parts  together.  The  tip  is  stitched  to  the  vamp  first, 
and  then  the  box  toe  is  inserted.  Next  the  vamping  is 
done — that  is,  the  stitching  of  the  vamp  to  the  quar- 
ters. 

The  machines  used  for  stitching  rather  resemble 
ordinary  sewing  machines,  but  are  of  course  much 
larger  and  more  powerful,  being  driven  by  individual 
electric  motors.  The  bases,  also,  are  so  shaped  as  to 
allow  the  easiest  manipulation  of  the  upper  under 
the    needle.     The  barring    machine    is    a  machine 


The  Lasting  Room — The 
shoe  upper  is  placed  over 
a  wooden  last  and  is  mech- 
anically lasted  to  shape. 
Two  machines  are  used  in 
this  operation. 


eye  row  down  the  face  of  the  quarter,  after  which  the 
lining  is  cemented  in. 

The  perforation,  which  in  these  days  is  such  an 
important  part  of  shoe  manufacture,  is  done  by  a  ma- 
chine not  unlike  a  stitcher,  with  the  needle  replaced 
by  a  small  die,  which  punches  the  edge  of  the  vamp  or 
tip  at  regular  intervals  as  the  operator  passes  it 
around.  Where  it  is  desired  to  cut  out  a  decorative 
design  upon  the  toe,  however,  a  different  machine  is 
used.  For  this  purpose  two  steel  plates  are  employed 
attached  together,  but  held  a  trifle  apart.  On  the 
upper  of  the  two  plates  the  desired  design  is  punched 
out  and  between  the  two  are  dies  to  correspond.  These 
plates  are  inserted  in  a  machine,  the  shoe  upper  being 
placed  on  top.  When  the  machine  operates,  the  plates 
are  pressed  together  and  the  small  dies  corresponding 
to  the  design  are  forced  above  the  level  of  the  upper 
plate  and  punch  out  the  decoration  upon  the  leather. 

A  small  operation  which  is  done  to  many  shoes  is 
the  stitching  in  of  a  piece  of  lining  down  the  back  of 
the  quarter  on  the  inside.    This  piece  of  lining  acts 


which  puts  one  strong  bar  or  stitch  right  through 
the  edges  of  the  quarter,  the  lining  and  the  tongue 
at  the  throat  of  the  vamp  in  a  bal.  shoe.  This  bar 
is  not  often  noticed,  but  it  serves  a  useful  purpose  in 
taking  some  of  the  strain  off  the  stitching  at  the 
throat  of  the  vamp. 

The  last  operation  in  the  stitching  room  is  the  lac- 
ing of  the  upper.  This  is  done  by  an  ingenious  ma- 
chine which  laces  it  and  ties  the  knot  all  at  one  oper- 
ation, leaving  the  upper  ready  to  be  fitted  over  the 
last. 

Now  we  must  retract  our  steps  to  another  depart- 
ment— the  sole-leather  cutting  department.  Here  it 
is  that  the  top  pieces,  middle  soles,  insoles  and  out- 
soles  are  cut  from  the  heavy  side  leather  crops  or 
bends.  Top  pieces  are  taken  exclusively  from  hemlock 
bends  by  the  Regal  Shoe  Co. 

The  first  object  in  this  department  to  strike  the  eye 
is  a  9-foot  dicing  machine,  which  cuts  out  the  leather 
into  the  various  pieces  required.  There  are  also  a 
number  of  smaller  machines  for  the  same  purpose.  Af- 


ter  the  pieces  have  been  cut  they  pass  to  the  grader, 
which  is  perhaps  the  cleverest  little  machine  in  the  de- 
partment. The  soles  are  fed  to  it  one  by  one  and  each 
passes  through  a  slot  where  the  machine  feels  it  out 
and  finds  its  thinnest  portion.  After  that  it  comes  in 
contact  with  a  sharp  knife  which  shaves  off  all  the 
surplus  and  a  stamp  which  stamps  the  grade  upon  it, 
and  the  sole  comes  out  all  of  even  thickness  and  prop- 
erly marked. 

Following  this  operation  it  goes  to  the  buffer, 
which  takes  the  grain  off  it  and  leaves  a  surface  that 
will  hold  the  cement  during  the  further  process  of 
manufacture.  Next  it  has  to  be  trimmed  and  rounded. 
This  is  done  by  a  Julian  sole  rounder.  The  sole  is 
placed  on  a  pattern  and  a  small  sharp  knife  attached  to 
a  vertical  arm  skims  around  it,  trimming  it  to  a  smooth 
edge  and  the  proper  size. 

Now  we  turn  to  a  machine  which  is  used  exclu- 
sively in  the  manufacture  of  Goodyear  welt  shoes. 
This  is  the  lip-turning  machine,  a  device  which  chan- 
nels the  insole  and  turns  back  the  lip  at  the  same  time, 
leaving  it  ready  to  be  stitched  to  the  upper  and  the 
welt. 


And  next  for  the  heels!  The  lifts  are  built  up  with 
glue  and  a  rand  or  leather  strip  is  tacked  on,  and  the 
heel  is  then  placed  in  a  flat  press  which  compresses 
it  and  forms  the  upper  surface  into  a  shallow  cup 
shape,  so  that  it  will  fit  snugly  upon  the  heel  seat. 
After  the  heels  are  built  up  in  this  way  they  are 
placed  in  bins,  classified  according  to  sizes  and  shapes, 
ready  for  delivery  to  the  making  department. 

We  now  come  to  where  the  sole  and  up- 
per first  meet — one  of  the  most  interesting  de- 
partments in  the  factory — namely,  the  lasting  room. 
Here  it  is  that  the  shoe  begins  to  take  definite  form 
and  that  its  style  is  largely  determined.  Naturally  the 
style  of  the  shoe  is  considerably  affected  by  the  pat- 
terns used  in  cutting  the  leather,  but  it  is  in  the  last- 
ing room  that  it  gets  its  final  shape— pointed,  medium, 
recede  or  square — and  the  shape  of  course  is  a  very 
large  part  of  style. 

The  lasts — hundreds  of  them — are  kept  in  racks, 
classified  as  to  size  and  shape,  and  when  a  case  of 
shoes  have  been  completed  in  the  stitching  room,  they 
are  sent  to  the  man  in  charge  of  the  lasts,  with  an 
order  attached,  and  he  picks  out  the  lasts  required 


A  view  of  the  Making  Room 
— Where  the  manufacture  of 
the  shoe  is  completed.  In 
the  foreground  are  two 
Goodyear  Welters. 
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for  all  the  shoes.  Then  they  are  sent  to  the  lasting 
room. 

The  first  operation  in  this  department  is  the  tack- 
ing of  the  insole  to  the  last,  channel  side  out.  Next 
the  upper  is  placed  over  it  and  tacked  to  it  with  one 
tack  at  the  heel.  Then  it  passes  to  one  of  the  almost- 
human  machines  of  the  shoe  manufacturing  industry, 
the  pulling  over  machine.  This  device  has  six  steel 
gripping  instruments,  like  forceps,  which  seize  the 
upper  around  the  fore  part  and  pull  it  down  over  the 
last,  at  the  same  time  putting  in  seven  tacks  to  hold  it 
in  place.  This  machine  requires  a  very  skilled  and 
experienced  operator,  else  the  upper  may  be  either  not 
sufficiently  stretched,  or  on  the  other  hand  stretched 
so  far  as  to  be  torn.  Now  there  is  a  second  lasting 
operation.  The  shoe  goes  to  a  No.  5  laster,  as  it  is 
called,  a  fiat-bed  machine  with  blunt  horizontal  blades 
which  "wipe  in"  the  leather  still  tighter,  while  it  is 
again  tacked  by  the  operator  and  wired  around  the 
toe.    The  lasting  operation  is  now  completed.  The 

— .— ..  — . — .—  . — 


work  is  inspected  by  the  boss  laster  to  see  that  it  is 
properly  lasted  and  undamaged,  and  the  incipient  shoe 
proceeds  to  the  making  room. 

In  the  making  room  are  the  most  famous  machines 
of  the  shoe  industry,  the  Goodyear  welter  and  Good- 
year stitcher,  inventions  that  have  advanced  the  effi- 
ciency and  increased  the  production  of  the  industry 
by  hundreds  per  cent.  Others  there  are,  not  so  well 
known,  but  only  little  less  important.  The  first  of 
these  machines  is  the  Goodyear  upper  stapler.  This 
machine  is  fed  from  a  wire  roll,  cutting  ofif  small  sta- 
ples and  driving  them  around  the  edge  of  the  upper 
about  the  same  rate  as  a  piece  of  cloth  might  be  passed 
through  a  sewing  machine.  The  upper  is  thus  attached 
to  the  lip  of  the  channel  in  the  insole,  and  all  the  tacks 
are  then  removed. 

Now  it  is  necessary  to  trim  the  edge  of  the  upper, 
and  this  is  done  by  a  Rex  upper  trimmer,  a  machine 
with  a  small  cutting  wheel  which  revolves  very  ra- 
pidly. When  the  upper  has  been  trimmed  in  this  way, 
the  shoe  is  ready  for  the  welting  operation.  The  welt 
is  applied  right  around  the  edge  of  the  upper  on  the 


outside,  and  it  is  attached  by  the  Goodyear  welter 
which  catches  the  welt,  the  upper,  and  the  raised  lip 
of  the  insole  all  in  one  seam  with  a  chain  stitch.  While 
the  operator  holds  the  shoe,  the  welter  pegs  around  the 
edge,  driving  the  needle  home  at  each  stitch  with  a 
hammer-like  stroke,  and  the  whole  operation  takes 
only  a  few  seconds. 

The  surplus  leather  outside  the  seam  is  cut  ofif  by 
a  Universal  inseam  trimmer,  and  the  shoe  is  then 
passed  to  the  welt  beater,  which  beats  it  out  flat  all 
around  the  edge.  This  machine  has  a  vertical  ham- 
mer, the  blows  of  which  are  so  rapid  as  to  be  in  the 
nature  of  vibration.  It  also  has  a  horizontal  knife, 
under  separate  control,  which  moves  at  the  will  of 
the  operator  and  slashes  the  welt  around  toe  to  make 
it  lie  level. 

Now  we  have  a  shoe  minus  the  outsole.  The  shank, 
which  is  of  leather  board  with  a  steel  stay  to  give  it 
strength  and  flexibility,  is  waxed  in,  the  bottom  filler 
is  then  applied,  the  cement  is  added,  and  the  outsole 
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Another  view  of  the  Making 
Room — Here  is  where  the 
edge-trimming,  edge-setting, 
bottom  finishing,  etc.,  are 
carried  out. 


cemented  in  place.  The  whole  is  then  pressed  tightly 
together  on  another  machine,  the  sole-layer. 

Now  another  trimming  operation  is  necessary.  The 
shoe  passes  to  the  Universal  rough  rounder,  which 
trims  ofi  the  welt  and  outsole  to  approximately  their 
final  outline,  and  cuts  a  channel  in  the  outsole  for 
the  outseam  at  the  same  time. 

Next  we  come  to  what  is  probably  the  most  im- 
portant, and  without  doubt  the  best-known,  machine 
in  the  shoe  industry,  namely,  the  Goodyear  stitcher. 
The  Regal  Shoe  Co.  use  the  Model  O.  machines,  which 
are  the  latest  type  and  are  the  fourth  improvement  on 
the  original  invention.  In  previous  models  a  chain 
stitch  was  used,  but  this  is  a  double-thread  machine, 
every  stitch  being  locked  to  the  next  like  the  links  in 
a  chain.  The  operation  is  carried  out  in  shorter  time 
than  it  takes  to  describe  it,  and  the  shoe  is  complete 
except  for  the  heel  and  the  trimming  and  finishing 
touches. 

One  of  the  very  few  machines  in  the  shoe  factory 
which  is  used  for  purely  decorative  purposes  is  the 
stitch  separator.    It  makes  indentations  between  the 


FOOTWEAR   IN  CANADA 


May,  1920 


stitches,  making  each  stand  out  separately  and  thereby 
giving  a  more  finished  appearance. 

The  shoe  now  passes  to  the  Automatic  leveller 
which  irons  and  smoothes  the  sole,  toe,  shank  and 
heel,  with  a  concave  roller  under  several  hundred 
pounds'  pressure.  This  is  another  of  the  operations 
in  shoe  manufacture  which  was  formerly  done  tedi- 
ously and  with  much  exertion  by  hand  labor. 

Following  this  levelling  process,  the  heel  seat  is 
trimmed  by  the  seat  trimming  machine,  and  the  .shoe 
is  ready  for  the  attachment  of  the  heel.  This  job  is 
done  by  the  Lightning  heeler,  which  is  true  to  its 
name,  for  it  does  it  just  as  rapidly  as  the  operators 
can  feed  it.  A  boy  places  the  nails  in  a  steel  plate 
having  holes  corresponding  to  the  number  and  posi- 
tion of  the  nails  required.  He  slides  this  plate  along 
the  top  of  the  machine  to  the  centre,  where  the  nails 
drop  down  into  a  corresponding  number  of  slots.  In 
the  meantime  the  operator  has  placed  the  shoe  and 
heel  in  place  underneath.  The  machine  then  operates 
and  all  the  nails  are  driven  at  one  movement. 

The  heel  up  to  this  point  does  not  include  the  top 
piece,  which  is  now  affixed  at  the  same  operation  by 
being  pressed  on  top  of  the  headless  nails.  This 
method  makes  a  neater  job  and  also  saves  the  house- 
wife's hardwood  later.  The  top  piece  is  also  slugged 
to  the  heel,  however,  by  a  slugging  machine,  which 
makes  its  own  slugs,  being  fed  by  a  roll  of  steel  wire, 
and  ]:»ui)ches  ihem  in. 

Now  that  the  heel  is  on,  it  requires  some  atten- 
tion in  the  way  of  trimmni!;'.  It  first  comes  to  the 
Ultima  heel  .-.haper,  whicli  shapes  it  around  by  means 
of  rapidly  revolving  cutting  knives  and  trims  off  the 


Mr.  C.  S.  Corson, 
Manager  and  Asst.  Treasurer  of  the  Regal 
Shoe  Co.,  Toronto 

rand  at  the  seat.  Next  it  passes  to  the  heel  breaster 
and  has  the  breast  neatly  cut  to  shape  by  a  concave 
shear.  After  these  operations  it  is  smoothed  off  on 
the  heel  scourer,  a  rapidly  revolving  wheel  covered 
with  sand  paper. 

The  aclurd  manufacture  of  the  shoe  is  now  prac 
tically  c(jmplete(i,  but  there  are  i  number  of  finishing- 
touches  and  refinements,  by  v.'liich  in  these  days  the 
quality  of  the  shoe  is  lurgely  judged.  The  Regal 
Shoe  Co.  do  not,  however,  wait  till  this  stage  and  then 
seek  to  add  the  appearance  of  quality  to  an  inferior 


l)roduct.  The  quality  goes  in  first  right  in  the  cut- 
ting room,  where  good  leather  is  cut  by  experts,  and 
at  every  stage  of  the  process  the  same  high  standard 
of  workmanship  and  materials  is  maintained.  Never- 
theless they  do  not  neglect  any  of  tliose  little  refine- 
ments which  go  to  make  an  artisti:  product. 

Edge-trimming  is  an  operation  which  requires  a 
steady  hand,  a  good  eye  and  the  highest  degree  of  skill 
on  the  part  of  the  workman.  His  work  means  all  the 
difference  between  a  stylish  shoe  and  a  crude  sh<ie. 
The  edge  trimmer  is  a  machine  with  a  small  rotary 
knife  making  about  8,500  revolutions  per  minute.  To 


Mr.    Frank   Farren,    Superintendent   of  the 
Regal  Factory 


this  knife  the  operator  applies  the  edge  of  the  shoe 
and  gives  it  its  final  trim. 

After  this  operation,  the  shoe  goes  to  the  edge-set- 
ter, and  the  edge  is  ironed  around,  making  it  smooth 
and  hard,  .so  that  it  will  not  absorb  water  or  become 
ragged. 

Next  the  breast  is  scoured,  and  the  heel  also  re- 
ceives a  second  scouring  with  a  finer  grade  of  sand- 
paper, and  is  then  burnished.  The  ink  is  put  on  by 
hand,  and  the  heel  is  then  waxed  on  a  hot  wheel,  after 
which  it  is  polished  to  a  bright  finish  on  a  revolving 
])ad  and  brush. 

There  are  two  methods  of  finishing  the  bottom — 
black  finish  and  natural  fini.sh.  First  the  bottom  is 
scoured  with  two  grades  of  sandpaper.  If  the  black 
finish  is  to  be  used,  the  polishing  wax  is  applied  by 
revolving  felt  pads,  and  the  bottom  is  then  bru.shed 
to  a  brilliant  finish  on  revolving  brushes.  For  the  na- 
tural bottom,  a  bleach  is  first  put  on  and  allowed  to 
remain  until  it  is  fairly  dry.  A  light  stain  is  then 
applied  with  a  sponge,  and  the  bottom  is  finished  off 
with  wax  on  rotary  brushes. 

•  Now  the  last  is  removed,  the  heel  pads  are  pasted 
in,  and  we  have  a  completed  shoe.  But  it  is  not  yet 
ready  to  leave  the  factory.  There  are  still  a  few  final 
touches.  The  name  "Regal"  is  embossed  on  the  top 
facing  in  gold  letters.  Then  the  shoe  goes  to  the 
treeing  department.  It  is  here  placed  on  a  tree,  and 
if  it  is  a  black  one,  the  operator  irons  it  and  waxes 
it  with  a  special  preparation.  If  it  is  a  tan  shoe,  the 
ironing  is  omitted.  Then  the  shoe  is  washed  off  with 
a  s])ecially  prepared  wash. 

(Concluded  on  page  US) 
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Progress  in  Arrangements  for  Shoe  Fair 

All  Booths  in  the  Coliseum  Have  Now  Been  Sold— Manufacturers  Promise  Big 

Things  in  the  Way  of  Entertainment 


THE  arrangements  for  the  Second  Annual  Shoe 
and  Leather  Fair  and  Convention  of  the  Na- 
tional Shoe  Retailers'  Association  in  Montreal 
on  July  13-17  have  made  further  progress,  and 
all  is  looking  well  for  a  very  successful  show  and  con- 
vention. Naturally  the  organization  of  a  very  exten- 
sive function  of  this  character  entails  a  tremendous 
amount  of  detail  work,  and  Mr.  P.  A.  Doig  now  has 
the  assistance  of  Mr.  H.  Kavanagh,  who  has  been  ap- 
pointed secretary.  Mr.  Kavanagh,  who  is  well-known 
to  the  shoe  trade,  is  a  newspaper  man  with  a  long  con- 
nection with  trade  journalism. 

Some  of  the  arrangements  made  are  of  a  tentative 
character,  and  will  require  some  further  working  out 
before  they  can  be  announced  as  definite.  It  may,  how- 
ever, be  said  that  an  extensive  and  varied  program 
can  be  relied  on.  This  will  include  a  banquet,  var- 
ious trips,  and  special  entertainment  for  ladies,  the 
latter  item  being  in  the  hands  of  a  ladies'  committee. 


Mr.  Harry  McKellar,  Asst.  Manager  of  the 
Fair,  for  Ontario 

It  is  hoped  to  secure  the  attendance  of  some  well- 
known  speakers  at  the  banquet.  One  of  the  most 
attractive  features  in  connection  with  the  fair  will  be 
living  models  showing  the  latest  ideas  in  footwear, 
hats  and  dresses.  This  exhibition  will  be  held  at 
the  Windsor  Hotel. 

Mr.  Warren  T.  Fegan,  President  of  the  National 
Shoe  Retailers'  Association,  is  chairman  of  the  pro- 
gramme committee  for  the  retailers'  convention.  This 
committee  was  not  completed  at  the  time  of  going  to 
press,  but  Mr.  Fegan  stated  that  he  expected  to  have 
associated  with  him  a  number  of  shoe  men  from  the 
different  provinces,  so  that  the  Dominion  would  be 
completely  represented.  Every  effort  will  be  put  forth 
to  make  the  programme  as  interesting  and  as  valuable 
as  possible,  and  it  is  intended  to  make  it  purely  Cana- 
dian. 

The  retailers'  convention  meetings  will  be  held 


from  9.30  to  12.30  on  the  forenoons  of  July  13,  14  and 
15,  and  the  afternoons  will  be  left  free  to  take  in  the 
shows  and  the  sights  of  the  premier  shoe  city.  Mon- 
day, July  12,  will  be  occupied  in  getting  together  the 
different  executives  and  in  the  registration  of  dele- 
gates. The  matter  of  travelling  arrangements  has 
already  been -taken  up  with  the  railroads. 

In  the  absence  of  Mr.  Ed.  Cook,  the  secretary  of 
the  Association,  who  is  now  in  New  York,  Mr.  James 
Jupp,  the  treasurer,  is  acting  as  secretary-treasurer. 
Mr.  Cook  will  be  back  before  the  convention  and  will 
take  up  his  secretarial  duties  again,  temporarily. 

The  publicity  work  has  been  proceeding  at  a  good 
rate.  For  instance,  a  folder — "A  few  facts  about 
Montreal" — has  been  sent  broadcast ;  this  is  illustrat- 
ed with  some  of  the  principal  places  of  interest,  and 
contains  a  brief  statement  of  Montreal  from  a  geo- 
graphical, business  and  historical  point  of  view.  Shoe 
travellers  have  been  supplied  with  a  small  card— 
"Don't  forget  the  Big  Show  at  Montreal,  July  13-17, 
1920" — for  distribution  to  their  customers.  Then 
stickers  in  thousands  have  been  sent  to  manufacturers, 
with  a  request  that  they  be  used  on  their  correspond- 
ence. 

It  is  expected  that  a  large  delegation  of  manufac- 
turers will  come  from  Quebec,  and  the  president  of  the 
Quebec  Shoe  Retailers'  Association  is  certain  that 
there  will  be  a  full  representation  of  retailers  from 
that  city.  At  a  meeting  of  the  shoe  retailers  and 
manufacturers  on  April  26th,  Mr.  P.  Doig  and  Mr. 
C.  R.  LaSalle,  of  Montreal,  acquainted  them  of  the 
progress  made  to  date  in  the  arrangements  for  the 
show  and  the  convention  and  bespoke  their  heartiest 
co-operation  in  making  the  event  an  outstanding  suc- 
cess. 

The  contract  for  the  interior  decoration  of  the  Coli- 
seum has  been  let  to  Henry  Morgan  &  Co. 

Harry  McKellar,  assistant  manager  of  the  show  for 
Ontario,  spent  a  few  days  in  Montreal  recently  in  con- 
ference with  Mr.  Doig. 

The  following  is  a  list  of  applications  for  booths 
up  to  the  time  of  writing.  It  is  expected,  however, 
that  by  the  date  of  this  issue  the  total  number  of  126 
booths  will  be  sold  to  Canadian  firms.  It  will  be  no- 
ticed that  the  list  is  a  representative  one  of  manufac- 
turers, jobbers,  tanners,  machinery  and  findings  firms : 

Wayland  Shoe,  Ltd. ;  Geo.  A.  Slater,  Ltd. ;  Nathan 
Cummings;  G.  Galibert  &  Son  Co.;  J.  Einstein,  Ltd.; 
Regal  Shoe  Co.,  Ltd.,!  the  Wm.  A.  March  Co.,  Ltd.; 
Minister  Myles  Shoe  Co.,  Ltd. ;  C.  Parsons  &  Son, 
Ltd. ;  the  Bonner  Leather  Co. ;  the  Rena  Footwear  Co.[ 
Ltd. ;  A.  Davis  &  Sons,  Ltd. ;  A.  R.  Clarke  Co..  Ltd. ; 
Charles  A.  Ahrens,  Limited ;  Jos.  Tanguay ;  H.  D'- 
Artois;  Tetrault  Shoe  Manufacturing  Co.,  Ltd.; 
Davis  Leather  Co.,  Limited;  Hyman  Co.  Limited; 
Blachford  Shoe  Mmg.  Co.,  Ltd.;  Dupont  &  Frere  ; 
Aird  &  Son;  Scott  Chamberlain,  Ltd.;  International 
Supply  Co. ;  La  Parisienne  Shoe  Co.,  Ltd. ;  Regina 
Shoe  Co.,  Ltd. ;  Murray  Shoe  Co.,  Ltd. ;  Gale  Brothers. 
Ltd.;  Ames-Holden-McCready.  Ltd.;  the  Breithaupt 
Leather  Co.,  Ltd.;  Clarke  &  Clarke,  Ltd.;  the  John 
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Ritchie  Co.,  Ltd. ;  Clark  Brotlier.s,  Ltd. ;  the  Hartt 
Boot  &  Shoe  Co.,  Ltd. ;  Perth  Shoe  Co.,  Ltd. ;  Wil- 
liams Shoe,  Ltd.;  Canadian  Shoes,  Ltd.;  L.  H.  Pack- 
ard &  Co.,  Ltd. ;  J.  &  T.  Hell  Ltd. ;  the  La^le  Shoe  Co., 
Ltd. ;  the  Slater  Shoe  Co.,  Ltd. ;  E.  T.  Wright  &  Co., 
Inc.;  the  Tillsonburg  Shoe  Co.,  Ltd.;  Duclos  &  Pay- 
an ;  Canadian  Consolidated  Rubber  Co.,  Ltd. ;  Child- 
ren's Footwear,  Ltd. ;  the  Brandon  Shoe  Co.,  Ltd. ; 
John  McEntyre,  Ltd.;  (jlobe  Shoe,  Ltd.;  the  (jood- 


Mr.    Harry   Gibbins,   Joint  Chairman. 
Billeting  Committee 

year  Tire  &  Rubber  Co. ;  the  Columbus  Rubber  Co. 
of  Montreal,  Ltd. ;  John  R.  Evans  Leather  Co.,  Ltd.  ■ 
Star  Shoe  Co.,  Ltd. ;  Lady  Belle  Shoe  Co.,  Ltd. ;  Can- 
adian Footwear  Co.,  Ltd. ;  the  Robson  Leather  Co., 
Ltd. ;  Getty  &  Scott,  Ltd. ;  Kingsbury  Footwear  Co., 
Ltd.;  Acton  Publishing  Co.  ;.the  John  McPherson  Co., 
Ltd. ;  Footwear  in  Canada ;  Independent  Silk,  Ltd. ; 
H.  B.  Johnston ;  Beckwith  Box  Toe.  Ltd. ;  United 
Last  Co. ;  the  Hurlbut  Co. ;  J.  A.  Scott ;  F.  E.  Wood- 
ward &  Sons;  C.  A.  E.  Marois,  Ltd.;  Lachance  & 
Tanguay ;  Barrie  Tanning  Co. ;  Smardon  Shoe  Com- 
pany, Ltd. ;  Collis  Leather  Co.,  Ltd. ;  MacFarlaiie 
Shoe  Co.;  Legace  &  Lepinay ;  Lucien  Borne;  J.  E. 
Samson,  Reg'd ;  Oscar  Rumpel;  Lang  Tanning  Co.; 
Tebbutt  Shoe  &  Leather  Co. ;  Kenworthy  Bros,  of 
Canada,  Ltd.;  United  Shoe  Machinery  Co.  of  Canada; 
Beardmore  &  Company;  Anglo-Canadian  Leather  Co., 
Ltd. 
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Mr.  Doig  Says :  [ 

The  management  will  welcome  any  sugges-  | 

'ions  for  features  of  the  show,  or  any  ideas  as  1 

to   details.     It   may   be   that   our  readers  have  ! 

some  suggestions  to  make,  and  the  management  ] 

will  gladly  receive  these,  no  matter  what  depart-  ? 

ment  they  may  cover.    The  object  is  to  make  the  ! 

arrangements  as  complete  as  possible  in  every  | 

way.    Send  suggestions  to  Room  No.  4,  Wind-  j 

Eor  Hotel,  Montreal.  1 
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Toronto  Retailers  Discuss  False  Advertising 

Tl  1 IC  'i'oront(j  Shoe  Retailers'  Association  have 
been  taking  up  the  question  of  false  advertis- 
ing, and  Mr.  Walter  Burnill,  the  president,  and 
Mr.  Warren  T.  Fegan,  have  been  appointed  as 
a  committee  to  get  out  a  circular  to  the  members  of 
the  association  in  this  connection.  It  has  been  brought 
to  the  attention  of  the  association  that  a  retailer  in 
Owen  Sound,  Ont.,  was  recently  fined  $100  for  mis- 
representing his  goods  in  his  window  and  his  news- 
ljaj)er  advertising.  The  significance  of  this  incident 
as  a  ])recedent  which  may  be  acted  upon  in  future  is 
urged  upon  the  trade  in  Toronto,  and  the  association 
is  determined  to  stand  for  nothing  only  absolutely 
clean  advertising.  While  the  shoe  retailers  of  this 
city  are,  as  a  whole,  adhering  to  strictly  honest  pub- 
licity methods,  the  warning  is  issued  in  the  hope  that 
it  will  deter  any  "black  sheep"  from  casting  reflections 
on  the  entire  trade. 

.Another  matter  which  the  executive  of  the  associ- 
ation has  in  hand  is  the  encroachment  of  wholesalers 
on  the  retail  field.  This  matter  has  been  taken  up 
with  the  jobbers'  association,  which  has  been  asked  to 
deal  with  it.  In  the  meantime,  the  same  cornmittee  of 
the  retailers — Mr.  F.  Burnill  and  Mr.  Fegan — is 
sending  out  a  circular  to  the  trade  in  connection  with 
it. 

The  Toronto  Shoe  Retailers'  Association  is  also 
doing  all  it  can,  in  the  way  of  publicity,  to  boost  the 
footwear  convention  and  fair  in  Montreal  next  July. 
The  executive  and  the  members  are  solidly  behind  the 
show,  and  are  expectant  that  it  will  be  a  great  success. 


Family  Gathering  of  A.H.M.  Toronto  Staff 

THE  Toronto  Branch  of  the  Ames  Holden  Mc- 
Cready  System  held  a  "Family  Gathering"  on 
the  evening  of  Friday,  April  23.  It  was  a  most 
enjoyable  event,  at  which  there  were  one  hun- 
dred and  fifty  present,  including  friends  and  relatives 
of  the  members  of  the  staf¥.  The  entertainment  took 
the  form  of  a  progressive  euchre  party  and  dancing, 
and  of  course  there  was  a  general  social  good  time, 
the  buffet  refreshments  forming  a  very  pleasant  inter- 
lude in  the  general  programme. 

The  dancing  commenced  at  10.15,  and  continued 
till  midnight,  when  the  entertainment  wound  up. 

Prizes  were  given  to  the  winners  in  the  progres- 
sive euchre,  the  ladies'  first  prize  going  to  Miss  A.  F. 
Delaney,  and  the  gentlemen's  to  Mr.  J.  H.  Hewitson. 
Mr.  C.  G.  Brandt  was  awarded  the  "booby"  prize. 

The  staff  had  a  notable  guest  in  the  person  of  Mr. 
C.  F.  Craigie,  general  sales  manages  of  the  A.H.M. 
System,  Montreal.  Mr.  Craigie  was  given  an  en- 
thusiastic reception.  Mr.  H.  W.  Pearson,  the  Toronto 
manager,  was  also  given  an  ovation,  which  indicated 
the  cordial  relations  existing  between  the  staff  and  the 
management. 


French  Restrictions  on  Hide  Exportation 

A  recent  French  decree  prohibits  "the  exportation 
of  raw,  green,  and  dry  hides  and  skins;  raw  fur  skins; 
and  ])repared  sides  and  skins  of  horses,  calves,  and 
heifers,  tanned,  tawed,  or  curried,  except  under  special 
license  from  the  Ministry  of  I<"inance.  Exception  is 
made  with  respect  to  foreign  hides  and  skins  that  are 
certified  to  have  been  imported  with  a  view  to  re-ex- 
portation." 


May,  1930  FOOTWEARINCANADA  55 


Shoe  Merchandising  in  1914  and  1920 

A  Comparison  of  the  Difficulties  of  the  Present  Tense  Situation  with  the 
"Happy  Go  Lucky"  Days  Before  the  War 

 By  C.  F.  Rannard  


BEFORE  the  war  the  shoe  trade  was  making  an 
uninterrupted  progress  in  manufacturing  and 
production  of  leather,  as  far  as  Canada  was 
concerned.  Details  of  lasts  and  patterns  were 
being  carefully  considered  and  the  Canadian  factories 
were  getting  down  to  the  making  of  good  serviceable 
and  attractive  footwear,  for  men,  women  and  children. 
The  wearing  qualities  would  stand  up  with  anything 
that  was  in  the  market,  and  as  attention  was  given  to 
making  the  shoes  look  more  attractive  the  buyer  could 
easily  increase  his  pairage. 

Pre-War   Demand   for   Hard-Wearing  Comfortable 
Shoes 

The  manufacturers  had  been  working  up  and  study- 
ing their  part  of  the  business,  showing  improvements 
all  along  the  line,  so  that  with  a  progressive  factory 
one  could  depend  on  an  improvement  in  the  merchan- 
dise, although  they  were  far  from  meeting  the  de- 
mands of  the  high  class  trade.  V ery  few  firms  at  that 
time  cotild  meet  the  competition  of  the  U.  S.  manu- 
facturers on  high  class  grades,  as  Canadian  lasts  and 
patterns  had  previously  been  most  in  demand  for  shoes 
required  for  the  country  and  small  towns,  and  the  big 
market  was  for  something  comfortable,  short  and 
wide,  and  wearing  like  iron. 

Prices  in  those  days  were  a  third  at  least  of  the 
present,  so  that  in  both  men's  and  women's  the  re- 
tailer was  buying  to  sell  at  four  to  six  dollars  a  pair 
and  when  it  became  necessary  he  hung  out  a  few  bar- 
gains with  a  reduction  of  five  cents  to  a  dollar  five,  or 
even  two  dollars  and  five,  below  the  above  mentioned 
prices.  So  the  shoe  windows  throughout  the  various 
cities  and  towns  presented  something  like  the  five, 
ten  and  fifteen  cent  windows,  a  shoe  at  any  price,  of 
any  quality,  or  any  pattern,  button  or  lace,  cloth  or 
leather  tops,  in  any  color,  toes  extremely  high  like  the 
Chinese,  to  a  slight  modification  for  every  day  wear. 
You  could  buy  a  run  of  sizes  or  a  lot  of  shoes  for  a 
little  money  and  if  a  farmer  took  a  notion  to  change 
his  occupation  he  could  dispose  of  his  farm  and  with 
five  hundred  or  a  thousand  dollars  could  go  into  the 
shoe  business,  and  it  was  easy  to  cover  up  a  multi- 
tude of  sins  from  the  tanner  of  leather,  the  shoe  manu- 
facturer to  the  poor  buyer  for  the  retail  establish- 
ment, by  putting  a  few  barrels  of  shoes  in  the  win- 
dows with  tickets  on  the  top, 'Your  choice,  $0.95,  $1.95, 
$2.95,  $3.95.' 

In  1920 

The  war  has  brought  about  big  changes,  so  that 
to-day  the  shoe  retailer  may  be  likened  to  a  man  trav- 
elling in  a  high  powered  motor  car,  at  top  speed,  or 
in  the  big  business  of  large  cities,  it  is  as  if  he  were 
seated  in  an  aeroplane,  3,000  ft.  in  the  air,  trying  to 
steer  his  business  by  a  chart. 

A  comprehensive  and  complete  line  of  shoes  to-day 
in  a  large  store  comprises  well  made  shoes  of  as  low 
a  retail  price  as  possible,  to  the  highest  pvice  or  high- 
est quality  obtainable.  That  is  to  say,  in  men's  and 
women's  low  price  welts,  those  retailing  at  $10,00 
to  $25.00  the  pair — and  af  these  prices  there  are  no 


bells  on  them.  They  are  just  plain  good  shoes,  made 
up  of  picked,  selected  leathers  over  perfect  lasts,  made 
by  the  best  workmen.  Moderation  is  shown  in  colors, 
mostly  brown  and  black  in  kid  and  calf.  The  cheaper 
lines  are  made  in  side  leathers.  These  high  prices 
have  made  it  impossible  for  the  consumer  to  demand 
anything  special  to  be  added  to  the  shoe  and  as  prices 
and  qualities  vary  so  much  the  buyer  has  to  study  as 
best  he  can  the  shoe  presented  to  him,  or  the  reputa- 
tion of  the  house  that  ofifers  it  for  sale.  Here  is  where 
advertising  shows  its  value. 

These  conditions  have  necessitated  the  most  ex- 
pert and  careful  attention  on  the  part  of  the  buyer. 
Me  must  know  his  business,  and  further  he  must  be 
able  to  look  in  every  direction  and  gather  information 
from  every  cjuarter.  He  must  buy  enough,  so  as  to 
be  ahead  of  the  market,  but  not  too  much  lest  he  be 
caught  by  anything  in  the  way  of  a  reduction,  might 
it  happen,  or  a  change  in  style  or  anything  else.  A 
great  deal  of  the  management's  time,  and  his  own 
must  be  spent  in  gathering  information  from  the  lea- 
ther sotirce,  both  supply  and  demand,  and  the  manu- 
facturing, both  supply  and  demand,  and  when  he  is 
limited  by  the  Finance  Dept.,  he  is  an  able  buyer 
who  can  cover  his  customers'  recjuirements  to-day  in 
high  shoes,  known  as  boots,  oxfords  and  pumps,  not 
to  mention  the  demand  for  brogues,  and  the  new  style 
coming  on  the  market  of  Paris  stage,  one-eyelet  ties, 
etc.,  in  leathers  and  fabrics.  Try  as  he  may  to  buy 
intelligently  so  as  to  have  a  selection  that  will  meet 
the  wants  of  his  customers  from  narrow  widths  AAA 
to  EEE,  you  will  always  run  across  a  weak  spot  in  his 
buying  where  he  should  have  bought  heavier  and  the 
Finance  Dept.  will  most  likely  make  his  life  unhappy. 

Big  Money  Tied  up  in  Stock 

Wh'le  in  1914  you  could  carry  a  complete  line  of 
footwear  in  an  ordinary  store  for  $25,000  or  $30,000  at 
cost  prices,  to-day  it  will  take  from  $75,000  to  $150,000. 
Besides  the  big  increase  in  the  factory  cost  it  is  neces- 
sary to  carry  more  lines  and  more  widths  and  owing 
to  the  retailer  in  the  past  years  of  the  war  experienc- 
ing a  stifif  advance  every  t'me  he  came  into  the  mar- 
ket, whether  every  three  or  six  months,  so  that  it 
was  im])ossible  for  him  to  buy  again  the  same  num- 
ber of  ])airs  with  the  same  money,  in  order  to  be  able 
to  continue  buying  his  requirements  he  was  not  only 
led,  but  he  was  made,  to  plunge  and  take  a  chance. 

Unsettled  Conditions  of  World  Trade  and  Finance 

To-day  he  finds  so  many  things  "in  the  air" — re- 
])orts  regarding  the  over  supply  of  leather,  Europe's 
ability  to  make  shoes  for  themselves  and  export  to 
America,  the  increase  in  the  i)roduction  of  the  U.  S. 
factories,  the  deflation  of  the  money  market,  and  the 
necessity  of  bringing  about  a  change  in  the  present 
extravagant  way  in  which  people  are  living  to  an 
economical  mode  of  b'ving,  by  the  tightening  of  money. 
These  reverses  will  most  likely  make  merchandise, 
which  has  been  king  in  the  i)ast,  cheaper,  and  money 
of  greater  vahic. 

If  these  things  be  true  the  average  store  keeper. 
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rich  or  poor,  big  or  little,  is  liable  to  experience  a 
sweating  period. 

Stick  to  "Safety  First" 

In  conclusion  I  would  say  that  the  man  engaged  in 
commercial  life  must  take  every  possible  precaution, 
and  after  he  has  done  that,  follow  the  only  way  that 
is  best  and  that  is  'Safety  First.' 

Lucky  is  the  man  who  can  turn  the  key  of  his 
door  and  looking  through  the  window  before  he  goes 
home  for  supper  can  say,  'Well,  I  own  the  business. 
Every  dollar's  worth  of  merchandise  is  mine.' 

Conditions  in  the  British  Foot- 
wear Industry 

How  It  was  Affected  by  the  War— Its  Recon- 
struction and  Export  Plans 

THE  footwear  industry  of  Great  Britain  has  been 
far-famed  for  its  product,  its  organization,  and 
its  aggressiveness  in  the  export  field.  Previous 
to  the  war  it  did  a  huge  export  business,  and 
during  the  war,  its  activities  in  supplying  shoes  for 
the  soldiers  of  the  British  and  Allied  armies  are  a 
matter  of  history.  Since  the  cessation  of  hostilities, 
it  has,  like  every  other  industry,  been  imdergoing 
something  like  a  reorganization,  and  is  now  puttirfg 
forth  strong  efforts  to  regain  its  hold  in  the  foreign 
trade. 

The  British  Trade  Commissioner  in  Toronto,  Mr. 
F.  W.  Field,  acquainted  "Footwear  in  Canada"  with 
some  interesting  and  important  facts  regarding  the 
present  situation  in  the  British  shoe  industry,  in  a  re- 
cent interview.    Mr.  Field's  remarks  were  as  follows: 

Boots  and  Shoes 

"The  boot  and  shoe  trade  as  a  whole  enjoys  the 
reputation  of  being  one  of  the  best  organized  trades  in 
the  United  Kingdom,  not  only  from  a  manufacturing 
point  of  view,  but  also  as  regards  labor.  The  home 
and  export  trades  are  in  a  flourishing  condition.  Re- 
cently there  has  been  a  disposition  to  slacken,  owing 
to  the  factors  withholding  orders  in  the  belief  that 
prices  are  likely  to  decline.  There  is,  however,  no  ap- 
parent reason  for  such  policy,  as  the  leather  market  is 
likely  further  to  harden  in  view  of  the  high  prices  for 
hides  and  smaller  imports,  while  the  higher  rate  of 
wages  is  apparently  to  be  permanent.  In  the  export 
trade,  action  has  been  taken  to  push  trade  in  all  mar- 
kets. The  Council  of  the  Nottingham  Chamber  of 
Commerce  have  considered  the  export  business  in  con- 
junction with  the  present  home  demand,  and  have  un- 
animouslv  adopted  the  following  recommendation — - 
that,  in  the  interest  of  manufacturers,  they  should  al- 
locate a  certain  portion  of  the  output  of  their  factor- 
ies for  the  overseas  markets,  with  which  substantial 
future  business  appears  likely  to  be  maintained. 

"The  following  figures  indicate  the  export  and  im- 
Dort  of  boots  and  shoes,  wholly  or  mainly  of  leather, 
from  the  year  1913  to  1919  inclusive. 

Exports  Imports 
Doz.  pr.s.       Value  £       Doz.  prs.    Value  £ 
191  :i    1,432,81.5        4,1 94.. 376  226,184  8.39,133 

1914    1,433,397        4,246,071  170, ,522  647,347 

1915    1,066,384        3,477,663  177,723  716,616 

1916    1,336,004        6,396,453  277,722  1,211,787 


1917    936,348       6,644,933  91,254  502,088 

1918    411,498       2,360,577  31,447  263,947 

1919    546,034       3,864,123  129,447  1,569,996 

"Taking  the  figures  from  1913  to  1917,  inclusive, 
it  will  be  seen  that  the  quantities  exported  were  much 
on  the  pre-war  level.  The  decline  in  1917  and  subse- 
quent years  is  attributable  to  the  extra  demands  for 
army  requirements,  both  for  Britain  and  her  Allies, 
and  to  the  general  shortage  of  leather. 

"With  regard  to  1915  and  1918  exports  it  must  be 
remembered  that  both  boots  and  shoes  were  prohibit- 
ed from  export  except  under  license,  and  in  dealing 
with  such  applications  the  position  of  supplies  for 
home  consumption  was  constantly  kept  in  sight,  and 
although  stocks  in  the  home  trade  at  times  were  at  a 
very  low  ebb  there  was  no  case  of  direct  shortage  or 
of  supplies  being  unobtainable. 

"At  the  time  of  the  armistice  it  was  expected 
that  prices  would  fall,  but  on  the  contrary,  they  have 
up  to  the  present  further  advanced  about  30  per  cent, 
to  40  per  cent.  This  emphasizes  the  great  advance 
in  value  as  compared  with  quantity  in  1918  and  1919. 

"The  imports  for  1917-1918  show  a  decrease  from 
nrevious  years  as  the  result  of  regulations  restrict- 
ing importation.  In  1913  the  average  prices  per  doz. 
na'rs  imnorted  was  about  £3:  in  1919  the  value  had 
incrensed  to  about  £12  per  doz.  pairs.  In  compar- 
ing United  Kingdom  exports  for  the  same  periods 
the  prices  average  £3  and  £7  respectively. 

Influence  of  Military  Standardization 

"The  immense  army  demands  for  a  standardized 
type  of  boot  has  had  its  eflfect  in  impressing  upon 
manufacturers  the  advantage  of  uniformity  of  pro- 
duction and  to  some  extent  it  mav  continue.  Now 
that  the  g^overnment  have  nractically  no  further  use 
for  the  big  factories  that  have  sprung  up,  or  have 
been  so  much  extended,  manufacturers  desire  to  keep 
these  factories  running  at  full  pressure.  The  great- 
est difficulty,  however,  in  the  boot  and  shoe  industry 
has  been  and  is  now  the  shortage  of  raw  materials, 
also  the  scarcity  of  shoe  machinery,  due  to  the  mould- 
ers' strike  and  the  difficulty  in  obtaining  repairs. 

"The  pressing  demands  made  upon  the  manufac- 
turers have  been  responsible  for  a  number  of  schemes 
for  the  extension  of  old.  or  the  erection  of  new  build- 
ings and  factories,  but  here  again  it  is  difficult  to  get 
building  operations  started. 

Combination  for  Export 

"Having  passed  through  a  very  difficult  period 
some  of  the  leading  manufacturers  considered  the  ad- 
visability of  combining  their  efforts  to  undertake  or- 
ders for  export  beyond  the  capacity  of  anv  sinele  firm. 
In  this  connection  the  British  Boot  and  Shoe  Exports. 
Ltd.,  was  formed  and  is  a  combination  of  about  17  of 
the  most  important  Leicester  manufacturers  of  foot- 
wear for  men,  women,  and  boys  and  girls  suitable  for 
all  markets. 

"Another  company,  styled  the  British  Shoe  Manu- 
facturers, Ltd.,  has  been  formed  to  develop  British 
trade  abroad.  The  new  company  is  a  co-operative 
coml)ination  of  manufacturers  for  export  sales,  and 
whilst  conducting  its  affairs  on  strictly  business  lines, 
will  not  have  as  its  object  the  making  of  more  than 
very  moderate  profits  for  itself,  but  will  work  in  the 
interest  of  the  several  firms  that  will  be  its  consti- 
tuents." 
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Development  of  the  Canadian  Shoe  Industry 

Its  Birth,  Growth  and  Present  Status— Supplies  95  per  cent,  of  the  Dominion's 
Requirements— A  Refutation  of  the  Unfair  "Profiteering"  Charges  by 
Grain  Growers — Misuse  of  Government  Statistics 

 By  Mr.  F.  S.  Scott*  


IT  is  my  intention  to  tell  you  something  of  the  de- 
velopment of  the  shoe  industry  in  Canada  as 
compared  with  other  countries,  but,  by  way  of 
explanation,  I  may  say  that  before  I  am  through 
I  would  like  to  put  some  facts  before  you  in  connec- 
tion with  the  agitation  that  is  being  carried  out  in 
the  Dominion  with  particular  reference  to  the  shoe  in- 
dustry at  the  present  time.  It  is  being  made  more  or 
less  of  a  political  issue,  and  the  western  grain  growers 
in  their  campaign  for  the  reduction  of  the  tariff  are 
using  the  shoe  industry  as  a  basis  for  their  claims. 
I  want  to  put  the  matter  before  you  fairly  and  square- 
ly from  the  manufacturers'  standpoint.  Owing  to  the 
seriousness  of  the  situation,  the  shoe  trade  through 
the  manufacturers'  association  have  felt  it  necessary 
to  carry  on  a  system  of  advertising  throughout  the 
Dominion,  placing  the  position  of  the  shoe  industry 
fairly  before  the  people  of  Canada,  and  thus  attempt 
to  counteract  the  agitation  in  the  West. 

The  Initiation  of  the  Industry 

Speaking  of  the  development  of  the  shoe  industry 
in  Canada,  on  making  some  investigations  I  find  that 
this  industry  is  one  of  the  oldest,  if  not  the  oldest,  in 
the  Dominion.  In  1667  the  Jesvuts  wrote  to  Old 
France  that,  as  a  country  could  not  be  formed  en- 
tirely without  the  assistance  of  manufacturers,  an  in- 
dustry was  already  in  operation  making  shoes  and 
hats,  and  that  another  was  contemplated  for  linen 
and  leather.  The  records  show  that  there  were  then 
twenty  men  employed  in  the  manufacture  of  shoes. 
More  than  two  hundred  years  later,  in  the  year  1871, 
a  census  showed  that  there  were  4191  establish- 
ments making  shoes,  the  capital  employed  be- 
ing $3,266,633,  and  the  number  of  persons  en- 
gaged, 18,719.  At  that  time  shoe  manufacturing 
ranked  as  Canada's  third  industry — the  first  was  flour 
milling,  the  second,  log  products,  and  after  that,  the 
manufacture  of  shoes.  The  production  per  establish- 
ment was  $3,850,  and  the  average  number  employed 
was  four.  Ten  years  later,  in  1881,  another  census 
showed  little  change.  The  small  unit  system  of  manu- 
facturing still  prevailed.  I  have  heard  my  father  re- 
late that  in  a  small  town  they  might  have  ten  or  twelve 
small  shoe  shops,  and  that  the  making  of  shoes  was  the 
chief  indr.^try  of  the  municipaity. 

In  188o  a  change  came  over  the  industry  in  Canada. 
There  began  to  be  introduced  into  the  Dominion  cer- 
tain machines  which  had  been  used  in  the  manufacture 
of  shoes  in  the  United  States,  and  which  had  been  in- 
vented there.  From  that  time  forward  a  remarkable 
change  took  place  in  this  industry  in  Canada,  involv- 
ing a  complete  revolution  in  the  methods  employed. 
In  1901  there  were  only  179  establishments,  which 
were  producing  as  many  shoes  as  5,v39S  factories  which 
were  in  operation  in  1890,  and  the  average  number  of 
employees  had  increased  to  76  per  unit.  Thus  we  ha\  e 
illustrated  the  change  effected  by  the  development 
from  the  smaller  to  the  larger  manufacturing  unit. 

*Before  The  Electric  Club  of  Toronto. 


In  Canada  to-day  there  are  160  factories,  and  the 
capital  invested  totals  $35,000,000.  They  employ  14,- 
000  people  and  pay  $10,000,000  annually  in  wages 
The  production  is  $50,000,000,  or  an  average  of  $300,000 
per  annum  per  unit.  These  factories  show  that  in  the 
change  that  has  taken  place  and  the  development 
that  has  gone  on,  the  Dominion  has  been  keeping 
pretty  well  apace  with  the  development  in  other 
countries.  With  the  same  development,  however, 
there  were  difllerent  conditions  as  contrasted  with  the 
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conditions  in  the  United  States.  With  a  much  larger 
population,  the  tendency  in  the  United  States  was  to 
concentrate  on  certain  lines.  Fifteen  or  eighteen 
years  ago,  the  average  manufacturer  in  Canada  would 
not  have  thought  of  specializing.  All  the  factories 
here  manufactured  a  full  line  of  shoes — men's,  women's 
and  children's,  all  in  the  one  plant.  Whereas  in  the 
States,  factories  devoted  their  attention  to  single  lines. 
In  that  way  their  manufacturers  were  able  to  produce 
refinements  in  their  methods  and  in  their  products 
which  it  was  impossible  for  the  Canadian  factories  to 
do.  In  the  last  fifteen  or  eighteen  years  a  tremendous 
change  in  that  respect  has  taken  place  in  Canada.  As 
her  population  has  increased,  the  same  tendency  has 
been  followed  and  to-day  we  have  factories  devoted  to 
certain  grades  of  men's  and  women's  shoes,  or  solely 
to  children's  shoes.  And  so  we  have  our  industry 
organized  on  a  very  similar  basis  to  the  United  States, 
the  only  dififerencc  being  that  \vc  liave  not  the  same 
volume  nor  the  same  market  and  that  our  individual 
units  are  not  as  large. 

In  the  United  States  there  are  1.500  .shoe  factories, 
with  a  capacity  of  1,000,000  per  day.  while  we  in  Can- 
ada have  160  factories  with  a  capacity  of  60.000  per 
day.    The  average  U.  S.  factory  produces  667  pairs 


FOOTWEAR   IN  CANADA 


May,  1020 


of  shoes  per  day,  as  compared  with  a  production  of 
354  per  day  by  the  average  Canadian  factory. 

Competition  With  Imported  Goods 

W^e  hear  a  great  deal  al)out  the  importation  of 
American  shoes,  and  I  have  no  doubt  the  average  man 
thinks  that  a  very  large  percentage  of  our  shoes  are 
imported.  You  all  know  how  great  a  factor  style  is 
in  the  sale  of  wearing  apparel — how  women  are  in- 
fluenced by  it  more  than  by  anything  else.  Here  in 
Canada  we  have  no  leading  national  magazines  such 
as  they  have  in  the  United  States.  The  American 
magazines  come  in  and  the  U.  S.  manufacturers  ad- 
vertise their  products  widely,  and  as  a  result  there  is 
always  a  prejudice  in  favor  of  imported  goods.  We 
have  evidence  of  this  in  the  fact  that  even  in  our  Can- 
adian factories,  we  frequently  do  not  use  our  own 
stamps,  but  are  asked  by  the  retailers  to  stamp  Ameri- 
can names  on  our  shoes,  such  as  "Boston,"  "Yale," 
etc. 

These  conditions  are  a  big  factor  in  faiJ'or  of  United 
States  products,  and  yet  the  fact  is  that  we  are  mak- 
ing in  Canada  95  per  cent,  of  the  shoes  consumed  in 
the  Dominion  and  only  5  per  cent,  are  imported.  This 
situation  has  been  brought  about  by  a  gradual  im- 
provement in  methods. 

Passing  on  to  the  position  taken  by  our  Western 
•friends  with  reference  to  the  shoe  industry ;  some  of 
you  no  doubt  have  noticed  the  campaign  that  is  being 
carried  on  by  Hon.  Mr.  Crerar.  In  his  advocacy  of 
free  trade,  he  uses  the  shoe  industry  as  an  illustration 
of  the  iniquity  of  protection.  On  shoes  entering  Can- 
ada from  the  United  States  there  is  a  duty  of  30  per 
cent.  Mr.  Crerar's  contention  is  that  Canadian  shoe 
manufacturers  are  profiteers,  that  when  they  figure 
out  the  cost  of  their  goods,  they  take  into  considera- 
tion what  the  goods  cost  in  the  United  States  and 
then  add  30  per  cent,  to  the  American  price.  The 
argument  he  puts  forward  is  that  they  get  a  normal 
profit  plus  the  duty.  If  that  statement  were  correct 
there  would  be  good  reason  for  the  agitation.  My 
conception,  however,  is  that  we  should  not  pay  any 
attention  to  the  tariff  at  all,  but  merely  take  into  con- 
sideration our  costs  of  production  and  add  a  fair  pro- 
fit. So  far  as  I  am  concerned,  in  arriving  at  the  price 
of  our  goods,  the  tarifif  and  the  U.  S.  price  have  never 
been  taken  into  account. 

Misinterpretation  of  Government  Statistics 

The  Grain  Growers  base  their  contentions  largely 
on  figures  from  the  Statistics  Department  of  the  Do- 
minion Government.  They  compiled  the  costs  of 
raw  materials,  machinery  and  wages  in  the  shoe  in- 
dustry, added  them  together  and  subtracted  the  total 
from  the  selling  price  of  the  shoes,  in  order  to  arrive 
at  an  estimate  of  the  profits.  Now  the  Statistics  De- 
partment never  intended  that  their  figures  should  be 
used  to  arrive  at  i)rofits.  There  are  many  other  items 
of  expense  to  be  taken  into  account — rent,  taxes,  sales- 
men's salaries,  cost  of  selling — all  of  those  items  that  go 
to  make  u])  overhead.  Now  I  have  a  letter  from  the  Sta- 
tistics Department  in  this  connection.  The  Depart- 
ment was  asked  if  the  Grain  Growers  were  justified 
in  arriving  at  the  conclusions  they  had  reached  from 
their  figures.  The  letter,  which  is  from  the  Dominion 
Statistician,  Mr.  R.  H.  Coates,  states: 

"The  cjucstion  as  to  how  to  obtain  a  statement  of 
net  manufacturing  profits  is  one  that  cannot  finally 
he  answered  from  our  Census  o{  Industry  any  more 
than  a  statement  of  farming  profits  can  be  answered 


from  our  Census  of  Agriculture.  We  could,  of  course, 
insert  a  question  asking  every  firm  what  its  net  p'rofits 
were  during  the  year  covered.  We  avoid  this,  how- 
ever, because  our  inquiry  is  made  with  broad  economic 
purposes  in  mind,  and  not  for  regulative  action,  which, 
as  above  stated,  can  be  based  only  on  intensive  inves- 
tigation into  the  whole  range  of  business  manage- 
ment." 

Mr.  Coates'  statement  shows  the  utter  fallacy  of 
the  agricultural  interests  in  taking  an  incomplete  list 
of  manufacturing  costs  enumerated  in  the  Census  of 
Production,  deducting  the  aggregate  of  such  reported 
costs  from  the  value  of  the  product,  and  assuming 
that  the  remainder  represents  net  profit.  As  a  mat- 
ter of  fact,  the  Census  of  Production  does  not  speci- 
fically include,  and  has  not  specifically  included  in  any 
of  the  Censuses  of  Production,  the  items  of  depreci- 
ation, allowance  for  bad  debts,  interest  on  borrowed 
money,  or  travellers'  commissions. 

Thus  it  will  be  seen  that  the  basis  of  the  farmers' 
arguments  is  entirely  false.  It  will  be  interesting  also 
to  compare  the  advance  in  the  price  of  shoes  since 
1914  as  compared  with  grain  amd  other  articles.  The 
Labor  Gazette  shows  that  from  January,  1914,  to 
January,  1920,  the  following  products  have  advanced 
as  follows.  Boots  and  shoes.  118.2  per  cent.;  western 
grain,  259.6  per  cent. ;  fruits  and  vegetables,  153  per 
cent.;  textiles,  206  per  cent.;  hides  and  tallow,  154  per 
cent. 

Canadian  and  U.  S  Prices  Compared 

Now  what  is  the  difference  between  Canadian 
prices  and  prices  in  the  States?  It  is  difficult  to  find 
out  exactly,  because  the  uninitiated  and  even  at  times 
the  initiated,  may  find  it  a  very  hard  matter  to  define 
the  real  value  of  a  pair  of  shoes  by  examing  them.  We 
have,  however,  here  in  Canada,  as  a  result  of  the  tar- 
ifif, more  than  one  branch  of  U.  S.  concerns.  As  con- 
ditions of  manufacture  improved  in  the  Dominion,  they 
found  they  could  not  ship  in  shoes  here  under  the 
tarifif,  and  so  were  forced  to  establish  in  Canada  and 
operate  under  Canadian  conditions.  At  the  present 
time  prices  have  advanced  more  in  the  United  States 
than  in  Canada,  and  we  find  that  the  U.  S.  concerns 
are  now  selling  the  same  class  of  shoes  here  at  very 
little,  if  any,  increase  over  U.  S.  prices.  Here,  for 
example,  are  figures  on  two  brands  of  shoes  sold  by 
the  Regal  Shoe  Co..  a  well-known  concern  with  a 
branch  in  Canada.  The  U.  S.  price  is  $9.35,  as  com- 
pared with  the  Canadian  price  of  $10.00  for  the  same 
shoe.  In  another  instance,  the  U.  S.  price  is  $10.00 
and  the  Canadian  price  $10.50.  So  we  see  that  the 
selling  price  of  these  shoes  in  Canada  is  about  50c 
more,  or  about  5  per  cent.  When  you  ask  where  that 
5  per  cent,  comes  from  you  must  remember  that  find- 
ings and  other  parts  of  the  shoe  have  to  come  from 
the  United  States  and  that  duty  is  paid  upon  them  ; 
also  that  duty  has  to  be  paid  on  machinery. 

Com]3aring  prices  further,  we  will  find  that  in 
some  cases  the  Canadian  price  is  just  as  cheap,  if  not 
cheaper,  than  the  U.  S.  price — for  instance  in  the  case 
of  shoes  in  which  patent  leather  colt  is  used.  We  are 
able  to  buy  patent  leather  in  Canada  just  as  cheaply 
as  in  the  United  States,  and  the  figures  of  another 
concern  show  their  Canadian  price  for  patent  colt 
shoes  is  $10.00,  as  compared  with  their  U.  S.  price  of 
$10.25,  in  this  case  25c  cheaper. 

The  average  person  perhaps  does  not  realize  that 
shoes  have  made  a  similar  or  greater  advance  in  the 
States,  as  compared  with  Canada,  and  the  public  mind 
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is  very  susceptible  to  statements  such  as  the  grain 
growers  have  been  spreading.  If  the  tariff  were  re- 
moved, the  shoe  industry  in  Canada  would  probably 
be  wiped  out,  for  the  United  States  factories  in  seven- 
teen days  can  make  all  the  shoes  used  in  Canada  dur- 
ing a  year,  and  their  capacity  is  sufficient  to  make  all 
the  shoes  required  for  home  consumption  for  a  year 
in  nine  months. 

My  conviction  is  that  if  Canada  is  to  take  the  place 
she  should  take,  we  must  build  up  here  a  well-round- 
ed industrial  nation.  And  the  tariff  has  not  only  been 
effective  in  protecting  home  industry,  but  also  in 
bringing  in  branches  of  U.  S.  concerns.  Looking  at 
the  matter  broadly,  in  an  industrial  way,  I  have  many 
times  thought  what  a  difference  there  would  have 
oeen  in  the  part  played  in  the  world  war  by  Canada, 
if  free  trade  had  prevailed  away  back  in  1870.  If 
Canadians  had  said  "we  will  buy  in  the  cheapest  mar- 
ket," what  would  have  happened  in  1914?  The  years 
1912  and  1913  were  tight  years,  and  in  1914  when  the 
war  broke  out,  what  was  it,  from  an  industrial  stand- 
point, that  saved  the  country?  It  was  the  shell  in- 
dustry. If  we  had  not  had  the  big  steel  plants  to 
carry  on  and  give  employment,  how  would  Canada 
have  been  situated?  Nothing  can  ever  be  said  that 
will  detract  from  the  glory  of  the  men  who  fought  in 
France,  but  second  only  to  the  record  of  the  men  at 
the  front,  was  the  record  of  the  trade  that  took  part 
in  the  production  of  shells.  When  the  history  of  their 
achievements  comes  to  be  written,  I  believe  it  will  be 
a  marvel  to  the  people  of  Canada.  If  we  had  not  had 
these  industries  ready  to  take  advantage  of  the  situa- 
tion, we  would  not  have  been  able  to  carry  on  in  a  fin- 
ancial way. 


A  New  "Regal"  Idea 

THE  Regal  Shoe  Co.,  Ltd.,  Toronto,  have  gotten 
out  a  neat  and  attractive  card  folder  for  the 
use  of  their  salesmen  in  advising  retailers  of 
the  probable  date  of  their  visit.  The  card 
folds  in  three,  on  the  outside  there  being  space  for  the 
address  and  a  postage  stamp,  and  a  cut  in  green  and 
black  of  a  newsboy  carrying  the  "Regal  Advance 
News."    Inside  the  folder,  in  the  centre,  there  is  the 

following  advice:   "I  will  call  on  you  about  

with  a  complete  line  of  Regal  Shoes  for  the  coming 
season.  It  will  be  to  your  advantage  to  wait  for  this 
line."  Above  this  inscription  there  are  dotted  lines 
for  the  date  and  introductory  address,  and  below,  space 
for  the  signature  of  the  representative,  over  the  name 
of  the  Regal  Shoe  Co.  On  either  side  there  are  cuts 
of  handsome  Regal  shoes. 


Maritime  Retailers  Stage  Attractive  Fashion 
Show 

THE  Amherst  Boot  &  Shoe  Company,  Retail  De- 
partment, and  Martin's  Limited,  of  Amherst, 
N.  S.,  staged  a  very  artistic  and  well-arranged 
Fashion  Show  recently,  the  first  that  has  ever 
taken  place  in  that  city.  It  was  put  on  in  the  Em- 
press Theatre,  under  the  auspices  of  the  Tantramar 
Chapter  I.O.D.E.,  and  was  very  largely  attended  and, 
evidently,  much  appreciated  bv  the  citizens  of  Am- 
herst. ' 

The  show  included  both  living  models  and  moving 
pictures.  It  opened  afternoon  and  evening  with  a 
splendid  reel  of  fashion  pictures,  showing  the  latest 


and  handsomest  styles  in  both  shoes  and  wearing  ap- 
parel. The  living  model  displays  took  the  form  of 
tableaux  by  a  number  of  Amherst's  young  ladies, 
whose  attire  consisted  of  "Made-in-Canada"  goods 
only.  The  tableaux  presented  were  very  attractive 
and  demonstrated  the  style  and  beauty  of  Canadian- 
made  apparel.  These  presentations  were  as  follows: 
Spring  suits;  Shopping  Day;  Golfing  Girls;  Afternoon 
Tea;  Rainy  Day  Outfit;  High  School  Girls;  Calling 
Day;  Tennis  Girls;  Summer  Girls;  Fishing  Girls; 
Paris  Hats  ;  Motor  Toggery  ;  Afternoon  Dress  ;  Even- 
ing Dress;  Canada's  Finest  Footwear  and  Hosiery; 
The  Bridge ;  Final,  Ten  Models.  These  were  listed  on 
a  programme,  and  at  the  bottom  was  a  notation  asking 
the  members  of  the  audience  to  make  a  mark  opposite 
any  of  the  articles  they  might  wish  to  see  at  the  Am- 
herst Boot  and  Shoe  Co.,  or  Martin's,  Ltd. 


New  Recruit  for  Hydro  City  Staff 

MR.  WESLEY  BATES,  of  Winnipeg,  Man., 
has  recently  been  appointed  travelling  rep- 
resentative for  Hydro  City  Shoe  Manufac- 
turers, Kitchener,  Ont.,  and  is  covering  for 
them  all  the  territory  between  Port  Arthur,  Ont.,  and 
Regina,  Sask.,  both  north  and  south  of  the  C.  P.  R. 
main  line.    Mr.  Bates  has  been  calling  on  the  trade 


Mr.  Wesley  Bates 

during  the  last  few  weeks  and  expects  to  cover  the 
remainder  of  the  field  within  the  next  two  months. 

Mr.  Bates  has  had  long  and  wide  experience  as  a 
shoe  traveller.  He  has  been  selling  to  the  retailers  of 
the  three  provinces  into  which  his  territory  now  ex- 
tends, for  the  past  eighteen  years.  The  last  firm  he 
represented  was  the  Hudson's  Bay  Wholesale  Shoe 
Department,  of  Winnipeg. 


The  N.  C.  R.  of  April  3  reports  that  the  business 
done  during  the  month  of  March  by  the  National  Cash 
Register  Company  breaks  all  their  previous  records. 
The  sales  during  that  month  amounted  to  $2,725,825. 
All  the  sales  divisions  exceeded  the  quotas  allotted  to 
them  by  considerable  percentages,  and  it  is  interesting 
to  note  that  the  C"anadian  Division  holds  first  place 
for  the  month,  having  exceeded  its  quota  by  84.6  per 
cent. 
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Suggestions  for  June  Window  Displays  j 

In  June  the  Summer  Sports  Start  in  Earnest— Then  is  the  Retailers'  Opportunity  I 

to  Feature  Sport  Shoes — Below  are  Suggestions  in  Display  which  j 

are  a  Little  Unusual  and  Likely  to  Attract  Attention  y 


This  Tennis  Shoe  display 
should  be  easy  to  work  up.  The 
court  could  be  laid  out  in  green 
paper,  marked  off  with  chalk, 
and  the  shoes  placed  in  approxi- 
mately the  position  of  the  play 
ers.  Here  is  a  suggestion  for  a 
window  card:  "Tennis  Time! 
And  here  are  the  shoes — The 
newest  and  niftiest  models  too." 
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This  cricket  field  suggestion  is 
even  simpler.  Shoes  should  be 
carefully  placed.  The  bat  might 
be  held  in  position  by  a  bracket 
on  the  floor,  or  by  a  nail.  Win- 
dow card  might  read  like  this: 
"Whether  or  not  you  are  a  de- 
votee of  the  "royal  game"  of 
cricket,  you'll  find  a  pair  of 
these  shoes  just  what  you  need 
for  sports  and  outing  wear. 
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New  Shoe  Machinery  Factory 

THE  Universal  Shoe  Machinery  of  Canada,  Lim- 
ited, recently  opened  their  new  and  up-to-date 
factory  at  124-128  Queen  Street,  Montreal,  un- 
der the  management  of  Mr.  W.  A.  Coles.  They 
are  manufacturing  a  complete  line  of  shoe  machinery, 
specializing  in  shoe  repairing  machinery.  Their  fin- 
ishing machines,  which  range  in  length  from  6  ft.  to 
30  ft.,  are  of  the  improved  Universal  type,  in  which 
the  legs  or  supports,  and  the  burnishing  or  sanding 
shaft  brackets  are  all  one  casting,  making  a  very  diu'- 
able  construction.  Special  attention  has  been  paid  to 
the  proper  balance  in  making  moving  parts,  and  also 
to  large  and  heavy  legs.  The  trimmer  on  the  finish- 
ing machine  is  of  the  factory  type,  and  is  supported  by 
a  leg  of  its  own,  which  renders  it  less  susceptible  to 
jar  and  enables  the  operator  to  do  a  more  proficient 
operation.  This  firm  also  manufactures  a  lock- 
stitch machine. 

A  scleroscope  has  l)een  installed  in  their  factory 
for  testing  the  steel  of  which  Universal  m^ichines  are 
made.  Every  piece  of  steel  is  tested  before  the  ma- 
chine is  assembled. 

The  office  and  shipping  room  occupy  the  ground 
floor  of  the  factory,  while  the  machine  and  pattern 
shops  are  situated  on  the  first  and  second  floors. 


A  New  Buckle  Attaching  Device 

ONE  of  the  recent  innovations  being  introduced 
to  the  retail  and  manufacturing  shoe  trade 
and  one  of  the  items  of  interest  at  the  Shoe 
Retailers'  Convention  in  January,  held  at  Bos- 
ton, is  the  "Buck-El-On"  buckle  attaching  device 
manufactured  by  Wm.  Reynolds  Jr.  of  Providence, 
R.  I.  By  this  simple  patented  utility  a  woman  may 
have  as  many  buckles  or  ornaments  for  a-  single  pan- 
of  pumps  as  may  suit  her  fancy.  Quickly  and  easily 
attached  over  the  throat  of  a  pump,  it  is  inserted  as 
the  foot  slips  into  the  pump.  It  assures  comfort  to 
the  foot  as  there  are  no  rough  or  hard  surfaces  to 
chafe.  It  always  looks  neat — the  shape  of  the  instep 
will  keep  the  buckle  in  place  without  riding.  The 
buckle  is  held  up  rigid  and  straight  as  it  naturally 
should  appear  and  any  slack  in  the  pump  which  might 
otherwise  have  appeared  at  the  side  is  taken  up.  It 
acts  as  a  buffer  between  the  wearer's  instep  and  the 
throat  of  the  pump  making  impossible  any  discomfort. 
No  injury  to  the  pump  is  caused  by  sewing  or  rivet- 
ing, and  there  r,u  limit  to  the  number  of  ornamental 
designs  with  which  a  woman  may  adorn  herself.  A  new 
design  for  every  evening,  or  if  no  buckle  is  desired  the 
pump  can  appear  as  a  plain  spat  without  any  punc- 
tured vamp  to  displease  the  eye. 


Mr.  W.  V.  Mathews  Returns  to  States 

Mr.  W.  \'.  INIathew?  ha'^  resigned  the  position  of 
general  superintendent  of  the  Tetrault  Shoe  Manu- 
facturing Company,  Limited,  Montreal,  on  his  appoint- 
ment as  superintendent  of  the  factories  of  the  E.  Mayer 
Boot  and  Shoe  Comprny,  Milwaukee,  his  native  town. 
Mr.  Mathews  came  to  Canada  in  1906,  and  for  two 
years  was  connected  with  the  Victoria  Shoe  Company, 
Toronto.  He  then  accepted  the  position  of  superin- 
tendent of  J.  and  T.  Bell,  of  Montrerl,  and  remained 
there  for  five  years,  being  made  a  director  of  the  com])- 
any.  On  the  amalgamation  of  the  Ames,  Holden  and 
James  McCreedy  Companies,  Mr.  Mathews  was  offered 
the  position  of  superintendent,  and  remained  with  the 


company  from  1913  to  1918.  In  1914  he  was  made 
director  of  this  company.  Apart  from  Mr.  Mathews 
having  the  general  supervision  of  the  three  frctories 
he  had  under  his  administration  the  purchasing,  cost 
estimating,  style-service  and  order  departments. 
When  the  Tetrault  Shoe  Manufacturing  Company, 
Limited,  decided  to  increrse  its  business,  the  directors 
secured  the  services  of  Mr.  Mathews.  After  his  first 
year's  service  with  the  company  he  was  made  a  director 
and  given  an  interest  in  the  business.  Mr.  Mathews 
has  done  a  great  deal  towards  improving  the  strndard 
of  quality  of  Canadian  shoes. 


A  New  Venture  in  Canadian  Shoe 
Manufacture 

OWENS-ELMES,  Limited,  shoe  retailers,  To- 
ronto, have  recently  commenced  the  manufac- 
ture of  women's  fine  hand-made  shoes,  such 
as  pumps  and  evening  slippers,  the  production 
of  which  has  not  previously  been  attempted  in  Canada. 
Eor  this  purpose  they  have  imported  skilled  hand- 
workers from  Brooklyn,  N.  Y.  Mr.  Owens  told  a  re- 
presentative of  "Footwear"  that  he  believed  they  would 
be  able  to  turn  out  just  as  good  shoes  of  this  type  as 
are  being  imported,  and  justified  his  statement  by  ex- 
hibiting some  very  fine  models  which  have  already 
been  manufactured.  One  was  a  pump  with  an  over- 
lay of  gold  brocade  on  lavender  satin,  a  very  artistic 
piece  of  work.  Another  was  a  black  satin  sunburst, 
drawn  up  and  tied  by  a  silk  ribbon.  There  were  also 
a  French  strap  slipper  of  gold  cloth  and  a  Persian 
ankle  tie  in  patent  and  black  satin.  The  latter  has  one 
strap  over  the  instep  and  another  strap  around  the 
ankle  tied  with  a  ribbon.  Wlien  the  undertaking  is 
properly  underway,  Mr.  Owens  hopes  to  reach  a  pro- 
duction of  500  pairs  a  week  and  to  supply  not  only  his 
own  store  but  other  prominent  Canadian  retailers  as 
well  who  handle  this  class  of  goods. 


A  Display  That  Sold  Polishing  Outfits 

Here  is  a  nice  little  idea  that  was  effective  in  in- 
creasing the  sale  of  polishing  outfits.  On  his  covmter 
a  dealer  used  a  display  card  as  follows :  "Teach  your 
ch'ld  to  care  for  shoes.  A  little  polish  regularly  ap- 
plied will  add  to  the  service  you  get — and  to  the  looks." 
On  the  counter  vere  two  pai "  of  shoes,  one  worn  and 
not  polished.  I'le  other  worn  and  polished,  to  illus- 
trate just  what  a  difference  the  polish  made.  A  25c 
polishing  outfit  was  placed  beside  the  card. 


Returned  Man  Opens  Shoe  Repair  Shop 

Mr.  E.  Kean,  who  was  overseas  4y>  years  with  the 
27tli  iSattalion,  C'.E.1'\,  has  opened  a  1)oot  and  shoe 
repairing  store  at  Beamsville,  Ont.  Mr.  Kean  was 
nr:"ious!y  in  business  in  Winnipeg. 


New  Manager  for  Scott-Chamberlain 

Mr.  J.  J.  McHale,  who  was  formerly  with  the 
Brown  Shoe  Co.,  St.  Louis,  for  fifteen  years,  as  super- 
intendent of  one  of  their  plants,  is  now  manager  for 
Scott-Chamberlain,  London. 


U.  S.  Senate  to  Hold  Investigation 

The  Senate  of  the  United  States  has  appointed  a 
connnittee  to  investigate  costs  in  the  footwear  in- 
dustry. 
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The  New  Parisian  Tie 

Again  Spring  finds  this  store  prepared  to 
supply  the  last  word  fashion  in  Ladies' 
Footwear. 

The  wide  ribbon  tie  shown  above  is  vcr>' 
charming,  and  to-day  is  the  popular  voguo 
in  New  York  and  Paris. 
The  smart  Pump  is  shown  in  black  satm, 
patent  leather,  satin  kid,  calf  or  French 
kid,  also  in  brown  kid  or  in  brown  calf.  In 
all  sizes  and  all  widths. 

OWENS-ELMES,  Limited 

The  Handn  Store 
89  YONGE  STREET 


DANN ARB'S  is  the  home 
of  exclusive  styles  in 
Footwear.  Young  men  have 
learned  to  look  to  us  for 
Shoes  of  originality 
and  distinction. 


This  is  but  one  of  our 
smart  styles  for 
young  men.  Excep- 
tionally good  value. 


RANNARD'S 
{JOBLEMAN 


JO 


No.  U21-TAN, 
BLACK 


Rannard  Stores 
Open  Saturday 
Tin  9  p.m. 


Three  Days'  Sale  of 

Men's  Workday  Boots 

at  $8.45  Ends  Tomorrow 

Don't  Jet  it  pass  without  taking  advantage  of  this  economy.  The  collection 
includes  350  pairs,  representing  a  special  purchase.  All  sizes  included.  Up- 
pers of  box  calfskin,  leather  lined,  overweight  double  soles  of  best  hemlock 
leather;  Goodyear  welt  sewn,  built  on  a  shoemaker's  model  last.  Ideaj 
boot  for  all  seasons.  Beplac'ement  value  $12.50.   Sale  price  $8.45 

Men's  Specialty  Boot  Department.    Entrance  Granville  Street. 


QOh^Budson's  Bay  cromnany 


A  selection  of  some  of  the  most  attractive  advertisements  by  Canadian  shoe  retailers  during  the  past 
month.  Owens-Elmes  preserve  an  atmosphere  of  distinctiveness,  which  will  appeal  to  the  highest  class 
trade.  The  Regal  ad.  has  an  attractive,  attention-getting  layout,  but  the  copy  is  not  all  as  clearly  written 
as  it  might  be.  Rannard's  ad.  is  simple  and  effective.  The  cut  is  good,  and  the  choice  of  type  excellent.  The 
advertisement  of  the  Hudson  Bay  Co.  is  very  commendable  for  its  purpose.    Its  message  is  brought  home 

forcefully  at  a  glance. 
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Turnover  that  Turns  Stocks  into  Profits 

A SHOE  retailer  l)uught   ten   pairs   of  slippers 
at  $2.00  each  and'  sold  them  at  $3.00  each. 
The  total  cost  was  $20.00,  the  total  receipts 
amounted  to  $30.00.    He  turned  his  capital 
once  at  33  1/3%  profit  on  the  selling  price. 

Another  bought  a  pair  of  slippers  at  $2.00  and  sold 
them  for  $3.00.  He  continued  buying  these  and  selling 
them,  repeating  the  transaction  ten  times.  During 
the  entire  selling  period  he  invested  $20.00 — but  at  no 
one  time  did  he  have  more  than  $2.00  tied  up  in 
slippers.  He  turned  his  capital  ten  times  with 
a  profit  of  33  1/3%  on  the  selling  price  at  each  turn. 

One  dealer  made  33  1/3%  on  his  investment.  The 
other  made  333  1/3%  gross.  One  invested  $20.00 
once ;  the  other  invested  $2.00  ten  times.  Both  did 
gross  business  of  $30.00.  If  both  had  $20.00  at  the 
start  the  second  dealer  would  have  been  able  to 
invest  his  other  $18  in  many  other  items.  By  the 
time  the  first  had  sold  his  ten  pairs  the  other  could 
have  sold  ten  each  of  several  other  items. 

Capital  is  turned  once  when  it  is  invested  in  stock 
and  all  the  stock  is  sold. 

Knowing  the  amount  of  money  originally  invested, 
the  average  amount  of  stock  on  hand  and  the  total 
amount  of  purchases,  the  retailer  can  arrive  at  the 
number  of  times  he  has  turned  his  capital  without 
reference  to  the  amount  of  gross  business.  Whether 
he  has  turned  it  at  a  profit  or  not  is  another  matter. 

You  purchased  $30,000  worth  of  goods.  Your 
stock  averaged  $5,000.  Your  original  investment  was 
$5,000.  You  have  reinvested  your  money  six  times. 
You  still  have  the  same  amount  of  stock  you  had  in 
the  beginning.  So  you  have  invested  your  capital 
six  times. 

The  dealer  who  has  $10,000  worth  of  stock  when 
he  takes  inventory  must  know  the  amount  of  pur- 
chases and  the  average  stock  on  hand  to  arrive  at 
the  number  of  turnovers. 

■  You  turn  your  capital  once  when  you  sell  all  the 
goods  you  have  bought  regardless  of  the  price  at 
which  the  goods  are  sold. 

A  proper  use  of  a  standard  cost  accounting  sys- 
tem will  show  you  what  it  is  costing  you  to  do  busi- 
ness and  what  gross  profits  you  must  make.  Know- 
ing these  things  you  will  turn  your  stock  at  a  profit. 

Record  keeping  should  show  you  the  slow  mov- 
ing goods  and  enable  you  to  speed  up  turnovers. 

Don't  make  your  shelves  storage  warehouses  for 
unprofitable  goods. 

Post  Graduate  Courses  in  Practipedics  to  be 
Held  Soon 

THE  annual  post  graduate  courses  in  Practipe- 
dics, which  are  arranged  for  each  summer  by 
■American  School  of  Practipedics,  of  Chicago, 
under  the  auspices  of  The  Scholl  Mfg.  Co., 
will  be  given  in  two  cities  of  Canada  this  year.  It 
has  just  been  announced  that  one  of  these  courses  will 
be  held  in  Montreal  during  the  week  of  August  2nd  to 
6th  inclusive  and  another  will  be  held  in  Toronto  from 
August  9th  to  13th  inclusive. 

These  courses  take  up  the  subject  of  foot  anatomy, 
the  study  of  foot  deformities  and  structural  changes 
and  all  abnormal  conditions  of  the  feet,  together  with 
the  most  modern  methods  of  mechanical  correction  in 
the  shoe  stores. 

Any  shoe  man  is  a  better  shoe  man  for  having  the 


knowledge  of  the  hiuuan  foot  which  can  be  obtained 
from  one  of  these  intensive  courses.  Besides,  the 
courses  also  embrace  scientific  shoe  fitting  and  are  of 
great  value  from  this  standpoint.  There  are  no 
charges  for  these  courses  and  all  shoe  men  and  wo- 
men are  welcomed  as  students.  Many  use  their  vaca- 
tions in  this  manner,  combining  recreation  and  plea- 
sure with  education  and  profit.  Enrollments  and  in- 
quiries for  either  the  ]\Iontreal  or  Toronto  courses 
should  be  addressed  to  The  Scholl  Mfg.  Co.,  Ltd., 
112  Adelaide  St.  East,  Toronto,  Ontario. 


Boston  Leather  Market  Quiet 

THE  Boston  shoe  and  leather  markets  may  be 
characterized  as  decidedly  dull  and  unevent- 
ful. Tanners  are  being  asked  prices  for  hides 
and  skins  which  are  not  being  accepted  and 
the  result  is  very  little  trading.  Tanneries  are  not 
running  as  full  as  they  have  been  and  the  temporary 
hold  up  in  buying  has  now  developed  into  actual  tan- 
nery and  factory  suspension  of  operation.  Shoe  manu- 
facturers and  leather  dealers  declare  that  the  larger 
city  trade  has  not  yet  placed  orders  and  a  good  bit  of 
business  is  still  in  store  from  these  sources.  The  for- 
eign exchange  situation  has  not  improved  but  on  the 
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contrary  has  been  growing  worse.  Optimism  rules, 
however,  among  tanners  and  it  is  the  general  impres- 
sion that  the  first  to  the  middle  of  May  will  see  an- 
other spurt  in  buying  and  business  assuming  normal 
proportions  developing. 

The  recent  railroad  strike  of  three  weeks  duration 
unquestionably  has  helped  to  keep  up  the  price  of 
hides  and  raw  skins  as  the  May,  June  and  July  skins 
have  not  yet  been  received  by  the  packers  and  the 
l)rices  are  off  about  20  cents  from  the  top  January 
calves  at  $.57  and  hides  at  $.36  have  held  firm  despite 
the  fact  that  buying  is  practically  nil.  As  hides  and 
skins  of  the  next  three  months  will  be  of  a  much  better 
grade  than  those  offered  of  late  months  and  as  prices 
on  the  poorer  grades  are  holding  firm  with  no  buying 
it  is  expected  that  there  will  be  an  increase  in  asking 
prices  before  there  will  be  a  falling  off.  During  the 
strike  practically  no  cattle  reached  slaughtering 
points  and  it  is  maintained  by  those  who  should  know 
that  there  are  few  accumulations.  On  the  other  hand 
buying  of  leather  has  been  at  a  minimum  and  .shoe 
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manufacturers  as  a  rule  have  not  been  flooded  with 
orders. 

Leather  dealers  in  general  are  inclined  to  be  in- 
different as  to  quoting  prices  as  they  feel  the  market 
is  uncertain  and  that  there  is  no  real  interest  being- 
taken  in  buying.  Leather  prices  have  fallen  off  a  bit 
but  there  has  been  no  wide  scaling  downward  as 
would  be  expected  in  such  a  protracted  period  of 
dullness. 

White  buck  is  quoted  from  $.75  to  $.85  and  colored 
calf  from  $1.10  to  $1.15  in  the  best  grades.  Patent 
side  leather  runs  from  $1.00  down  to  $.60.  These 
prices  are  off  about  20  cents  fro  mthe  top  January 
1st  prices.  There  is  still  very  little  demand  for  black 
calf.  The  feeling  prevails  that  colored  calf  for  fall 
and  winter  oxfords  will  be  in  greater  popularity  than 
during  the  last  year.  The  same  applies  to  kid  leath- 
ers. Colored  snuffed  leathers  are  asking  $.65  to  $.75, 
while  full  grain  sides  are  quoted  $.85  down. 

The  Boston  kid  leather  market  is  inactive  although 
the  demand  for  the  better  grades  holds  firm  at  prices 
about  the  same  asked  a  month  ago ;  but  on  the  cheaper 
lines  where  accumulations  have  taken  place  conces- 
sions in  price  for  immediately  delivery  orders  are  be- 
ing made.  Colors  rule  the  strongest,  with  blacks  sell- 
ing reasonably  well.  Prices  of  raw  skins  have  fallen 
ofif  but  not  enough  to  more  than  compensate  for  the 
difference  in  exchange.  Many  in  the  trade  feel  that 
the  unusually  cool  and  rainy  weather  is  keeping  back 
a  lot  of  business  which  will  soon  set  in  when  the 
warmer  spring  sun  sets  in. 


President  of  Regina  Shoe  Co.  Banqueted 

MR.  J.  L  Chouinard,  president  of  the  Regina 
Shoe  Company,  Limited,  and  the  Star  Shoe 
Co.,  Ltd.,  was  banqueted  by  his  friends  and 
business  associates,  on  Thursday  evening, 
April  8th,  1920,  at  the  Palastre  National,  Montreal. 
This  dinner  was  tendered  Mr.  Chouinard  as  a  formal 
welcome  home  after  a  three  month's  tour  in  Europe. 
Mr.  Jacob  Nicol,  K.C.,  of  Sherbrooke,  Que.,  introduc- 


ed the  guest  of  honor  and  Mr.  J.  A.  Fortin  proposed 
a  very  fitting  toast.  The  speakers  alluded  in  eulogis- 
tic terms  to  Mr.  Chouinard,  as  a  prominent  shoe  manu- 
facturer, and  as  a  man  who  had  won  his  way  in  the 
shoe  industry  by  persistence,  and  who  had  gained  the 
esteem  of  his  employees  in  the  Star  and  Regina  Shoe 
Companies. 

Mr.  Chouinard,  in  his  reply,  expressed  his  appreci- 
ation of  the  kind  things  said  concerning  his  business 
career,  and  also  alluded  to  the  success  which  had  at- 
tended his  efforts  in  the  expansion  of  the  businesses 
with  which  he  is  connected.  This  success  was  due  to 
the  loyalty  of  those  who  had  been  associated  with 
him.  During  the  ev^ening  Mrs.  Chouinard  was  pre- 
sented with  a  bouquet  by  Miss  Lefebyre.  The  dinner 
was  followed  by  a  dance  which  was  kept  up  to  a  late 
hour. 


London  Holds  a  "Made  in  Canada"  Week 

LONDONERS  were  treated  to  something  novel 
when  the  Made  In  Canada  Week  was  cele- 
brated from  April  19th  to  the  25th.  The 
honor  of  originating  the  idea  falls  to  the  credit 
of  the  Advertising  Club  and  through  them  the  plan 
was  passed  on  to  the  merchants  and  manufacturers, 
who  were  quick  to  grasp  the  value  of  such  an  educa- 
tional campaign. 

The  expenses  of  the  compaign  including  the  big 
general  advertisements  which  were  prepared  by  the 
Ad  Club,  were  met  principally  by  donations  from  the 
various  manufacturers  throughout  Canada.  The  re- 
sponse in  this  direction  was  hearty  and  encouraging. 

The  retail  merchants  were  eager  to  co-operate,  ancl 
to  give  a  uniform  effect  to  the  plan,  maple  leaf  price 
tickets,  green  maple  leaf  cards  and  red,  white  and 
blue  pennants  were  supplied  to  the  dealers  at  a  nom- 
inal charge.  The  effect  of  each  store  with  all  the 
same  style  of  decorations,  showing  the  value  of  buying 
in  Canada  was  very  impressive.  Prizes  were  given 
for  the  best  dressed  windows  and  some  very  striking 
displays  were  made. 

To  keep  the  public  enthusiastic  a  Made  in  Canada 
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MEN'S    Made-ln-Canad-a  SHOES 

OF  SPECIAL  MERIT 


1.*"  iinjroiiifon"" 


rot  7ora  riWAL  choice  bitt 

Astoria  Shoes 

One  Hundred  Per  Cent  Canadian 
Thf  Shoe  Thar  Gives  You  (he  Greatest  Value  and  Satisfactioti, 

Sold  at  $10  to  $13 


LONDON  AGENTS 


ROWLAND  HILL 

RELIABLE  FOOTWEAR. 
IW  Dundii  Street  and  4J9  Hainilion  Road. 


Empress  Shoes 

Are  "Made  in  Canada" 


vrird  pl«or  wiih  wi^rui'ii 


micro  faclDrv  rniplDfiiis  onlf 


Price  $7  to  $13 

A0EKT8   FOR  1X)MD0M 

Rowland  Hill 


WHY  ^ 

Canadian 
Shoes  ? 


bfllld  cp  our 


THE  EMPRESS  SHOE 


-For  Women— 


N'ot  onlj  do  IhBli  ^lurins  *oa  plrMia(  (Ijtt*  dcligbi  the  otftrtr,  bot  dieir 

Tliry  an  Biftd*  In  ati  mclultve  «otn*n  »  (hoc  tacloi?  10  Torooto  lont- 
.ilperrrnrril  workmco,  Kod  mid*  onl^  of  MlrcUd  hi^-fT«dl  l#Uh«n  By 
■l.iMlnr  Rmprcu  Shae*  .vnii  eui'd  yonncir  aruou  rcxrvte.  ud  biv  awnf.l 


LET  US  SHOW  YOU 
Our  Many  New  Spring  Styles 


Price  $7  to  $13 

LOITDOM  AOEMCy 

ROWLAND  HILL 

RELIABLE  FOOTWEAR 
IBB  DOVDAS  STREET  AKI>  «»  BAJCLTON  ROAD 


Typical  ads.  of  a  series  run  by  one  prominent  London  Shoe  Retailer  during  "Made  in  Canada"  Week 
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Two  "Made  in  Canada"  Shoes 

That  Reiin  Supreme 

The  outcome  of  the  World's  Greatest  War  and  the  heroic  part  played  by  our  Canadian  boys 
over  there,  is  Positive  prool  of  the  jaith  of  Canadian  people  m  Canada  and  its  sons. 

.Canadians  must  still  beep  faith  with  Canada  and  its  many  industries-'Shoe  making  is  one  of 
Canada's  greatest  industries  Do  you  know  there  are  at  /eosr  250  factories  in  our  fair  Dominion, 
making  approximately  180.000  pairs  of  shoes  daily— c  one  pair  every  SO  days  for  every  Canadian? 

For  your  country's  soke  buy  Canadian  made  shoes    For  you  own  sake  buy  these  two  famous  shoes 


Astoria  Shoes 


FOR  MEN 


!  of  high-grade  j 
Thei/  a't  Lor]doi  rnade  by  Sioir- 

Aslona'Shoes  comP'ise  the 
rnonufoctunng  is  backed  by  Ihe 
well    Step  m  and  look  ovft  our 


king  and  ttpti'ifnced  wo 
Chombejlairt 
Season's  rtewesl  Slytes 
use  of  only  the  highe: 
new  Spring  models 


IS  well  as  the  i 
grade  leathers 


I  Ihe  lead  of  all. 


Perfect 
help  but  wear 


Price  $10.00  to  $13.00 


Empress  Shoes 


FOR  WOMEN 


Toronto,  in  one  of  Canada's  most  modern  and  best  equipped  shoe 
shoes.    Competent  help  combined  with  the  finest  of  mateiials  make 


Empress  Shoes 
factories,  specializing  in  wo 
these  famous  shoes  second  to  none. 

Is  If  any  wonder  Empress  Shoes  receive  such  commendation  from  the  best  dressed  wor 
of  Ihe  many  models  are  pictured     Let  us  rhow  you  the  many  others  as  equally  altractive. 


Price  $7.00  to  $13.00 


MAIN 


STORE   ROWLAND  HILL  branch  store 


189  Dundas  Street 


RELIABLE  FOOTWEAR 


429  Hamilton  Road 


Another  "Made  in  Canada"  ad.  by  the  same  retailer.    These  advertisements  all  show  forceful  copy 


parade  was  held  on  Tuesday.  Manufacturers  as  well 
as  retailers  took  advantage  of  this  advertising  and 
many  beautifully  decorated  floats  were  seen  in  the 
parade.   This  feature  proved  to  be  a  big  success. 

Thursday  evening  was  celebrated  as  a  carnival 
and  dress  parade  night,  prizes'  being  given  for  the 
best  costumes  representing  Made  in  Canada  articles. 
Throughout  the  week  questionnaires  were  given  out 
by  all  the  stores  participating,  in  the  event.  These 
included  such  questions  as  "Why  do  you  buy  Made 
in  Canada  goods"  etc.  Two  hundred  prizes  were 
given  for  the  best  answers  to  these  questions. 

Naturally  the  shoe  business  lent  itself  well  to  the 
Made  in  Canada  idea,  and  the  London  dealers  took 
hold  in  an  enthusiastic  manner.  Many  striking  shoe 
displays  were  made  and  the  special  advertising  among 
the  shoe  men  was  of  a  high  order. 

From  a  selling  point  of  view  the  Made  in  Canada 
week  did  not  produce  a  big  increase  in  immediate  busi- 
ness. However,  the  educational  value  of  a  city-wide 
effort  to  promote  the  sale  of  only  Made  in  Canada 
goods  cannot  be  over-estimated. 

To  London  goes  the  credit  of  being  the  first  city 
in  Canada  to  put  over  such  an  educational  and  adver- 
tising campaign.  The  success  which  attended  the  ef- 
fort is  almost  sure  to  arouse  other  cities  to  action 
along  similar  lines,  when  now  as  at  no  other  time  Can- 
adians should  patronize  home  industries. 


The  Montreal  Shoe  Superintendents'  and 
Foremen's  Ball 

The  Shoe  Superintendents'  and  Foremen's  Associ- 
ation of  Montreal  held  a  ball  in  Stanley  Hall,  Mon- 
treal, on  the  evening  of  Friday,  April  23rd. 

The  attendance  was  very  large,  indicating  the 
popularity  of  this  new  association  in  the  shoe  trade. 
Excellent  dance  music  was  provided  by  a  well-known 
Montreal  jazz  band ;  the  programme  consisted  of  30 


numbers  of  popular  variety,  and  many  extra  pieces 
played  by  request. 

The  entertainment  committee  of  the  association 
have  reported  that  the  ball  was  financially  and  other- 
wise a  great  success.  The  association  is  now  on  the 
lookout  for  new  quarters  where  the  members  can 
meet  socially  as  well  as  for  the  regular  business  meet- 
ings. 

The  following  were  the  principal  patrons  of  the 
ball :  Ames  Holden  McCready  Co.,  Aird  &  Son,  Anglo 
Canadian  Leather  Co.,  Beardniore  Leather  Co.,  Ben- 
nett, Ltd.,  Boston  Blacking  Co.,  Breithaupt  Leather 
Co.,  Canadian  Cons.  Rubber  Co.,  Davis  Leath- 
er Co.,  A.  Davis  &  Son,  Dodge  Mfg.  Co.  of  Canada, 
Dominion  Die  &  Box  Toe  Co.,  C.  S.  Hyman  Leather 
Co.,  Independent  Box  Toe  &  Heel  Co.,  La  Parisienne 
Shoe  Co.,  Ltd.,  Lang  Tanning  Co.,  Marlatt  &  Arm- 
strong, Percy  Milburn,  Parker  Irwin,  Ltd.,  Brazofi' 
&  Hill,  L.  S.  Parsons  &  Son,  Regina  Shoe  Co.,  Paul 
Roy,  Smardon  Shoe  Co.,  Star  Shoe  Co.,  Slater  Shoe 
Co.,  St.  Henry  Shoe  Co.,  Ltd.,  United  Last  Co.,  Unit- 
ed Shoe  Machinery  Co.  of  Canada,  Duclos  &  Payan, 
and  Pierre  Blouin  Reg'd. 

The  following  formed  the  committee:  Messrs.  H. 
W.  Algeo,  F.  Boisseau,  M.  E.  J.  Bouchard,  M.  Barry, 
A.  L.  Baldwin,  J.  F.  Barbeau,  Frank  Carpenter,  Geo. 
A.  Fortin,  J.  F.  Garrity,  A.  Girard,  P.  J.  Hogan,  C. 
M.  Hall,  A.  H.  Hamilton,  J.  E.  Harper,  J.  A.  La- 
casse,  J.  R.  Leonard,  F.  Langlois,  J.  E.  Nolan,  C.  A. 
Pratt,  H.  Brazof?,  J.  A.  Roux,  J.  P.  Stockton. 


A  Self-Serve  Shoe  Store 

Another  conservation  measure !  A  cafeteria  shoe 
shoe  store  has  been  opened  in  Fort  Wayne,  Ind.  The 
customer  serves  himself,  fits  himself,  and  pays  the 
cashier,  so  that  if  he  doesn't  get  what  he  wants  he  has 
nobody  to  blame  only  .himself.  But  how  are  those 
shelf  warmers  ever  moved  without  P.  M's. 
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Shoe  Repairing  in  the  "Sunny  South" 


Some  Impressions  of  a  Toronto  Man  Who  Visited 
California  Recently 


MR.  Arthur  Butterworth,  the  genial  secretary 
of  the  Toronto  Shoe  Repairers'  Association, 
and  one  of  the  best  known  men  in  the  trade 
in  Toronto,  returned  recently  from  a  trip  to 
California,  where  he  took  a  six  weeks'  holiday  in  the 
latter  part  of  the  winter.  Mr.  Butterworth  had  a  very 
delightful  experience,  he  tells  us,  and  he  believes  the 
trip  is  one  of  the  most  enjoyable  and  educational  that 
could  be  imagined.  He  made  his  headquarters  at  Los 
Angeles,  and  while  staying  there  did  not  neglect  to 
observe  the  methods  used  in  the  shoe  repairing  busi- 
ness in  the  "Sunny  South." 

He  describes  one  shop  to  which  he  paid  a  visit 
and  which  appeared  to  be  little  short  of  the  ideal.  In 
it  there  are  employed  twenty  men  and  four  lady 
clerks.  The  twenty  men  are  engaged  all  the  time  on 
the  repair  work.  One  of  the  ladies  takes  in  the  work  ; 
another  operates  the  cash  register ;  the  third  inspects 
the  work  after  it  is  done,  and  wraps  it  if  necessary, 
and  the  fourth  gives  if  out. 

There  are  two  patchers  used  in  the  shop ;  two 
Goodyear  stitchers ;  a  nailing  machine,  of  the  type 
used  in  factories,  and  also  a  machine  for  cutting  ofif 
heels.  The  latter  machine  is  not  used  by  Canadian 
repair  men.  It  has  a  band  saw  arrangement,  which 
cuts  right  through  the  heel,  nails  and  all,  and  levels 
ready  for  application  of  the  new  lift. 

Twenty  chairs  are  provided  for  while-you-wait 
customers,  with  foot  rests,  and  when  the  shoes  are 
removed,  a  clean  towel  is  provided  which  is  wrapped 
arovmd  the  customer's  feet.  Behind  each  chair  is  a 
push  button  to  call  an  attendant,  if  the  customer  re- 
quires one. 

The  shop  opens  at  eight  o'clock  in  the  morning 
and  closes  at  5.30  at  night.  A  feature  which  it  has  in 
common  with  the  other  shops  in  the  locality  is  that 
the  windows  are  without  glass,  which  is  found  un- 
necessary in  the  salubrious  climate  in  the  South. 

The  majority  of  the  shoe  repair  shops  in  Los  An- 
geles are  operated  by  Japs.  The  one  above  referred 
to  is  not,  but  the  Japs  also  have  high-class  establish- 
ments, and  appear  to  be  wide-awake  business  men 
and  very  courteous.  This  is  in  keeping  with  the  gen- 
eral l)usiness  atmosphere  of  the  city,  for  Los  Angeles 
is  a  city  of  fine  streets  and  fine  stores.  One  notice- 
able feature  of  the  streets  was  that  the  electric  signs 
were  swung  back  against  the  building  during  the  day 
time,  and  at  night  are  again  swung  out  over  the  side- 
walk. 

Prices  in  California  seem  to  be  much  about  the 
same  as  in  Toronto.  Bends  were  selling  for  $1.10  to 
$1.40.   Men's  top  lifts  were  $1.60  to  $3.25  a  dozen. 

While  he  was  down  South,  Mr.  Butterworth  had 
the  good  fortune  to  meet  a  former  fellow  business 
man,  Mr.  Alec  IJrodie,  who  has  retired  from  the  shoe 
rejiairing  game  which  he  formerly  followed  in  Toron- 
to, and  is  now  living  in  a  handsome  bungalow  at  Holy- 


wood  near  Los  Angeles.  Mr.  Butterworth  met  Mr. 
Brodie  motoring  in  Los  Angeles  by  chance  one  day. 
Of  course  he  was  picked  up  and  went  for  a  very  pleas- 
ant drive,  while  they  renewed  their  acquaintance  and 
yarned  of  old  times  and  the  beauties  of  California. 
Afterwards,  Mr.  Butterworth  had  the  pleasure  of  pick- 
ing oranges  and  figs  and  grape  fruit  in  his  friend's 
garden. 

Among  the  beauty  spots  which  Mr.  Butterworth 
"took  in"  on  his  trip  were  the  submarine  gardens  at 
Catalina  Island,  which  one  views  through  the  bottom 
of  a  glass  bottomed  boat ;  Mount  Lowe,  which  is  near- 
ly two  miles  high  and  commands  a  most  wonderful 
view ;  and  the  famous  orange  and  lemon  groves  at 
Passadena. 

For  all  the  beauties  of  the  wonderland  in  the  South, 
he  would  not  go  as  far  as  to  advise  any  shoe  repairer 
who  has  a  nice  business  here  in  Canada  to  pull  out 
with  the  object  of  settling  down  in  California.  If  a 
repair  man  is  making  good  money,  let  him  wait  until 
he  has  enough  to  go  down  and  see  for  himself. 


Figuring  the  Costs  of  a  Shoe 
Repair  Business 

ON  next  page  we  reproduce  the  new  price  list  of 
the  Toronto  Shoe  Repairers'  Association.  This 
list  is  merely  drawn  up  as  a  minimum,  and  it 
is  not  the  intention  that  those  who  find  the 
charges  insufficient  to  cover  their  expenditures  and 
net  them  a  fair  profit  should  be  held  down  to  it. 

A  schedule  such  as  this  is  very  valuable  to  the  shoe 
repairer  as  a  standard  upon  which  he  may  base  his 
charges,  but  he  should  not  depend  upon  it  absolutely 
for  his  guidance,  and  neglect  to  investigate  his  own 
costs.  Every  repairer  is,  or  should  be,  a  business  man, 
and  as  such  should  know  exactly  how  he  stands  finan- 
cially— what  his  gross  profits  are,  what  his  net  pro- 
fits are,  and  what  is  his  cost  of  doing  business. 

The  costs  of  a  shoe  repair  shop  may  be  divided 
under  two  heads :  The  actual  cost  of  the  jobs  turn- 
ed out,  and  the  overhead,  or  expense  of  doing  busi- 
ness. The  actual  cost  of  the  job  includes  the  labor  at 
so  much  per  hour,  and  the  materials — that  is  leather, 
composition,  or  rubber,  and  findings.  It  is  hardly  nec- 
essary to  point  out  that  where  the  proprietor  re- 
pairs shoes  himself,  his  wages  must  be  charged  at 
the  same  rate  as  he  would  pay  to  hired  help. 

The  National  Association  of  Credit  Men  have  re- 
commended certain  rules  for  figuring  costs  and 
profits  in  retail  stores.  These,  of  course,  are  not  ap- 
plicable in  their  entirety  to  a  shoe  repair  shop,  but 
we  list  them  below  with  certain  modifications  and 
adaptations  which  appear  to  fully  cover  the  require- 
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ments  of  the  shoe  repairer,  and  which  indicate  just 
what  his  overhead  consists  in : 

1.  Charge  interest  on  the  net  amount  of  your 
total  investment  at  the  beginning  of  your  business 
year,  exclusive  of  real  estate. 

2.  Charge  rental  on  a:ll  real  estate  or  buildings 
used  in  your  business.  If  owned  by  you  charge  at  a 
rate  equal  to  that  which  you  would  receive  if  renting 
or  leasing  the  property  to  others. 

3.  Charge  your  own  salary  as  manager  of  the 
.shop  at  an  amount  equal  to  what  your  services  would 
be  worth  to  others  ;  also  treat  in  a  like  manner  the  ser- 
vices of  any  member  of  your  family  employed  in  the 
business  not  on  the  regular  pay  roll. 

4.  Charge  depreciation  on  buildings,  tools,  fix- 
tures, or  anything  else  suffering  from  age  or  wear  and 
tear. 

5.  Charge  all  fixed  expenses — taxes,  insurance, 
water,  lights,  fuel,  power,  etc. 

6.  Charge  all  amounts  donated  or  subscriptions 
paid. 

7.  Charge  all  incidental  expenses,  such  as  post- 
age, telephone,  advertising,  canvassing,  stationery, 
etc. 

8.  Charge  losses  of  every  character,  including 
waste  of  material,  goods  stolen  or  sent  out  and  not 
charged,  allowance  made  to  customers,  bad  debts,  etc. 


9.  Charge  collection  expense. 

10.  Where  hired  help  is  used,  charge  an  added  per- 
centage on  the  labor  costs  of  the  work  turned  out  to 
cover  any  time  during  which  the  employee,  or  em- 
ployees, are  not  actually  engaged  in  repairing  shoes. 

11.  Charge  any  other  expense  not  enumerated 
above. 

12.  When  you  have  ascertained  what  the  sum  of 
all  the  foregoing  items  amounts  to  for  your  business 
year,  prove  it  by  your  books,  and  you  will  have  your 
total  expense  for  the  year;  then  divide  this  figure  by 
the  total  of  your  receipts,  and  it  will  show  you  the 
per  cent,  which  it  has  cost  you  to  do  business. 

13.  Take  this  per  cent,  and  deduct  it  from  the 
charge  made  for  any  job,  then  subtract  from  the  re- 
mainder the  actual  cost  of  the  job  (labor  and  ma- 
terials), and  the  result  will  show  yom^  net  profit  or 
loss  on  the  job. 

14.  Go  over  your  list  of  charges  and  see  where 
you  stand  to  profit ;  then  get  busy  in  putting  your  sell- 
ing figures  on  a  profitable  basis,  and  talk  it  over  vvith 
your  competitor  as  well. 

Most,  if  not  all,  of  the  items  of  expense  enumerated 
above  enter  into  the  expense  of  carrying  on  a  shoe  re- 
pairing business,  and  the  shoe  repairer  must  take 
them  into  consideration  if  he  is  to  operate  on  a  sound 
financial  basis,  and  make  profits  comparable  with  other 
lines  of  business. 


PRICE  LIST— Toronto  Shoe  Repairers'  Association 

Adopted  April  8th,  1920 

These  prices  are  only  listed  as  a  minimum. 


Half  Soles 

Men's ' 

Sewn  Half  Soles,  Goodvear  Welts   $1.90 

Nailed  Half  Soles,  Goodyear  Welts   1.65 

Turns   3.00 

Fibre  Soles  Sewn   1.75 

Toe  Pieces  Sewn  or  Nailed   fiOc 

Side  Pieces  Sewn  or  Nailed   60c 

Hand  Sewn  Soles   50c  extra 

Whole  Soles 

Leather  Whole  Soles  and  Heels   $3.25 

Fibre  Whole  Soles  and  Rubber  Heels   ...    ;   3.00 

Rubber  Whole  Soles  and  Spring  Heels   3.00 

Whole  Soles  (only),  Leather   3.00 

Whole  Soles  (only),  Fibre   3.75 

HEELS 

Heels  Straightened,  regular   ;   60c 

Heels,  Orthopedic,  Straightened,  regular   85c 

Heels  Straightened  and  Quarter  Rubber  Tips    85c 

Heels  Straightened  and  Rev.  Rubber  Heels   85c 

Rubber  Heels,  Ordinary   60c 

Rubber  Heels,  Solid    75c 

New  Heels   1.00  up 

TOE  CAPS 

Toe  Caps   


Women's 

Boys' 

Youths' 

Misses'  Children's 

2  to  51^ 

11  to  lyi 

11  to  lyi  8 

to  lOH 

$1.65 

$1.75 

$1.50 

$1.35 

$1.00 

1.50 

1.50 

1.35 

1.25 

75c 

2.50 

2.50 

2.25 

2.00 

1.50 

1.65 

1.65 

1.40 

1.35 

1.00 

40c  &  50c 

40c  &  50c 

50c 

40c  &  50c 

40c 

40c  &  50c 
•a 

40c  &  50c 

50c 

40c  &  50c 

40c 

$3.25 

$3.00 

$2.75 

$2.75 

3.25 

2.75 

2.50 

3.50 

3.00 

2.75 

2.50 

3.50 

3.00 

2.75 

3.50 

3.50 

3.75 

2.50 

2.35 

2.25 

40c 

50c 

50c 

40c 

40c 

75c 

75c 

65c 

50  c 

50  c 

75c 

75c 

65c 

75c 

65c 

75c 

75c 

65c 

75c 

65c 

50c 

50c 

50c 

50c 

50c 

75c 

75c 

75c 

75  c 

65c 

1.25  to  3.00 

MISCELLANEOUS 

Patches  sewn  on     35c       Hob  Nails,  Sole,  Heel  and  Shank   75c 

Patches  cemented  on   50c       Hob  Nails,  Sole  only,  for  Golf   50c 

New  Counters   $1.50       Re-finishing  Soles  for  stock   50c 

Heel  Lining  Oxford   75c       Buttons  with  Fasteners   25c 

Heel  Lining  Boots   100       Buttons  sewn  by  hand   75c 

New  Vamps   3.00       Back  Straps   50c 

New  Elastics   3.50       Dyeing  -   50^ 

New  Welts  all  round   3.50 


SKATES 

Skates  put  on  with  screws   35c       Skates  sharpened 

Skates  riveted  on   K'c  each  rivet 
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How  Regal  Shoes  Are  Made 

(rontinued  from  page  52) 

One  more  step  and  the  shoe  is  ready  to  pack.  It 
passes  to  the  repairing  department,  where  it  is  in- 
spected and  any  little  stains  or  blemishes  removed,  or 
if  there  is  anything  faulty  in  its  manufacture,  it  is  set 
aside.  For  no  shoe  is  allowed  to  leave  the  factory  as 
a  Regal  No.  1  shoe  that  is  not  up  to  Regal  standard. 

On  leaving  the  Regal  factory,  one  carries  away  a 
very  pleasing  impression  of  the  employees  and  their 
conditions  of  work.  Both  male  and  female  help  have 
the  appearance  of  contented,  well-paid,  highly-skilled 
workers,  and  Canadian  citizens.  Everything  possible 
is  done  for  the  health  and  comfort  of  the  women  em- 
ployees in  particular.  A  bright,  up-to-date  lunch  room 
is  provided  for  their  use,  and  a  comfortable,  exclusive 
dressing  room.  Their  workrooms,  too,  are  well  lighted 
and  well  ventilated,  and  every  efifort  is  put  forth  to 
make  their  surroundings  congenial  and  their  day's 
work  as  pleasant  as  possible.  This  kind  of  treatment 
for  their  employees  is  no  doubt  one  of  the  means  by 
which  the  Regal  Shoe  Company  has  been  enabled  to 
maintain  the  high  standard  of  their  product  and  thus 
to  develop  their  business  in  Canada  so  that  in  a  few 
short  years  it  has  more  than  trebled. 


A  Novel  Advertising  Stunt 

A PROGRESSIVE  shoe  repair  shop  has  foun.d 
a  free  polish  a  cheap  and  effective  means  of 
advertising.  A  pair  of  polishing  wheels — one 
for  black  and  one  for  tan — are  placed  down 
near  the  sidewalk  in  front  of  the  store.  Before  each 
brush  there  is  a  little  door  through  which  the  passer- 
by may  stick  his  foot  to  have  the  dust  removed  or  the 
shine  renewed.  While  he  is  thus  having  his  shoes 
polished,  he  naturally  stands  in  such  a  position  as  lo 
have  his  eye  directed  to  the  interior  of  the  store  and  to 
the  repairing  machinery  in  operation. 


A  New  Ames-Holden  Undertaking 

THE  Directors  of  Ames  Holden  McCready,  Lim- 
ited,  have   avithorized   the   incorporation  of 
Ames  Holden  Rubber  Boot  Company,  Lim- 
ited, with  capital  of  $3,000,000  upon  substan- 
tially the  same  plan  as  Ames  Holden  Tire  Co.  Lim- 
ited and  Ames  Holden  Felt  Co.  Limited. 

During  the  last  year  the  Company's  business  in 
Rubber  and  Canvas  footwear  has  grown  to  such  pro- 
portions— and  is  still  increasing — that  the  capacity  of 
its  present  plant  will  not  be  anywhere  nearly  ade- 
quate to  take  care  of  the  necessary  production. 

The  Mount  Royal  plant  will  start  a  daily  increasing- 
production  May  3rd,  and  its  output  will  supplement 
the  supplies  already  contracted  for,  for  next  fall's  re- 
quirements. 

It  is  the  Company's  intention  to  divide  its  produc- 
tion of  the  various  kinds  of  rubber  footwear  between 
its  two  factories,  as  it  has  so  successfully  done  with 
leather  footwear  in  the  factories  at  St.  Hyacinthe  and 
Montreal.  The  St.  Hyacinthe  factory  specializes  on 
staple  heavy  work  shoes,  whereas  the  highest  grades 
and  styles  of  leather  footwear  are  made  in  the  Montreal 
plant.  This  has  resulted  not  only  in  better  workman- 
ship and  increased  output,  but  has  also  effected  sub- 
stantial economies. 

Likewise  light,  smart-fitting  rub])ers  and  rul)l)er 
soled  canvas  shoes  will  !)(■  made  at  the  Mount  Royal 


Rubber  plant  (which  adjoins  the  Ames  liolden  lea- 
ther footwear  plant  in  Montreal)  and  the  new  factory 
will  specialize  on  rubber  boots  for  iishermen,  miners, 
farmers  and  si)ortsmen,  overshoes  and  heavy  work 
rubbers  known  as  Lumbermen's. 


The  Wrong  Way  of  Estimating  Profits 

ACIRCUL.'\R  letter  was  recently  sent  to  the 
shoe  repair  men  of  Toronto  by  a  firm  of  rub- 
ber heel  manufacturers.  The  letter,  in  point- 
ing out  the  advantages  to  the  shoe  repairer  (;f 
handling  their  i)roduct,  jjroceeded  to  exjjlain  that  by 
buying  the  heels  at  20c  per  ])air  and  selling  them  at 
60c  per  pair,  he  made  a  ])rofit  cf  200  per  cent.  This 
statement  was  brought  to  the  attention  of  the  Shoe 
Rejiairers'  Association  and  strong'objection  was  taken 
to  it.  It  was  declared  that  the  conclusion  that  the  re- 
])airers  made  200  per  cent,  profit  was  entirely  at  fault, 
inasmuch  as  the  important  items  of  labor  and  over- 
head were  entirely  overlooked.  The  secretary,  Mr. 
Butterworth,  was  instructed  to  write  the  manufactur- 
ers to  this  effect,  pointing  out  at  the  same  time  the 
misleading  impression  that  would  be  conveyed  if  such 
a  statement  were  to  get  into  the  ])ublic  ])ress. 


Prosperous  Year  for  Canadian  Consolidated 
Rubber  Company 

T I  fE  annual  statement  of  the  Canadian  Consoli^ 
dated  Rubber  Co.  for  the  fiscal  year  of  1919 
shows  the  largest  earnings  in  its  history,  the 
total  net  sales  of  $22,162,977  comparing  with 
$18,785,640  in  1918.  After  deducting  expenses,  bond 
interest,  preferred  dividends,  repairs,  depreciation,  etc., 
the  surplus  stands  at  $1,541,512  again.st  $1,394,862  in 
the  previous  year.  In  his  report  to  the  .shareholders, 
Mr.  C.  B.  Segar,  the  president,  remarks  that  the  sales 
for  1919  do  not  include  any  substantial  amount  of  bus- 
iness incident  to  the  war,  and,  therefore,  the  directors 
believe  that  the  results  are  fairly  indicative  of  the  in- 
crease in  volume  of  business  that  may  reasonably  be 
expected  under  peace  conditions,  due  to  the  develop- 
ment of  the  country.  Cost  of  manufacturing  rose  dur- 
ing the  year,  due  to  the  increase  in  prices  of  substan- 
tially every  kind  of  raw  material  used,  and  to  the  in- 
crease in  factory  wages,  all  of  which  resulted  in  a  de- 
crease in  the  percentage  of  profits  to  sales.  In  1919, 
$1,716,897  was  expended  for  plant  improyements  and 
expansions,  which  amount  was  about  equal  to  total 
iiet  profits.  The  plans  for  1920  provide  for  a  substan- 
tial increase  in  the  ])roductive  ca])acity  (jf  the  foot- 
wear ])lants. 

Officers  and  directors  were, elected  as  follows:  C. 
B.  Segar,  New  York,  president;  W .  A.  Eden,  Mon- 
treal, vice-president;  Sir  Mortimer  B.  Davis,  Sir 
Charles  Gordon,  Herbert  Molson,  J.  B.  Waddell,  E.  E. 
Jamieson,  Victor  E.  Mitchell,  K.C.,  and  A.  D.  Thorn- 
ton, all  of  Montreal;  E.  W.  Nesbitt,  M.P.,  Woodstock, 
Ont. ;  and  S.  P.  Colt,  J.  Newton  Gunn,  Homer  E.  Saw- 
yer, and  E.  S.  Williams,  all  of  New  York,  with  Wal- 
ter Binmore,  Montreal,  also  a  member  of  the  board  and 
secretary  and  treasurer  of  the  company. 

The  Canadian  Consolidated  Felt  Company  also  im- 
prcned  its  position  during  1919.  The  sales  totalled 
$1,234,029  as  compared  with  $1,155,192,  while  the  net 
])rofits  were  $71,877  as  against  $69,804. 
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Promotion  in  A.  H.  M.  Ranks 

THE  following  letter  has  been  sent  out  to  the 
retail  trade  by  Mr.  Chester  F.  Craigie,  general 
sales   manager   for  Ames-Holden-McCready 
Limited : — 

"We  take  pleasure  in  announcing  to  you  the  pro- 
motion of  Mr.  N.  M.  Lynn,  Manager  of  our  Alberta 
Division,  to  be  Sales  Manager  for  the  Middle  West, 
to  take  efifect  at  once. 

"Mr.  Lynn  will  make  his  headquarters  at  our  Win- 


Mr.  N.  M.  Lynn,  Western  Sales  Manager, 
Ames-HoIden-McCready  Ltd. 

nipeg  offices  and  will  superintend  our  business  in  the 
Provinces  of  Manitoba,  Saskatchewan  and  Alberta. 

"This  appointment  is  a  recognition  on  our  part  of 
Mr.  Lynn's  valuable  services  to  this  company  and  an 
expression  of  our  intention  to  develop  our  business  in 
the  best  interests  .of  the  retail  trade  in  the  Middle 
Western  Provinces." 


Reincorporation  of  Weli-Known  Wiiolesale 
Firm— Capital  Increased 

The  Blachford  Davies  Co.,  Front  St.  W.,  Toronto, 
has  been  reorganized  as  the  Davies  Footwear  Com- 
pany, Ltd.,  with  an  authorized  capital  of  one  million 
dollars.  The  officers  of  the  company  under  this  rein- 
corporation are :  President  Mr.  C.  A.  Davies ;  first 
vice-president,  J.  W.  Muir ;  second  vice-president,  N. 
J.  Collins;  secretary,  W.  R.  MacNamara. 

This. reorganization  has  become  necessary  as  a  re- 
sult of  the  rapidly  expanding  business  of  the  company. 
Larger  quarters  are  required  for  the  same  reason,  and 
the  com])any  has  already  had  plans  jM'epared  for  a  new 
and  commodious  office  and  v/arehouse  building,  which 
will  be  erected  on  Bay  St. 

The  business  was  established  in  1905  as  Boulter, 
Davies  &  Co.,  and  has  since  grown  with  remarkable 
rapidity.  Mr.  C.  A.  Davies  was  associated  in  this  com- 
pany with  Mr.  Geo.  Boulter,  whose  place  was  later 
taken  by  Mr.  Arthur  W.  Blachford. 

Mr.  Davies  has  been  in  the  wholesale  shoe  busi- 
ness since  his  boyhood.  He  entered  the  employ  of 
Wm.  Griffith  &  Co.,  of  Hamilton,  as  an  errand  boy  in 
1882,  and  was  placed  on  the  travelling  staff  in  his 
eighteenth  year.    In  1887  he  joined  the  staff  of  the  W. 


B.  Hamilton,  Son  &  Co.,  with  whom  he  was  engaged 
for  eighteen  years  as  a  salesman.  During  that  time 
he  gained  an  enviable  reputation  and  established  an 
excellent  connection  with  the  trade  in  the  province 
of  Ontario. 

Mr.  Davies  has  at  present  in  hand  the  development 
of  the  company's  foreign  business,  and  has  recently 
sailed  for  Europe  in  that  connection.  This  department 
of  the  firm's  activities  is,  in  future,  to  be  carried  on  by 
a  separate  organization,  known  as  Charles  A.  Davies 
&  Co.,  Ltd.,  which  has  no  direct  connection  with  the 
Davies  Footwear  Co.,  Ltd.  Mrs.  Davies  and  Mr.  Geo. 
A.  Swahvell,  assistant  sales  manager,  have  accompan- 
ied Mr.  Davies  on  his  trip. 


Mr.  W.  E.  D.  Tighe  Passes 

Mr.  W.  E.  D.  Tighe,  president  of  the  Western 
Leather  Goods  Company,  Toronto,  has  been  called  by 
death.  His  passing  took  place  on  April  8.  The  late 
Mr.  Tighe  was  born  in  Perth,  Ont.,  fifty-eight  years 
ago,  and  came  to  Toronto  as  a  young,  man.  Some 
years  later  he  became  connected  with  the  Julian  Sale 
Company,  and  about  nineteen  years  ago  took  over  the 
Western  Leather  Goods  Company, 


Death  of  Weil-Known  Leather  Man 

We  regret  to  have  to  announce  the  death  of  Mr. 
Frank  W.  Robson,  Vice-president  and  Secretary-treas- 
urer of  the  Robson  Leather  Co.,  Oshawa,  Ont.  His 
passing,  which  took  place  suddenly  on  May  2,  will 
be  a  distinct  loss  not  only  to  the  company  to  which 
he  belonged  but  also  to  the  whole  industry. 

The  late  Mr.  Robson  was  in  his  fiftieth  year,  and 
had  been  a  life-long  resident  of  Oshawa.  He  had  been 
connected  with  the  tanning  business  since  his  boy- 


hood, having  entered  the  old  concern  of  James  Robson 
&  Sons,  which  was  organized  by  his  father,  as  soon 
as  he  left  school.  Fourteen  years  ago  at  his  father's 
death,  the  business  was  taken  over  by  his  brother  and 
himself,  and  has  grown  and  prospered  under  their 
management.  A  description  of  the  organization  and 
plant  appeared  in  the  March  issue  of  Footwear. 

Mr.  Robson  is  survived  by  his  brother,  Mr.  Chas. 
Robson,  President  of  the  Robson  Leather  Company  ; 
also  by  his  wife  and  one  sister. 
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Shall  We  Divide  Canada? 


IN  1867  our  fathers  consummated  at  great 
price  a  union  of  all  the  provinces  and  in- 
terests of  Canada.    For  over  half  a  cen- 
tury the  provinces  of  Canada  have  develop- 
ed together,   each   the   component  of  the 
other. 

Canada  must  be  bound  together  as  it  is 
to-day,  not  so  much  by  the  machinery  of 
government  as  by  ideas  held  in  common  by 
all  and  freely  exchanged,  so  that  all  sections 
sympathize  with  each  other.  This  result 
has  been  accomplished  primarily  by  the 
press,  particularly  the  weekly  and  monthly 
periodicals  and  business  papers. 

They  have  no  local  or  sectional  bias.They 
go  to  all  parts  of  the  Dominion.  They  serve 
all  parts  alike.  Their  service  is  in  bringing 
all  provinces  close  together  into  one  great 
nation  through  one  common  understanding. 

Canada  must  not  be  split  into  half  a  dozen 
sections — weak  with  the  evils  of  sectional- 
ism, disastrous  in  the  extreme — overflowing 
with  narrow  provincialism. 

Emanating  from  we  know  not  whither, 
comes  an  idea  that  will  rip  asunder  all  the 


good  done  in  over  half  a  century  of  patient 
building. 

It  is  proposed  to  tax  the  very  thing  that 
has  bound  Canada  into  one — to  place  on  the 
nation-binding  press  a  zone  postal  tax  which 
would  increase  the  postal  charge  upon  na- 
tional periodicals  as  high  as  800  per  cent. 
It  means  loss  to  you  personally  and  a  loss  to 
your  country.  It  will  weaken,  cripple  and 
in  some  cases  destroy  Canadian  national 
periodicals.  You  will  be  deprived  of  papers 
that  have  kept  you  informed  on  your  coun- 
try's problems,  your  business  problems — 
that  have  helped  you  in  your  work.  Such 
magazines  as  do  survive  will  cost  you  much 
more. 

The  publishers  are  not  trying  to  evade 
fair  taxation.  They  will  gladly  accept  any 
fair  tax  upon  their  profits. 

But  is  it  fair  that  you  should  be  taxed  out 
of  getting  journals,  papers  and  magazines 
that  have  helped  you  build  your  business 
and  in  turn  built  the  business  of  the  coun- 
try? 

If  you  believe  in  national  ideals  and  na- 
tional periodicals,  sign  attached  form. 


Tear  off  and  mail  to-day 


FOOTWEAR  IN  CANADA, 

347  Adelaide  Street  West,  Toronto,  Ont. 

I  am  opposed  to  any  zone  postal  law  which  would  mean  charging  higher  subscrip- 
tion rates  to  subscribers,  according  to  distance  from  office  of  publication. 


Name 


Address 
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FOOTWEAR   FINDINGS  i 

Happenings  in  the  Shoe  and  Leather  Trade  | 
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Messrs.  William  and  I'hillip  Scroggins,  two  young  men 
who  were  formerly  with  Getty  &  Scott,  Ltd.,  have  started 
the  manufacture  of  shoes  in  Gait,  Ont.,  in  the  rear  of  16 
North  St.  They  are  turning  out  little  gent's  and  youth's 
McKay  shoes.  The  operating  staff  is  at  present  limited  to 
seven,  but  it  is  to  he  augmented  as  soon  as  possible. 

The  factory  of  the  St.  Henri  Shoe  Company,  at  the 
corner  of  Greene  Ave.  and  Workman  St.,  Montreal,  has 
l)een  destroyed  by  fire,  involving  a  loss  of  nearly  a  quarter 
of  a  million  dollar?. 

Infants  Footwear,  Limited,  London,  Ont..  has  been  in- 
corporated, with  an  authorized  capital  stock  of  .$40,000. 

The  shoe  retailers  of  Belleville,  Ont.,  have  introduced 

iiiiiiiiniiiii 


Cherry  Calf,  Prefer- 
red last,  square  toe, 
shown  by  Chas.  A. 
Eaton  Co.,  Brockton. 


mil 

early  closing,  and  will  shut  shop  at  5.30  every  day  except 
Saturday,  during  the  spring  and  summer  months. 

The  Umversal  Rubber  Products  Company,  Limited,  has 
been  incorporated  with  head  office  at  Stratford,  Ont. 

Mr.  Wm.  J.  MacLean,  superintendent  of  the  Hartt  boot 
and  shoe  factory  at  Fredericton.  N.  B.,  for  several  years, 
has  resigned  his  position  with  that  concern,  and  is  return- 
ing to  Brockton,  Mass.,  which  was  his  home  before  coming 
to  Canada. 

A  Kitchener  firm  is  reported  to  be  negotiating  with  the 
council  of  Tara,  Ont.,  regarding  the  opening  of  a  factory 
in  that  village.    They  ask  a  bonus  of  $7,000. 

L.  J.  Wright,  shoe  retailer.  Leamington.  Ont.,  lias  sold 
out  to  the  firm  of  Caster  &  Kaake. 

The  Hickok  Manufacturing  Co.,  of  Rochester,  N.  Y., 
have  acquired  5,000  ft.  of  floor  space  at  33  Richmond  St. 
West,  Toronto,  as  temporary  premises,  and  will  open  up  a 
branch  plant  for  the  manufacture  of  belts,  buckles  and  other 
leather  goods.    They  propose  operating  a  tannery  in  Canada. 

The  Goldman  Rubter  Company.  Limited,  has  been  in- 
corporated with  a  capital  stock  of  $100,000,  head  office  at 
Toronto. 

Letters  patent  of  incorporation  have  been  issued  to 
the  United  Rubber  Company.  Ltd.,  Toronto,  with  an  author- 
ized capital  stock  of  $1,000,000. 

The  New  Toronto  Leather  Works,  Limited,  New  Toron- 


to, Ont.,  has  taken  out  Letters  Patent  of  Incorporation,  and 
is  authorized  to  carry  on  business  as  manufacturers  and 
dealers  in  leather,  and  leather  substitutes. 

The  Montreal  Heel  Company,  Limited,  has  been  incor- 
porated, with  a  capital  stock  of  $49,000. 

H.  G.  Plodges,  shoe  retailer,  Chatham,  Ont.,  has  moved 
into  new  premises  which  have  been  remodelled  for  his  use. 

Mr.  J.  D.  Schafer,  manager  of  H.  H.  Engel  &  Company's 
shoe  store,  Hanover,  Ont..  was  found  dead  recently  as  a  re- 
sult of  pistol  wounds.  The  cause  of  the  tragedy  is  not 
clear. 

The  premises  and  stock  of  the  St.  Henri  Shoe  Co..  Mon- 
treal, valued  at  $200,000.  were  destroyed  by  fire  recently. 

The  probable  location  of  a  new  shoe  factory  at  Colling- 
wood,  Ont.,  is  reported.  A  number  of.  concessions '  have 
been  asked  from  the  town  council,  and  are  being  considered.  • 

Thomas  Dussault,  Limitee,  is  a  concern  recently  incor- 
porated with  headquarters  in  Montreal,  authorized  to  carry 
on  a  wholesale  and  retail  shoe  business. 

The  Regent  Shoe  Store,  3  St.  Catherine  St.  W.,  Mon- 
treal, suffered  considerable  damage  to  building  and  stock 
through  fire  last  month. 

J.  E.  Paquet  &  Company,  Montreal,  has  been  incorpor- 
ated and  is  authorized  to  manufacture  and  deal  in  boots  and 
shoes.    Capital  $50,000. 

Double  Wear  Interchangeable  Heels,  Limited,  Halifax, 
N.  S.,  has  been  incorporated,  with  a  capital  of  $600,000. 

The  Canada  Shoe  Company  having  taken  over  a  num- 
ber of  the  old  machines  of  the  King  Shoe  Co.,  and  are  com- 
mencing operation  in  the  old  Central  Hotel  Building,  Owen 
Sound. 

J.  H.  Poupart  &  Co..  Ltd.,  Sherbrooke,  Que.,  has  been 
incorporated  with  a  capital  of  $45,000. 

Mr.  James  V.  Russell,  who  for  many  years  carried  on 
a  successful  shoe  business  in  the  north  end  of  St.  John,  N. 
B.,  died  recently  in  his  fifty-seventh  year.  Mr.  Russell  was 
also  a  commissioner  of  the  city  of  St.  John  for  four  years. 

Mr.  John  L.  Thompson,  one  of  the  oldest  and  most 
prminent  business  men  of  Port  Hope,  Ont.,  passed  away 
lately.  He  had  been  for  a  considerable  time  connected  with 
the  retail  ihoe  business. 

The  travellers  of  Daoust.  Lalonde  &  Company,  Limited, 
Montreal,  started  out  on  May  1st  with  a  full  line  of  samples 
for  fall,  1920. 

H.  Frechette,  sales  manager  of  the  Canadian  Footwear 
Company,  Ltd.,  Montreal,  has  returned  from  a  business  trip 
to  Toronto,  London  and  Hamilton,  where  he  showed  the 
company's  canvas  lines  for  spring,  1921.  Mr.  Frechette  an- 
ticipates a  big  season  on  the  white  canvas  goods  for  1921, 
judging  by  the  number  of  samples  placed  with  the  jobbers. 

F.  E.  Genner.  who  represents  the  B.  &  S.  Footwear 
Company,  Ltd..  Montreal,  in  Eastern  Canada,  has  just  re- 
turned from  a  very  successful  business  trip  to  Ottawa. 

J.  R.  Payan.  of  Duclos  and  Payan,  Montreal,  intends 
leaving  about  the  middle  of  May  for  an  automobile  trip 
th  rough  New  York  State.  Mr.  Payan  expects  to  be  away 
for  a  couple  of  weeks. 

Alexander  Touchette,  of  Toronto,  who  represents  the 
Janus  Robinson  Company,  Ltd.,  shoe  jobbers,  Montreal,  in 


72 


FOOTWEAR    IN  CANADA 


May,  1930 


Nothern  and  Western  Ontario,  died  on  April  24th  at  Sault 
Ste.  Marie,  followinf^  an  operation  for  appendicitis.  Mr. 
Touchette  represented  the  James  Robinson  Company  for 
about  ten  years,  and  was  one  of  the  best  known  travellers 
in  Ontario.  He  was  buried  at  Barrie,  on  April  31st.  Mr.  D. 
S.  Benvie,  representing  the  James  Robinson  Company,  was 
at  the  funeral. 

The  Industrial  Export  Company  of  Canada,  Limited,  have 
removed  from  the  Eastern  Townships  Bank  Building  to  10 
St.  Sacrement  Street,  Montreal.  The  company  occupy  ex- 
tensive ofifices  on  the  ground  floor. 

Our  congratulations  to  Mr.  W.  J.  Weldon,  the  sales 
manager  of  the  domestic  section  of  the  Industrial  Export 
Company  of  Canada,  Limited,  on  his  marriage  to  Miss  Cleg- 
liorn.    The  honeymoon  was  spent  in  the  United  States. 

S.  S.  May,  of  New  York,  the  originator  of  the  Esmay 
gaiter,  was  a  recent  visitor  to  Montreal,  where  he  superin- 
tended the  removal  of  the  Canadian  factory  to  larger  prem- 
ises on  Guy  Street,  Montreal.  The  output  of  the  Canadian 
factory  is  handled  by  the  Industrial  Export  Company  of 
Canada,  who  report  a  large  and  increasing  demand  for  the 
Esmay  gaiter. 

F.  M.  Morgan  has,  after  an  absence  of  two  years,  re- 
turned to  the  Ames,  Holdcn,  McCready  System  as  manager 
of  the  Saskatchewan  division,  with  headquarters  at  Regina. 
Mr.  Morgan  was  associated  with  the  company  for  more 
than  thirty  years,  and  is  well  and  favorably  known  to  the 
trade  throughout  the  Middle  West. 

F.  O.  Robinson,  of  the  Boston  Leather  Stain  Company, 
will  be  in  Canada  during  the  latter  part  of  May.  While 
here  he  will  visit  Toronto,  Montreal,  and  other  leading 
points.  Mr.  Robinson  is  widely  known  as  an  authority  on 
leather  stains  and  varnishes.  Anyone  wishing  to  get  in 
touch  with  Mr.  Robinson  while  he  is  in  Canada  should  com- 
municate with  the  Canadian  agents  of  his  firm,  the  Inter- 
national Supply  Company,  Montreal  and  Kitchener. 

Fred  Hendron,  former  manager  of  the  Saskatoon 
branch  of  Ames,  Holden,  McCready,  Limited,  ha.s  been  ap- 
pointed branch  manager  of  the  Alberta  division,  with  head- 
quarters at  Edmonton.  Mr.  Hendron  was  associated  with 
the  Winnipeg  branch  as  traveller  for  several  years,  and  was 
appointed  manager  of  the  Saskatoon  branch  in  October  last. 

The  head  office  of  the  International  Supply  Company  is 
now  permanently  settled  in  Montreal.  Mr.  H.  O.  McDowell 
and  other  members  of  the  firm  have  taken  up  residence  in 
that  city. 

C.  A.  Young  has  opened  a  shoe  repair  business  in  Port 
Hope,  Ont. 

The  Crown  Shoe  Mfg.  Co.,  Montreal,  has  been  register- 
ed by  Jas.  A.  L.  Leclaire. 

Arthur  Bonisteel,  of  the  Collis  Leather  Company,  Aur- 
ora, Ont.,  left  on  a  trip  to  England  and  the  Continent  re- 
cently, where  he  will  look  into  the  situation  with  regard  to 
both  raw  materials  and  finished  stock. 

The  Barrie  Tanning  Co.,  Port  Hope,  Ont..  has  made 
considerable  alterations  to  its  ))Iant.  with  the  object  of  in- 
creasing its  capacity. 

Capt.  Aubrey  Davis,  vice-president  of  the  Davis  Leather 
Company,  Newmarket,  Ont.,  made  a  business  trip  to  Mon- 
treal and  Quebec  last  month  to  visit  the  shoe  market. 

The  Acme  Leather  &  Supply  Co.  has  rcccntlj^  commenc- 
ed business  at  229  Notre  Dame  St.  W.,  Montreal. 

The  Industrial  Export  Co.  .  of  Canada,  Ltd,,  have  re- 
moved from  the  Eastern  Townships  Building  to  more  com- 
modious i)remises  at  10  St.  Scarcmcnt  St.,  Montreal. 

J.  L.  Brandon,  son  of  A.  Brandon,  of  the  Brandon  Shoe 


Co.,  Brantford,  Ont.,  who  has  lately  returned  from  three 
years'  service  overseas — latterly  with  Denikine  in  Southern 
Russia — now  assumes  his  former  ])Osition  with  the  firm.  He 
has  also  been  elected  a  director  of  the  company. 

1".  W.  Eastwood  recently  left  tlie  (jrcat  West  Sad- 
dlery Co.,  Calgary,  with  whom  he  had  been  for  ten  years, 
to  take  charge  of  the  Findings  Dept.  of  the  Davies  Foot- 
wear Co.,  Front  St.,  West,  Toronto. 

Nap  Bordcau  has  been  showing  his  samples  of  Eclipse 
shoes  at  the  King  Ivdward  Hotel,  Toronto. 

J.  .'\.  Cusson  was  recently  appointctl  superintendent  for 
the  J.  B.  A.  ("orheil  Co.,  Montreal. 

S.  j.  Martin  has  opened  a  new  shoe  store  in  Kingston, 

Ont. 

.Mhcrl  M.  Ishault  has  taken  charge  of  the  irten's  mak- 
ing department  for  the  Ames-Holden-McCready  Co.,  Mon- 
treal. 

E.  J.  Barrow  has  joined  tlie  selling  staff  of  the  United 
Shoe  Machinery  Co.,  and  will  make  his  headquarters  at  the 
Kitchener,  Ont.,  office. 

The  F.  &  B.  Shoe  Co.,  of  Montreal,  manufacturers  of 
cliildrcn's  turns  and  McKays,  have  slnit  down  for  an  indefin- 
ite time,  it  is  reported. 

H.  B.  McGce,  of  the  Perth  Shoe  Co.,  Ltd.,  showed  the 
company's  samples  at  the  King  Edward  Hotel,  Toronto, 
recently. 

The  J.  W.  Hewetson  Co..  Brampton,  Ont.,  contemplate 
adding  two  stories  to  their  factory.  New  machines  were 
lately  installed. 

Robt.  Brazill,  traveller  for  the  Harbor  Grace  Boot  & 
Shoe  Co.,  of  Harbor  Grace,  Nfld.,  visited  the  Maritimes  re- 
cently in  the  interests  of  that  Company. 

The  shoe  repair  shop  of  Alfred  Miller,  Hamilton,  recent- 
ly suffered  loss  by  fire. 

Henry  King,  shoe  merchant,  of  Oshawa,  Ont.,  proposes 
retiring  from  business  by  July  1,  1920. 

Wilkinson's  shoe  shop  in  Windsor,  Ont.,  has  suffered 
loss  by  fire. 

L.  Maguy  &  Co..  shoe  retailers.  Three  Rivers,  have  sold 
out  to  Raoul  Pelletier. 

The  Renolin  Mfg.  Co..  Montreal,  has  beei*  registered 
and  will  deal  in  leather  goods. 

The  Federal  Hide  &  Skin  Co.,  Ltd.,  Montreal,  has  ob- 
tained a  charter. 

A.  J.  Hall,  shoe  retailer,  of  Chatham,  Ont.,  has  taken 
his  son  into  partnership  with  him,  and  the  firm  is  now  known 
as  A.  J.  Hall  &  Son. 

Jacob  Meretsky  has  disposed  of  his  clothing  and  boot 
and  shoe  business  in  Windsor,  Ont.,  to  his  son. 

Chas.  Scott,  shoemaker,  of  Port  Hope,  Ont.,  passed 
away  recently. 

The  firm  of  J.  L.  Thompson  &  Son,  shoe  retailers.  Port 
Hope,  Ont.,  has  been  reorganized  as  J.  L.  Thompson  & 
Sons. 

C.  Parsons  &  Son,  Limited,  whose  head  office  is  at  79 
Front  St.,  E.,  Toronto,  liave  just  commenced  the  construc- 
tion of  a  new  sole  leather  plant  at  Omemee,  Ont.,  which  they 
expect  to  have  completed  by  July  or 'August.  It  is  their  in- 
tention to  manufacture  sole  leather  exclusively,  and  their 
capacity  will  be  three  to  four  hundred  sides  per  day. 

Messrs.  Turner  &  Co.,  footwear  wholesalers,  Charlotte- 
town,  P.E.I.,  have  recently  purchased  the  stock  and  general 
wholesale  business  of  Morris  &  Smith  of  the  same  city,  thus 
adding  quite  considerably  to  their  business.    Turner  &  Co. 
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MELTONIAN 

Boot  Polishes 

and 

Creams 


The  Polishes 
That  Get  Hold 
of  the  Public 


SAMPLES 
PRICES 

&  TERMS 

with 

PLEASURE 

from 

Mr.  Robt.  D.  AYLING 

23  Scott  Street 

Phone  Main  7613 

TORONTO 

Agent  for  the  sole  manufacturers : 

E.  BROWN  &  SON,  Ltd. 

LONDON  and  PARIS 
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advise  that  the  trade  is  fairly  active  in  Prince  Edward  Is- 
land and  that  their  sales  up  to  the  present  have  been  con- 
siderably larger  than  last  year. 

James  Robinson,  president  of  the  James  Robinson  Com- 
pany, Limited,  Montreal,  has  returned  to  Montreal,  after 
spending  the  winter  in  California. 

The  incorporation  of  the  Shoe  Superintendents'  and 
Foremen's  Association  of  Montreal  has  been  authorized  by 
the  Administration  Commission  of  Montreal,  in  conform- 
ity with  the  authority  given  at  the  last  session  of  the  Que- 
bec Legislature. 

J.  D.  Palmer,  president  of  the  Hartt  Boot  and  Shoe  Co., 
Fredericton,  N.  B.,  was  a  recent  visitor  to  Montreal. 

Thomas  Dussault,  Limited,  Montreal,  has  been  formed, 
with  a  capital  of  $99,000,  to  deal  in  shoes,  wholesale  and  re- 
tail, and  to  take  over  any  existing  business.  Mr.  Dussault 
is  now  in  business  as  a  shoe  retailer  at  281  St.  Catherine 
Street  East,  Montreal. 

The  Conaway-Wadsworth  Pattern  Company,  Limited, 
of  Milwaukee,  Wis.,  have  opened  a  branch  in  Montreal  un- 
der the  management  of  Mr.  Gus  Lossman,  and  are  prepared 
to  give  the  manufacturers  an  efficient  shoe  pattern  service. 

The  Rubber  Association,  Canada,  has  been  incorporat- 
ed under  a  Dominion  charter.  The  incorporators  are  report- 
ed as  follows  in  the  Weekly  Bulletin  of  the  Department  of 
Trade  and  Commerce:  C.  H.  Carlisle,  John  Westren,  Chas. 
N.  Candee  and  Victor  van  der  Linde,  of  Toronto;  A.  D. 
Thornton,  of  Montreal;  Wm.  H.  Miner,  of  Granby;  and 
Frederick  E.  Partridge,  of  Guelph — all  rubber  manufactur- 
ers. 

Mr.  C.  A.  Canning,  shoe  repairer,  Toronto,  has  bought 
out  G.  Aplin,  1693  Dufiferin  St.,  now  making  him  the  owner 
of  three  repair  shops.  His  first  shop  is  at  1155  Yonge  St., 
and  he  has  another  at  2439  Yonge  St.  Mr.  Canning  was 
formerly  foreman  with  Getty  &  Scott,  Ltd. 

The  Shops  Act  in  Manitoba  has  been  amended  to  permit 
rural  municipalities,  villages  and  towns  to  pass  by-laws  mak- 
ing Thursday  afternoon  from  12  o'clock  noon  a  half  holiday 
for  the  whole  or  any  part  of  the  year.  Cities  may  pass  by- 
laws making  such  day  or  days  half  holidays  during  the  whole 
or  any  part  of  the  year  as  are  determined  by  the  (^ass  or 
classes  of  trade  desiring  the  same. 

Leslie  J.  Wright,  of  Leamington,'  Ont.,  has  sold  out 
his  shoe  store  to  Caster  &  Kaake. 

The  death  is  announced  of  Mr.  John  L.  Thompson,  of 
John  L.  Thompson  &  Son,  boot  and  shoe  merchants,  Port 
Hope,  Ont. 

The  National  Leather  Goods  Co.,  Toronto,  has  register- 
ed. :"f 

Morris  Liss  and  Richard  B.  Chalue,  who  have  heretofore 
been  associated  in  the  operation  of  the  Korker  Shoe  Com- 
pany of  Winnipeg,  have  dissolved  partnership,  and  the  busi- 
ness is  now  being  carried  on  by  Richard  B.  Chahic  under 
the  same  style. 

The  "stork"  recently  visited  at  the  home  of  Mr.  J.  Scul- 
ly, the  Montreal  manager  of  the  Newcastle  Leather  Co.  He 
left  a  daughter. 

Mr.  Iredale,  of  the  Canada  Last  Company,  Preston,  Ont., 
was  in  Montreal  during  the  week  of  May  1,  calling  on  the 
trade. 

The  shoe  store  of  W.  O.  Adams,  Belleville,  Ont.,  has  suf- 
fered damage  through  fire. 

Aristide  Racette,  shoe  retailer,  Joliette,  Que.,  has  made 
an  assignment. 

The  death  occurred  on  A|)ril  10th  of  Mr.  W.  A.  Matley, 
former  secretary-treasurer  of  Ames-Holden-MrCready  Com- 


pany, Montreal.  The  late  Mr.  Matley  retired  from  active 
business  life  about  four  years  ago. 

Odilon  Gagnon,  shoe  wholesaler,  Montreal,  has  made 
an  assignment,  and  has  also  registered,  according  to  Brad- 
streets. 

The  National  Shoe  Company,  shoe  wholesalers,  Mon- 
treal, has  been  registered  by  Sam  Goldberg. 

Shepherd  &  Haining's  shoe  store,  Fredericton,  N.  B., 
has  been  damaged  by  fire. 


NEW  SHOE  FACTORY,  BELLEVILLE.— Experienced  Shoe  Fac- 
tory Help,  all  departments,  for  our  new  high  grade  welt  and  turn  fac- 
tory at  Belleville.  Ready  in  three  months.  Living  conditions  best  in 
Canada.  Highest  wages.  Give  all  particulars — married  or  single,  experi- 
ence, position  desired,  etc;,  etc.  Applications  strictly  confidential. 
Natural  Tread  Shoes,  Limited,  310  Yonge  St.,  Toronto.  5 


FOREMAN  OR  FORELADY — Experienced  on  shoes  and  overgait- 
ers.  Must  be  capable  of  securing  and  handling  help.  Unusual  oppor- 
tunity.   Apply  Box  240,  Footwear  in  Canada,  Toronto.  5 


HAZEN  B.  GOODRICH  &  CO. 

HAVERHILL  -  MASSACHUSETTS 


MANUFACTURERS 


MEN'S  &  WOMEN'S  SLIPPERS,  OXFORDS,  PUMPS 


GOOD  PATTERN  DESIGKING 

IS  AK  ACQUIRED  ART 

^ittin^  the  lines  oja  last  is  not 
a  Mechanical  Operation  but  a 
Matter  of  5kill-a  res  ult  of  years 
oj  Study  and  7raininJ  g?^ 

PATTERN  MAKING  demands  l?are 
Judgement  to  ^ivc  Style  and  Grace- 
full  Lines  and  assure  conjormiti/ 
to  the  Original  Last  Outlines 
FITTING  QUALITV  DEMANP5ACCUR/lCy 

IVHEELERgCMINGS 

i75lina)ln  St.  Boston  Mas^  (ISA. 
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EVERYBODY  who  habitually 
wears  white  boots  or  shoes 
knows  and  buys 


BLANCJQ 


TheWHITE  CLEANER 
Keeps  White  Shoes  White 

Everybody  who  buys  new  white  footwear  will 
need  "BLANCO,"  and  no  one  who  has  ever  used 
it  will  ever  be  persuaded  to  take  a  substitute,  for 
"BLANCO'!  does  its  work,  does  it  well 
— and  easily — no  trouble,  no  messiness. 

"BLANCO"  quality  will  take  care  of 
your  reputation — "BLANCO"  profits 
are  as  good  as  its  reputation. 

So  with  every  consignment  of  White 
Footwear  order  a  consignment  of 
"BLANCO"_"to  keep  those  white 
shoes  white." 

Order  now  from  your  Jobber 


^^St  .,..^Ty  l^fev 


\         Manufactured  by 

Joseph  Pickering  &  Sons,  Ltd. 

SHEFFIELD,    England.  ^ 
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H.    O.  MCDOWELL 


IMPORTERS  il(Rrc°;iT)!)  JOBBERS 
^  MANUFACTURERS  v"^^—^^^  *^ A I  P*^  ArscMTcs 


H.  N.  LINCOLN 


SALES  AGENTS 


Q? 


FACTORY   AND  BRANCH 
37  FOUNDRY  ST.  S. 

KITCHENER,  ONT. 

Representing 

American  Lacing  Hook  Co. 

Waltham,  Mass. 
Lacking  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works 
Chicago,  HI. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Boston,  Mass. 
Ceroxylon.  the  Perfect 
Liquid  Wax 

Dean   Chase  Co., 

Boston,  Mass. 
Shoe   Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 
Cincinnati,  O. 
Shoe  Machinery 

Hazen,  Brown  Co., 

Brockton,  Mass. 
Waterproof    Box  Toe 
Gum,    Rubher  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood    Heels   and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mqss. 
Binding,   Staying,  etc 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax   Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

Safety  Utility  Economy  Co., 
Boston,  Mass. 
Electric    Heating  Equip- 
ment 

The  S.  M.  Supplies  Co., 
Kactory  Supplies, 
Needles,  etc. 

J.  Spaulding  &  Sons  Co., 

N.  Rochester.  N.H 
(iuarantecd  Fibre  Coun- 
ters,   Fibre  Insoling 

The  Textile  Mfg.  Co., 

Toronto,  On'.. 

.Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Welting, 
etc. 


QUnr  MACHINERY  FINDINGS 
OnVyL  AND  FACTORY  SUPPLIES 

THE  LARGEST  SHOE  FACTORY   SUPPLY  HOUSE  IN  CANADA 


BRANCH 
566  ST.  VALIER  STREET 

QUEBEC 


MAIN  OFFICE 
154   NOTRE  DAME  ST..  W. 

MONTREAL 


Bottoms  of  shoes  that  are  finished  with 

CYCLONE  BLEACH  and  MAGIC 

STAIN,  Heels  that  are  finished  with  our 

famous  BLACK  DIAMOND  HEEL 

BLACKING  and  Edges  that  are  finish- 
ed with  our  KING  EDGE  STAIN 

produce  best  result  and  give  satisfaction 
to  manufacturer  and  consumer. 

Do  You  Want  It? 

WRITE  FOR  SAMPLES 


Boston  Leather  Stain  Company 

109  Purchase  Street         -        -        Boston,  Mass.,  U.  S.  A. 

Sole  Canadian  Agents: 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 
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These  Shoes  Are  From  The 

BEST  OF  LEATHER 

are  made  to  stand  all  kinds  of 
weather. 

The  pudding's  proof  is  in  the 
eating,  and  wearing  shoes  de- 
tects all  cheating. 

The  Best 

Everyday 

Shoe  for 

Solid  Comfort 


"EUREKA" 


9693.  Women's  9  Black  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

9694.  Women's  9  Brown  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

WRITE  DIRECT  TO  US 
FOR  QUOTATIONS  AND  SAMPLES 

Our  salesmen  are  now  visiting  the  jobbing  trade  with  a 
complete  line  of  our  new  styles  for  Fall.  See  our  latest 
production  on  Last  65. 

JOBBING  TRADE  ONLY 


EUREKA  SHOE  CO.,  LIMITED 


THREE  RIVERS,  QUE. 
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SHOES 


For 

Infants 
Children 
Misses  and 
Crowing 
Girls 


Selling 
to 

Jobbers 
Only 


Serviceable  footwear  for  active  young- 
sters constructed  to  give  exceptional 
wear  where  the  wear  is  hardest. 

Manufactured  to  allow  perfect  comfort 
and  freedom  to  growing  feet. 

A  line  which  will  satisfy  the  parents 
and  offers  generous  profits  and  rapid 
turnover  to  the  dealer. 


Children's  Shoe  Mfg,  Co.,  Limited 

1 1  Belleau  St.  -  -  Quebec  City 


0JHAWA||12^  CANADA 

TANNERS  AND  CURRIERS 


Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 

MONTREAL  OSHAWA  QUEBEC 
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Boys',  Youths'  and  Men's  Shoes 

 for  the  jobbing  trade  


No.  46 


LAGACE  &  LEPINAY 

22  ST  ANSELME  ST. 

QUEBEC 


We  carry  a 
splendid  line  of 
McKays  for  women 


No.  50 


Now  is  a  good  time  to 
come  in  and  see  our  new 
models.  If  you  cannot 
call  upon  us  we  shall  be 
pleased  to  send  samples 
for  your  approval.  We 
can  promise  sound  mer- 
chandise at  attractive 
prices. 


BOOST 


Our  High  Class  Lines  of 

Men's,  Women's,  Boys'  and  Youths* 
WELTS  and  MEDIUM  McKAYS 

These  shoes  meet  all  the  requirements  of  jobber  and  dealer,  and  will  net 
you  liberal  profits  and  give  you  a  rapid  turnover. 

They  are  lines  of  footwear  which  are  reliable  in  service  and  embody  all 
the  essentials  of  correct  style  and  quality  material. 

We  Sell  the  Jobbers  Only 

LUDGER  DUCHAINE 


593  St.  Valier  Street 


QUEBEC  CITY 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Adanac  Footwear  Company   18 

Aird  &  Son   a-t 

Aines-Holden-McCready   as 

Armstrong,  W.  ])   1)1 

Beckwith  Box  Toe  Company   .  .    .  .  SO 

Bennett,  Limited   T) 

Blouin,  f'ierre   S4 

Boot  and  Shoe  Union  

Borne,  Lucien   07 

Boston  Blacking  Company   84 

Boston  Leather  Stain  Company..  ..  7() 

Breithaupt  Leather  C  o.'   lil! 

Brodie  &  Harvie   1(4 

Brown  &  Company,  K   7.'! 

Canadian  Consolidated  Rubber  Co.  :!-4:i 

Canadian  Footwear  Co   i:! 

Canadian  Shoes  Limited  

Champion  Shoe  Machinery  Co..    ..  SO 

Children's   Footwear   Co   0 

Children's  Shoe  Mfg.  Co   78 

Citadel  Leather  Company  

Clapp  &  Company,  Edwin   8:5 

Clarke  and  Company,  A.  R   100 

Cote  &  Son,  A.  A   0.5 

Cote,  J.  A.  &  M   01 

Dale  Wax  Figure  Company   S.") 

Dalrymple  Piilsifier  Co   40 

Daoust-Lalonde   &   Company    ..    ..  10 

Davies  Footwear  Co  80-87 

Deshler  Broom  Company   81 

Duchaine,  Ludger   70 

Duclos  &  Payan   7 

Dunlop  Tire  &  Rubber  Goods  Co...  32 

Eastern  Shoe  Mfg.  Co   81 

Edwards  &  Edwards   04 

I'Atreka  Shoe  Company   77 


Franklin  Machine  Co   04 

Fortuna  Machine  Co   84 

Freeman,   Louis  G   98 

Cialt  Shoe  Company   41 

fJetty  &  Scott   -M 

(jirouard,  Le  Maison   81 

Globe  Furniture  Co   Hr> 

(ilobe   Shoe   Company   8(5 

(ioodrich,  Hazen  B   74 

Hartt  Boot  &  Shoe  Co   20 

Hinde  &  Dauch  T'ajjer  C()m])any  .  .  04 

Holters  Company   12 

Hopkins  &  l':ilis   14 

International  Business  Machines  Co.  22 

International  Supply  Co   20 

Kelly,  Thomas  A   90 

Kenworthy  Bros   09 

King  Bros   01 

LaDuchesse  Shoe  Comjiany   98 

Legace  &  Lepinay   79 

Landers  Bros.  Co   96 

Lang  Tanning  Co   2r> 

Landis  Machine  Company   90 

Lennox  &  Co.,  John   83 

McLaren  &  Company,  J.  \   39 

Millner  Company   8.5 

Minister  Myles  Shoe  Co   19 

Minister  of  Munitions   87 

Montreal  Moccasin  Company   ....  0 

Montreal  Stencil  Company   9.5 

Montreal  Style  Show  30-31 

Morse-Redden   Co   81 


Narrow  Fabric  Company   95 

National  Cash  Register  Company  . .  88 

New  Castle  Leather  Company  ....  27 

New  Shoe  Machinery  Co   85 

Oscar  Onkeii  Company   91 

I'anther  Rubber  Co   ..Cover 

Perfection  Counter  Co   98 

Perkins  &  McNeely   91 

Perth  Shoe  Co   15 

Pickering  &  Sons,  Joseph   75 

Regal  Shoe  Company   1 

Regina  Shoe  Co   18 

Retail  Shoe  Salesmans  Institute.   ..  8 

Reynolds,  Jr.,  Wm.   82 

Robson  Leather  Co   78 

Robinson  Co.,  Ltd.,  James  20-21 

Regina  Shoe  Co   18 

Saba  &  Co.,  C.  A  

Samson  Enr.,  J.  E   97 

Signry,  The   81 

Sisman  Shoe  Company   77 

Slater,  Geo.  A   40 

Snubbers  Shoe   2.3 

Spaulding  &  Sons,  J   10 

Standard  Kid  Mfg.  Co   4 

Standard  Show  Card  Service  Inc....  80 

Standard  Welt  Co   11 

Taylor-Forbes  Co   95 

Tetrault  Shoe  Mfg.  Co   38 

Tillsonburg  Shoe  Co   17 

United  Shoe  Machinery  Co.,  Ltd.  90-93 

United  States  Hotel,  Boston   ..    .  .  97 

Universal  Shoe  Machinery  Co   82 

Wheeler  &  Cummings    74 


Where  There  Can  Be  No  Compromise 

There  can  be  no  question  as  to  the  importance  of  using  the 
best  box  toe  obtainable. 

The  style  and  the  durability  of  the  shoe  depends  upon  it. 

Heat,  perspiration  from  the  foot  and  dampness  must  be  care- 
fully guarded  against  if  100%  satisfaction  is  guaranteed  with 
your  shoes.    There  can  be  but  one  answer. 

Use  the 

VULCO-UNIT 

Box  Toe 
Beckwith  Box  Toe  Limited 

Sherbrooke,  Quebec 


Patented  Dec.  30th.  1913 
Patented    Oct.  26lli.  1915 
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Buyers  and  Dealers 

In  all  kinds  of 

Belt,  Welt,  Saddle,  Scrap 
Leathers  and  Offal 

WE  BUY  AND  SELL 

All  Kinds  of  SOLE  LEATHER 
Tannery  Offal  and  Scrap  Leather 

Also  ROUGH  SPLITS  of  all  kinds 


Consignments  Solicited 


Let  us  know  what  you  have  to  offer.    We  will 
help  you  market  your  accumulations 

Correspondence  Solicited 

Morse-Redden  Inc. 

50  South  St,,  Boston,  Mass.,  U.S.A. 


Whalebone  Barber  Whisks 


WHALEBONE 

PAT.  OCT.  27.1914 


Until  the  "FAMOUS  WHALEBONE  BARBER 
WHISK"  was  patented  there  were  no  Barber 
Whisks  that  gave  satisfaction.  All  difficulties 
have  been  overcome  in  the  WHALEBONE  and 
we  guarantee  every  one  of  them.  SOLD  TO 
JOBBERS  ONLY. 

We  also  manufacture  the  celebrated  DESHLER 
HIDE  BROOMS  which  are  especially  adapted 
for  sweeping  and  cleaning  Hides.  Users  of  Hide 
Brooms  should  get  in  touch  with  us.  Every 
broom  guaranteed.  References :  All  the  Lead- 
ing Hide  Dealers  and  Packing  Houses  of  the 
United  States. 

We  are  the  sole  manufacturers  of  above  named 
Articles.    Watch  for  our  circular  letters. 

Deshler  Broom  Factory 

DESHLER,  Nebr. 


THE 

EASTERN  SHOE  MFG.  CO.,  LTD. 

150  Frontenac  Street  Montreal 

MANUFACTURERS  OF 

HIGH    CLASS    FOOTWEAR  IN 
MISSES',  CHILD'S  AND  INFANT'S 
McKAYS 


Embracing  distinction  in  quality 
and  workmanship 


THE  SIGNRY 


OUT-DOOR  ADVERTISING 

ELECTRIC  SIGNS 


'SIGNS  OF  ALL  KINDS " 


340  RICHMOND  ST 

London 

BRANCH,  BROCK  ST.,  WINDSOR 


SHOW  CARDS 


SERVICE  BY  MAIL 


A  Trial  Order  Will  Convince 


For  Better  Lines  of 

WHITE  CANVAS  SHOES, 
FELT  SHOES  and  SLIPPERS, 
GAITERS  and  LEGGINGS, 
RUBBERS,  Etc., 

Our  Service  Has  Stood  the  Test. 
WE  SOLICIT  A  TRIAL  ORDER 

La  Maison  Girouard  Limitee 

(E.  T.  Shoe  Co.)      ST  HYACINTHE,  QUE. 
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THIS 


— is  Buck-El-On — a  simple 
device  —  readily  understood 
and  appreciated  the  moment 
it  is  seen. 


and  this 


is  what  it  will  do;  increase  your  shoe 

ornament  sales  by  its  wonderful  way 
of  holding  the  buckle  in  place,  com- 
fortably and  securely,  without  the 
slightest  possibility  of  loss,  without 
the  slightest  defacement  of  the  pump. 


We  have  a  little  circular  that  tells  the  whole  story  in  a  few  words.  It  will  take  you  a  minute  to  read 
it — but  you'll  be  cashing  in  on  a  big  idea  when  you  realize  what  a  story  it  tells.   Write  for  your  copy. 

WILLIAM  REYNOLDS,  JR.,  Inc.,         Providence,  Rhode  Island,  U.S.A 


Are  You  Surprised? 

to  know  that 

You  can  buy  this  Outsole  Curved-Needle 
Shoe  Stitcher,  Made  in  Canada,"  for  net  cash, 
or  on  monthly  time  payment. 


NO  DUTY 


NO  ROYALTY 


With  Service  that  you  will  be  proud  to  have 
at  your  command. 

We  also  manufacture  Finishing  Machines 
which  cannot  be  equalled. 

Universal  Shoe  Machinery 
of  Canada,  Limited 

124-128  QUEEN  ST.  MONTREAL 
ADAMS  BROS.   HARNESS    MFG.  CO. 


781  King  St.  W.,  TORONTO 


(Agents  for  Ontario) 
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FOR  OVER  SIXTY  YEARS,  "QUALITY"  HAS 
BEEN  OUR  WATCHWORD.  IT  HAS  BEEN 
OUR  AIM,  REGARDLESS  OF  COST  OR  CON- 
DITION. STYLES  CHANGE,  FASHIONS 
COME  AND  GO,  BUT  YOU  WILL  FIND  IN 
OUR  LATEST  CREATIONS,  THE  SAME  DE- 
SIRABLE QUALITIES  OF  COMFORT  AND 
APPEARANCE,  THAT  WERE  SO  PLEASING 
TO  YOUR  FATHER  OR  GRANDFATHER 
NEARLY  SEVENTY  YEARS  AGO. 


EAST  WEYMOUTH,  MASS.,  U.S.A. 


When  it  comes 

to  Rubbers 

Dominion  Rubber  System  Rubbers 


When  it  comes 
to  Service 

Lennox 

BOOTS  AND  SHOES-STYLISH  AND  STAPLE 

JOHN  LENNOX  &  CO.,  "IImilton'^' 
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7oTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 


127  Duane  Street 


NEW  YORK 


Leathers 


Glazed  Kid 

Black  and  all  colors. 

Side  Leathers 

All  grades,  all  weights,  all  right 

Glove  Leather 

Grain  and  splits,  all  kinds,  all  colors 

Shoe  Findings 

Buttons,  Bows,  Fabrics,  Topping* 
Drills,  Twills,  Cottons,  Cork  Screws, 
Flannels,  Cotton  Threads,  Ducks, 
Poplin 

Canctdian  Representatives  : 

Standard  Kid  Mfg.  Co.,  Boston 
The  Thomas  Lake  &  Whit  on  Inc.,  Boston 

You  will  confer  a  favor  to  us  if  you  call  on  them  when  in 
Boston.    They  will  surely  interest  you. 

Pierre  Blouin  Reg^d 

QUEBEC 


60  Colomb  St. 


MONTREAL 

59  St.  Peter  St. 


MADE   IN  CANADA 


Our  line  of  Channel  Cements,  Sole  Laying 
Cements,  Chrome  Cements,  and  Surefold 
is  a  quality  line. 

The  first  consideration  given  to  their  make- 
up is  QUALITY. 

You  may  depend  on  them  being  as  good  a 
Cement  as  can  be  made. 


Boston  Blacking  Company 

152  McGill  Street,  MONTREAL,  Canada 
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Display  Your  Shoes 
Attractively  on  the 
Classic  Stand 


The  Classic  is  the  most  hand- 
some display  stand  ever  put  on 
the  market  in  Canada. 

Its  simplicity  and  beauty  of 
design  will  add  refinement  to 
your  store  and  attractiveness 
to  your  goods.  The  Classic 
Shoe  Stand  is  finished  in  a 
rich  gold  with  black  relief. 

Write  for  further  particulars. 


DALE  WAX 
FIGURE  CO. 

LIMITED 
TORONTO 


CLASSIC 

No.  4025— Double 
Shoe  Stand 
Made  in  three 
heights,  18,  24  and 
30  inches. 


Electric  Buffer  Dryers 
Electric  Treeing  Irons 
ElectricHeatingDevices 


All  sold  subject  to  your  approval 
after  thirty  days  free  trial. 


Write  today  for  full 
particulars 


Millner  Company 

1706  N.  12th  St.,  St.  Louis,  Mo. 


Globe  Furniture  Co. 

(Limited) 

Waterloo,  Ont. 


Send  jor  Catalogue  and  Prices 

GLOBE  INTERLOCKING  SHOE 
STORE  CHAIRS 


ShoeTools  and  Findings 


BOSTON  BURNISHERS 

Made  in  2  sizes 


TRI-ANGS 


For  protecting  heels  from  wearing  out  too  quickly.  Manu- 
facturers of  a  large  and  complete  line  of  tools  and  findings  for 
shoe  repairer  and  shoe  store. 

The  New  Shoe  Machinery  Company 

PROVIDENCE,  R.I.,  U.S.A. 

Distributors  for  British  Columbia: 

B.C.  LEATHER  &  FINDINGS  COMPANY  LIMITED 

VANCOUVER,  B.C. 

Distributors  for  Provinces  of  Saskatchewan, 
Alberta  and  Manitoba: 

THE   GREAT    WEST    SADDLERY  COMPANY 

Winnipeg  Edmonton  Saskatoon  Calgary 
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A  TONIC 


FOR     INACTIVE  BUSINESS 


A  good  dose  of  snappy- fresh- 
seasonable  display  cards  in- 
jected into  your  windows 
will  create  a  spirited  circu- 
lation of  new  business. 
9how  Cards,  the  'year  'round 
business  stimulant.ixy  them. 


56  W.  Washington  St.,  Chicago,  111, 


f,l>.  Are  you  acquainted  with  our  service  plan? 


The 
Globe 
Pillow 
Welt 


A  genuine  Goodyear  Welt 
sewn  right  into  the  sole  — 
a  feature  in  our  footwear 
for  Misses,  girls,  children, 
and  infants,  which  provides 
exceptional  comfort  and 
ease  to  growing  feet. 

The  other  points  which 
add  to  the  popularity  of 
these  shoes  are  the  soft 
cushion  sole  and  the  soft 
cork  filling  between  the 
inner  and  outer  sole. 


GLOBE  SHOE  LIMITED 

Factory  TERREBONNE,  QUE. 

Selling  Agents 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 


May,  1920 
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MINISTR-Y  OF 


The  Disposal  Board  have 

STOCKS 

lying  in  the  United  Kingdom  and 

AVAILABLE  FOR  EXPORT 

OF 

Engineering  Stores 

Ferrous  and  Non-Ferrous      Electrical  Instruments  and 


Metals 
Plant  and  Machinery 
Steam  Engines  and  Boilers 
Factory  Stores 
Machine  Tools 
Railway  Material 
Contractors'  Stores 
Medical  Stores 


Machinery 
Chemicals  and  Explosives 
Motor  Vehicles 
Agricultural  Machinery 
Aircraft 
Furniture 

Textiles  and  Clothing 
Motor  Boats,  etc.,  etc. 


BOOTS    AND    LEATHER   EQUIPMENT  e 


Buyers  should  instruct  their  representatives  in  the  United  Kingdom  to  com 
municate  with  D.  B.  8,  Canadian  Export  Department,  Ministry  of  Munitions 

Cable  address:  "DISPEXPORT,  MUNORCIZE,  LONDON" 
Whitehall  Place,  London  S.W.,  England. 


miini 


LiiJ 


LUU 


liilL 
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The  common-sense  way  of  handling 

credit  accounts 


MERCHANTS  in    182  different 
lines  of  business  are  using  the 
N.C.R.  Credit  File. 

These  merchants  have  found  that  the 
file  gives  them  the  common-sense  way 
of  handling  credit  accounts. 

It  is  a  one-writing  system.  It  elimin- 
ates book  posting  of  accounts. 

It  keeps  each  day's  credit  business 
separate. 


It  prevents  forgetting  to  charge  goods 
sold  on  account. 

It  prevents  neglecting  to  credit  money 
paid  on  account. 

It  gives  each  charge  customer  a  state- 
ment of  account  on  every  purchase. 

It  protects  every  credit  record  until  it 
is  paid  in  full. 

It  saves  time,  work,  and  worry.  It  stops 
leaks  and  saves  profits. 


Investigate  this  common-sense  way  of  handling  credit  accounts 

The  National  Gash  Register  Company  of  Canada,  Limited 


BRANCH  OFFICES: 

Calgary  714  Second  Street  W. 

I^ondoii  •    350  Dundas  Street 

Kdmonton  5  McLeod  BIdg. 

Ottawa  306  Bank  Street 

Halifax  63  Granville  Street 

Oucbcc  133  St.  Paul  Street 

Hamilton  14  Main  Street  E. 

Kcgina    1820  Cornwall  Street 

Montreal  122  St.  Catherine  Street  W. 

Vancouver   524  Pender  Street  W. 

Toronto  40  Adelaide  Street 

St.  John  50  St.  Germain  Street 

Saskatoon   265  Third  Avenue  S. 

Winnipeg  213  McDermot  Avenue 

FACTORY:  TORONTO,  ONTARIO. 


FILL  OUT  THIS  COUPON  AND  MAIL  TODAY 

Dept.  25,  The  National  Cash  Register  Company  of  Canada,  Limited, 
97  Pelham  Ave.,  Toronto,  Ontario: 

Please  give  me  full  particulars  about  the  N.  C.  R.  Credit  File  way 
of  handling  credit  accounts. 


Name  . 
Busines 


Address 
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A  Shoe  Merchant 


With 


Champion  Shoe  Repair 

Department,  said 


Every  customer  for  a  new  pair  is  i 
department. 


prospect  for  the  repair 


By  installing  the  shoe  re])air  department  behind  a 
glass  partition,  cnstomers  can  look  right  into  the  repair 
shop  and  see  how  the  work  is  done.  I  would  put  the 
Stitcher  right  up  near  the  glass  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outfit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  Any  live 
merchant  could  start  right  in  making  such  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  leave  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  liv.e  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  repair  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 
ment. 

Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 

Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 

Over  20,000  Champion  Machines  of  various  types 
in  use— That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of : 

Seven  difYerent  types  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 
Forty  dififerent  models  of  Repair  Outfits,  consisting  of  Stitchers 
and  Finishers. 

Two  distinct  types  of  Nailing  Machines. 
Many  dififerent  Models  of  Finishers. 
Universal   Model   Curved   Needit  ^  complctc  line  of  Double  Tread  Tire  Machines, 

gat  g^asofinf.'or^Te^rid^^^^  Many  labor  and  material  saving  auxiliary  machines. 


CHAMPION  SHOE  MACHINERY  CO.,  372341  Forest  p.rk      St.  Louis,  Mo. 

Please  send  me  particulars  about  a  shoe  store  repair  department. 

Name   Street  

City   State   
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Two  things  make  white  shoes 
popular.  They  are  smart  and 
they  are  economical. 
Now  you  can  tell  your  cus- 
tomers that  they  can  have  white  foot- 
wear always  white. 

Kling  White  cleans  as  well  as  whitens. 

Preserves  the  shoes. 

Gives  a  beautiful  velvet  whiteness. 

Easily  and  quickly  applied. 

Dries  quickly  and  will  not  rub  off. 

United  Shoe  Machinery  Co.  of  Canada^  Limited 


TORONTO 


MONTREAL 

KITCHENER 


QUEBEC 
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Pan  American 

KID 

Seal  Brown  and  Black 


Perkins&McNeely 

Philadelphia 


Canadian  Representative— 

Ed.  R.  LEWIS 

45  Front  St.  E.,  TORONTO 


Make  Yonr  Show  Windows  Pay  Your  Rent 

Many  Sales  are  made  on  the  Sidewalk 

Window  Display  Fixtures 

A  Wonderful  lel  of  Palenled  Inrerchanjeable  Window  Display  Fixlurei 
lor  diiplayina  Men  or  Womeni'  Shoes.  Sel  will  fiive  10  Years  Good  Service  in 
effective  trade  pulling  window  trims. 

The  Fixtures  you  see  above  are  only  a  very  few  of  the  designs  that  can  be 
set  up  with  the  full  set.  besides  hundreds  of  standard  fixtures  can  be  set  up. 

Made  of  Oak.  either  Golden,  Antique  or  Wealhered  Finish.    Sel  is  put  up 
in  a  Hardwood  Hinged  Lid  Storage  Chest,  a  good  place  to  keep  the  extra 
Younits  not  in  use.   There  are  thousands  ol  sets  in  daily  use. 
No.  lOl      Set  has  220  Interchangeable  Younits  For  Large  Windows,  $48.12 
No.  lOl!^  Set  has  110  Interchangeable  Younits  For  Medium  Windows.  $27.SO 
No.  iO\'A  Set  has   55  Interchangeable  Younits  For  Small  Windows.  $17.33 
Stock  carried  in  HamiUort,  Ont    Order  direct  or  thru  your  jobber.    Send  tor  catalog.   Palerxted  and  made  In  Canada. 

The  Oscar  Onken  Co.  5950  Fourth  Street   Cincinnati,  Ohio,  U.  S.  A. 


YAMASKA 

It*s  all  leather 

When  you  can  oifer  your  customers  a  shoe  em- 
bodying such  desirable  qualities  as  are  found  in 
Yamaska — solid  leather  construction,  thorough 
workmanship,  smart  styles,  full  comfort  and 
wear — then  you  can  look  for  brisk  selling  and 
repeat  orders. 


ST.HYACINTHE. 
CANADA. 


Prove  the  value  of 
Yamaska  by  giving 
it  a  place  in  your  bus- 
iness. You  will  be 
more  than  rewarded. 

Get  in  touch  with  us 
now  and  let  us  send 
you  samples  and  full 
particulars. 


La  Compagnie 


J.  A.  &  M.  COTE 

St.  Hyacinthe 


QUEBEC 


•V.D.^rmstrOMG 

ENGRAVEROF  FINE  STEEL  STAMPS &DIES 

230,cj^>NES;jM0NTREAL.PH0/w^  675 
CRP^^^^^f^)   Q  QU  E,  t)   C^t^^  ^AIN 

MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISH  TO  VOUR  SHOES'*^ 
•  WHICH  WILU  INCREASE  YOUR  SAUES 


THE  E»tabliihed  1863 

KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturers  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  Flexible  and  Wax  Splits  for  Home  and 
Export  Trade 
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^WORKERS  UNION 
UNION/MsTAMP 


Factory 


A  BUSINESS  BUILDER 

The  stamp  of  the  Boot  and  Shoe 
Workers'  Union  opens  the  door  for 
the  retailer  to  a  bigger  and  broader 
field. 

Every  buyer  in  the  comunity  is  a  pros- 
pective customer  for  shoes  bearing  the 
Union  Stamp,  while  non-union  shoes 
necessarily  have  a  more  limited  field. 

Union  men  insist  on  Union  footwear 
and  Union  footwear  stands  for  the 
best  in  shoe-making  in  all  grades  at 
all  prices. 

For  the  patronage  of  all  the  people- 
insist  on  Union  Stamp  shoes  next  sea- 
son. 

Boot  and  Shoe 
Workers'  Union 

Affiliated  with  the 
American  Federation  of  Labor 


246  Summer  Street 

COLLIS  LOVELY 
CHAS.  L.  BAINE 


Boston,  Mass. 

General  President 
General  Sec'yTreasurer 


WORKERS  UNION/ 


UNIONAftSTAMP 
J 


Factory 


Mdv.  1920 
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ITS  NO  LONGER 
A  QUESTION 

of  can  you  afford  a 

GOODYEAR 

SHOE  REPAIR  OUTFIT 

But 

Can  you  afford  to  do  without  it 

We  have  made  it  possible  for  every  Shoe 
Repairer  to  install  one  of  these  GOODYFA  R 
Shoe  Repair  Outfits  on  very  easy  terms. 
Simply  drop  us  a  line  and  we  will  tell  you  why 
you  cannot  afford  to  delay  installing  a  Shoe 
Repair  Outfit 

United  Shoe  Mach'y  Co.  of  Canada  Limited 

MONTREAL 


TORONTO 


KITCHENER 


QUEBEC 
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Edwards  &  Edwards 


TANNERS 
OF 


SHEEPSKINS 


FOR 


Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

EDWARDS  &  EDWARDS 


Haad  Office  and  Sale  Rooms 


Tanneries 


27  Front  E.  Toronto       Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 
Represented  by 

JOHN  McENTYRE  LTD.  '^^lir^^l^^C'ov'l: 


Brodie's 


PATENT  FLOUR 


An  ideal  adhesive  for  all  shoe 
manufacturing  requirements. 

It  is  clean  and  smooth  work- 
ing, and  for  fine  work  can  be 
easily  reduced  by  simply  add- 
ing water.  Let  us  send  you 
samples  and  prices. 


Ws  free  from  lumps 


WRITE  US  TO-UAY 


Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Texile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.L 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 

1.  — They  protect  your  shipment       4. — They  save  time  in  packing. 

against  loss  from  dampness       5. — They  save  storage  space, 
and   water.  0. — They     have     strong  adver- 

2.  — They    are    extremely    light,  tising  value. 

which  means  low  freight  7. — They  can  be  made  to  your 
charges.  specifications. 

3.  — They     cannot     be     opened       8. — Their    first    cost    is  lower 

without  breaking  the  seal.  than  wood. 

Our  booklet  "Hov?  to  Pack 
It"    explains    all — write  for 

it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 
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STEEL  DIES,  SHOE  STAMPS, 

Shoe  Lining  MarkerSy 

RUBBER  and  BRASS  STAMPS  For  All  Purposes 

Stencils.  Marking  Inks  and  Supplies,  Numbering  Machines 


We  are  one  of  the  oldest  Stencil  and  Steel  Die  manufacturing  establish- 
ments in  Canada. 

Long  experience  and  the  testimony  of  hundreds  of  pleased  customers 
testifies  to  the  reliability  of  our  work  and  the  dependability  of  our  service. 

Montreal  Stencil  Works,  221-223  McGill  Street,  Montreal 


ESTABLISHED  1875 
Tel.  Main  1434  &  6616 


The 

RELIABLE 

Cobbler  Set 

"Bmlt  for  Service." 


The  demand  for  Cobbler  sets  is  ever  in- 
creasing and  by  pushing  the  line  you  will 
find  a  ready  sale.  The  "Reliable"  fills  the 
need  in  all  respects  and  is  made  to  stand 
up  against  continued  and  unlimited  abuse. 
Write  us  for  prices  and  details  about  our 
other  cobbler  sets  and  repair  outfits. 

STOCK  SIZES,  Etc. 

:      0       I       1      I     2     1      .S       14       I     5    I  6 
Weight        I  111).  7oz.|  21b,  Q'A]  31b.  3  1  3Ib.  lO'A]  51b.  I'Al  6Ib.  4  |  71b.  5 
Length        I      7"      I   &'/2"    I  7M"  I    SH"    I    S'A"    I   10"  llOM" 
Weiglit  of   Stand,  IG'A   lbs.     Height,  25"^  inches. 
Post  taper  measures  S/i"  x  ll4", 

Taylor-Forbes  Company  Ltd, 


Head  Office 
and  Works 


GUELPH 

ONT. 


Toronto  Montreal 
Vancouver 


STANDARD 
SCREWED 
SHOES 


McKAY 
SEWED 
SHOES 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

A.  A.  COTE  &  SON 

LIMITED 

Manufacture    lines  of  Staple  McKay  Shoes  in  Men's,  Boy's,  Youth's,  Little  Gent's,  and  Children's   as  well  as  a  Strong  T  ine  of  Hcaw  Wnrl- 
mg  Shoes    out  of  best  Chrome  Tanned  Side  Leathers    on  Foot  Fitting  Lasts,  at  reasonable  prices.'stand:rd\lc\ewed  sXs^S^^ 
rmished  Bottoms,  so  that  buyer  can  see  the  nature  of  leather,  and  know  what  he  is  buying.     TH.AT'S  THF   LINE   FOR  YOV 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

ST.  HYACINTHE 

QUE. 


9rt 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 

in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
(lays,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catalogue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  isis  n.  25th  st.,  St.  Louis,  U.S.A. 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^rid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  j'ou  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR. 

QUEBEC 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

Tlie  General  Merchants  are  D«partmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


m*0wtLm  muNOAL.ccniKucuL  si 
Over  33  years  in  its  field 

"CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver.  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


SURFACE  KID  WILL  NOT  SCUFF 


Surface  Kid  is  a  decided  improvement  on  real  kid 
because  it  wears  better — will  not  scuff  and  is  mtich  less 
expensive. 

The  beautiful  grain  shows  to  advantage  in  dressy 
shoes,  while  the  soft  pliable  texture  equals  chamois.  Send 
at  once  for  samples  of  Surface  Kid  in  Black  and  Colors. 

Butts  in  Gunmetal — Dull — Glazed 


Head  Office 

491  St.  Valier  St.,  Quebec 


LUCIEN  BORNE 

Montreal  Office— 225  Lamo.'n*  St. 
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TERFECT" 


—in 

every 

sense 

of 

the 

word 


The  Perfect  Counter 

A  fibre  counter  that  puts  a  distinctive 
quality  into  your  shoes  which  becomes  ap- 
parent when  the  wear  is  strenuous,  giving 
an  excellent  fit,  unequalled  comfort  and  sat- 
isfaction. 

Try  the  "Perfect"  and  you'll  endorse  our 
statements. 

Perfection  Counter  Limited 

699  Letouvneux  Ave.  Cor.  Ernest  St 

Montreal 


An 

Attractive 
Showing 


"La  Duchesse 
McKay  shoes 
for  women  and 
Turn  Slippers 
for  men  will  ap- 
peal to  you  on 
their  merits  as 
High  Grade  footwear.  You  need  look 
no  farther  for  high  grade  shoes. 

Handle  "  La  Duchesse  "  Manufacture. 

La  Duchesse  Shoe  Co, 

Registered 

MONTREAL 


DUPLEX 


Heel  Breast  Scouring 
==^=  Machine  === 


Insures  Quality  of  Finish 
and  Saves  Time 

Is  specially  designed  for  double  scouring  heel  breasts,  making 
it  possible  to  rough  and  fine  scour  heel  breasts  at  one  handling 
of  shoe  by  using  two  fixtures  that  are  alike,  running  a  coarse 
abrasive  belt  on  one  fixture  and  a  fine  abrasive  on  the  other. 

This  is  a  feature  of  importance  in  securing  high-grade  results, 
as  vire!l  as  decreasing  time  on  the  work.  What  is  more,  the 
Duplex  Heel  Breast  Scouring  Machine  saves  from  25  to  50  per 
cent,  in  abrasives. 

This  machine  is  essential  to  every  modern  shoe  making  plant. 
Write  for  further  particulars. 

THE 

Louis  G.  Freeman  Co. 

CINCINNATL  OHIO 

Representatives : 
International  Supply  Company,  Montreal — Kitchener — Quebec. 
Manufacturers  Supplies  Company,  St.  Louis,  Mo. — Milwaukee,  Wis. 
Markem   Machine  Company,   Boston,  Mass. 
Schuster  Erlich  &  Cia.,  Buenos  Aires,  Arg.  Rep.,  S.A. 
Ernst  Enna,  Copenhagen,  Denmark. 
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Kendex  is  your  guarantee  for  foot  com- 
fort. With  Kendex  insoles  in  your  shoes, 
you  eliminate  the  burning  stinging  sensa- 
tion always  there  with  leather. 

Kendex  will  not  shrink  or  swell;  will  not 
hold  moisture  and  never  gets  hard  or 
honey.  Conforms  readily  to  the  shape  of 
the  foot.    Will  relieve  callouses. 

It  works  like  leather. 

Visit  our  exhibit  at  the  Montreal  Shoe 
Fair.  Many  manufacturers  have  already 
appreciated  its  merits,  and  are  showing  it 
in  their  lines. 

Kendex  sock  linings  for  McKay  Work. 
Heel  Pads.     Tongue  Linings.     Piece  Felts. 

Remember, — ''The  feeling  of  the  feet  is  reflec- 
ted in  the  face" — ^Wear  Kendex. 


KENWORTHY  BROTHERS 

OF  CANADA  LIMITED 

ST.  JOHNS,  P.  Q. 

Represented  by  HORACE  D'ARTOIS       -       -       -       -       224  Lemoine  St..  Montreal 
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Made 
For  The 
Best 
Shoes 


Best 
For  Any 
Shoes 
Made 


The  reason  why  manufacturers  and  dealers  get  the  ut- 
most in  satisfaction  from  Clarke's  Patent  is  that  the  makers 
put  their  utmost  into  their  product. 

Clarke's  is  only  successful  because  it  has  the  essentials 
for  the  success  of  any  product — good  materials  and  good 
workmanship. 

A.  R.  CLARKE  &  CO. 


MONTREAL 


LIMITED 

TORONTO 


QUEBEC 


Vol.  X.-No.  6 
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Panther  Products 


Panther  Composition  Soling  is  the  present  day  ideal  wearing  ma- 
terial that  combines  comfort,  good  appearance,  low  cost  and  long  life. 
When  made  up  with  your  stock  models.  Panther  Soles  not  only  look 
like  leather,  but  they  can  be  stitched  the  same  as  leather,  and  they 
hold  indefinitely.  Panther  Soles  are  light  in  weight,  long  in  durability, 
waterproof  and  crackproof.    Black,  White  and  Tan. 

"Sure  Step"  Rubber  Heels  have  been  on  the  market  long  enough 
to  need  no  recommendation.  They  are  nationally  known  and  their 
merit  is  universally  acknowledged. 

Write  for  Details, 


Panther  Rubber  Co.,  Limited 

Sherbrooke,       -  Quebec 


June,  1920 
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The  Season 
is  here  for 


and  Fleet  Foot  presents  the  most  complete  line  of  summer  foot- 
wear that  the  dealer  has  ever  been  offere(^. 

There  are  styles  for  everyone — for  men,  women  and  children — for 
every-day  wear — for  every  sport  and  recreation. 

The  elaborate  range  of  Fleet  Foot  enables  the  dealer  to  supply 
all  demands  for  these  popul^  summer  shoes. 

Our  advertisements  are  telling  your  customers  about  the  attract- 
iveness, ease  and  comfort,  and  sound  economy  of  Fleet  Foot. 

Cash  in  on  Fleet  Foot  popularity  and  Fleet  Foot  advertising  by 
featuring  these  Dominion  Rubber  System  products. 

Our  nearest  service  branch  will  give  prompt  attention  to  all  orders 
for  Fleet  Foot. 

Dominion  Rubber  System 
Service  Branches 

are  located  at 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton, 
London,  Kitchener,  North  Bay,  Fort  William,  Winnipeg,  Brandon, 
Regina,   Saskatoon,   Calgary,   Edmonton,   Lethbridge,  Vancouver 

and  Victoria. 


DOMlNIofD 

SCRUBBER. 
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r  KID 

The  Leather 
for  Fine  Shoes 


No  Guessing  with  Vode  Kid 

Why  guess,  when  you  can  order  one  of  the  standardized 
grades  of  Vode  Kid  with  complete  confidence  that  you 
get  the  kind  of  leather  you  want  ? 

Why  guess  about  colors,  when  Vode  Kid  is  guaranteed 
to  be  dyed  through  and  through  r 

Why  guess  about  price,  when  you  know  that  the  price 
of  Vode  Kid  is  always  the  lowest  possible,  and  never 
"  all  that  the  traffic  will  bear"? 

Standard  Kid  Manufacturing  Co.,  Boston,  Mass. 

Agetuies  in  Nenu  York,  Philadelphia,  Rochester.  Cincinnati 
Chicago,  St.  Louis,  and  Mo7itreai 


June, 


1920 
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A  Distinction 


BENNETT 

TPAD£  MAR/f 

DEPENDABLE  COUNTERS 


The  BENNETT  Counter  has  the  long  scarf 
and  the  flexible  ends  which  make  the  inside 
of  the  counter  as  smooth  as  the  outside. 

This  means  added  wear  to  the  Hning  and 
greater  comfort  to  the  foot. 

They  are  correctly  moulded,  conveniently 
packed  and  promptly  shipped. 


ONTARIO  OFFICE  BENNETT  LIMITED  sales  office 

28  King  St.  East  MAKERS  OF  SHOE  SUPPLIES  59  St.  Henry  Street 

Kitchener  CHAMBLY  CANTON,  P.Q.,  CANADA  Montreal 

Made  in  Canada  by  the  largest  shoe  fibre  makers  in  the  British  Empire. 
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HYAWATHA 

SUPPER  MOCCASINS 


Slippers 

of 

Utility 

and 

Comfort 


The  How 


All  our  moccasin  slipper  vamps  are  sewed 
to  the  bottoms  with  Barber's  linen  35/5  waxed 
thread,  and  the  seam  is  covered  by  a  welt. 


The  Why 


Because  by  this  unique  method  of  stitching 
we  add  strength  to  the  point  of  greatest 
strain,  while  the  welt  adds  additional  protec- 
tion to  the  seam,  and  eliminates  the  visibility 
of  the  stitch. 


The  Result 


A  moccasin  of  neat  finished  appearance,  with 
a  "something  different"  style  of  its  own — a 
distinct  improvement  in  form,  without  a  con- 
cession to  durability. 


Made 
in 

Suede 
Bucks 
Splits 


Manufactured  by 

The  Montreal  Moccasin  Co. 


Limited 


10  Shamrock  Ave. 


Montreal 


June,  1920 
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EXPERIENCE 

COUNTS 

month  or  a  year — but  only  after 
hard,  consistent  progress. 

Thus,  when  we  tell  you  that  into 
every  D.  &  P.  counter  is  built  forty- 
five  years  of  experience — and  each 
year  has  been  one  of  progress — then 
we  know  that  you  will  be  impressed. 

If  long  service  and  satisfied  users  is 
your  guide  in  the  choice  of  a  counter 
then  select 


Nowhere  is  this  more  readily  realiz- 
ed than  in  the  manufacture  of  coun- 
ters. 

It  is  here  that  all  the  skill  of  the 
"vorker,  the  most  approved  machin- 
ery, the  most  up-to-date  methods  and 
processes,  must  each  play  their  part 
to  ensure  perfection. 

All  this  is  not  to  be  attained  in  a 


D  &  P  COUNTERS 

made  by 

DUCLOS  &  PAYAN 

Ed  R.  Lewis  45  Front  St.  East.  Toronto  Ontario  Selling  Agent 
Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  City 


Tannery  and  Factory :  ST.  HYACINTHE,  P.Q. 

Sales  Office  and  Warehouses :  224  LEMOINE  STREET,  MONTREAL 
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WOMEN S  BROGUE 
Widths  A.  A.  to  D. 


The  Brogue's 
The  Vogue 


We  have 

IN  STOCK 

for  immediate  delivery, 
both  men's  and  women's 
Brogue  Oxfords  in  Russia 
and  Storm  Calf  (Brown.) 

Men's  also  in  Brown 
Scotch  Grain. 


MEN'S  BROGUE 
Width.  A.  to  E. 


Geo.  A.  Slater,  Limited 

Manufacturers 

MONTREAL 


If  You  Want 


Phillips'  Military 

RUBBER 

Soles  and  Heels 


order  at  once  as  our  supply  is 
strictly  limited  and  will  go  quick- 
ly if  present  demand  continues. 

We  are  distributors 
to  the  trade  only. 


June,  1930 
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Shoemen  attending  the  Fair 
in  Montreal  in  July  are  cor- 
dially invited  to  visit  our  Booth. 
It  is  our  hope  to  see  many  old 
friends  and  to  make  many 
new  ones  on  this  occasion. 


Geo.  A.  Slater  Limited 


Manufacturers 

MONTREAL 
Booth  72  Kitchener  Ave 
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Tennis,  Sporting  and  Outing  Shoes 


Your 


WHITE  FOOTWEAR 

Requirements 


Depend  Upon  Service 

NOW 

Summer  is  here.  Now  is  your  opportunity.  The  selling  season  for 
white  footwear  offers  its  utmost  to  the  retailer  for  the  next  couple 
of  months. 

You  will  probably  find  that  you  are  short  on  certain  lines  before 
many  weeks  have  passed.  When  added  stock  is  required  it  will 
be  wanted  quickly. 

Our  line  of  Whitewear  is  wonderfully  varied  in  styles  and  repre- 
sents footwear  that  is  distinctly  high-class.  Such  a  selection  will 
enable  you  to  attract  the  best  and  most  profitable  custom. 

We  offer  you  unexcelled  service  in  all  summer  lines.  Wire  or 
mail  orders  will  be  met  with  quick  action  and  your  requirements 
filled  for  lasting  satisfaction. 

JOHN  LENNOX  &  CO. 

18-20-22  KING  EAST,  HAMILTON 

BOOTS  AND  SHOES-STYLISH  AND  STAPLE 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 
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SPAULDING'Q 

*-'Fibre  Counters*-' 


1 
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SPEED  KING 

OUTING  SHOES 


Winners  of  Spring-  and 
Summer  Trade 

Every  year  these  splendid  outdoor  shoes  win  a  generous  share 
of  Spring  and  Summer  trade  and  the  progressive  dealer  now  looks 
upon  Speed  King  as  his  most  profitable  and  fastest  selling  line. 

Speed  King  is  unmistakably  a  public  favorite.  Sales  have  proved 
it.  The  rare  combination  of  style,  durability,  and  thorough  shoe- 
making  that  enters  into  the  manufacture  of  every  pair  has  gained  for 
this  famous  line  a  Dominion-wide  preference. 

Make  full  use  of  the  sorting  service  afforded  you  by  our  whole- 
salers. Don't  let  your  stocks  get  low  but  order  liberally  so  that  you 
obtain  your  full  share  of  Speed  King  Sales. 


To  be  had  from  the  following: 

INDEPENDENT  WHOLESALERS 


Amherst  Boot  &  Shoe  Co.,  Limited 
Amherst  Boot  &  Shoe  Co.,  Limited 
Brown,  Rochette  Co.,  Limited 
Fraserville  Shoe  Co.,  Limited 
Dufresne  &  Galipeau,  Limited 
James  Robinson  Co..  Limited 
A.  W.  Ault  &  Co.,  Limited 
J.  A.  MacLaren  Co.,  Limited 
White  Shoe  Co.,  Limited 


—Halifax,  N.S. 
— Amherst,  N.S. 
— Quebec,  Que. 
— Fraserville,  Que. 
— Montreal,  Que. 
— Montreal,  Que. 
— Ottawa,  Ont. 
— Toronto,  Ont. 
— Toronto,  Ont. 


C.  Weaver 

The  London  Shoe  Co.,  Limited 
T.  Long  &  Brother,  Limited 
Kilgour  Rimer  Co.,  Limited 
H.  G.  Middleton  Co.,  Limited 
Amherst  Central  Shoe  Co.,  Limited 
E.  A.  Dagg  &  Co.,  Limited 
Dowers,  Limited 
The  J.  Leckie  Co.,  Limited 


-Trenton,  Ont. 
-London,  Ont. 
-CoUingwood,  Ont. 
-Winnipeg,  Man. 
-Winnipeg,  Man. 
-Regina,  Sask. 
-Calgary,  Alta. 
-Edmonton,  Alta. 
-Vancouver,  B.C. 


The  Independent  Rubber  Co.,  Limited 

Merritton         -  Ontario 


4 . 
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I  Mr.  Jobber 

m  i 

I         We  announce  with  pleasure  | 

m  m 

I  that  our  | 

1    _ 

I  Spring  Samples 

I  FOR  1921 


ARE  READY  NOW 

FOR  YOUR  INSPECTION 


Make  your  visit  as  early  as 
you  can,  it  will  help  us  give 
you  service. 

Aird  &  Son 


REGISTERED 

MONTREAL 


m 
m 


aiiBBiiBiiSBiigiiiiiisiiiiiiiiiiiiiagiiiiiiiiiiiiaiigiiiiiisiiiiiiHiiiSHiaiiiiii^ 


14 


FOOTWEAR   IN  CANADA 


June,  1920 


llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^^ 


No.  208 

TAILORED  OXFORD 

of  White  Nile  Cloth; 
whole  quarter;  welt;  with 
white  welting;  imitation 
corded  tip;  lyi  inch  mil- 
itary heel;  93  last. 

AAA— 5  to  7^;  AAA— 
4y>  to  8;  A— 4  to  8;  B,  C 
and  D— 2^  to  8. 

Price  $4.90  net 


Ready  to 
Ship  Now 


Two  Beauties 


in 


WHITE 


HOLTERSHOES 

FOR  WOA^eN 


No.  209 

AVALON  TIE 
of  White  Nile  Cloth: 
three  and  one  half 
inch  vamp;  light 
welt;  with  white 
welting;  Louis 
covered  wood  heel 
with  plate. 

AAA— 5  to  8;  AA— 
4^  to  8;  A— 4  to  8; 
B,  C  and  D— to 
8. 

Price  ....  $5.60  net 


You  won't  be  Sorry 

if  you  order  a  line  of  sizes — 
They  are  quick  sellers 

THE  HOLTERS  COMPANY 

CINCINNATI,  OHIO 
Branch  Offices :  NEW  YORK,  Marbridgc  Bldg.  CHICAGO,  Room  304  Lees  Bldg. 

LOS  ANGELES,  Room  400  Lankershim  Bldg.,  Minneapolis,  616  First  Avenue,  N. 
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An  Open  Letter 

to  the  Shoe  Trade  of  Canada 


THE  time  has  come  when  you,  as  a  Can- 
adian Shoe  Merchant,  ought  to  face  cer- 
tain problems  squarely,  and  deal  with 
them  fearlessly.  As  a  distributor  of  goods  which 
are  necessary  to  the  public,  you  owe  to  your 
customers  certain  standards  of  service  which 
you  are  bound  morally  to  maintain. 


pay  duty  plus  exchange  for  the  mistaken  privi- 
lege of  wearing  imported  shoes.  A  few  so  doubt 
the  integrity  of  our  industry  that  they  demand 
the  admission  of  American  shoes  duty-free,  in  the 
mistaken  belief  that  this  would  force  down  the 
prices  of  Canadian  footwear.  Those  are  impres- 
sions that  you  should  seek  to  correct; 


It  is  an  obvious  fact  that  the  values  which  you 
are  able  to  give  depend  upon  the  volume  of  out- 
put from  Canadian  factories,  and  the  rate  of  your 
turnover.  The  public  can  get  the  best  values 
only  from  a  prosperous  industry.  The  slowing 
down  of  production  and  of  sales  can  result  only 
in  poorer  quality  at  the  price.  Anything  that 
tends  to  hamper  the  prosperity  of  the  shoe  in- 
dustry, tends  to  lower  the  quality  of  the  goods 
and  services  you  can  ofifer. 


The  shoe  industry  of  Canada  today  is  abundantlv 
able  to  serve  the  needs  of  the  public.  Canadian 
manufacturers  produce  footwear  of  every  desir- 
able type  and  of  standard  quality  in  all  grades. 
The  Canadian  jobbing  and  retail  trade  is  effici- 
ent and  economical.  Nowhere  in  the  world  are 
better  values  obtainable  at  the  price.  We  have 
established  an  industry  which  does  its  work  as 
well  as  any  similar  industry  anywhere. 


Many  otherwise  loyal  Canadians  still  discount 
Canadian  ability,  skill,  and  taste,  and  prefer  to 


The  only  remedy  is  to  tell  the  facts,  and  teach 
your  ctistomers  to  appreciate  the  truth  about  the 
Shoe  Industry  of  Canada. 

For  this  reason  the  Shoe  Manufacturers'  Associa- 
tion is  commencing  a  nation-wide  publicity  cam- 
paign. The  truth  about  the  Shoe  Industry  of 
Canada  is  being  presented  clearly  and  forcefully 
in  newspapers,  farm  papers  and  magazines  in  all 
parts  of  the  Dominion.  In  the  name  of  the  entire 
shoe  industry  we  will  educate  the  public  to  ap- 
l-reciate  the  service  which  is  being  rendered  in 
the  production  and  distribution  of  Canadian- 
made  footwear. 


Every  dealer  in  Canada  is  earnestly  asked  to  co- 
operate in  this  work,  and  every  dealer  should 
co-operate  for  the  sake  of  his  own  self-interest. 
Display  material  which  the  Association  has  pre- 
pared, will  be  (or  has  been)  sent  to  you.  Be 
sure  that  it  is  placed  where  your  customers  will 
see  it. 

NATIONAL  ADVERTISINC  COMMITTEE 
J404  Traders  Bank  Building,  -  TORONTO 
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Let  Us 
Forget 
Prejudice 


Vl/HY  cripple  Canadian  enterprise 
further  with  the  prejudice  that 
certain  things  are  better  if  they  come 
from  abroad?  Let  us  recognize  the 
fact  that  in  many  Knes  Canada  can 
equal  or  excel  others. 

For  instance,  it  is  no  exagger- 
ation to  tell  you,  that  no  shoe  made 
anywhere  on  this  North  American 
continent,  no  matter  what  its  price, 
surpasses  the  ''Hartf'  Gold  Medal 
Shoe. 


The  Hartt  Boot  &  Shoe  Co.,  Ltd. 

Canada's  Best  Shoemakers 

FREDERICTON  ■  -  N.B. 


illllllllllllillllllllllllllllllllllllllllllllllllllllllllllllllllllllllllIP^ 
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TETRAULT 

SHOES  OF  WORTH 


QUICK  SELLING  SHOES 

THEREFORE 

QUICK  PROFIT  SHOES 

^'Largest  Manufacturers  of  Welt 
Shoes  in  Canada" 


Meet  Us  at  the 
Shoe  Fair  in  Montreal 
July  13  to  17 


Tetrault  Shoe  Manufacturing 
Company,  Limited 

LARGEST  PRODUCERS  OF  BOOTS  AND  SHOES  IN  CANADA 

M  *  ,  1  Office  and  Warehouse —  ff^  , 

Montreal  « """tX  France  i  oronto 
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Fveri/Shoe  ^ Business  Bui/c/er- 


H 

AND 

E 

X 


Styles  that  Attract  Trade 
Shoemaking  that  Holds  Trade 

The  unusual  individuality  of  Hopkins  &  Ellis  styles  has  a  fascinat- 
ing appeal  to  well  dressed  women.  The  touch  of  tomorrow  always 
to  be  found  in  these  shoes  makes  them  decidedly  attractive  to 
women  who  dress  their  feet  in  up-to-the-minute  styles. 

Made  by  painstaking  turn  workmen  of  leathers  of  proven  quality, 
they  present  a  real  business-winning  combination. 

HOPKINS  &  ELLIS 

Haverhill,  Massachusetts,  U.S.A. 
BOSTON  OFFICE  108  LINCOLN  STREET 
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REGAL 


"PALL 


MALL" 


"Pall  Mall"  is  one  of  the  better  class  shoes  which  has 
already  shown  its  merits  as  a  seller. 

The  retailer  whose  trade  demands  a  distinctive  line 
of  high  grade  footwear  can  order  a  stock  of  "Pall  Mall" 
with  the  assurance  of  its  past  success  and  the  know- 
ledge that  he  is  getting  the  utmost  in  style  in  a  shoe 
which  is  not  faddy.    Place  now 

Regal  Shoe  Company 

LIMITED 

472-474  Bathurst  Street 

TORONTO 
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James  Robinson  Co.,  Ltd. 

specialists  in  Fine  Footwear 
MONTREAL 


Besides  our  regular  lines  of 
shoes  and  rubbers,  do  not 
overlook  the  fact  that  we 
have  a  large  stock  of  white 
canvas  footwear  and  can 
give  you  prompt  delivery. 


June.  1930 
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A  Reputation 

to  live  up  to 

For  a  number  of  years  Robin- 
son service  has  been  known 
to  represent  the  utmost  in  re- 
Habihty  and  efficiency  to  the 
dealer. 

Retailers,  who  avail  them- 
selves of  the  advantages  of 
Robinson  service  can  do  so 
with  the  assurance  that  it  will 
be  our  aim  to  always  merit  the 
confidence  of  the  trade,  which 
we  now  enjoy. 

Right  now  we  can  be  of  par- 
ticular value  to  you  if  you  are 
short  on  certain  lines  for 
warm  weather  selling. 

We  suggest  that  you  keep  in 
touch  with  us  and  try  us  in 
your  next  emergency  order. 

James  Robinson  Co.,  Ltd. 

specialists  in  Fine  Footwear 
MONTREAL 
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For  The  Steady  Trade 
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Colors 


Black 


White 


Stamps  the  Shoe 
with  the 
Hallmark  of  Quality 

Without  even  considering  the  ease  and  econ- 
omy with  which  the  manufacturer  can  oper- 
ate upon  our  well  worked  and  close  trimmed 
skins,  New  Castle  Kid  makes  itself  paramount 
from  the  sales  standpoint  of  the  retailer. 

Its  appearance  and  texture  at  once  create  the 
customer's  friendship  which  soon  develops  in- 


to lasting  satisfaction  through  wear. 


*iIud^Q  It  J^Its  Usors 


I? 
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Men's  and  Women's  Weltsfand  McKays 


for 


Better  Merchandisin 


These  lines  have  stood  the  test 

Success  brings  popularity  and  there  are  few 
brands  which  more  justly  merit  popularity  than 
our  three  well-known  lines. 

Their  success  has  been  realized  by  giving  the 
trade  products  which  at  all  times  have  had  in- 
corporated in  them  the  fundamentals  of  better 
merchandising. 

Men's  and  Women's  Welts  and  McKays 


Daoust,  Lalonde  &  Co., 

LIMITED 

MONTREAL  QUEBEC 

Branch :  Metropolitan  Shoe  Co.,  91  Paul  St.  East,  MONTREAL 
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Successful  Shoes 


YOUR  success,  as  a  merchant,  de- 
pends largely  upon  whether  the 
shoes  you  are  selling  have  proven  suc- 
cessful. 

Successful  shoes  are  those  which  give  the 
greatest  satisfaction  to  the  wearer  from 
the  standpoint  of  service,  value  and  style. 

These  three  features  are  much  in  evi- 
dence in  our  showing  for  Fall.  Have  you 
seen  them? 

Medium  and  Fine  McKays 

^""^  Women 
Misses 
Children 


Meet  us  at  the  Montreal  Shoe  Fair 
in  Montreal,  July  13  to  17 


Canadian  Footwear  Co. 


ted 


Montreal 

Salesroom:  36  St.  Genevieve  St.        Factory:  Pointe-Aux-Trembles 
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LANG'S 
REAL 
SCOURED 
OAK 

LEATHER 
LASTS 


30 


FOOTWEAR   IN  CANADA 


27 


"Classic 


Shoes'' 


From  Factory  No.  2 
devoted  to  Children's 
Turn  Shoes  exclusively 

IN  STOCK 

Order  early  and  avoid  disappointment 


106  Infs.  Pat.  Blue,  100  Turn,  pin.  tue,  dull  top,  imit.  heel   $2.00 

206  Chds.  Pat.  Blue,  100  Turn,  pin.  toe,  dull  top,  spr.  heel   2.80 

123  Infs.  Pat.  Butt,  100  Turn,  pin.  toe,  dull  top,  imit.  heel   2.00 

223  Chds.  Pat.  Butt,  100  Turn.  pin.  toe,  dull  top.  spr.  heel   2.80 

125  Infs.  W.  Buck  Butt,  100  Turn,  pin.  toe,  imit.  heel   2.10 

225  Childs  Wh.  Buck  Butt,  100  Turn,  pin.  toe,  spr.  heel   2.90 

153  Infs.  Pat  Butt,  100  Turn,  pin.  toe,  wh.  top,  imit.  heel   2.10 

253  Chds.  Pat.  Butt,  100  Turn,  pin.  toe,  wh.  top,  spr.  heel   2.85 

1078  Infs.  Pat.  A.  Strap,  100  Turn,  imit.  heel   1.80 

2078  Chds.  Pat.  A.  Strap,  100  Turn,  spr.  heel   2.25 

3078  GIs.  Pat.  A.  Strap,  100  Turn,  spr.  heel   2.60 

4078  Miss.  Pat.  A.  Strap,  102  Turn,  reg.  heel   3.15 

1119  Infs.  Kid  Blue,  100  Turn,  pat.  tip,  kid  top,  imit.  heel   2.00 

2119  Chds.  Kid  Blue,  100  Turn,  pat.  tip,  kid  top,  spr.  heel   2.80 

1120  Infs.  Kid  Butt.,  100  Turn,  pat.  tip,  kid  top,  imit.  heel   2.00 

2120  Chds.  Kid  Butt.,  100  Turn,  pat.  tip,  kid  top,  spr.  heel   2.80 

913  Gr.  GIs.  Pat.  Pump,  906  Turn,  10/8  heel,  C&D   4.35 

914  Gr.  GIs.  Kid  Pump,  906  Turn,  10/8  heel,  C&D   4.75 


Getty  &  Scott 


Limited 


Gait 


Ont. 
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H.  O.  MCDOWELL 
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H.  N.  LINCOLN 


FACTORY  AND  BRANCH 
37  FOUNDRY  ST.  S. 

KITCHENER.  ONT. 


Representing 

American  Lacing  Hook  Co. 

Waltliam,  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works 
Chicago,  111' 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Boston,  Mass. 
Ceroxylon,  tlie  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

Boston,  Mass. 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 
Cincinnati,  O. 
Shoe  Machinery 

Hazen,  Brown  Co., 

Brockton,  Mass. 
Waterproof  Box  Toe 
Gum,  Rubber  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  Staying,  etc. 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 
Factory  Supplies, 
Needles,  etc. 

I.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  Mfg.  Co., 

„,  Toronto,  Ont. 

Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Welting, 


Safety  Utility  Economy  Co., 

Boston,  Mass. 
Electric  Heating  Equip- 
ment 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


BRANCH 
3C6   ST.    VALIER  STREET 

QUEBEC 


THE  LARGEST  SHOE  FACTORY  SUPPLY    HOUSE   IN  CANADA 


MAIN  OFFICE 
154   NOTRE  DAME  ST  .  W. 

MONTREAL 


In  connection  with  the  removal  ot 
our  Head  Office  to  1 54  Notre 
Dame  St.  W.,  Montreal,  we  want 
to  again  call  to  your  attention  the 
list  of  Houses  we  represent.  You 
know  them  all  and  you  know  they 
are,  each  and  every  one,  good  sub- 
stantial firms  who  do  business  on 
upright  and  up-to-date  principals. 

Just  think  this:  "If  International 
Supply  Co.  can  HOLD  Agencies 
of  this  class,  would  it  not  be  good 
business  for  me  to  do  my  business 
with  them  as  far  as  possible?" 

We  can  assure  you  we  will  not 
abuse  your  confidence. 


INTERNATIONAL  SUPPLY  CO. 


Montreal 


Kitchener 


Quebec 
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Attractive  in 
Your  Windows 

Quick  Sellers  in  Your  Store 

''The  Diana  and 
Regina  Lines'' 

"F/T  FOR  A  QUEEN'' 

Enjoying  their  leadership  because  of  the 
exclusive  styles — comfort  and  fine  work- 
manship, which  make  the  ''Regina  and 
Diana''  lines  unusually  smart  and  un- 
usual values. 

Meet  us  at  the 
SHOE  FAIR 
in  Montreal, 
July  13-17 

Any  of  the  leading  jobbers  can  show  the 
full  range  of  our  latest  styles. 

The  Regina  Shoe  Co.,  Limited 

Montreal,  Que. 
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Shoe  Manufacturers,  Sole  Leather 
Jobbers,  Repair  Men 

Our  Five  Tanneries 

Are  now  at  your  disposal 

MANUFACTURING 

SOLE  LEATHER  EXCLUSIVELY 

IN 

HEMLOCK,  UNION  AND  OAK 

OF 

ESTABLISHED  QUALITY 

IN 

SATISFACTORY  QUANTITIES 

WE  HAVE  A  TANNAGE  FOR  EVERY  REQUIREMENT 
Our  agents  and  representatives  will  be  pleased  to  serve  you 

The  Breithaupt  Leather 

Company,  Limited 

Manufacturers  of 
"The  Standard  of  Canadian  Sole  Leather" 

SALES  OFFICES: 

KITCHENER     TORONTO     VANCOUVER     MONTREAL  QUEBEC 

TANNERIES  AT: 

PENETANG  HASTINGS  KITCHENER  WOODSTOCK  BURKS  FALLS 
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ACME 


Are  suitable  for  all 


On  the  World's  Highway,  there  are  so  many  feet — feet 
which  the  shoeman  finds  hard  to  fit,  and  those  that  are 
fitted  with  ease! 

No  two  pairs  exactly  alike,  yet  all  with  one  common 
need — to  be  shod ;  and  that  common  need  capable 
of  being  met  to  the  satisfaction  of  all  with 
"Acme"  Soles! 

"Acme"  Soles  make  for  quieter  walking,  and 
greater  comfort — points  which  people  of 
refinement  everywhere  are  quick  to  ap 
preciate. 

Mothers     with     a     family     of  active 
youngsters   enjoy   the   minimizing  of 
noise  in  the  home,  when  the  boys 
and  c'irls  wear  "Acme"  Soles. 


"Acme"  Soles 
footing  on  wet 
])a\ements,  ami 
try  roads. 


give    a  surer 
ind  slipjier} 
)un- 


Then,  too,  they 
wear  longer  than 
leather.    They  don't 
squeak.  They  are  crack- 
proof     and  damp-proof. 
They  improve   the  appear- 
ance of  any  boot,  and  they're 
as  good  as  they're  good-looking. 

Keep   these   points  in   mind.  Use 
them  in  talking  to  your  customers.  It 
will  surprise  you  how  many  avenues  of 
sales  they  will  open  up. 

You  will  find  Dunlop  "Acme"  Soles  are  easy 
to  sew — and  that  the  stitches  hold. 
They  also   trim   smoothly  and   the  edges  polish 
readily. 

All  sizes  and  various  thicknesses.    Colors:  Black,  White 
and  Tan.    Also  supplied  in  sheet  form. 

Also  "Acme"  Whole  Heels,  "Peerless"  Half  Heels  and  genuine 
rubber  Cements. 


Dunlop  Tire  &  Rubber  Goods  Co.,  Limited 

Head  Office  and  Factories:  TORONTO 
Branches  in  the  Leading  Cities. 
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H.  N.  LINCOLN 


SALES  AGENTS 


FACTORY  AND  BRANCH 
37  FOUNDRY  ST.  S. 

KITCHENER.  ONT. 

Representing 

American  Lacing  Hook  Co. 

Waltham,  Mass. 
Lacking  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works 

Chicago,  111. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston.  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Bleacli 

The  Ceroxylon  Co., 

Boston.  Mass 
Ceroxylon,  the  Perfect 
Liquid  Wax 

Dean   Chase  Co., 

Boston,  jVfass. 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co  . 

Cincinnati.  O. 
Shoe  Machinery 

Hazen,  Brown  Co., 

Brockton,  Mass. 
Waterproof    Box  Toe 
Cum,    Rubher  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood   Heels   and  Die 
Itlocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,   Staying,  etc 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax   Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

Safety  Utility  Economy  Co., 

Boston,  Mass. 
Electric    Heating  Equip- 
ment 

The  S.  M.  Supplies  Co., 

Factory  Supplies, 
Needles,  etc. 

J.  Spaulding  &  Sons  Co., 

N.  Rochester.  N.H 
Guaranteed  Fibre  Coun- 
ters,  Fibre  Insoling 

The  Textile  Mfg.  Co., 

Toronto,  On*. 

Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Welting, 
etc 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 

THE  LARGEST  SHOE   FACTORY    SUPPLY  HOUSE  IN  CANADA 


BRANCH 
566  ST.  VALIER  STREET 

QUEBEC 


MAIN  OFFICE 
154    NOTRE  DAME  ST..  W. 

MONTREAL 


Bottoms  of  shoes  that  are  finished  with 

CYCLONE  BLEACH  and  MAGIC 

STAIN,  Heels  that  are  finished  with  our 

famous  BLACK  DIAMOND  HEEL 

BLACKING  and  Edges  that  are  finish- 
ed with  our  KING  EDGE  STAIN 

produce  best  results  and  give  satisfaction 
to  manufacturer  and  consumer. 

Do  You  Want  It? 

WRITE  FOR  SAMPLES 


Boston  Leather  Stain  Company 

109  Purchase  Street         -        -        Boston,  Mass.,  U.  S.  A. 
Sole  Canadian  Agents: 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 
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Trade 

The  sense  of 
satisfaction 
borne  of 
artistic  design 
and  true  refine- 
ment of  style 

Minister 
Myles 
Shoe  Company 

Limited 

Toronto 


Beresford  and  Vassar  for  Men  and  Women 


June,  1920 
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Distinctiveness 


i 


It  is  a  significant  fact 
that  manufacturers  who 
use  Clark's  Patent  Lea- 
ther are  known  for  the 
distinctiveness  of  the 
shoes  they  make. 

Invariably  these  same 
manufacturers  enjoy  a 
nation-wide  sale  of  their 
product  s — owing,  n  o 
doubt,  to  the  exceptional 
value  which  the  use  of 
Clarke's  embodies  in  the 
shoe. 


A.  R.  CLARKE  &  CO. 


LIMITED 


I 


Largest 
Producers  of 
Patent  Leather 
in  the  British 
Empire 

TORONTO 


QUEBEC 
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Shoe  Soles  Guaranteed  to  Wear 


How  the  Neolin  Sole 

Guarantee  Tag  Operates 


Now  you  can  give  your 
customers  shoes  with  a  defin- 
ite guarantee  of  wear. 

Shoes  with  soles  guaran- 
teed to  outwear  any  other 
kind  of  sole. 

Every  pair  of  Neolin-soled 
shoes  carrying  the  Neolin 
Sole  guarantee  tag  has  been 
built  to  special  specifications. 

The  sales  on  these  shoes 
are  covered  by  the  wide-open, 
printed  guarantee  shown  on 
the  opposite  page. 

If  we  knew  how  to  make 
this  guarantee  any  stronger, 
we'd  do  it. 

Now  you  can  pass  the  re- 
sponsibility for  sole-wear  to 
us.  You  have  the  backing 
of  the  entire  Goodyear  or- 
ganization in  satisfying  your 
customers. 

Should  any  Neolin-Soled 
shoes  sold  with  this  tag  be 


returned  to  you,  resole  the 
shoes  free  of  charge. 

Mail  the  old  soles  and  the 
tag  which  accompanied  the 
shoes,  together  with  the  bill 
for  the  actual  cost  of  resol- 
ing, to  the  nearest  Goodyear 
branch  and  a  cheque  for  the 
amount  will  be  sent  to  you. 

If  you  have  no  facilities 
for  resoling,  send  the  shoes 
with  tag  to  the  nearest  Good- 
year branch  and  the  shoes 
will  be  returned  to  the  cust- 
omer without  further  ex- 
pense to  you. 

Our  Sole  and  Heel  Depart- 
ment will  be  pleased  to 
supply  you  with  the  names 
of  manufacturers  who  have 
been  supplied  with  Neolin 
Sole  guarantee  tags. 

The  Goodyear  Tire  &  Rubber  Co. 
of  Canada,  Limited 

TORONTO  .  ONTARIO 
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CANADIAN  SHOES  LIMITED 

MANUFACTURERS 

Women's  High  Grade  Welt  Shoes 

TORONTO,  CANADA 


Standardized  Styles, 
Standardized  Leather, 
Standardized  Manufacture 

Maximum  Factory  Production 
at  Minimum  Factory  Cost 
With 

Highest  Grade    Materials  and 
Workmanship 
Produces 
Shoes   of    Highest  Quality  at 
Lowest  Possible  Cost 


COCHRANE'S 


MADE  IN  SCOTLAND 


THE  BEST 


Made  in  3  weights. 
Can  be  applied  in  6 
different  ways. 

Don't  draw  the  feet. 


SEND  FOR  SAMPLE  DOZEN  BY  MAIL 

DOMESTIC  SALES  DEPARTMENT 

INDUSTRIAL  EXPORT  COMPANY 

OF  CANADA,  LIMITED 
16  ST.  SACRAMENT  STREET  -  -  MONTREAL 

Sole  Distributors  in  North  America 
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White  Canvas  Lines  in  Stock 


LOUIS  COVERED  HEEL  LINES 


4335 —  Wos.  White  Canvas  Colonial,  Rubber  Sole  (Hoods  Leisure) 

C  width   $3.40 

4336—  "         "      Pump,  Rubber  Sole  (Hoods  Leisure), 

C  width   3.00 

4338—  "  Oxford,  Rubber  Sole  (Hoods  Leisure), 

C  width   3.30 

4351_   "        "  Pump,  Turn,  B  &  C  widths   3.75 

4374—   "        "         "      Shimmy  Pump,  M.  S.,  C  &  D  widths..  3.25 

4396—   "        "  Colonial,  Turn,  C  width   4.50 

4329—   "  Eves  Oxford,  Inn.  tip,  D  width   3.25 

4391_  "      Canvas    Oxford,  Inn.  tip,  D  width  ....  2.65 

4394_   -        "  ^'       Plain  Toe,  Turn   4.10 

SPORT  HEEL  LINES 

4337 —  Wos.  White  Canvas  Pump,  Rubber  Sole,  Covered  Heel 

(Hoods  Leisure)   $3.00 

4339—  "  "  "  Oxford,  Covered  Heel  (Hoods  Leisure)  3.30 
4372—   "        "               Pump,  covered  heel,  C  &  D  widths  ....  2.40 

4308—   "  "      Pump,  Enam.  Heel   2.00 

4300—   "        "         "      Oxford,  Good  Welt,  Inn.  tip,  W.  Welt, 

C  width   4.50 

4386—  "  "  "  Oxford,  Inn.  Wing  Tip,  D  width  ....  2.50 
4363—            "         "          "       White  Sheep,  Saddle  Strap,  D 

width   2.65 

4331—  "      Oxford,  Enam.  Heel,  D  width   2.25 

4395—   "        "         "  "        Covered  Heel,  Turn,  Plain  Toe  4.10 


All  Sizes  214  to  7 

The  Davies  Footwear  Co.,  Ltd. 

Formerly 

Blachford,  Davies  Co.,  Limited 

60  Front  Street  West         ■         -  TORONTO 
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for  Every  Day  Wear  as  well 
as  for  Every  Sport  and 
Recreation 

This  is  the  keynote  of  the  Fleet  Foot  advertising  for  1920.  Men  are  told  of  the  easy  com- 
fort of  Fleet  Foot  when  worn  to  business  as  well  as  in  the  evenings. 

Women  are  shown  the  attractiveness  of  Fleet  Foot  for  morning  and  afternoon  wear  as  well 
as  for  holiday  time. 

Fathers  and  Mothers  have  proven  to  them  the  sound  economy  of  putting  the  boys  and  girls 
in  Fleet  Foot. 

Your  customers  are  urged  to  buy  several  pairs  of  Fleet  Foot  instead  of  only  one. 
Thus,  a  wider  demand  for  Fleet  Foot  is  being  created.  Everything  points  to  the  great- 
est summer  business  in  Fleet  Foot  that  dealers  have  ever  enjoyed.  Take  advantage  of  it. 
Display  Fleet  Foot.  Use  the  Fleet  Foot  cards  and  window  trims.  Keep  up  your  stock. 
Be  prepared  to  supply  every  style  and  every  size  asked  for — and  thus  get  the  full  benefit 
of  Fleet  Foot  popularity  and  Fleet  Foot  advertising. 


Dominion  Rubber  System  Service  Branches 

are  located  at 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton, 
London,  Kitchener,  North  Bay,  Fort  William,  Winnipeg,  Brandon, 
Regina,  Saskatoon,  Calgary,  Edmonton,  Lethbridge,  Vancouver 

and  Victoria. 
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A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
quality  circulation — every  reader  a  possible  buyer. 
Published  Monthly. 

HUGH  G.  MACLEAN,  LIMITED 

THOMAS  S.  YOUNG,  Managing  Director 


HEAD  OFFICE  -  347  Adelaide  Street  West,  TORONTO 
Telephone  A.  2700 


-    119  Board  of  Trade  Bldg. 
Electric  Ry.  Chambers 
-    Winch  Building 
NEW  YORK     -----     309  Broadway 


.^.c,  MONTREAL 
^^'%Sf\  WINNIPEG 
M   "  VANCOUVER 


aT  CHICAGO 


LONDON,  ENG. 


Room  803,  63  E.  Adams  St. 
-    16  Regent  Street  S.W. 


Authorized  by  the  Postmaster  ueneral  for  Canada,  for  transmission 
as  second  class  matter. 

Entered  as  second  class  matter  July  18th.  1914,  at  the  Postoffice  at 
Buffalo,  N.  Y.,  under  the  Act  of  Congress  of  March  3,  1879. 


SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1.50. 
Single  copies  15  cents 
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Gradual  Decline  ^^'^^  experience  with  the  rise 

Dae  to  Cost  of        in  the  cost   of  living   since  the 
Living  early  days  of  the  war  has  been 

something  like  that  of  a  "green"  mountain-climber, 
who  as  he  approaches  the  top  of  a  rocky  slope,  backed 
by  the  blue  sky,  imagines  he  is  nearing  the  peak  of 
the  mountain,  but  when,  with  toilsome  effort,  he 
rounds  the  crest,  finds  beyond  another  ascent,  still 
steeper  and  more  difficult.  Again  he  imagines  that  he 
is  in  sight  of  the  summit,  and  struggles  on  hopefully, 
only  to  find  when  he  scales  this  barrier  still  another 
rearing  itself  up  ahead  of  him. 

The  retailer  has  been  treated  to  just  such  a  series 
of  disappointments  in  regard  to  commodity  prices. 
Each  time  we  imagined  that  prices  had  reached  their 
topmost  limit  and  that  we  were  just  coming  to  a  level 
where  we  could  rest  a  bit,  another  steep  upward  slope 
loomed  up  before  us.  This  experience  has  been  rather 
trying  on  the  nerves  and  temper  of  both  the  retailer 
and  the  public  and  though  the  latter's  own  reaction  to 
extravagance  since  the  cessation  of  hostilities  has  been 
to  some  extent  responsible  for  the  condition,  still  it 
is  not  to  be  wondered  at  there  is  a  general  feeling  of 
irritability  and  grouchiness.  The  public  wants  lower 
prices,  and  is  looking  for  them.  The  high  cost  of  liv- 
ing has  "got  its  goat,"  and  it  would  like  to  get  a  real, 
genuine  profiteer  and  lar,  feather  and  lynch  him — 


metaphorically,  at  least.  In  any  case  it  seems  deter- 
mined that  prices  must  come  down.  But  how  are  they 
to  be  brought  down  ?  Will  not  supply  and  demand 
force  a  continued  increase?  "Supply  and  Demand"  is 
an  inexorable  law,  it  is  true,  but  this  simply  means 
the  people  must  remedy  the  situation  through  cutting 
down  on  luxuries  and  producing  more  of  the  necessi- 
ties. 


Change  Shoes  Many  retailers  make  the  niis- 

in  Window  take  of  not  changing  the  shoe.s  in 

Frequently  their  windows  as  often  as  is  desir- 

able from  the  viewpoint  of  preventing  damage  to  the 
stock.  A  great  number  of  store  windows  are  made 
practically  air  tight,  being  entirely  enclosed  by  the 
backgrounds,  and  if,  as  is  frequently  the  case,  the  sun 
is  allowed  to  shine  upon  the  glass,  even  for  a  short 
time,  the  temperature  inside  is  raised  to  a  point  that  is 
injurious  to  the  leather.  However,  the  wise  retailer 
is  always  very  careful  to  see  that  his  shoes  are  pro- 
tected from  the  rays  of  the  sun,  but  there  is  another 
point  which  is  frequently  overlooked.  High-powered 
lamps  are  now  generally  used  for  the  illumination  of 
the  store  window,  and  where  the  window  is  enclosed 
a  high  temperature  is  often  created,  which,  if  the  shoes 
are  left  in  the  window  for  any  great  length  of  time, 
will  damage  the  leather.  Recently  we  saw  a  pair  of 
shoes  returned  to  the  manufacturers  as  not  being  up 
to  standard.  The  foreman  examined  the  shoes,  and 
then  pointed  out  what  had  occurred.  "Look  here,"  he 
said,  "where  the  leather  is  stretched  and  warped.  This 
merchant  blames  it  on  a  fault  in  the  manufacture.  But 
it  is  quite  evident  that  he  has  had  those  shoes  on  dis- 
play in  his  window  and  left  it  there  for  a  week  or 
more  with  his  lamps  going  most  of  the  time.  No  shoe 
can  stand  treatment  like  that,  no  matter  what  its 
manufacture.  They  should  be  changed  in  the  win- 
dows very  frequently — when  the  lamps  are  being  used, 
every  day  or  two." 


The   new   luxurv   tax  on  l)oots 

The  "Luxury"  Tax         ,    ,  -j   i    r       •  c- 

'  and  shoes,   provided   tor   m  Sir 

on  Shoes  ,    ,  , 

Henry  Drayton  s  budget,  appears 

to  be  meeting  with  general  disapproval  from  the  shoe 
retailers  of  Canada.  A  shoe  at  $9.00  cannot  by  any 
stretch  of  imagination  be  considered  as  a  "luxury" 
product,  nor  is  it  the  best  investment  from  the  stand- 
point of  economy.  A  fairly  good  shoe  can,  if  the  pur- 
chaser searches  carefully  and  looks  for  no  frills,  be 
obtained  for  $12.00,  but  in  very  few  stores  is  a  good 
calf  shoe  now  procurable  for  less.  The  result  of  the 
imposition  of  the  tax  on  footwear  selling  at  $9.00  and 
up  will  be  to  force  the  public  to  buy  the  cheapest 
grade  of  footwear,  wherein  lies  no  economy.  Whether 
the  scheme  was  framed  with  this  in  view  is  difficult 
to  say,  but  in  any  case,  if  enforced,  it  will  certainly 
hurt  the  man  not  greatly  blessed  with  worldly  pes- 
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sessions  who  wishes  to  make  the  best  investment  of 
his  dollars  in  shoes. 

In  view  of  this  situation,  the  National  Shoe  Re- 
tailers' Association  of  Canada  has  taken  prompt  and 
decided  action  in  the  matter,  and  on  May  19th,  a  ele- 
gram  was  despatched  to  Sir  Henry  Drayton,  by  the 
president,  Mr,  Warren  T.  Fegan,  reading  as  follows: 

"The  National  Shoe  Retailers'  Association  of  Can- 
ada protest  against  the  price  of  shoes  exempt  being 
placed  at  Nine  Dollars.  This  should  in  all  fairness 
be  Twelve  Dollars.  We  submit  the  tax  should  be  ten 
per  cent,  on  increase  above  specified  amount,  not  on 
total  sale  price.  Forms  al.so  should  be  procurable  for 
checking  of  same." 

A  reply  was  received  to  this  message  stating  that 
the  suggestions  would  have  attentive  consideration. 
It  is  understood  that  Sir  Henry  Drayton  is  quite  fix- 
ed in  his  determination  that  the  tax  shall  be  levied  on 
the  total  price  of  the  shoes,  but,  at  the  time  of  writing, 
it  does  not  appear  improbable  that  the  price  at  which 
footwear  becomes  taxable  may  be  raised.  If  the  fig- 
ures were  set  at  $12.00,  it  would  be  more  reasonable, 
and  would  place  more  of  the  burden  on  the  man  who 
can  afford  to  buy  high-priced  shoes. 

The  retailers'  association  has  also  appealed  to  the 
Canadian  Shoe  Manufacturers'  Association,  through 
the  president,  F.  S.  Scott,  M.P.,  for  their  co-operation 
in  having  the  inequity  of  the  tax  corrected. 


Canada  and 
Britain 


The  Footwear  Organizer  of  Lon- 
don, Eng.,  in  its  British  Empire 
Number  recently  issued,  prints  an 
editorial  which  shows  a  very  clear  conception  of  the 
attitude  and  feelings  of  the  people  in  this  Dominion 
toward  the  Motherland.  It  reads,  in  part:  "During 
the  war  the  sentimental  links  that  bind  all  parts  of 
the  Empire  together  were  tremendously  strengthened, 
and  it  ought  to  be  possible  now  to  establish,  between 
all  the  countries  within  the  Empire,  a  commercial 
bond  more  firmly  knit  than  ever  before.  We  do  not 
mistake  the  position  of  the  separate  parts  of  the  Em- 
pire, in  relation  to  the  Mother  Country,  in  the  matter 
of  trade.  They  do  not  exist  to  be  exploited  for  our 
benefit.  They  neither  ask  nor  expect  to  be  'molly- 
coddled' by  the  Imperial  Government,  nor  do  they  ex- 
pect to  be  asked  to  contribute  to  our  well-being  ex- 
cept on  a  basis  that  shall  be  purely  mutual.  That 
much  has  to  be  admitted,  and  it  is  admitted  readily 
by  home-keeping  Britishers,  as  a  sign  of  healthy  inde- 
pendence such  as  we  like  to  see  in  the  younger  nations 
that  form  a  part  of  our  Empire.  Still,  we  do  believe 
that,  other  things  being  equal,  the  colonies  have  a  pre- 
ference for  doing  business  with  Great  Britain,  and  it 
is  desirable  that  should  l)e  cultivated  as  fully  as  pos- 
sible." 

The  "Organizer"  believes  rightly.  Canada  is  ready 
to  do  business  with  anyone  who  has  money  to  spend 


or  goods  for  sale  which  she  requires,  but,  other  things 
being  equal,  British  goods  and  British  orders  will  get 
the  preference  every  time.  The  people  of  this  Domin- 
ion, as  a  result  of  the  war,  have  a  deeper  respect  and 
truer  admiration  for  Old  England  than  they  ever 
had  before,  and  are  willing  to  express  this  feeling  in 
terms  of  Canadian  farm  products,  Canadian  manufac- 
tures and  Canadian  dollars. 


Individuality  When  running  a  series  of  ad- 

in  Advertising  verti.sements,  care  should  be 
and  Display  taken  to  preserve  the  identity  of 
the  store,  so  that  people  will  recognize  the  ad,  as 
yours  without  looking  at  the  name  plate.  The  ident- 
ity may  be  preserved  through  a  consistency  in  lay- 
out or  by  the  "tone"  or  "atmosphere"  of  the  advertise- 
ments. 

Not  only,  however,  is  this  an  important  point 
where  a  series  of  ads.  is  being  run,  but  the  live  re- 
tailer with  original  ideas  will  always  infuse  into  his 
advertising  and  indeed  into  4iis  whole  business,  a  cer- 
tain individuality  which  makes  it  just  a  little  different 
from  the  other  fellow's.  Individuality  is  characteristic 
of  the  work  of  strong,  original  minds,  and  it  al- 
ways makes  for  success  in  any  line  of  endeavor. 


Furtlier  Price  seems  to  be  the  path  of 

Increases  are        duty  and  the  part  of  wisdom  for 
Unsafe  the  retailers  of  Canada  and  every 

other  branch  of  industry  to  do  all  in  their  power  to 
gradually  reduce  the  cost  of  living.  They  have  been 
unfairly  attacked,  it  is  true,  branded  as  profiteers  in 
scare  headlines,  and  held  up  to  public  opprobrium, 
but  they  should  not  let  retaliatory  feelings  influence 
them  in  the  performance  of  their  duty  to  the  country. 
The  upward  trend  of  prices  should  be  restrained  as 
far  as  possible.  There  is  too  much  tenseness  in  the 
present  situation.  It  is  as  though  we  had  gone  balloon- 
ing and  had  reached  an  altitude  where  the  atmosphere 
will  not  support  life.  But  it  is  much  safer  to  descend 
to  terra  firma  by  controlled  deflation  than  to  explode 
the  balloon  and  drop  precipitously  into  a  sea  of  un- 
rest, allowing  the  whole  industry  to  become  engulfed. 


Drafts  for  fees  for  membership  in  the  Nation- 
al Shoe  Retailers'  Association  of  Canada  ha\e 
been  sent  out  to  the  shoe  retailers  of  Ontario, 
and  the  membership  campaign  is  now  being  car- 
ried on  in  other  provinces.  Any  retailers  who 
may  be  overlooked  will  greatly  oblige  the  exe- 
cutive of  the  association  if  they  will  send  a 
cheque  for  their  fees — $5.00 — to  Mr.  James  W. 
Jupp,  secretary,  810  Queen  St.,  E.,  Toronto. 
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The  Greatest  "Show"  on  Earth 


July     13  -  14  -  15  -  16  -  17  Montreal 
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Convention 


of  the 

National  Shoe  Retailers' Association 

Together  with  the 

Canadian  Shoe,  Leather  and  Allied 
Trades' 


Fair 


JULY 

Tuesday  13th 
to 

Saturday  17th 

at 

MONTREAL 


If  you  miss 
this  show  you 
will  regret  it 
as  long  as  you 
live. 


JUDGING  by  the 
fact  that  space  has 
been  taken  by  ex- 
hibitors from  all  over 
the  Dominion — this 
Convention  bids  fair 
to  be  the  biggest  event 
in  the  history  of  the 
Shoe  Industry  of 
Canada. 

The  following  pages 
give  a  brief  synopsis 
of  what  the  committee 
have  planned  for  your 
benefit  and  entertain- 
ment. 

Executive  Offices:— 

Windsor  Hotel, 

Montreal 


June,  1930 


FOOTWEAR   IN  CANADA 


45 


Why  a  Convention? 

F"irst  and  foremost  in  the  minds  of  the  promoters  is  a  very  firm  belief  in  the  "Get  together"  idea.  No 
retailer  is  so  small  that  he  cannot  reap  benefits  from  mixing  with  the  bigger  men  in  the  trade,  and  no 
retailer  so  big  that  he  cannot  profit  by  exchanging  notes  with  his  brother  from  the  small  country  store.  So 
we  shall  all  meet  and  talk  over  the  things  that  we  have  next  to  our  heart.  Remember  that  the  success  of 
this  Convention  will  rest  entirely  upon  the  people  who  attend  it.  A  Convention  is  like  the  old-fashioned 
plum  pudding,  inasmuch  as  the  more  you  put  into  it,  the  greater  nourishment  and  greater  satisfaction  you 
get  out  of  it. 

The  object  of  the  Convention  is  to  get  together  Retailers  from  all  over  Canada,  who  will  meet  with 
their  confreres  in  the  allied  trades  in  friendly,  helpful  round-table  talks.  Present  conditions  and  unsettled 
market,  and  the  problems  arising  therefrom,  will  be  discussed  by  men  who  have  a  broad  outlook  on  trade 
conditions  and  who  are  in  a  position  to  talk  with  authority  on  their  particular  subjects. 

The  Exhibition  Arrangements 

The  Show  will  be  held  in  the  Coliseum  on  Guy  Street,  which  is  the  largest  exhibition  hall  in  the  city 
of  Montreal,  and  complete  arrangements  have  been  made  with  a  well-known  firm  of  interior  decorators  to 
beautify  the  interior  hall  in  a  most  artistic  manner.  The  general  outline  of  the  decoration  will  be  green 
and  white,  and  the  booths  will  be  erected  in  such  a  manner  as  to  show,  to  the  very  best  advantage,  the 
various  products  exhibited. 

The  committees  have  been  voted  a  considerable  sum  of  money  for  this  purpose,  as  it  is  the  desire  to 
have  the  appearance  of  the  interior  of  the  hall  a  credit  to  the  exhibitors  and  their  products. 
The  widest  publicity  has  been  given  to  the  convention  and  style  show  from  coast  to  coast,  and  a  very  large 
attendance  is  already  assured. 

Montreal,  the  Metropolis  of  Canada 

Montreal  is  locally  suited  to  a  Convention,  both  in  the  scenic  splendour  of  its  surroundings  and  also  on 
account  of  many  points  of  historic  interest  which  are  found  within  its  limits.   With  such  advantages,  Mont- 
real is  fully  qualified  to  furnish  ample  entertainment  during  the  hours  set  apart  for  sight-seeing.    In  addi- 
I  tion  to  this,  there  are  nearby  rapids  to  "shoot,"  mountains  to  climb,  and  coach,  steamboat  and  motor  drives 

innumerable,  besides  many  historic  and  educational  attractions. 

Benefits  to  Retailer 

Nobody  can  come  to  the  Convention  in  Montreal,  and  take  an  active  interest  in  the  proceedings,  with- 
out going  home  with  a  "headful"  of  ideas.  Many  problems  will  be  discussed,  many  viewpoints  will  be  ex- 
changed, and  many  suggestions  will  result  in  definite  action  being  taken  in  the .  interests  of  the  general 
betterment  of  the  trade. 

Entertainments 

Of  course,  if  a  convention  is  not  properly  put  on,  it  might  be  a  dull  affair,  but  your  program  committee 
has  tried  to  combine  business  with  pleasure  during  the  week  of  the  Show,  and  has  arranged  a  varied  pro- 
gramme, which  will  be  out  of  the  ordinary  in  many  respects.  A  full  programme  of  the  week's  luncheons, 
dinners,  banquets  and  excursions  has  been  planned,  but  it  would  be  hardly  fair  to  the  Entertainment  Com- 
mittee to  give  away  some  of  their  best  "stunts"  which  they  have  planned  for  the  entertainment  of  visitors. 

Style  Show 

The  Show  is  a  special  exhibit  by  the  manufacturers  and  will  include  all  the  very  latest  Made-in-Canada 
lines  of  shoes,  leather,  findings,  etc.  This  will  last  all  the  week  at  the  Coliseum,  where  the  Convention  is  to 
be  held.    This  will  be  a  wonderful  showing  of  all  that  is  latest  and  best  in  the  Shoe  Industry. 

There  will  be  living  models,  costumed  in  those  modern  creations  of  which  correct  footwear  forms  such 
an  important  feature.  The  United  Shoe  Machinery  Co.  will  stage  an  exhibit  of  shoes  in  the  actual  making. 
There  will  also  be  a  practical  demonstration  of  how  rubbers  are  made,  by  the  Dominion  Rubber  System. 
These  features  will  be  supplemented  by  speakers,  all  men  of  authority,  who  will  address  themselves  more 
directly  to  retail  salesmen  on  such  subjects  as  will  be  of  vital  interest  to  everybody  in  the  shoe  business. 

One  of  the  best  features  in  connection  with  the  Style  Show  will  be  a  Window  Dressing  Demonstra- 
tion.   Everybody  needs  to  know  more  about  how  to  dress  windows  to  sell  goods. 

Prizes  will  be  offered  to  the  best  dressed  retail  store  window  in  Montreal.  A  specially  arranged  win- 
dow will  be  shown  at  the  Exhibition  Hall,  where  windows  will  be  dressed  and  demonstrations  given  during 
the  week. 

Hotel  Accommodation 

All  through  the  summer  Montreal  hotels  are  always  crowded,  and  as  a  big  tourist  season  is  anticipated 
this  year  the  Committee  arranged  for  500  reservations  in  the  Windsor  Hotel,  several  weeks  ago,  and  at  the 
moment  similar  action  is  being  taken  with  other  hotels.  So  send  in  your  application  for  hotel  accommoda- 
tion at  once  to  the  Reception  Committee,  who  can  fill  your  requirements  now,  but  who  cannot  be  re- 
sponsible for  eleventh  hour  applicants. 

The  Management 

The  management  of  the  Convention  is  in  the  hands  of  a  body  of  able  business  men,  who  have  devoted 
a  great  deal  of  time  and  study  to  assuring  the  success  of  this  coming  Retailers'  Convention  and  Style  Show. 
They  have  planned  to  give  this  demonstration  of  Made-in-Canada  goods  the  fullest  publicity,  which  will  ulti- 
mately result  in  great  benefit  to  the  retailers  and  manufacturers  throughout  Canada. 

For  further  information,  write  to  the  Convention  ofticc: — Room  4,  Windsor  Hotel,  Montreal. 
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BUSINESS  PROGRAMME 

of 

The  National  Shoe  Retailers'  Convention 


TUESDAY,  JULY  13th 

9.00  a.m.    J^egistratiun  of  Delegates. 

9.30  a.m.    Call  to  Order. 

Devotional  Exercises. 
Address  of  Welcome. 
Replies. 

10.00  a.m.    Business  Session: 

(1)  Minutes  last  Convention. 

(2)  President's  Address. 

(3)  Secretary's  Report. 

(4)  Treasurer's  Report. 

(5)  Report  of  Executive  Com't'e. 

11.00  a.m.    Appointment  of  Standing  Com't's. 

(1)  Nomination. 

(2)  Resolutions. 

11.30  a.m.    Address :  "Financial  Situation,  Im- 
mediate and  Future." 
12.00  a.m.    "Canadian  Shoe  Industry." 
12.30  p.m.  Adjournment. 

WEDNESDAY,  JULY  14th 

9.30  a.m.    Address :    "  Advertising    from  a 
Shoe  Retailers'  Standpoint. 

10.00  a.m.    Address :   "The    Board   of  Com- 
merce and  Its  Work." 


10.30  a.m.    Address : 


'Better  Merchandising." 


12.30  p.m. 


9.30  a.m. 
10.00  a.m. 


11.30  a.m.    Round  .Table  Conference: 

(a)  Stock  Keeping;  (b)  Turn- 
over; (c)  Insurance;  (d)  How 
to  Figure  Profits;  (e)  Refunds 
and  Exchanges. 

Adjournment. 

THURSDAY,  JULY  15th 

Address:  "The  Leather  Situation." 
Address :    "  Co-operation    in  the 
Shoe  and  Leather  Industries." 

10.30  a.m.    Round  Table  Conference: 

(a)  How  to  Keep  Stock  Clean. 

(b)  Co-operation    Between  Em- 
ployers and  Employees. 

(c)  Diplomacy  in  Salesmanship. 

(d)  Why  Books  Should  be  Audit- 
ed.   Income  Tax,  etc. 

(e)  Fewer  Styles. 

(f)  How  to  Safely  Buy  Under 
Present  Conditions. 

11.30  a.m.    Business : 

(1)  Reports  of  Committees  on  Re- 
solutions. 

(2)  Nominations. 

(3)  Unfinished  Business. 

(4)  Next  Place  of  Convention. 
12.30  p.m.  Adjournment. 


Note. — The  Executive  Committee  are  at  the  moment  considering  the  advisability  of  continuing 

the  program  into  Friday  morning. 
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Programme  of  Entertainment  Committee 


TUESDAY  JULY  13 

9.00  a.m.    Opening  of  the  Convention,  etc. 
12.30  p.m.    Adjournment  for  Lunch. 

2.30  p.m.  Grand  Opening  of  the  Exhiljition 
with  Band  Concert. 

4.30  p.m.  Trip  to  Lachine,  and  down  La- 
chine  Rapids,  on  special  steamer, 
arriving  at  wharf  at  6.00  p.m.,  also 
harbour  trip. 

8.00  p.m.  Special  attraction  at  Exhibition 
Hall.  Band  Concert  and  musical 
entertainment  by  the  l)est  talent 
possible,  also  the  distribution  of 
souvenirs  to  the  visiting  shoemen 
and  special  souvenirs  to  their  lady 
friends. 

WEDNESDAY,  JULY  14 

9.00  a.m.    Convention  Meeting. 
12.30  p.m.    Adjournment  for  Lvmch. 

2.30  p.m.  Special  music,  singing  and  stunts, 
at  Exhibition  Hall. 

3.30  p.m.  Automobile  ride,  to  visit  shoe  and 
other  factories. 

7.00  p.m.  Grand  Banquet  in  the  Rose  Room 
of  the  Windsor  Hotel,  with  spe- 
cial music  and  entertainment. 

THURSDAY,  JULY  15 

9.00  a.m.    Convention  Meeting. 
12.30  p.m.    Adjournment  for  Lunch. 
2.30  p.m.    Special  Concert  by  an  Orchestra, 
and  Stunts. 


3.30  p.m.  Cal)  drive  for  all  the  shoemen  and 
their  lady  friends,  to  the  top  of 
Mount  Royal,  headed  by  a  Tally- 
Ho  and  Band,  where  special  music 
will  be  furnished,  also  tea  will  lie 
served. 

8.00  p.m.  Living  Model  Style  Show,  in  the 
Windsor  Hotel,  with  music  and 
entertainment. 
10.30  p.m.  Grand  Ball  in  the  Rose  Room  of 
the  Windsor  Hotel,  with  Buffet 
Supper. 

FRIDAY,  JULY  16 

9.00  a.m.  Special  Meeting  of  the  Retailers. 
12.30  p.m.  Lunch. 

2.30  p.m.    ExhiI)ition  open  to  the  public. 

7.00  p.m.  Trip  to  Quebec  by  boat  or  auto- 
mobile, where  the  visiting  retailers 
will  be  entertained  and  driven  to 
the  historic  places  of  interest. 

8.00  p.m.    Exhibition  open  to  the  public. 

SATURDAY,  JULY  17 

9.00  a.m.    Travellers'  Meeting. 
12.30  p.m.  Lunch. 

2.30  p.m.    Exhibition  open  to  the  public. 

2.30  p.m.  All  shoe  factories  closed  down 
and  games  and  picnic  at  Dominion 
Park,  to  be  engineered  by  Trav- 
ellers. 

8.00  p.m.  Show  open  to  the  public,  and  final 
wind-up  of  the  Exhibition. 


A  large  number  of  manufacturers  who  have  been  unable  to  exhibit  have  contributed  generouslv 
towards  the  entertainment  of  the  members  of  the  National  Shoe  Retailers'  Convention,  during 

the  Convention.  We  will  publish  the  names  later. 
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Modern  Shoe  Plant  at  Tillsonburg,  Ont. 

What  the  Tillsonburg  Shoe  Co.  Have  Accomplished  in  Six  Years— Output  Increased 
from  300  to  Over  1,000  Pairs  per  Day— Manufacture  of  Men's  and  Boys' 
Staples  by  Loose-Nailed  and  Standard  Screw  Process 


ONE  of  the  young,  healthy  and  rapidly  growing 
members  of  the  Canadian  shoe  manufactur- 
ing family  is  the  Tillsonburg  Shoe  Company, 
Ltd.,  of  Tillsonburg,  Ont.  About  six  years 
ago,  in  1914,  this  company  was  organized  and  took 
over  the  business  then  owned  by  the  Snedicor,  Hath- 
away Company,  of  Detroit.  In  the  previous  year,  the 
latter  concern  seeing  the  opportunities  for  the  mar- 
keting of  their  type  of  shoe  in  the  Canadian  field,  had 
established  a  Canadian  branch.  Tillsonburg  had  been 
chosen  as  the  location  for  their  factory,  owing  to  its 
desirable  situation  from  the  standpoint  of  railroad  facil- 
ities, and  the  favorable  terms  offered  by  the  municipal- 
ity. This  thriving  Ontario  town  is  favorably  located 
in  one  of  the  richest  sections  of  the  province,  about 
equi-distant  from  Brantford  and  London,  and  is  served 
by  the  Canadian  Pacific  and  the  Grand  Trunk  rail- 
ways, and  Michigan  Central  and  Wabash  roads.  Be- 
sides the  shoe  factory,  it  has  linen  and  tool  works  and 
a  milk  condensing  plant.  The  supply  of  labor  has  been 
very  good  in  the  past,  and  even  in  these  days  of  short- 
age it  is  quite  fair. 

The  men  who  opened  up  and  managed  the  branch 
for  the  Snedicor,  Hathaway  Company  were  Mr.  Wm. 
ColofT  and  Mr.  L.  C.  vanGeel.  Within  twelve  months 
of  the  opening  of  the  plant,  however,  Messrs.  Colof¥ 
and  vanGeel  found  oj^portunity  to  buy  a  conirolling 
interest  in  it.  Consequently  they  organized  the  Till- 
sonburg Shoe  Company,  Ltd.,  and  took  over  the  oper- 
ation of  the  factory.  At  that  time  the  output  was  300 
pairs  per  day.  Now  it  has  quadrupled,  being  from  1,- 
000  to  1,200  pairs  per  day.  Last  year  an  extension 
was  added,  larger  than  the  original  i)lant,  bringing  the 
total  capacity  to  1,500  pairs.  'J'his  development  is  an 
outstanding  evidence  of  the  enterprise  and  ability 
which  has  been  used  in  the  management  of  the  busi- 
ness. 

Both  Mr.  Colofif  and  Mr.  van(ieel  have  risen  right 


from  the  ranks  and  know  the  shoe  manufacturing  game 
from  top  to  bottom.  They  understand  the  point  of 
view  of  their  employees,  and  treat  them  in  a  fair  and 
open  way  which  has  eliminated  friction  and  preserved 
harmonious  relations.  Since  the  plant  was  opened, 
there  has  never  been  a  strike  nor  a  lock-out,  nor  has 
it  been  shut  down  for  any  reason,  except  for  an  annual 
weekly  holiday  the  first  week  in  July.  When  Messrs. 
vanGeel  and  Colofif  took  over  the  business  they  de- 
termined that  it  was  to  be  kept  running  steadily  with- 
out any  of  the  interruptions  which  so  seriously  impair 
efificiency  and  temporarily  disorganize  the  staflf — and 
well  have  they  succeeded  in  their  purpose.  Realizing, 
however,  that  everybody  works  the  better  and  feels  the 
happier  for  a  vacation,  they  established  the  annual 
weekly  holiday  in  July.  The  plan  has  worked  splen- 
didly. The  employees  appreciate  it  and  look  forward 
with  anticipation  to  this  period  of  recreation,  and  at 
the  same  time  the  prevalent  evil  of  seasonal  operation 
has  been  eliminated.  In  a  factory  with  a  pay-roll  of 
125  employees,  a  record  such  as  this  is  certainly  re- 
markable. 

The  labor  used  by  the  Tillsonburg  Shoe  Company 
is  mostly  of  the  "home-grown"  variety,  and  is  prob- 
ably all  the  better  for  that.  It  "floats"  less,  knows  its 
employers  and  the  ways  of  the  plant,  and  is  more  con- 
tented. Most  of  the  employees  in  the  plant  are  Till- 
sonburgers,  who  have  been  trained  in  the  various 
branches  of  the  shoe  trade,  under  the  personal  super- 
vision of  Mr.  Colofif.  While  some,  after  receiving  their 
education  in  the  Tillsonburg  plant,  have  drifted  oflf  to 
the  cities,  still  the  native  labor,  with  its  home  ties  and 
associations  in  the  neighborhood,  is  much  more  set- 
tled and  permanent  than  anything  that  the  company 
might  import. 

Last  year  the  management  took  further  steps  to 
create  the  most  friendly  relationships  with  their  em- 
ployees by  the  institution  of  the  group  insurance 
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scheme,  under  which  all  hands,  regardless  of  age  or  boys',  youths'  and  lads'  medium  and  fine  staples,  by 

physical  condition,  will  receive  benefits.    The  Tillson-  the  loose-nailed  and  standard  screw  process.  Their 

burg  Shoe  Company  were  the  first  Canadian  shoe  man-  shoes  are  of  the  solidly-built,  all  leather  type,  which 

ufacturing  firm  to  inaugurate  this  plan,  and  one  of  appeal  to  the  man  who  is  looking  for  footwear  that 

the  first  concerns  in  the  country.  will  give  long  service  at  a  low  price.    The  manufac- 

The  factory,  which  is  located  on  the  main  street  of  turers'  prices  on  these  shoes  have  gone  up  an  average 
the  town,  is  of  quite  pleasing  appearance.  It  is  clean  of  only  90  per  cent,  since  the  beginning  of  the  war, 
and  bright,  and  lacks  the  air  of  dinginess  which  is  so  which  in  comparison  with  other  articles  is  a  very  mod- 
common  to  small-town  plants.  It  is  indeed  up-to-date  erate  advance.  The  company  deal  only  with  the  whole- 
in  every  detail  of  construction  and  arrangement.  The  sale  trade,  and  their  product  is  now  distributed  from 
building  is  of  a  modern  fire-resistant  type— brick  and  coast  to  coast.  One  of  their  specialties  is  miners'  and 
concrete  with  laminated  wood  floors— and  is  excel-  prospectors'  boots  of  elkskin  and  heavy  side  leather, 
lently  lighted  with  steel-sash  windows  and  sky-lights  It  will  be  interesting  to  follow  the  process  of  shoe 
of  the  latest  type.  It  is  three  storeys  high  and  L-  manufacture  by  the  loose  nailed  and  standard  screw 
shaped,  the  addition  having  been  built  perpendicular  process,  as  carried  out  in  the  Tillsonburg  Shoe  Com- 
to  the  original  building.  The  addition,  which  was  pany's  factory.  The  first  department  we  must  visit 
taken  possession  of  last  October,  is  135  ft.  long  by  40  is  the  upper  cutting  room.  This  department,  which  is 
ft.  wide,  while  the  older  portion  of  the  plant  is  90  ft.  on  the  top  floor  of  the  plant,  is  very  well  lighted  with 
X  40  ft.  steel  sash  windows  and  skylights.    It  is  kept  supplied 

Electric  power  supplied  by  the  local  Hydro-electric  with  a  stock  of  leather  from  the  warehouse  for  use 

commission  is  used  exclusively  in  the  factory,  all  the  from  day  to  day.    For  their  heavy  shoes  the  company 

machines  being  driven  from  shaft.  uses,  for  the  most  part,  the  best  grade  of  side  leather. 

The  Tillsonburg  Shoe  Company  manufacture  men's,  Elkskin  is  also  used  in  their  prospectors'  and  miners' 


The  Fitting  Room — Here  is 
where  the  parts  of  the  up- 
per are  fitted  together  and 
stitched.  Note  the  movable 
tables  by  which  work  is 
passed  from  operator  to  op- 
erator. 
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boots,  this  class  of  leather  being  very  thick  and  heavy 
but  soft.  The  cutting  of  the  uppers  is  done  by  means 
of  dies  and  clicking  machines.  The  leather  is  placed 
on  the  table  of  a  machine,  and  a  die  of  the  required 
shape  is  placed  upon  it.  The  operator  then  moves  a 
lever,  and  the  machine  "clicks"  down  with  sudden 
pressure,  forcing  the  sharp  edge  of  the  die  through  the 
leather.  The  operation  is  thus  rapidly  carried  on,  in- 
terchanging the  dies  so  as  to  make  the  most  economical 
u.se  of  the  leather. 

There  are  twelve  of  these  clicking  machines  in  tlie 
department,  all  belt-driven  from  a  shaft. 

The  parts  of  the  upper  having  been  cut  out,  they 
pass  to  the  stamping  machine,  which  stamps  the  num- 
bers upon  the  quarters  classifying  them  as  to  size,  etc. 
Then  the  edges  are  skived — that  is,  shaved  down  very 
thin — by  the  revolving  circular  knife  of  the  skiving 
machine,  and  they  are  ready  to  go  to  the  stitching 
room. 

It  will  be  interesting  to  note,  before  proceeding 
further,  the  method  by  which  the  work  is  kept  track 


the  foot.  The  eyeleting  of  the  quarters  is  done  by  a 
machine  which  punches  the  soles  and  inserts  the  eye- 
let rings,  one  after  another,  almost  as  fast  as  a  needle 
might  make  a  stitch. 

After  the  tip  has  been  stitched  to  the  vamp,  the 
tongue  is  inserted,  the  vamp  is  sewn  to  the  quarters, 
and  the  backstrap  is  attached,  making  the  upper  com- 
plete. The  last  operation  in  the  stitching  room  is  the 
lacing  of  the  shoe.  A  very  clever  machine  is  used  for 
this  purpose,  which  does  it  all  in  a  moment. 

A  department  which  we  should  visit  before  pro- 
ceeding any  further  with  the  upper  is  th^e^le  leather 
department.  Here  there  are  half  a  dozen  large  dicing 
machines  of  different  sizes  and  capacities,  which  cut 
out  the  outsoles,  insoles  and  top-pieces  for  the  heels. 
These  machines  are  on  exactly  the  same  principle  as 
those  used  for  cutting  the  upper  leather,  but  are  of 
Course  much  larger  and  heavier.  After  the  soles  are 
cut,  they  are  sorted,  scoured  and  finished.  For  the 
heavier  shoes,  a  slip  is  attached  to  the  outside.  This 
is  done  by  a  powerful  stitching  machine,  known  as  a 
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Sole  Cutting  and  Stock  Fit- 
ting Department — Here  out- 
soles and  insoles  are  cut 
and  made  ready  to  go  to 
lasting  room.  Also  heels 
are  built  up  and  top  pieces 
uct. 


of.  At  the  beginning  of  the  week  requisition  tags  are 
made  out  in  the  office  for  the  shoes  to  be  turned  out 
during  the  week.  These  tags  go  first  to  the  foreman  of 
the  upper  cutting  room,  who  cuts  his  uppers  to  cor- 
respond, and  delivers  them,  along  with  the  tags,  to  the 
stitching  room.  Each  tag  shows  the  sizes  and  gives 
the  description  of  the  shoes,  and  travels  with  them 
through  all  the  other  departments  in  the  process  of 
manufacture.  Thus  at  any  stage  a  batch  of  .shoes  may 
be  checked  up  by  reference  to  the  tags. 

Next  let  us  pass  to  the  stitching  room,  where  the 
various  parts  of  the  upper  come  together.  Nearly  all 
Tillsonburg  shoes  are  Blucher-cut,  the  upper  consist- 
ing of  the  two  quarters — whole,  the  tip,  the  vamp  and 
the  backstraj).  These  parts'  are  transferred  from  the 
upper  cutting  room  upon  large  moving  tables,  and  are 
delivered  to  the  operators  in  the  stitching  room,  being 
here  placed  on  smaller  tables,  which  pass  along  from 
operator  to  .  operator  as  they  go  through  the  various 
processes  of  this  dejjartment.  The  cpiarters  are  stitched 
tcjgether  down  the  back  by  a  special  stitching  machine, 
known  as  the  zig-zag  machine.  It  is  so  named  because 
it  sews  the  (juarters  in  such  a  way  as  to  give  the  pro- 
per zig-zag  at  the  heel,  cdii forming  to  tlie  shajie  of 


Fair  stitcher.  Side  shanks  are  also  stitched  on  by  the 
same  machine. 

There  is  another  interesting  equipment  in  this  de- 
partment— the  sole  shaper.  This  machine  has  two 
metal  forms,  right  and  left.  On  these  the  soles  are 
placed,  one  at  a  time,  and  a  heavy  top  form  presses 
down  on  the  sole  forcing  it  into  shape,  with  the  pro- 
per curve  at  the  shank. 

The  heels  are  built  up  in  the  sole  leather  depart- 
ment from  the  waste  leather  from  the  other  opera- 
tions. This  is  done  by  hand.  To  finish  the  job,  how- 
ever, a  machine  is  used  which  compresses  the  heel,  and 
gives  it  a  shallow  cup  shape  on  top,  to  fit  in  with  the 
heel  seat. 

We  now  go  to  the  lasting  department,  on  the 
second  floor  of  the  factory.  The  first  operator  we  see 
here  is  the  assembler.  He  assembles  the  upper  and 
the  insole  over  the  last,  fastening  them  together  with 
one  tack  at  the  heel.  The  shoe  is  then  passed  to  the 
pull-over  machine,  which  with  five  fingers  of  steel, 
l)ulls  the  upper  down  tight  over  the  last,  at  the  same 
time  driving  in  tacks  to  hold  it  in  place.  This  does 
not  complete  the  lasting  operation,  however.  There 
is  another  lasting  machine,  with  a  gripping  device. 
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In  the  lasting  room  the  in- 
sole and  upper  are  assembl- 
ed and  the  lasting  operation 
carried  out  by  two  mach- 
ines. Then  the  outsole  is 
tacked  on.  After  remaining 
for  a  day  or  two  the  last 
is   removed   from   the  shoe. 


which  may,  perhaps,  be  best  described  as  a  steel  beak. 
The  operator  holds  the  shoe,  while  this  steel  beak 
plucks  and  pulls  the  leather  tight  all  around  the  edge 
of  the  last,  inserting  at  each  pull  a  tack  to  hold  it  in 
place. 

Now  that  the  upper  is  stretched  to  shape  over  the 
last  the  incipient  shoe  passes  to  the  pounding  ma- 
chine. The  name  of  this  machine  does  not  very  ac- 
curately describe  its  operation — it  grinds,  rather  than 
pounds.  It  consists  of  a  pair  of  revolving  wheels  or 
cylinders,  with  rough  corrugated  surfaces,  of  different 
coarseness.  The  bottom  of  the  shoe  is  held  against 
these  and  the  tacks  are  ground  off,  and  the  overlap- 
ping leather  of  the  upper  smoothed  out  to  some  ex- 
tent. Now  we  come  to  the  point  where  outsole  and 
upper  meet.  The  sole  is  tacked  on  by  a  tacking  ma- 
chine, and  the  shoe  is  allowed  to  stand  on  the  last  for 
a  day  or  two  to  set  to  shape.  The  last  is  then  re- 
moved. 

The  department  in  which  a  plant  using  the  loose- 
nailing  and  standard  screw  process  differs  essentially 
from  factories  using  other  processes  of  shoe  manufac- 
ture is  the  bottoming  room.    This  department  corres- 


ponds to  the  making  room  in  a  goodyear  welt  fac- 
tory. Here  it  is  that  the  sole  and  upper  are  perman- 
ently attached  and  the  shoe  takes  its  final  form.  First 
of  all  the  heel  seat  is  fastened  by  the  loose  nailing 
process,  and  then  the  remainder  of  the  sole  is  attached 
by  either  the  loose  nailing  or  the  standard  screw  pro- 
cess, the  latter  being  the  stronger  method.  The  stan- 
dard screw  machine  cuts  oft"  its  own  screws  from  a 
coil  of  screw  wire  and  screws  them  in  around  the  edge 
of  the  sole,  while  the  operator  passes  the  shoe  under- 
neath. The  wire  is  revolved  at  a  very  rapid  rate  in  a 
cylinder  and  is  automatically  cut  off  when  it  enters  the 
leather  at  just  sufficient  length  to  penetrate  the  out- 
sole,  the  upper  and  the  insole.  Screws  are  driven  in 
this  way  right  around  the  sole,  making  a  very  strong, 
firm  job. 

After  the  outsole  has  thus  been  attached,  the  shoe 
passes  to  the  sole  leveller.  There  are  a  number  of 
iron  lasts  to  fit  this  machine,  corresponding  to  the 
various  sizes  of  wooden  lasts  upon  which  the  shoes 
were  originally  shaped.  The  proper  last  to  fit  the 
shoe  is  selected  and  the  shoe  is  placed  on  it.  Then 
the  machine  operates,  the  metal  top  form  pressing 


The  Bottoming  Department 
— Loose  nailing  and  stand- 
ard screw  machines  are 
shown  in  the  foreground. 
Here  the  shoe  takes  its  final 
shape. 
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The  Finishing  Room,  where 
the  shoe  is  washed,  ironed, 
and  receives  its  final  dress- 
ing, ready  to  be  packed. 


down  upon  the  .sf)l(',  and  levt-lling  it  to  the  projjer 
shape. 

Next  the  shoe  is  handed  to  the  welt  indenting  ma- 
chine, which  makes  indentations  around  the  edge  of 
the  insole,  giving  the  effect  of  an  imitation  stitch. 
This  is  done  solely  to  improve  the  appearance  of  the 
.shoe. 

One  of  the  most  interesting  machines  in  the  bot- 
toming department  is  the  heeling  machine,  to  which 
the  shoe  is  now  passed.  The  nails  for  attaching  the 
heel  are  placed  in  a  revolving  drum.  From  this  drum 
they  run  into  a  separator,  which  sifts  them  one  by  one 
through  wire  coils.    These  coils  lead  to  a  die  in  which 


Mr.   W.   C.   Coloff,   President  of  the  Tillson- 
burg  Shoe  Co.,  and  superintendent  of  the 
factory. 


are  punched  lioles  corresponding  to  the  num])er  and 
position  of  the  nails  recpiired  for  attaching  the  heel  to 
the  shoe.  The  nails  drop  into  these  holes,  and  the 
die  is  then  moved  to  a  position  above  the  driver. 
Again  the  nails  droj)  into  a  corresponding  set  of  holes; 
the  die  is  removed,  the  shoe  and  the  heel  set  in  jjlace, 
and  then   vvitli  one  strc)ke,  all   the  nails  are  dri\cn 


home.    After  this  operation  the  top-piece  is  .slugged. 

A  noteworthy  point  of  practice  on  the  part  of  the 
'J'illsonburg  Shoe  Company  in  connection  with  the 
heeling  of  their  shoes,  is  that  the  heels  are  breasted 
before  being  attached  to  the  shoe.  In  many  factories 
this  operation  is  done  after  the  .shoe  is  comjjlete,  and 
there  is  thus  the  danger  of  damage  through  the  shear 


L.   C.  vanGeel,   Secretary-Treasurer  and 
Sales    Manager   of    the  Tillsonburg 
Shoe  Company 

cutting  the  shank.  This  danger  is  eliminated  in  the 
Tillsonburg  plant  through  the  practice  of  breasting 
the  heel  previous  to  nailing  it  to  the  seat. 

Now  we  have  a  complete  shoe,  which  might  be 
worn  without  anything  further  being  done  to  it.  How- 
ever, there  are  finishing  operations  which  are  very 
essential  to  good  appearance.  It  goes  to  the  treeing 
department,  where  it  is  washed  and  ironed  with  a  hot 
iron  ;  then  the  dressing  is  put  on,  and  the  shoe  is  in- 
spected, and  if  O.K'd,  is  sent  to  the  packing  depart- 
ment. Here  the  stamps  either  of  the  Tillsonburg 
Shoe  Co.,  or  of  the  wholesalers  for  whom  the  shoes 
are  manufactured,  arc  impressed  on  the  sole,  and  the 
shoes  are  i)acked  ready  for  shipment. 

(Concluded  on  page  7(i) 
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How  Should  Retailers  Trim  Their  Sails? 

What  Some  of  Canada's  Most  Prominent  Shoe  Merchants  Think  of  Present  Business 
Situation — The  Note  of  Caution  is  Evident,  But  No  Sign  of  Panic 


WE  are  passing  through  a  peculiar  and  difficult 
period  in  the  history  of  merchandising.  The 
public  are  uneasy  and  dissatisfied,  there  is 
some  hesitation  in  buying  and  a  good  deal 
of  morbid  prophesying  regarding  a  common 
slump,  the  banks  are  tightening  up  on  credits, 
and  on  top  of  all  this  comes  an  unprecedented 
form  of  taxation  which  is  framed  as  though 
its  main  object  were  to  force  the  public  to 
purchase  the  cheapest  class  of  goods.  There  is  no 
class  in  the  community  more  directly  affected  than 
the  shoe  retailer.  His  position  is  undoubtedly  trying 
to  his  morale,  but  we  think  that  while  he  has  reason 
for  annoyance,  he  has  no  real  cause  for  pessimism. 
After  all,  the  outcome  of  the  present  period  as  it  af- 
fects the  retailer,  depends  almost  entirely  upon  his 
own  morale.  If  he  keeps  his  head  cool  and  his  feet 
warm,  acts  with  caution  and  yet  keeps  the  wheels 
of  business  moving  uninterruptedly,  then  there  will 
be  no  slump.  And  we  believe  that  up  to  the  present 
the  shoe  retailers  of  Canada  have  been  maintaining 
the  right  attitude  and  that  business  is  shaping  in  a 
course  which  will  bring  it  to  a  safer  and  less  tense 
position,  without  necessarily  sending  anyone  to  the 
wall.  In  order  to  find  out  just  what  is  the  general 
feeling  among  the  retail  trade  on  the  present  business 
situation,  Footwear,  within  the  last  few  weeks,  has 
written,  or  called  upon,  a  number  of  the  most  pro- 
minent shoemen  throughout  the  Dominion,  and  we  are 
giving  a  concensus  of  their  opinions  below  for  the 
benefit. of  our  readers.  There  is  strong  criticism  of  the 
new  scheme  of  taxation,  and  the  dominant  note  seems 
to  be  "caution,"  but  there  is  still  evident  the  spirit 
of  optimism,  and  no  sign  of  panic. 

Here  is  what  we  gather  the  general  situation  in 
Montreal  to  be  from  contact  and  conversation  with 
the  retailers  in  that  city : 

Montreal  Retailers  Find  the  Public  More  Cautious 
That  retail  shoe  merchandising  is  passing  through 
a  critical  period  is  the  opinion  of  many  Montreal 
shoe  men.  The  retailer  is  at  a  loss  to  know  what  will 
happen  within  the  next  few  months,  but  it  is  prophe- 
sied that  prices  will  drop.  Prices  have,  apparently, 
reached  the  top  of  the  ladder.  The  public  are  not 
buying  so  freely  as  in  other  years.  Customers  have, 
of  course,  got  more  or  less  accustomed  to  high  prices, 
but  this  year  there  is,  according  to  retailers,  a  decided 
tendency  to  economise.  Buyers  are  looking  more 
carefully  at  their  dollars  and  cents,  and  are  more  than 
ever  sending  their  shoes  to  be  repaired. 

Generally  speaking,  the  public  is  far  more  care- 
ful than  of  old  in  selecting  their  shoes.  There  are 
l)eople  who  are  not  particular  as  to  a  few  dollars, 
l)ut  the  majority  do  not  take  this  attitude.  At  the 
same  time  there  is  little  or  no  market  for  cheap  shoes. 
People  want  value  for  their  money  and  are  evidently 
of  opinion  that  it  is  not  economy  to  purchase  low- 
grade  goods. 

The  retailers  naturally  do  not  look  with  any  plea- 
sure U])on  the  new  taxes  levied  under  the  l)udget. 
The  general  view  is  that  the  taxation  is  on  a  wrong 


and  unfair  basis.  While  so-called  luxury  taxes  may 
l)e  justified,  by  no  conceivable  stretch  of  imagination 
can  a  pair  of  shoes  costing  $9.00  be  classified  as 
a  luxury — and  customers  have  not  been  backward  in 
voicing  their  dissatisfaction  at  the  tax.  The  better 
])lan  would  be  to  charge  a  tax  on  anything  over,  say, 
.$12.  The  tendency  of  the  present  tax  is  in  the  direc- 
tion of  restraining  purchases,  or  of  inducing  the  buy- 
ing of  cheaper  goods.  It  is  yet  too  early  to  say  whether 
the  latter  will  be  the  case.  As  stated  above,  the  pub- 
lic are  now  favorable  to  buying  a  good  article,  but 
the  imposition  of  a  tax  rfor  which  the  buyer  obtains 
no  tangible  value  may  exert  an  influence  in  the  re- 
verse direction.  People  are  apt  to  be  very  critical 
when  they  find  that  there  are  further  additions  to 
the  already  high  prices,  and  may  be  inclined  to  pur- 
chase goods  which  are  lower  in  price  and  which  in- 
volve a  saving  on  the  tax.  Probably  the  slaughter 
of  prices  in  the  United  States  has  not  been  without 
its  effect  on  the  views  of  Canadian  retailers,  as  out- 
lined above. 

Having  regard  to  the  opinion  of  many  retailers 
that  prices  will  come  down — (who  by  the  way  is  to 
bear  the  burden  of  the  reduction,  the  manufacturer 
or  retailer?) — retailers  are  adopting  a  very  catitions 
attitude  in  buying.  This  view  is  corroborated  by  many 
manufacturers.  The  whole  position  just  now  is  one 
of  uncertainty  and  is  perplexing  to  the  average  re- 
tailer,- who  naturally  under  such  circumstances  is  in- 
clined to  go  slow.  In  fact,  many  retailers  cancelled 
their  orders,  apparently  on  the  ground  that  they  would 
rather  wait  and  see  whether  there  was  to  be  any  al- 
teration in  the  tax. 

Prominent  Winnipeg  Retailer  Believes  in 
"Safety  First" 

Here  is  how  Mr.  C.  F.  Rannard,  of  Winnipeg, 
views  the  present  conditions : 

"We  have  gone  through  the  war  period,  which 
has  consumed  a  large  amount  of  materials  and  at- 
tracted labor  from  production,  manufacturing  and 
business  pursuits.  This  war  period  brought  about  a 
steady  advance  in  prices.  The  reconstruction  period 
has  made  further  heavy  demands  on  materials,  and 
it  has  been  a  slow  process  for  many  whom  the  war 
called  away  from  their  trade  or  profession  to  get 
back  into  their  former  occupations. 

"Money  has  been  plentiful  and  is  looked  upon  as  a 
cheap  commodity,  so  that  the  dollar  has  only  a  purch- 
asing power  of  33  1/3  per  cent.,  but  we  know  that  on 
account  of  vast  war  bills  and  reconstruction  and  many 
other  things  money  now  has  a  greater  work,  and  is 
in  more  demand  than  ever  before. 

"Instead  of  the  people  having  an  eye  or  a  thought 
to  economy,  which  is  most  necessary,  and  has  been 
most  necessary,  ever  since  the  first  gun  was  fired,  we 
find  everybody  not  only  demanding  the  best,  rich  or 
poor,  but  they  have  been  extravagant  with  it,  having 
no  thought  of  carefulness  or  of  limiting  their  spend- 
ing according  to  their  income. 

"Footwear  manufactured  from  selected  and  most 
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expensiv^e  materials  of  the  highest  grade,  really  made 
for  the  bank  manager  or  his  wife,  have  been  demand- 
ed by  the  young  man  or  young  girl  behind  the  coun- 
ter, drawing  $15.00  per  week,  and  this  demand  is  also 
the  same  in  milinery  and  clothing  of  every  descrip- 
tion, so  that  no  matter  what  the  salary  or  wages  one 
is  getting  it  is  not  enough. 

"Finance,  in  decades  past,  has  been  of  the  great- 
est importance,  as  it  is  to-day,  and  I  see  no  way 
whereby  extravagance  will  be  corrected  than  through 
the  sweating  process  of  tightening  finance.  How 
much  better  would  it  be  could  corrections  be  made  in 
other  ways  as  not  only  will  it  be  hard  for  the  small 
business,  but  it  will  also  be  hard  for  the  big  business, 
and  the  poor,  medium  rich  and  rich  will  all  sufifer  alike 
during  the  tightening  process.  The  aged  or  widowed 
and  all  those  with  small  earning  capacity  who  are  not 
under  the  individual  care  of  someone  or  of  the  Govern- 
ment will  find,  and  are  finding  it,  most  difficult. 

"Personally  speaking  I  never  try  to  shape  my 
business  as  others,  but  I  feel  that  the  retailers — par- 
ticularly those  in  the  West,  who,  on  account  of  being 
a  long  distance  from  the  manufacturer,  have  always 
had  to  buy  in  large  quantities  and  in  advance — are 
buying  as  little  as  possible  for  next  Fall,  and  this, 
no  doubt,  will  give  the  manufacturer  and  laborer  an 
opportunity  of  looking  things  squarely  in  the  face. 

"'Money  has  always  been  king,  except  for  short 
periods,  and  it  will  be  king  again,  and  it  is  quite  like- 
ly that  both  merchandise  and  labor  will  again  have 
to  take  their  proper  place  according  to  the  demand  and 
supply  and  what  is  a  fair  return  for  these  commo- 
dities. The  public  will  naturally  buy  more  cautiously 
when  this  tightening  process  comes,  and  during  the 
last  month  I  can  notice  that  the  public  are  changing 
in  that  respect.  This  will,  and  is,  forcing  the  retailers 
to  act  with  discretion.  Another  thing  that  will  force 
the  retailers  to  'stand  pat'  is  the  fact  that  they  have 
already  been  notified,  large  and  small,  to  reduce  their 
borrowings. 

"I  do  not  know  that  the  retailer  can  see  lower 
prices  except  as  the  supply  and  demand  bring  big 
changes.  Whether  it  be  real  estate  or  merchandise, 
if  the  demand  is  less  it  will  certainly  bring  an  easi- 
ness all  along  the  line,  and  that  will  mast  likely  bring 
about  a  lowering  of  price,  but  to  what  extent  that  will 
be  I  am  not  prepared  to  say,  more  than  I  think  it  will 
be  in  moderation." 

A  View  on  the  Situation  in  the  Smaller  Ontario 
Cities 

Mr.  R.  J.  Kidd,  vice-president  of  R.  Neill,  Ltd..  one 
of  the  largest  shoe  retail  firms  operating  in  the  smaller 
cities  of  Ontario,  has  found  no  appreciable  weakening 
in  prices  and  finds  the  public  still  asking  for  the  high- 
est quality  of  goods : 

"The  prices  have  been  well  maintained,"  he  states, 
"and  there  seems  to  be  no  weakening  of  any  account 
u])  to  the  present.  The  general  public  are  still  ask- 
ing for  the  best  quality  of  goods,  which  has  a  tend- 
ency of  advancing  that  class  of  stock  or  at  least  keep- 
ing it  very  firm  in  ])rice.  It  is  claimed  there  is  an 
easing  of?  in  the  price  of  the  cheaper  goods,  but  this 
is  not  to  any  appreciable  extent. 

"We  think  it  is  a  general  experience  there  are  not 
so  many  .shoes  sold  as  formerly.  People  are  getting 
their  old  shoes  repaired  to  a  great  extent." 

The  Edward  Stark  .Shoe  Company,  of  Vancouver, 
take  a  decidedly  optimistic  view  of  the  situation  in 
that  city  and  district.  They  state: 


"Conditions  are  good  as  to  the  retail  trade  in  Van- 
couver and  British  Columbia.  The  public  may  not  be 
buying  as  many  pairs  as  heretofore  but  they  are  buy- 
ing better  grade  footwear. 

"^The  retailers  are  still  buying  their  requirements 
for  fall,  as  they  do  not  anticipate  a  drop  in  prices  just 
now. 

"Our  opinion  is  that  if  the  shoe  retailers  would 
talk  up  quality  in  shoes  there  would  not  be  near  the 
same  comments  on  high  prices. 

"This  store  is  looking  for  big  things  this  summer 
as  several  conventions  are  being  held  here,  also  the 
tourists  will  be  here  in  thousands." 

Halifax  Retailer  Believes  Lower  Prices  are  Coming 

Mr.  H.  L.  Hart,  of  Halifax.  N.S.,  finds  conditions 
in  his  locality  to  be  as  follows: 

"Business  has  not  been  as  good  as  last  year,  some 
months  are  ahead,  but  the  total  amount  is  behind  one 
year  ago.  I  cannot  answer  for  the  retail  trade  in  the 
city,  but  am  giving  my  own  views.  Few  are  demand- 
ing the  best  in  footwear.  I  am  looking  for  a  reduc- 
tion in  the  cost  of  goods,  but  it  may  not  corne  for  a 
year  or  two.  I  understand  that  the  dealers  in  this 
city  are  not  buying  as  much  for  fall  as  usual. 

"Trust  that  the  gradual  decline  in  the  cost  of  liv- 
ing will  be  the  result  of  the  present  luxury  tax." 
Conditions  in  Toronto 
Mr.  Warren  T.  Fegan,  of  Toronto,  President  of 
the  National  Shoe  Retailers'  Association  of  Canada, 
states  that  he  finds  no  inclination  on  the  part  of  the 
public  to  buy  cheaper  grades  of  shoes  and  does  not 
think  they  are  looking  for  lower  i)rices.  "However," 
he  says,  "shoe  merchants  think  right  now  that  the 
peak  of  prices  has  been  reached  and  that  there  will 
he  something  of  a  decline  in  the  near  future.  The 
people  are  buying  cautiously  now  for  present  needs 
and  not  for  the  future,  and  it  is  no  time  for  specula- 
tion by  the  shoe  merchant.  The  tendency  in  the  past 
has  been  to  overload,  and  it  is  apparent  that  a  num- 
ber of  retailers  are  now  seeking  to  clean  out  their 
stocks.  The  sales  proceeding  now  and  for  a  number 
of  weeks  past  are  quite  unprecedented." 


This  is  the  lone  shoeman  who  decides  not  to  go  to  Montreal  July  13-17 

Many  Quebec   Shoemen   in  Manufacturers' 
Association 

THE  following  members  of  shoe  and  allied  firms 
are  members  of  the  executive  of  the  Quebec  di- 
vision of  the  Canadian  Manufacturers'  Associ- 
ation : 

Messrs.  A,  Tetrault,  Tetrault  Shoe  Manufacturing 
Co.,  Montreal ;  J.  E.  Warrington,  the  John  Ritchie 
Company,  Ltd.,  Quebec;  W.  H.  Miner,  Miner  Rubber 
Co.,  Ltd.,  Granby,  Que. ;  and  A.  A.  Paradis,  Victoria 
Hide  &  Skin  Co.,  Victoriaville.  Mr.  Miner  is  also  a 
member  of  an  Industrial  Development  Committee, 
formed  with  the  object  of  attracting  industries  from 
other  countries  to  the  Province  of  Quebec. 
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Mail  Order  Competition— Have  You  Felt  It? 

An  Effort  Made  to  Combat  it  Through  Securing  More  Equitable  Postage  Rates 


THE  retail  shoe  merchant  in  many  of  our  smal- 
ler towns  is  feeling  quite  keenly  the  competi- 
tion of  the  mail  order  houses.  Retailers  situ- 
ated in  localities  where  the  edge  has  not  been 
felt  don't  quite  realize  how  keen  this  competition  can 
be.  It  is,  however,  a  factor  in  the  present  merchandis- 
ing situation  which  cannot  be  overlooked.  Why  peo- 
ple prefer  to  buy  their  footwear  from  a  catalog  and 
take  a  chance  on  getting  a  pair  of  shoes  that  will  hurt 
their  pet  corns  is  difficult  to  understand.  It  is  like  buy- 
ing a  pig  in  a  poke.  Yet,  as  the  small-town  retailers — 
and  even  the  men  in  some  of  the  larger  towns — will 
tell  you,  many  people  do  it,  and  the  local  merchant 
loses  their  business. 

The  retail  merchants  have  fought  the  competi- 
tion more  or  less  intermittently,  the  difficulty  being 
the  lack  of  organization  against  a  more  powerful 
force.  Latterly,  however,  their  association  has  taken 
the  question  up  actively  and,  as  one  phase  or  another 
of  the  situation  arises,  acts  as  a  mass  with  the  author- 
ities at  Ottawa.  Just  at  the  moment  the  matter  of 
postal  rates  is  under  discussion  and  the  following  let- 
ter shows  where  a  real  injustice  is  being  done  to  local 
industries,  while  at  the  same  time,  the  Dominion 
revenues  are  not  being  augmented  as  the  Act  intended 
they  should  be.  The  letter  is  well  worth  the  attention 
of  the  shoe  retailer. 

Memorandum  Re  Cost  of  Carrying  Parcels  By  Mail 

To  the  Honourable  P.  Blondin, 
Postmaster  General, 

The  officers  and  members  of  the  Dominion  Board 
and  the  Dominion  Executive  Council  of  the  Retail 
Merchants'  Association  of  Canada,  an  association  of 
retail  merchants,  representing  the  views  of  the  retail 
trade  in  every  important  centre  in  every  Province 
throughout  Canada,  and  who  represent  a  body  of 
merchants  who  collectively  have  a  larger  sum  of  money 
invested  in  the  cities,  towns  and  villages  of  Canada 
than  any  other  class,  and  who  are  the  largest  taxpay- 
ers in  every  municipality,  have  requested  us  to  call 
your  attention  to  the  fact  that  there  is  a  great  deal  of 
dissatisfaction  and  unrest  among  the  retail  merchants 
in  every  city,  town  and  village  in  Canada  owing  to 
the  great  development  of  a  few  Mail  Order  Houses, 
who,  in  our  opinion,  have  become  immensely  wealthy 
by  taking  advantage  of  the  low  postal  and  railway 
rates  at  the  expense  of  the  general  public,  for  the 
reason  that  they  have  been,  and  are,  using  public 
money  to  enable  them  to  have  their  goods  delivered 
in  all  parts  of  Canada,  at  rates  which  we  consider  to  be 
a  direct  loss  to  the  Government  and  against  the  best 
interests  of  the  citizens  and  taxpayers  of  every  muni- 
cipality of  Canada. 

In  our  opinion,  Canada  can  only  become  pros- 
perous by  having  prosperous  cities,  towns  and  vil- 
lages located  in  convenient  parts  so  as  to  be  of  ser- 
vice to  the  agricultural  community,  and  to  those  en- 
gaged in  mining,  fishing  and  other  productive  pur- 
suits, as  well  as  to  serve  all  those  who  are  engaged  in 
all  sorts  of  occupations  and  professions,  and  who  make 
up  the  civil  life  of  every  community. 


As  an  association  of  retail  merchants  we  are  thor- 
oughly convinced  that  the  occupation  of  the  retail 
merchant  is  absolutely  necessary  and  that  his  ser- 
vices cannot  be  dispensed  with.  This  being  the  case, 
we  feel  that  fie  has  a  legitimate  right  to  claim  the  same 
protection  from  the  Government  of  Canada  that  is 
tendered  to  every  other  class. 

From  all  the  facts  we  have  been  able  to  secure  we 
are  of  the  following  opinion : 

(1)  That  the  contract  made  between  the  Postal 
Department  of  the  Dominion  Government  and  the 
railway  companies  of  Canada  for  carrying  mail  mat- 
ter, including  parcel  post,  is  much  below  the  cost  of 
carrying  the  same  and  consequently,  now  that  a  large 
part  of  the  railway  corporations  have  been  taken  over 
by  the  Government,  the  loss  so  sustained  is  coming 
directly  out  of  the  public  treasury  of  Canada,  to  the 
detriment  of  the  growth  and  development  of  the  cities, 
towns  and  villages  of  Canada,  and  for  the  special  ad- 
vantages of  a  few  mail  order  house  proprietors. 

(2)  That,  in  our  opinion,  if  the  proper  cost  of 
carrying  parcels  by  mail  was  charged  against  the  said 
parcel  post,  that  the  cost  of  postage  stamps  on  letters 
Aould  be  greatly  reduced. 

(3)  That,  in  our  opinion,  the  present  rates  of 
wages  and  commissions  that  are  being  paid  to  the 
rural  postmasters,  mail  carriers  and  postal  clerks  are 
not  in  proportion  to  the  service  they  render,  and  as 
this  large  army  of  people  is  being  underpaid  they  arc 
sufifering  at  the  expense  of  the  public  of  Canada,  and 
the  mail  order  houses  are  receiving  the  benefit  to  the 
detriment  of  the  growth  of  the  cities,  towns  and  vil- 
lages of  Canada. 

(4)  That  when  the  Post  Office  Act  was  amended 
creating  zones  of  twenty  miles  radius,  each  increasing 
the  cost  of  the  mail  service  the  further  they  proceed- 
ed from  the  point  of  mailing,  we  fully  understood  at 
that  time  that  this  plan  would  be  carried  out  in  refer- 
ence to  mail  order  house  catalogues  as  well  as  to  all 
articles  sent  by  parcel  post.  Since  then  we  have  learn- 
ed that  mail  order  houses  send  their  catalogues  by 
freight  or  express  from  their  central  warehouses  to 
the  central  post  office  within  the  twenty-mile  zone 
and  from  this  point  they  are  delivered,  thus  defeat- 
ing the  original  proposal. 

There  are  many  other  important  points  in  con- 
nection with  this  subject  that  we  believe  should  re- 
ceive the  serious  consideration  of  your  department, 
and,  in  order  that  all  the  facts  may  be  brought  out 
and  that  full  justice  may  be  done  to  all  those  who  arc 
now  sufifering  through  what  we  consider  to  be  a 
very  unfair  system,  a  unanimous  resolution  was  pass- 
ed at  the  last  meeting  of  our  Dominion  Board,  which 
represents  all  classes  of  retail  merchants  in  every  pro- 
vince of  Canada,  requesting  the  Dominion  Executive 
officers  of  our  association  to  interview  the  Postmaster 
General  on  this  important  matter,  and  to  lay  our  views 
before  him,  and  to  also  request  him,  as  well  as  the 
other  members  of  the  Dominion  Cabinet,  to  appoint 
a  special  committee  from  the  members  of  the  House 
of  Commons  to  hear  evidence  on  this  subject,  and  in- 
vestigate the  same,  and  provide  the  necessary  remedy. 
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Impartial  Survey  of  Shoe  Industry 

Canadian  Reconstruction  Association  s  Find- 
ings Vindicate  the  Industry  of  Profiteerng 


THE  Canadian  Reconstruction  Association  have 
made  a  survey  of  the  boot  and  shoe  manufac- 
turing industry  in  Canada,  which  has  revealed 
the  following  facts. 

1.  From  an  industry  represented  in  1667  by  twenty 
shoemakers  operating  on  the  handicraft  principle, 
without  machinery,  boot  and  shoe  manufacturing  has 
developed  until  to-day  there  are  in  Canada  about  160 
factories,  representing  an  investment  of  close  to  $35,- 
000,000,  giving  employment  to  more  than  14,000  per- 
sons, paying  more  than  $10,000,000  annually  in  wages, 
and  buying  materials  to  the  value  of  more  than  $27,- 
000,000  annually,  much  of  which  is  produced  by  other 
Canadian  labor. 

2.  Canadian  boot  and  shoe  manufacturers  make  ap- 
proximately 95  per  cent,  of  all  the  boots  and  shoes  worn 
in  Canada  and  in  addition  have  developed  an  export 
trade  which  last  year  exceeded  the  value  of  imports. 

4.  The  advance  in  the  prices  of  boots  and  shoes  in 
Canada  has  not  been  as  great  as  the  increase  in  the 
general  level  of  prices.  Indeed,  it  has  been  less  on  a 
percentage  basis  than  the  advance  in  the  cost  of  ma- 
terials entering  into  the  production  of  such  footwear. 


The  pleasure  of  meeting  old  friends  will  be  a  big  feature  of  the  Montreal 
Convention  and  Show 


5.  Three  square  feet  of  leather  are  needed  for  the 
manufacture  of  a  single  pair  of  women's  boots.  Fine 
glazed  kid  now  costs  the  Canadian  manufacturer  be- 
tween $1.75  and  $2.00  per  foot,  as  compared  with  26 
cents  per  foot  in  1914.  The  leather  alone  for  the  up- 
pers of  a  pair  of  fine  women's  shoes  now  costs  between 
$5.25  and  $6.00.  Besides,  all  other  materials  used, 
including  sole  leather,  welting,  lining,  etc.,  now  cost 
the  manufacturer  from  two  to  six  times  what  they 
cost  in  1914. 

6.  With  one  exception,  there  have  been  no  impor- 
tant combinations  in  the  Canadian  boot  and  shoe  in- 
dustry, and  the  keenest  kind  of  competition  prevails. 

7.  There  is  not  a  single  millionaire  in  the  shoe 
manufacturing  industry  in  Canada. 

8.  Profits  on  turnover  run  from  almost  zero  to  a 
maximum  of  about  10  per  cent.  Few  concerns  have 
been  making  more  than  5  per  cent,  on  their  turnover. 
Where  larger  ])rofits  have  been  made  during  the  war 
they  have  resulted  from  increased  business  rather  than 
from  a  higher  percentage  of  profit  on  each  unit  of  out- 
put. With  possibly  one  exception  no  Canadian  boot 
and  shoe  manufacturer  made  a  net  profit  of  more  than 
16  cents  per  ])air  of  army  boots,  and  the  average  did 
not  exceed  10  cents  per  pair.  Many  manufacturers 
actually  lost  money.  In  1914,  average  net  ])rofits  in 
the  industry  were  not  more  than  2.65  per  cent,  on 


turnover,  or  2.91  per  cent,  on  capital  invested.  The 
average  profit  on  turnover  for  1918,  as  shown  by  care- 
ful analysis  of  the  earnings  of  a  number  of  repre- 
sentative firms,  was  only  5.37  per  cent,  on  turnover 
and  less  than  7^2  per  cent  on  capital  invested. 

9.  So  keen  has  been  the  competition  in  boot  and 
.shoe  manufacturing  in  Canada  that  a  carefully  pre- 
pared list  contains  the  names  of  considerably  more 
than  100  firms  which  have  closed  their  doors  during 
the  past  thirty  years  by  reason  of  financial  difficul- 
ties. The  records  of  a  single  Canadian  sole  leather 
factory  .show  58  insolvent  Canadian  boot  and  shoe 
manufacturing  establishments  in  which  the  leather 
company  has  been  interested  as  a  creditor. 

10.  With  a  few  exceptions,  a  manufacturer's  net 
lircjfit  on  a  pair  of  boots  selling  wholesale  at  $10,  is 
less  than  55  cents.  On  lower  priced'  footwear,  the 
profit  is  proportionately  less,  and  one  factory  making 
staple  lines  averaged  a  profit  in  1918  of  less  than  9 
cents  per  pair  on  a  turnover  of  50,500  pairs. 


Montreal   Shoe   Men  Enthusiastically 
Boost  the  Coming  Fair 


MONTREAL  does  not  lack  boosters  for  the 
coming  Styles  Show  &  Retailers  Conven- 
tion. A  supper  arranged  by  the  committee 
was  held  on  May  28th  at  the  Windsor  Ho- 
tel, at  which  the  arrangements  were  outlined.  The 
meeting,  presided  over  by  Mr.  Geo.  G.  Gales,  was 
very  largely  attended  by  all  sections  of  the  shoe 
industry.  The  speeches  were  quite  optimistic,  and 
indicated  that  success  is  assured.  The  committee  will 
welcome  suggestions  and  constructive  criticisms ;  do 
not  give  credence,  (said  Mr.  Doig,  the  manager)  to 
mere  reports,  but  go  at  once  to  headquarters,  and  the 
committee  will  give  a  sympathetic  hearing  to  any 
complaints  and  endeavor  to  rectify  any  omissions. 

After  a  few  words  from  Col.  W.  Sadler,  chairman 
of  the  Banquet  Committee,  Mr.  P.  Doig  declared  that 
the  Styles  Show  and  Convention  had  developed  far 
beyond  their  expectations.  Those  in  charge  had  not 
been  quite  iromune  fron:  niticism,  but  it  was  only 
when  they  received  criticism  that  they  knew  that 
something  had  been  accomplished.  It  was  true  that 
the  work  had  so  far  fallen  on  Mr.  Gales  and  himself, 
but  this  was  imperative  owing  to  the  fact  that  some- 
one had  to  start  the  work.  The  time  had,  however, 
come  when  the  support  of  every  man  was  required. 
Mr.  Doig  then  outlined  what  had  been  done  showing 
how  the  work  had  grown  and  how  the  stafif  had  to  be 
increased.  There  had  been  an  immense  amount  of  cor- 
respondence and  in  addition  1945  circulars  in  Eng- 
lish and  1470  in  French  had  been  sent  out.  In  addi- 
tion to  this,  they  had  had  printed  40,000  folders  de- 
scriptive of  Montreal,  78,000  cards  and  70,000  stickers, 
besides  34,000  copies  of  advertising  matter.  Ar- 
rangements had  been  made  for  liberal  advertising  in 
the  French  and  English  trade  and  commercial  pap- 
ers. Mr.  Doig  concluded  by  making  an  earnest  ap- 
peal for  a  clean  show  and  convention  and  to  this  end 
he  invited  their  co-operation.  The  desire  of  the  com- 
mittee was  that  nothing  should  be  done  which  would 
bring  discredit  on  the  shoe  industry. 

Mr.  Gales,  chairman  of  the  entertainment  commit- 
tee, outlined  the  general  programme,  pointing  out 
that  the  most  important  part  of  the  convention  would 
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be  the  morning  sessions  and  arrangements  for  the  en- 
tertainments had  1)een  so  made  as  not  to  interfere  with 
this  part  of  the  programme.  The  same  might  be  said 
with  regard  to  the  exhibition.  The  programme  is  set 
forth  more  in  detail  elsewhere  in  this  issue.  Mr.  Gales 
added  that  a  most  extensive  programme  was  being  ar- 
ranged for  lady  visitors.  , 

Trip  to  Quebec  City  Arranged 

Mr.  W.  Lane  has  charge  of  the  proposed  trip  to 
Quebec,  of  which  he  gave  a  few  details.  Arrangements 
had  been  made  for  visitors  to  go  by  boat  from  Mon- 
treal to  Quebec,  accommodation  being  guaranteed 
for  450  in  that  city. 

The  idea  is  to  take  visitors  on  their  arrival  in  Que- 
bec to  St.  Anne  de  Beaupre  and  then  to  the  Kent 
House  for  luncheon ;  later  tea  will  be  served.  Ar- 
rangements were  also  being  made  for  the  Saguenay 
trip,  while  berths  will  be  specially  reserved  for  visit- 
ors from  Toronto.  Mr.  J.  A.  Scott  was  the  chairman 
of  the  committee  which  have  the  arrangements  in 
hand  and  everything  will  be  done  to  make  the  trip 
to  Quebec  a  pronounced  success. 

Mr.  J.  Daoust,  chairman  of  the  finance  committee, 
briefly  alluded  to  the  financial  arrangements  and  then 
spoke  of  present  conditions  in  the  shoe  trade.  He 
strongly  urged  both  manufacturers  and  retailers  to 
keep  cool  heads  and  not  to  precipitate  a  crisis.  The 
wholesale  reduction  of  prices  would  be  a  bad  thing 
for  the  industry.  Any  reduction  should  be  by  a  grad- 
ual process.  Mr.  Daoust  urL;ed  that  the  retailers  should 
not  keep  out  of  the  market,  nor  cancel  their  orders, 
on  the  ground  that  it  would  be  unfair  to  the  manu- 
facturers, neither  should  they  be  scared  into  material- 
ly cutting  their  prices.  Let  nothing  be  done,  he  said, 
to  encourage  the  scare  of  price-cutting,  as  this  would 
only  mean  chaos.  He  asked  .both  manufacturers  and 
retailers  to  take  a  sane  view  of  the  situation. 

Mr.  Alex  Enrig,  of  the  Lady  Belle  Shoe  Co.,  Kitch- 
ener, spoke  of  the  exhibition  at  Kitchener  last  year 
and  of  the  decision  of  the  shoe  manufacturers  there 
to  cancel  their  proposed  style  show  this  year  and  to 
throw  in  their  lot  with  Montreal.  He  stated  that  the 
shoe  manufacturers  of  Kitchener  were  co-operating 
with  Montreal  and  wished  the  show  and  convention 
every  success. 

Mr.  Louis  Adelstein,  chairman  of  the  reception 
committee,  said  that  the  committee  of  20  retailers  in 
Montreal  were  co-operating  with  the  general  com- 
mittee. Arrangements  \vcre  being  made  for  members 
of  the  reception  committee  to  be  in  attendance  at 
every  railway  station  in  Montreal,  and  permission 
was  being  asked  for  booths  to  be  built  in  these  sta- 
tions. There  would  also  be  booths  in  all  the  principal 
hotels  and  a  special  information  bureau  in  the  Coli- 
seum. 

After  a  few  words  from  Mr.  J.  A.  Beaudry,  chair- 
man of  the  press  committee,  on  the  importance  of 
giving  prominence  to  the  discussion  of  trade  questions 
at  the  convention,  Mr.  Doig  outlined  the  proposed 
programme  at  the  banquet.  He  mentioned  also  that 
there  would  be  a  window  dressing  competition  to  show 
the  goods  manufactured  with  such  perfection  in  Mon- 
treal and  which  were  sometimes  dis])layed  with  such 
small  judgment  that  the  retailers  could  not  sell  them. 
(Laughter.)  The  shoe  travellers  would  hold  a  meet- 
ing as  well  as  the  manufacturers.  They  hoped  to  en- 
gender a  spirit  of  enthusiasm  and  to  inculcate  retail- 
ers with  such  ideas  that  they  would  make  them  bet- 
ter shoemen.    Do  not  let  them  think  that  the  whole 


time  would  be  given  to  enjoyment :  this  was  not  so, 
for  it  was  intended  to  transact  business  which  was 
worth  while. 

Mr.-  R.  L.  Savage,  chairman  of  the  boosters'  com- 
mittee, and  Mr.  H.  Gibbins,  chairman  of  the  billeting 
committee,  also  spoke,  the  former  stating  that  the 
travellers  throughout  Ontario  were  doing  excellent 
work  in  boosting  the  show  and  convention. 

Mr.  Alfred  Lambert  believed  that  the  show  and 
convention  would  be  of  great  benefit  to  the  entire  in- 
dustry. He  also  referred  to  the  luxury  tax  which  he 
said  was  rather  hard  on  the  industry. 

After  a  few  words  from  J.  I.  Chouinard,.the  chair- 
man alluded  to  the  luxury  tax  and  to  the  efforts  be- 
ing made  to  raise  the  limit  from  $9  to  v$12.00  on  shoes 
which  they  would  all  welcome. 

Mr.  Doig  stated  that  tpecial  excursions  would  be 
run  from  Toronto  and  from  Quebec  and  that  a  large 
delegation  had  been  promised  from  Ottawa. 


"Made  in  Canada"  Essay  Contest 

IX  order  to  arouse  interest  on  the  part  of  young 
Canadians — and  of  their  i)arents — in  one  of  the 
most  important  industries  of  their  countrv,  and 
to  drive  home  the  "Made  in  Canada"  ide'a,  the 
Shoe  Manufacturers'  .\ssociation  of  Canada  is  run- 
ning an  essay  contest  for  school  children.  The  follow- 
ing item,  which  gives  the  details  of  the  competition, 
is  being  i)ublished  widely  n  ncws])a])ers  throughout 
the  Domnion  : 

Great  interest  is  heiirg  aroused  by  the  prize  contest  bc- 
luii  vuu  hy  tin-  Shoe  Manufacturers'  Asso.riation  of  C'lnada. 
who  are  of¥erin<;-  one  huiidre  1  pri/cs  for  ihe  best  one  hund- 
red ijapers  received  on  the  subject  of  "Wliy  You  Should 
Buy  Canadian-Made  Shoes." 

Ten  prizes  of  $2.00  each  will  he  siven  to  the  ton  best 
papers  received  from  each  of  tlie  nine  Provinces  f)f  Canada. 
In  addition,  ten  prizes  of  $2.00  each  will  be  given  to  those 
children  writing  in  French. 

In  all,  TOO  school  children  are  going  to  get  a  pri-^e  of 
$3.00  each.  Contest  is  open  to  all  children,  sixteen  years  of 
age  and  younger.  Do  not  write  more  than  .300  words,  li.se 
only  one  side  of  the  paper.  Put  your  name  and  address 
plainly  at  the  top  of  each  sheet.  Papers  must  bear  parents' 
certification  that  child  is  of  proper  age  and  has  written  the 
paper  without  assistance.  Papers  containing  the  best  argu- 
ments on  "Why  You  Should  Buy  Made  in  Canada  Shoes" 
\'ill  be  given  the  prizes.  The  advertisements  being  run  in 
Ihis  and  other  newspapers  by  the  Shoe  Manufacturers'  As- 
sociation of  Canada  will  give  information  on  which  these 
papers  can  be  based,  but  what  the  shoe  manufacturers  want 
to  get  are  the  original  thoughts  and  arguments  of  young- 
Canada  on  the  advantages  of  building  up  the  industries  of 
Canada  by  buying  Canadian-made  goods.  Contest  closes 
June  31,  1920.  Papers  should  be  addressed,  "Editor.  School 
Children's  Contest,  1007  Lumsden  Building,  Toronto." 


Montreal  Shoe  Merchants  Meet 

AT  the  last  meeting  of  the  ]\fontreal  branch  of 
hoot  and  shoe  section  of  the  Retail  Merchants' 
Association  of  Canada,  Mr.  George  G.  Gales, 
chairman  of  the  rece])tion  conimittee  at  the 
conn'ng  style  show,  gave  an  outline  of  the  work  that 
had  already  been  accomi)lished  in  connection  with  the 
show. 

The  tax  (|uesti()n  was  also  brought  up  for  discus- 
sion, and  it  was  decided  to  affix  a  stamp  on  all  shoes 
subject  to  taxation.  By  doing  this,  it  was  contended, 
a  lot  of  unnecessary  trouble  would  be  avoided. 

It  was  also  decided  to  ask  the  Government  to  issue 
a  special  license  to  shoe  retailers,  so  that  any  whole- 
saler, who  also  sells  retail,  must  have,  in  addition  to 
his  own,  a  special  retailer's  license. 
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Timely  Window  Display  Suggestions 

Introducing  Novel,  but  Simple  Ideas  which  May  be  Adapted  to  Varying  Con- 
ditions—See Article  on  Following  Page 
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A  display  suitable  for  a 
high  class  footwear  store. 
The  concentration  of  the 
attention  on  the  single 
pair  of  shoes  will  impress 
the  observer  with  their 
beauty  and  their  value. 
Display  should  be  chang- 
ed frequently.  Fuller  de- 
tails given  in  accompany- 
ing article. 


A  suggestion  for  a  sum- 
mer footwear  display 
which  embodies  the  holi- 
day spirit.  The  back- 
ground is  simple  and  the 
requisites  for  the  beach 
scene  are  not  numerous 
nor  difficult  to  obtain.  See 
article  on  opposite  page. 
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Window  Display  Schemes  for  the  Shoe 
Retailer 

ON  the  opposite  page  are  two  suggestions  for 
shoe  store  window  disphiys.  The  upper  draw- 
ing is  a  suggestion  suitable  for  a  high-class 
establishment,  carrying  footwear  of  the  finest 
and  most  artistic  type.  The  idea  is  borrowed  from  the 
theatre.  On  the  stage — the  vaudeville  stage,  in  parti- 
cular— attention  is  nearly  always  focussed  upon  one 
central  figure,  or  at  most  two  or  three,  and  the  light- 
ing, the  background  and  all  the  arts  of  stage  decora- 
tion and  setting,  are  made  use  of  to  enhance  the  at- 
tractions of  this  figure.  The  underlying  principle  of 
vaudeville — and  vaudeville  is  probably  drawing  larger 
crowds  at  the  present  time  than  any  other  form  of  en- 
tertainment— is  to  make  just  one  demand  upon  the 
attention  of  the  audience  at  a  time,  make  it  only  for  a 
short  time,  and  and  make  it  as  strong  as  possible. 
This  plan  works  well  in  the  theatre,  and  there  does 
not  seem  any  good  reason  why  it  should  not  be  adapt- 
ed to  window  display.  Hence  the  suggestion  of  the 
single  pair  of  shoes. 

There  are  one  or  two  essentials  for  a  window  dis- 
play of  this  sort.  First,  the  shoes  must  be  sufficiently 
attractive  and  artistic  to  be  able  to  hold  the  centre 
of  the  stage.  They  must  be  "stars."  The  idea  is  partic- 
ularly applicable  to  fancy,  hand-made  pumps,  of  distinc- 
tive design.  Secondly,  to  be  in  keeping  with  the  idea, 
the  setting  must  be  as  luxurious  as  possible,  but  sim- 
ple. The  curtains  would  require  to  be  of  the  richest 
material,  and  also  the  drapery  over  the  plateau  on 
which  the  shoes  are  set.  The  wood  in  the  backgrovmd 
and  the  floor  would,  of  course,  also  have  to  be  of  a 
costly  and  attractive  variety. 

It  would  be  well  in  this  display  to  change  the  shoes 
quite  frequently — every  day,  or  half  day,  or  even  every 
couple  of  hours — whatever  is  found  by  experience  to 
be  most  suitable,  in  view  of  the  numbers  and  habits 
of  the  passers-by.  An  attractive  window-card  would 
be  necessary  to  draw  attention  to  the  changing  of  the 
display,  and  to  educate  the  public  to  look  for  each 
new  display.  The  card  might  be  worded  like  this : 
"M —  shoes  are  the  product  of  genius  in  design  and 
the  most  skilled  craftsmanship.  Their  distinctiveness 
will  appeal  to  those  who  are  interested  in  artistic 
footwear.  The  models  on  display  in  this  window  will 
be  changed  each  day.  Watch  for  them." 

A  Holiday  Window 

The  second  suggestion  is  for  a  summer  footwear 
display.  This  beach  scene  could  be  quite  simply  got- 
ten up.  A  few  bucketfuls  of  sand  might  be  dumped 
in  the  window,  over  brown  paper,  and  a  large  beach 
umbrella  should  not  he  difficult  to  obtain.  Even  a 
parasol  might  do  alright  if  large  enough.  A  pair  of 
bathing  stockings  could  be  placed  in  stocking  forms 
and  the  feet  encased  in  bathing  shoes,  and  the  feet 
and  ankles  displayed  just  around  the  edge  of  the 
umbrella.  A  camp  stool  should  be  set  near  by  with 
a  bathing  suit  over  it  to  give  the  right  atmosphere. 
The  white  summer  footwear  must,  of  course,  occupy 
the  foremost  position.  The  background  is  a  simple 
one  and  could  be  gotten  up  by  the  retailer  himself 
or  any  of  his  assistants  who  might  have  any  talent 
along  that  line.  A  piece  of  beaver-board  should  be 
used,  colored  on  the  upper  portion  a  light  blue,  to 
represent  the  sky  and  on  the  lower  portion  a  darker 
blue  to  represent  the  water.  Cut  the  sail  of  the  boat 
out  of  white  paper  and  paste  it  on,  and  the  hull  of 


the  boat  and  the  steamship  on  the  horizon  out  of 
deep  purple  paper.  The  birds,  of  course,  can  be  easily 
cut  out  of  white  or  grey  paper.  In  order  to  shut  off 
the  observer's  view  from  the  sides  of  the  window  and 
set  off  the  scene  i)roperly,  green  paper  about  18  in. 
wide  should  be  pasted  right  to  the  glass  down  each 
side  and  along  the  bottom.  The  valance  will  serve 
the  same  purpose  at  the  top. 

A  display  of  this  kind  is  bound  to  attract  con- 
siderable attention.  It  is  not  suitable  for  the  display 
of  ordinary  footwear,  but  for  summer  goods  it  is 
quite  in  line,  because  it  cml)odies  the  holiday  sjjirit. 
A  good  window  card  would  be  required  to  bring  out 
the  sales'  element. 


Are  U.  S.  Shoe  Manufacturers  "  Dumping  "  in 

Canada 

THE  survey  which  the  Canadian  Reconstruction 
Association  have  been  making  of  the  shoe  and 
leather  industry  in  this  country  appears  to 
bring  out  the  fact  that  the  United  States  man- 
ufacturers are  "dumping"  leather  footwear  into  Can- 
ada at  prices  lower  than  they  sell  to  customers  in  their 
home  market.  A  statement  has  been  made  in  this 
connection  by  Sir  John  Willison,  the  president  of  the 
Association.  His  figures  are  taken  from  the  official 
statistics  of  shoe  exports  from  the  United  States  for 
the  eight  months,  July,  1919,  to  February,  1920.  His 
statement  is  as  follows: 

"The  average  stated  value  per  pair  of  children's 
boots  and  shoes,  exported  to  Canada,  was  95  cents,  as 
compared  with  an  average  value  of  $1.75  for  children's 
boots  and  shoes  exported  to  all  countries.  Buyers  in 
South  America  paid  $1.62;  those  in  Cuba,  $1.58;  in 
Mexico,  $2.20;  in  Europe,  from  $2.08  to  $2.51.  In  the 
case  of  men's  boots  and  shoes,  the  average  stated  value 
on  exports  to  Canada  was  $3.43  per  pair,  which  was 
lower  than  the  average  value  of  exports  to  any  other 
country,  with  the  sole  exception  of  Jamaica,  which 
requires  light  and  comparatively  cheap  footwear.  The 
United  Kingdom  paid  $5.85  per  pair;  Italy,  $5.24;  Bel- 
gium, $4.09;  France,  $4.40;  Argentina,  $6.22;  Cuba, 
$4.35  ;  China,  $5.44  ;  Japan,  $3.78  ;  Australia,  $7.15.  The 
average  stated  value  per  pair  of  exports  to  all  coun- 
tries was  $4.47. 

"The  average  stated  value  per  pair  of  women's 
boots  and  shoes  exported  from  the  United  States  to 
Canada  was  $3.38.  This  was  not  as  low  as  the  aver- 
age stated  value  of  exports  to  certain  tropical  and  semi- 
tropical  countries,  which  mostly  require  light  oxfords 
and  slippers,  but  it  compares  with  average  stated 
value  on  exports  to  the  United  Kingdom  of"$4.70;  to 
Norway,  $4.36;  to  Italy,  $5.40;  to  France,  $4.24;  to 
Argentina,  $5.67;  to  China,  $4.90;  and  to  Australia, 
$6.09. 

"Two,  and  only  two,  explanations  are  possible. 
The  first  is  that  Canada  has  been  buying  from  the 
United  States  leather  footwear  of  cheaper  quality  than 
that  bought  by  other  countries.  Everybody  knows, 
how-ver,  that  such  a  contention  would  be  contrary  to 
the  facts,  and  that  the  footwear  imported  into  "this 
country  irom  the  United  Stales  has  been  of  the  very 
finest  (lu.ility  manufactured  in  the  rc])ublic.  The  true 
exi)lanation  undoubtedly  is  that  United  States  manu- 
facturers have  been  selling  to  Canada  surplus  stocks, 
samples,  floor  goods,  left-overs  of  seasonal  styles,  can- 
celled lines,  and  slow-selling  lines  gencrallv  at  very 
low  prices  which  in  many  cases  ha.-c  been 'much  be'- 
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low  the  actual  cost  of  production.  Such  footwear  has 
not  been  offered  in  the  domestic  market,  but  has  been 
sent  to  Canada  at  'bargain'  prices  in  order  to  get  it  out 
of  the  country  and  to  protect  the  manufacturers'  reg- 
ular lines  in  the  home  market.  Such  practice  is  un- 
(iuestionably  a  form  of  'dumping.'  It  has  been  re- 
sorted to  an  increasing  extent  since  United  States 
manufacturers  of  fine  footwear  have  found  it  increas- 
ingly difficult  to  sell  their  regular  lines  in  Canada  in 
competition  with  the  products  of  the  Dominion  fac- 
tories. The  practice  means  unfair  competition  with 
Canadian  manufacturers,  but  it  also  affords  evidence 
of  the  value  of  Canada's  boot  and  shoe  manufacturing 
industry,  which,  despite  much  'dumping,'  is  now  sup- 
plying between  94  and  95  per  cent,  of  all  the  leather 
footwear  used  in  the  Dominion." 


Industrial  Export  Company  Opens  New  York 

Office 

THE  Industrial  Export  Company  of  Canada,  Ltd., 
Montreal,  have  opened  a  show  room  for  their 
Canadian  lines  at  the  New  York  office,  245 
West  Fifty-fifth  Street.    The  company  arc  al- 
so engaging  a  sales  force,  Captain  Reginald  11.  Crang, 


Capt.  Reginald  H.  Crang 


late  (jf  the  Wheat  Plxport  Board,  having  been  appoint- 
ed acting  manager.  The  company  have  a  considerable 
business  with  Cuba,  the  West  Indies  and  Scandinavia, 
and  this  will  now  be  in  charge  of  the  New  York 
branch. 


Shoe  Manufacturers  Take  Up  the  Matter  of 
the  "Luxury"  Tax 

Tl  1 1'".  .Shoe  Manufacturers'  Association  of  Canada 
lost  no  time  in  approaching  the  Government 
on  the  cpiestion  of  the  luxury  tax,  which  it  is 
obvious  would  severely  hit  the  shoe  trade. 
On  May  27th,  a  deputation  waited  on  Sir  Henry 
Drayton  and  Mr.  W.  R.  Breadner  at  (Ottawa,  and  put 
their  case  before  these  gentlemen.  The  association 
was  represented  by  the  following;  Messrs.  F.  S. 
Scott,  ])residenl  ;  J.  Daoust,  vice-president;  Geo. 
Blachford,  A.  Brandon,  G.  W.  McFarland,  G.  W.  Ans- 


ley,  Albert  Tetrault,  members  of  the  executive.  Mes- 
srs. J.  A.  Stewart,  president  of  the  Perth  Shoe  Co.,  and 
J.  A.  Reed,  vice-president  of  the  Hartt  Boot  &  Shoe 
Co.,  and  Mr.  Henry  Viau,  secretary  of  the  association, 
were  also  present  . 

Mr.  vScott  was  the  chief  s])eaker,  his  remarks  be- 
ing supplemented  by  various  members  of  the  depu- 
tation. The  arguments  were  that  the  .shoe  manufac- 
turers could  not  reduce  the  price  of  their  commodities 
on  orders  which  had  been  taken  for  fall  goods.  This 
was  due  to  the  fact  that  there  was  no  chance  of  oper- 
ating expenses  being  lower,  and  also  to  the  fact  that 
the  manufacturers  had  bought  large  stocks  of  raw  ma- 
terials at  high  prices.  It  followed,  therefore,  that  the 
goods  for  fall  would  be  manufactured  from  materials 
contracted  for  at  high  jjrices  ;  while  there  was  not  any 
chance  of  getting  cheaper  materials  for  a  consider- 
a])le  period  so  as  to  bring  down  the  cost  of  goods  with- 
in the  $9.00  limit.  It  was  also  pointed  out  that  shoes 
selling  to  the  consumer  at  this  figure  were  only  of  or- 
dinary (|uality.  People  who  purchased  shoes  above 
the  $9.00  I'mit  did  so  in  order  to  get  a  better  quality 
and  it  |)aid  coniiinners  to  s])end  extra  money  because 
ihey  were  getting  an  article  which  in  the  long  run 
was  more  economical.  It  might  be  said  with  truth 
that  95  per  cent,  of  the  shoes  did  not  come  within  the 
luxury  class,  and  that,  therefore,  the  tax  would  be  on 
a  necess'ty. 

In  reply,  Mr.  Breadner  gave  reasons  why  the  Gov- 
ernment had  not  ado])ted  the  plan  in  force  in  the 
United  States  where  an  excess  tax  of  10  per  cent,  was 
levied  on  goods  above  a  sti])ulated  price.  He  pointed 
out  that  this  10  per  cent,  in  the  States  brought  in  last 
vear  $11,000,000,  and  that  if  the  United  States'  plan 
had  been  ado])ted  in  Canada  it  would  bring  in  only 
$1,000,000,  which  was  of  comj)aratively  little  value 
frcnn  the  revenue  producing  point  of  view.  The  idea 
wa-^  to  get  a  fair  amount  of  revenue  from  such  a  tax 
and  hence  the  Government  had  adopted  the  plan  pro- 
posed in  the  budget. 

The  deputation  thanked  Sir  Henry  Drayton  and 
Mr.  Breadner  for  their  courtesy. 


Arranging  for  Manufacturing  Exhibit 
at  the  Fair 

In  connection  with  the  coming  style  show  at  Mon- 
treal next  month,  a  special  meeting  of  welt  shoe  man- 
ufacturers was  held  at  Windsor  Hotel  on  June  1st, 
at  which  the  following  firms  were  represented :  J.  & 
T.  Bell,  Limited;  Daoust,  Lalonde  &  Co.,  Ltd.;  Slater 
Shoe  Co.  Ltd. ;  Ames  Holden,  McCready,  Ltd. ;  and 
the  Tetrault  Shoe  Mfg.  Co.  The  object  of  the  meet- 
ing was  to  decide  what  firms  should  supply  the  shoes 
and  operators  necessary  to  complete  the  manufactur- 
ing exhibit  which  will  be  staged  by  the  United  Shoe 
Machinery  Co.  of  Canada.  It  was  decided  that  the 
larger  manufacturers  should  take  care  of  this  portion  I 
of  the  exhibit,  and  that  Ames  Holden,  McCready,  Ltd.. 
and  the  Tetrault  Shoe  Mfg.  Co.  .should  furnish  the  j 
shoes  and  operators  for  the  manufacturing.  It  was 
also  decided  that  the  operations  should  start  with  the 
welting  and  finish  with  the  stitching. 

Minute  movies  are  one  of  the  latest  innovations  in 
ret;iil  advertising.  Short  shoe  stories  are  filmed, 
which  are  made  as  interesting  and  humorous  as  pos- 
sible, and  the  name  of  the  retailer  comes  in  the  latter 
end  just  at  the  psychological  moment. 


June,  1930 


FOOTWEAR   IN  CANADA 


61 


A  Footwear  Store  De  Luxe 

Establishment  of  Edward  Stark  &  Co.,  Vancouver,  is  One  of  the  Finest  in  the  Domin- 
ion— Features  were  Described  in  April  Issue  of  Footwear 


A  view  of  the  entrance  of 
Stark's  shoe  store,  show- 
ing office  of  the  manager 
on  the  left.  All  shelving, 
desks,  show  cases  and 
panelled  walls  are  of 
South  American  Gum 
wood,  which  gives  a  very 
soft  and  reposeful  ap- 
pearance. 


The  store  interior  looking 
toward  the  rear.  At- 
tractive features  are  the 
specially  designed  mosa- 
ics in  the  upper  walls 
and  ceilings,  and  the  use 
of  cartons  of  a  rich 
brown  hue  harmonizing 
with  the  woodwork. 


Another  view  of  the  en- 
trance, showing  the  find- 
ings and  ladies  hosiery 
department,  in  which  a 
very  complete  stock  will 
be  carried.  Glass  front- 
ed drawers  add  to  the  at- 
tractiveness of  the  fix- 
tures. 
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Ottawa  Retailers  Discuss  Coming  Shoe  Fair 
and  New  Taxation 

The  retail  shoe  merchants  of  Ottawa  held  a  ban- 
cjuct  on  the  evening  of  Wednesday,  May  26,  at  the 
Chateau  Laurier,  for  the  purpose  of  hearing-  some- 
thing- of  the  arrangements  for  the  coming-  Shoe  and 
Leather  Fair  and  Convention  at  Montreal  and  also 
to  discuss  the  new  taxation.  Mr.  J.  H.  Brownlee  occu- 
pied the  chair.  Mr.  F.  S.  Scott,  M.P.,  president  of 
the  Canadian  Shoe  Manufacturers'  Association  was 
one  of  the  speakers.  He  was  quite  optimistic  in  re- 
gard to  the  future  of  the  industry  and  believed  that 
"out  of  this  present  situation  things  were  going  to 
come  out  alright."  With  reference  to  the  budget,  he 
said  he  assumed  no  responsibility  at  all  for  it  and 
that  it  had  come  to  him  as  a  great  surprise,  just  as  to 
every  one  else.  The  situation  confronting  the  Domin- 
ion was  a  most  difficult  one,  however,  and  it  must  be 
realized  that  the  raising  of  a  vast  sum  of  money  was 
necessary.  Still  he  did  not  think  that  the  $9.00  mini- 
mum, at  which  shoes  became  taxable,  was  justified. 
It  was  simple  for  politicians  to  set  an  arbitrary  price 
and  expect  the  manufacturers  to  bring  their  charges 
into  conformity  with  them,  but  as  far  as  he  was  aware, 
the  manufacturers  were  producing  as  cheaply  as  pos- 
sible and  the  present  high  prices  were  unquestionably 
the  result  of  the  high  cost  of  labor.  He  assured  his 
hearers  that  there  could  be  no  reduction  in  prices  as 
long  as  wages  remained  at  their  present  high  level. 

Messrs.  Peter  Doig  and  Geo.  G.  Gales,  of  Montreal, 
also  spoke.  Mr.  Doig  emphasized  the  fact  that  all  Can- 
adians should  shoulder  their  financral  burden  and 
pointed  out  that,  while  it  was  an  easy  matter  to 
criticize  the  present  legislation,  the  governrnent  would 
be  shirking  its  duty  if  it  made  no  effort  to  reduce  the 
public  debt.  We  could  not  afford  to  leave  our  debts 
for  posterity  to  pay. 

The  speaker  dealt  at  length  with  the  plans  for  the 
shoe  and  leather  fair,  declaring  that  it  would  be  the 
fore-runner  of  a  great  "Made-in-Canada"  movement. 
The  show  was  to  be  an  all-Canadian  affair,  at  which 
products  which  could  not  be  beaten  in  any  of  the 
world's  markets  would  be  shown. 

Mr.  Geo.  G.  Gales  outlined  the  plans  which  had 
been  prepared  for  the  entertainment  of  the  delegates 
to  the  convention  and  show. 

An  excellent  musical  progran.me  was  provided 
during  the  evening. 


Great  Britain's  Standard  Boots 

T]  1 1'^  war-time  scheme  for  the  production  of 
standard  boots  in  Great  Britain  at  controlled 
prices,  which  was  instituted  by  the  War  Of- 
fice in  1917  and  withdrawn  in  April,  1919,  has 
been  re-introduced  by  the  Incorporated  Federated  As- 
sociations of  I'oot  and  Shoe  manufacturers  of  Great 
Britain  and  Ireland  on  a  voluntary  basis.  All  costs 
and  margins  have  been  investigated  by  the  Standing- 
Committee  on  the  Investigation  of  Prices  in  the  Un- 
ited Kingdom,  and  have  received  their  approval.  It 
is  shown  that  an  amount  of  27^2  per  cent,  on  the 
retail  j)rice  is  allcjwed  for  all  expenses  and  [jrofits  ])e- 
twcen  the  manufacturer  and  the  public. 

'J'he  shoes  will  be  all  leather  and  will  bear  an  offi- 
cial stamp,  showing  the  price  and  the  words  "National 


Standard  Quality,  B.M.F.,"  and  als(j  the  district  of 
manufacture. 

Here  are  some  ty])ical  ])rices  as  reported  in  the 
U.  S.  Commerce  reports : 

Price 

Currency  Equivalent 


Grade  British  American 

s.  d. 

Men's  best  l)ox  calf  Oxford  shoes  ....       44  0  $10.71 

Men's  second  quality  glace  three-quarter 

golosh  welted  boots   47  0  '  11.44 

Men's  semichrome  box  brogues                     29  6  7.18 

Men's  kid  seam  back  Derby  boots,  riv- 
eted and  nailed                                        28  G  0.94 

Men's  whole  golosh  Tony  willow  Derby 

boots                                                          55  0  1:j.38 

Youth's  first  grade  semichrome    Derby       14  0  .i.y.i 

boots,  machine  sewn                                to  to 

19  3  4.68 

Boys'  box  unlined  Derby  boots                      15  0  3.05 

Women's  glace  high-legged  boots,  pat- 
ent cap                                                      519  12.59 

Women's  glace  Derby  shoes,  patent  cap  35  3  8.58 
Women's  first  grade  glace  kid  Derby 

shoes,  patent  cap                                    29  9  7.24 

Women's  box  Derby  linen-lined  boots..        21  9  5.29 

Women's  box  kid  Gibson  shoes   ....       18  9  4.56 

19  0  4.62 

Girl's  first  grade  box  boots                            to  to 

22  6  5.48 

12  6  :;  04 

Girls'  seniiclironie  Oxford  shoes  ....         to  to 

14  3  3.47 


Over  200  firms  of  boot  manufacturers  have  now 
been  granted  licenses  to  make  standard  goods. 


Shoe  Retailers  Interview  Commissioner  of 
Taxation 

On  May  31  a  small  deputation  of  representative 
shoe  retailers,  including  Messrs.  Gales,  of  Montreal, 
Stephens,  of  Ottawa,  Fegan  and  Jupp,  of  Toronto, 
president  and  secretary,  respectively,  of  the  National 
Shoe  Retailers'  Association  of  Canada,  met  Mr.  Bread- 
ner.  Commissioner  of  Taxation,  in  connection  with 
the  question  of  making  $9.00  the  minimum  price  of 
shoes  subject  to  taxation.  In  a  very  practical  way  the 
committee  demonstrated  to  Mr.  Breadner  that  it  is  not 
economical  to  purchase  the  cheaper  shoes.  A  num- 
ber of  samples  were  shown  to  Mr.  Breadner,  along 
with  the  manufacturers'  invoices,  and  it  was  urged 
that  this  price  of  $9.00  should  be  raised  to  at  least 
$12.00.  The  deputation  was  introduced  by  Mr.  F.  S. 
Scott,  who  rendered  the  retailers  the  greatest  possible 
assistance  while  they  were  in  Ottawa. 


Difficulties  of  British  Retailers 

The  retailer  in  Canada,  with  all  his  difficulties  and 
worries,  is  apparently  in  a  position  much  preferable 
to  his  fellow  business  men  in  the  Old  Land.  In  Eng- 
land co-operative  buying  societies  are  common,  and 
it  is  understood  that  the  Navy  and  Army  Canteen 
Board  now  intends  to  set  up  retail  establishments  in 
the  centres  in  Avhich  service  men  are  stationed  for  the 
supplying  of  all  the  requirements,  not  only  of  the 
officers  and  men,  but  also  of  their  families.  No  tax  is 
charged  on  the  profits  made  at  these  canteens  and  they 
are  conducted  in  premises  free  of  rent  and  rates.  These 
establishments  will  undoubtedly  prove  serious  com- 
petitors of  the  retailers.  They  are  also  having  their 
difficulties  with  the  profiteering  act,  which,  if  reports 
are  correct,  is  frequently  interpreted  in  a  way  that  is 
very  hard  on  the  business  man. 
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Lighting  the  Shoe  Store  to  Sell  Shoes 

Some  Facts  About  Lighting  that  Every  Shoe  Merchant  Should  Know 

 By  Thomas  F.  Chantler*  


EVERY  experienced  shoe  merchant  knows  that 
light,  from  the  proper  sources  and  directed  to 
ihe  right  places,  is  a  necessary  preliininary  to 
the  selling  of  footwear.  And  such  merchants 
would  receive  with  scorn  and  ridicule  the  suggestion 
that  they  turn  time  backwards,  by  resorting  to  lan- 
terns and  candles  to  illuminate  their  stores.  But — 
Invite  those  same  merchants  to  install  the  lamps 
and  fixtures  needed  to  illuminate  their  stores  and 
windows  as  they  should,  and  must  be  illuminated,  if 
light  is  to  play  its  full  part  as  an  active  sales  prodvic- 
ing  agency.  In  the  great  majority  of  instances,  what 
happens?  The  expense  of  installing  the  proposed  new 
lighting  equipment  is  the  first  thing  mentioned.  And 
a  trip  down  "Main  Street,"  in  any  man's  town,  will 
show  how  very  many  merchants  have  not  got  beyond 
that  point  of  thinking  about  "the  expense." 

The  Best  Lighting  is  the  Cheapest 

That  attitude  is  as  shortsighted  as  it  would  be  to 
demur  about  employing  someone  to  try  on  and  sell 
shoes  because  the  use  of  their  services  entailed  an  ex- 
penditure. For  the  services  of  the  salesman  and  light 
both  are  necessary  adjuncts  to  the  profitable  sale  of 
shoes  at  retail.  Indeed,  proper  lighting  is  of  itself  a 
sales-producing  force  of  recognized  power.  In  fact, 
let  the  merchant  take  thought  for  a  moment  and  he 
will  surely  realize  that  his  store  and  window  lighting, 
however  it  is  achieved,  is  primarily  for  the  purpose 
of  selling  shoes.  So  the  better  the  lighting,  the  better 
the  selling  service  so  rendered.  As  is  true  of  the  work 
of  the  living,  breathing  salesman,  the  best  is  the 
cheapest,  because  it  produces  most. 

Probably  every  merchant  who  reads  the  foregoing 
will  agree  that  it  is  essentially  true  and  that  every 
shoe  dealer  should  take  steps  to  light  his  store  and 
windows  properly.  Certainly  all  who  do  so  will  bene- 
fit, just  as  they  today  lose  trade  to  the  stores  that  are 
the  most  attractively  lighted,  other  things  being 
equal. 

No  two  shoe  stores  are  in  need  of  precisely  the 
same  corrective  measures  as  regards  the  lighting ;  the 
color  of  walls  and  woodwork  and  of  the  fronts  of  shoe 
boxes  the  height  of  ceilings  and  other  such  matters 
all  have  points  of  dissimilarity.  But  they  all  have  their 
points  of  similarity,  too.  And  it  is  possible,  therefore, 
to  make  use  of  certain  generally  applicable  rules  that 
will  be  helpful  to  all  shoe  dealers.  In  fact  these  things 
should  be  known  and  observed  by  all  dealers,  with  the 
same  fidelity  that  marks  observance  of  the  principles 
of  accounting,  advertising,  buying,  and  so  on.  Be- 
cause by  using  these  facts  as  a  basis  any  shoe  merch- 
ant can  quite  fairly  estimate  the  shortcomings  and 
decide  what  general  steps  are  to  be  taken  to  improve 
the  lighting  of  store  and  windows. 

Lighting  tHe  Shoe  Store  Window 

Let  us  start  by  defining  the  chief  needs  of  good 
window  lighting — as  follows  : 

1.  What  must  be  aimed  for  in  effect  is  a  brigixt 
square  of  light  falling  upon  the  display  plane  of  the 
window  and  within  which  merchandise  will  be  clearly 
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defined,  without  too  great  a  blank  or  waste  above  or 
on  each  side. 

2.  The  brightness  of  the  illumination  should  de- 
pend rather  upon  a  thorough  utilization  of  the  light, 
than  upon  a  prodigal  use  of  light. 

3.  The  light  must  not  be  directed  into  the  eyes 
of  the  observer  nor  spilled  upon  the  sidewalk. 

4.  The  light  sources  must  be  concealed  from  the 
view  of  the  observer. 

That  last  rule  has  a  particular  bearing  when  ap- 
plied to  shoe  store  windows  because  of  the  very  high 
reflecting  quality  of  patent  and  other  highly  finished 
leathers.  For  if  the  light  sources  are  in  the  rear  of 
the  window  and  above  the  shoes  there  is  quite  likely 
to  be  unpleasantly  strong  light  rays  that  will  be  re- 
flected from  the  shoes  into  the  eyes  of  observers 
standing  before  the  window. 

Observance  of  rule  No.  4  requires  the  light  sources 
to  be  located  in  the  front  part  of  the  windows,  above 
the  glass.  And  should  it  be  necessary  to  locate  one 
or  more  lights  along  the  upper  sides  of  the  window, 
near  the  front,  bafflle  plates  should  then  be  used  and 
so  placed  as  to  prevent  the  lamps  themselves  being 
viewed  by  the  observer. 

Other  advantages  through  locating  the  light  sourc- 
es in  the  upper  front  part  of  the  window  are  these : 

First,  there  will  be  little  or  no  occurrence  of  shad- 
ows in  the  wrong  places.  The  light  rays  will  be  di- 
rected upon  the  display  from  in  front,  and  the  shad- 
ows therefore  will  fall  in  back  of  the  shoes,  where 
they  should  be. 


An  efficient  lighting  unit  of 
C.  G.  E.  manufacture 


Second,  it  is  quite  the  general  rule  to  have  a  shoe 
trim  built  up  high  towards  the  back  of  the  windows, 
the  front  of  the  display  thus  representing  a  plane  ris- 
ing upwards  and  inclining  also  towards  the  back  of 
the  window. 

When  the  light  sources  are  located  in  the  upper 
front  part  of  the  window,  and  when  the  proper  selec- 
tion of  lamps  and  reflectors  has  been  made,  it  is  pos- 
sible to  have  the  light  fall  upon  all  parts  of  the  dis- 
play with  equal  intensity.  Whereas,  when  the  lights 
are  scattered  about  the  window  in  the  manner  so 
frequently  to  be  observed,  the  display  is  illuminated 
unevenly  and  unpleasantly. 

Any  illuminating  engineer,  of  course,  is  compe- 
tent to  advise  regarding  the  proper  selection  and  in- 
stallation of  the  window  lighting  equipment.  The 
central  station  and  the  electrical  contractor  are  also 
available  for  assistance  in  this  connection. 

The  visitor  to  the  usual  run  of  shoe  stores  (true 
also  of  small  stores  in  all  lines)  is  easily  able  to  take 
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in  the  interior  at  a  glance.  Tliat  first  impression, 
therefore,  should  be  pleasing,  because  the  lighting  is 
judged  iinmediately  upon  entering  the  store.  And 
shrewd  shoe  dealers  are  coming  to  see  that  it  pays  lo 
give  carefitl  thought  to  all  that  has  to  do  with  the 
lighting  of  their  stores.  But  many  make  a  mistake 
right  at  the  outset,  by  deciding  to  improve  the  light- 
ing without  first  having  determined  the  standard  of 
store  lighting  to  be  attained. 

Without  some  standard  to  go  by  there  i.s  more  than 
a  i)Ossibility  that  the  efifort  to  improve  the  lighting 
will  be  merely  to  exchange  one  system  or  scheme  of 
'ighting  for  another — out  of  the  electric  oven  onto  the 
electric  toaster,  so  to  si)eak.  Whereas,  when  the  light- 
ing standard  to  be  attained  is  set  up  first,  the  altera- 
tions in  the  lighting  fixtures  and  scheme  are  practic- 
ally certain  to  result  in  improvements,  and  absolute- 
ly sure  to  do  so  if  the  standard  is  kept  in  mind. 

That  point  is  stressed  for  the  sole  and  only  reason 
that  some  merchnnts  who  come  finally  to  the  point  of 
improving  their  store  lighting  are  inclined  to  be  in- 
fluenced rather  more  by  the  appearance  of  a  lighting 
fixture  than  they  are  by  its  performance  or  suitability 
for  their  purpose.  The  matter  of  improving  the  light- 
ing is  in  itself  very  simple  and  easy  to  achieve.  And 
these  points  will  be  of  assistance  in  doing  just  that: 

Where  the  Light  is  Most  Needed 

1st.  The  working  plane  in  your  business  is  at  the 
floor  level  or  perhaps  a  foot  above.  On  the  other 
hand  it  is  desirable  also  that  sufficient  light  fall  upon 
the  shelving  to  enable  reading  the  labels  on  the  boxes 
without  undue  effort.  The  light  upon  the  working 
plane  (at  the  floor  or  a  few  inches  above)  is  stipulated 
in  the  generally  accepted  tables  of  intensities  for  dif- 
ferent classes  of  merchandise  as  from  3  to  5  foot- 
candles.  A  lesser  intensity  than  that  upon  the  sheK'- 
ing  and  box  fronts  will  be  sufficient. 

Those  are  the  chief  requirements,  but  also,  the  gen- 
eral illumination  must  be  pleasing  to  customers  and 
easy  to  the  eyes  and  nerves  of  those  working  in  the 
store. 

Now  the  alert  merchant  no  doubt  will  want  to 
know  what  is  a  foot  candle,  and  while  it  is  the  pur- 
pose of  this  article  to  be  as  non-technical  as  possible, 
a  brief  explanation  of  that  term  will  enable  any  merch- 
ant to  better  understand  his  lighting  problem. 

A  crude  illustration  of  the  foot  candle  can  be  had 
by  considering  the  intensity  of  illumination  on  a 
newspaper  held  one  foot  away  from  a  standard  candle. 
Expressed  more  exactly,  "the  foot  candle  represents 
an  intensity  of  illumination  equal  to  that  produced 
at  a  point  on  a  plane  which  is  one  foot  distant  from 
a  light  source  of  one  candle  power  and  which  is  per- 
pendicular to  the  light  rays  at  that  point."  Two  candle 
power  would  give  two  foot  candles  of  light  under  sim- 
ilar conditions;  three  candle  power,  three,  and  so  on. 
The  foot  candle  is  the  means  adopted  for  supplying 
a  standard  measure  of  light,  of  being  able  to  express 
lighting  requirements  in  terms  having  a  definite  and 
generally  understood  meaning,  just  as  in  other  fields 
we  say  pounds,  quarts,  feet,  dollars. 

Three  Systems  to  Choose  From 

2nd.  The  next  step  should  be  to  decide  wliik'h 
system  (jf  lighting  will  l)e  used  to  supply  the  recpiirKl 
amount  of  light.  There  are  three  systems;  namely 
(1)  direct,  (2j  semi  direct,  and  (3)  indirect,  and  the 
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expense  of  oj)eration  varies,  the  direct  system  being 
the  cheapest. 

Nature,  herself,  supplies  a  good  illustration  of 
these  systems.  When  the  sun's  light  falls  directly 
upon  us  we  have  a  good  illustration  of  direct  lighting. 
And  when  the  direct  rays  from  the  run  are  reflected 
from  outside  a  building  through  windows  against 
which  the  actual  rays  do  not  strike,  an  indirect  sys- 
tem of  lighting  is  obtained.  The  stemi-indirect  sys- 
tem combines  the  qualities  of  the  other  two.  By  this 
system  the  light  source  is  screened  by  a  translucent 
unit  so  that  some  of  the  illumination  is  received  direct- 
ly, the  balance,  as  i.n  the  case  of  the  indirect  system, 
being  directed  to  the  ceilings  and  walls  and  thence 
to  the  working  plane.  In  the  totally  indirect  system 
the  enclosing  unit  is  opacjue  and  has  a  high  reflecting 
inside  surface  designed  to  direct  all  the  rays  from 
the  lamp  to  the  ceiling  and  walls  first,  and  thence  to 
the  working  plane. 

The  relative  worth  of  the  direct  and  indirect  sys- 
tems of  lighting,  as  stated  in  a  paper  read  before  the 
I'ittsburg  section  of  the  Illuminating  iMigineering  So- 
ciety, by  H.  M.  Shalling,  is  given  as  follows: 

"Obtaining  a  large  portion  of  the  illumination  in- 
directly has  the  following  disadvantages  as  compared 
with  direct  lighting: 

"(1)  Lower  efficiency;  to  produce  a  given  illum- 
ination requires  about  twice  as  much  light  with  in- 
direct lighting  as  with  efficient  direct  lighting. 

"(2)  More  rapid  dei)reciation  due  to  the  collec- 
tion of  dirt. 

"(3)  A  lower  degree  of  perspective,  since  sharj) 
shadows  are  largely  eliminated. 

"(4)  An  unduly  bright  ceiling  which  often  gives 
an  unpleasant  psychological  effect,  especially  when 
the  opaque  of  the  indirect  lighting  forms  a  contrast 

Lighting  Fixtures  Should  Not  Detract  Attention  From 

Goods 

"For  the  reasons  cited  above,  and  since  in  the  av- 
erage department  store  a  comparatively  large  area 
must  be  illimiinated,  it  would  seem  that  in  most 
cases  the  general  illumination  can  be  obtained  more 
economically,  efficiently,  and  with  units  which  will 
be  sufficiently  attractive  in  appearance,  by  a  system 
of  direct  illumination. 

"Moreover,  it  is  generally  considered  by  most 
authorities  that  the  advertising  value  or  attractive 
power  of  a  direct  is  far  greater  than  that  of  an  indi- 
rect system.  It  is  not  meant  by  this,  however,  that 
exposed  light  sources  should  be  used  for  this  pur- 
pose, but  either  totally  enclosing  units  or  reflectors 
which  practically  conceal  the  light  sources  in  the 
case  of  incandescent  electric  lights.  It  is  not  the 
purpose  of  a  store  to  install  lighting  fixtures  for  dis- 
play. The  light  units  should  not  attract  attention 
trom  the  goods  displayed;  the  object  should  be  to 
provide  proper  illumination  for  the  display  of  goods 
at  a  reasonable  expense  to  the  owner;  the  fixtures,  of 
course,  should  be  sufficiently  artistic  in  appearance 
and  of  a  character  which  will  be  in  harmony  with  the 
architectural  surroundings. 

Important  Considerations  Involved 
"Color  value. — The  light  units  employed  should 
give  light  which  in  color  approaches  as  nearly  as  pos- 
sible that  of  natural  daylight,  so  as  not  to  distort  the 
colors  of  the  goods  displayed.  But  there  are  certain 
classes  of  goods  which  will  be  used  almost  entirely 
under  artificial  light,  the  light  under    which  these 
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goods  are  sold  should  approximate  that  under  which 
goods  will  be  used,  which  is  generally  the  incandes- 
cent electric  lamp. 

"Due  to  its  high  efficiency,  the  possibility  of  a 
more  efficient  utilization  of  its  light  by  the  use  of 
properly  designed  reflectors,  ease  of  maintenance,  and 
the  range  in  sizes  available,  the  tungsten  hlamenl 
lamp  has  gradually  displaced  the  arc  lamp  for  store 
lighting, 

"While  tungsten  lamps  do  not  give  the  same  color 
values  as  are  given  by  daylight,  the  approximation  is 
close  enough  for  most  practical  purposes.  For  par- 
ticular cases,  special  arc  and  incandescent  units  which 
give  a  closer  approximation  to  daylight  values  have 
been  developed  and  are  continually  being  improved. 
At  the  present  time,  however,  they  are  being  used  in 
specially  prepared  spaces  and  not  for  general  ])ur- 
poses. 

"Avoidande  of  High    Intrinsic    Brilliancy. — The 

avoidance  of  glare  from  exposed  brilliant  sources  is 
essential.  If  enclosing  opal  or  prismatic  glassware  be 
used,  this  effect  is  reduced  practically  to  a  minimum. 
If  prismatic  or  opal  reflectors  are  used  they  should 
be  of  a  deep  bowl  shape  so  as  to  completely  screen 
the  lamp  filament  from  the  eye  in  all  its  normal  posi- 
tions. It  is  advisable  also  that  the  lower  portion  of 
the  bowl  of  the  lamp  be  etched  or  frosted. 

"Uniformity  of  Illumination. — The  light  units 
should  aflford  such  distribution  of  light  as  will  pro- 
duce a  reasonable  degree  of  uniformity  of  illumina- 
tion ;  glassware  which  will  elYect  the  most  desirable 
distribution  of  the  light  from  the  particular  lamps,  or 
for  any  particular  arrangement  of  outlets  or  class  of 
lighting  service,  should  be  selected  with  care." 

3rd.  The  next  point  for  consideration  (a  very  im- 
portant one)  should  be  the  color  and  finish  of  walls, 
ceiling,  wood  work  and  the  fronts  and  labels  of  shoe 
boxes,  which,  combining  as  they  do  on  the  shelves, 
constitute  a  large  part  of  the  wall  area. 

Dark  colors  absorb  more  light  than  bright  ones, 
and  smooth  polished  surfaces  reflect  more  light  than 
those  that  are  less  smooth.  It  is  best  and  more  sen- 
sible therefore  to  secure  an  atmosphere  of  cheer  and 
light  by  looking  first  to  walls,  ceiling,  woodwork  and 
box  fronts.  To  attempt  to  secure  those  results  by 
augmenting  the  number  of  light  sources,  or  increasing 
their  intensity,  without  regard  to  walls,  ceiling,  wood- 
work and  box  fronts  is  shortsighted  in  the  extreme. 

4th.  In  many  shoe  stores  there  are  hours  of  the 
day  when  no  visitors  enter.  The  lighting  equipment 
should,  therefore,  be  so  installed  that  some  of  the 
lights  can  readily  be  switched  off  when  the  store  is 
empty  of  customers,  and  as  ciuickly  switched  on 
again  when  needed. 

5th.  The  defects  in  your  store  lighting  system, 
Mr.  Merchant,  through  your  living  with  them  daily 
have  no  doubt  become  such  commonplaces  that  you 
scarcely  notice  them  even  though  they  are  glaringly 
evident  to  your  customers.  But  by  answering  these 
questions,  or  having  some  good  friend  do  so  for  you, 
which  would  be  better,  you  can  secure  a  very  clear 
understanding  of  your  lighting  needs.  Then  put 
your  problem  up  to  your  central  station  or  other 
competent  authorities.    Here  are  the  questions: 

1.  Considering  only  the  artistic  qualities  of  ^he 
present  lighting  fixtures,  are  they  in  harmony  with 
the  surroundings— do  they  add  to,  or  detract  from,  the 
impression  made  upon  the  eye? 

2.  Are  the  walls,  woodwork  and  ceiling  of  your 
store  of  a  color  or  colors  which  of  themselves  lend  to 


an  impression  of  brightness  and  cheer?  Or  is  it  your 
belief  that  the  colors  are  such  as  absorb  too  much 
light,  and  tend  to  make  your  store  gloomy  and  scfm- 
bre?  Would  a  change  of  colors  serve,  in  itself  alone, 
to  improve  the  lighting  ef¥ects  without  any  reference 
whatever  to  the  lighting  equipment? 

3.  Is  there  any  noticeable  glare  occasioned  by 
unscreened  light  sources  or  by  reflecting  surfaces? 
That  is  to  say,  can  you  look  about  your  store  in  all 
directions  as  a  customer  would,  without  being  prompt- 
ed to  blink  or  narrow  your  eyes? 

4.  Does  the  lighting  convey  the  impression  of 
uniform  intensity,  or  does  the  store  appear  to  be  light- 
ed well  only  in  spots,  and  with  intervening  areas  of 
gloom  and  shadow?  In  other  words,  does  the  plenti- 
fulness  of  illumination  seem  to  encourage  in  equal  de- 
gree an  inspection  of  all  departments  and  classes  of 
.^hoes?  Or  is  it  necessary  to  peer  intently  in  order  to 
conduct  an  inspection  of  shoes  in  certain  parts  of  the 
store? 

5.  Can  you  stand,  in  such  position  as  a  customer 
would  take,  in  any  part  of  your  store  and  inspect 
goods  freely,  without  having  to  twist  and  turn  in 
order  to  avoid  putting  the  goods  in  shadow? 

6.  Are  the  light  sources  such  as  to  attract  atten- 
tion to  themselves,  rather  than  to  the  shoes  which 
thev  are  designed  to  illuminate  ? 

7.  Is  the  true  color  of  the  goods  discernable  under 
the  illumination  supplied  by  your  lighting  equipment 
and,  if  not,  is  the  sale  of  goods  retarded  thereby? 

8.  In  your  opinion  would  customers  buy  more 
readily  if  the  lighting  did  enable  them  to  better  see 
the  true  colors  of  the  goods? 

9.  Are  the  lamps  in  line  of  vision?  That  is  to 
say,  are  customers  when  looking  about,  required  to 
include  them  in  their  view,  whether  they  will  or  no? 

Use  those  conclusions  as  the  basis  for  listing  the 
improvements  required  in  your  lighting  service. 


Which  is  Your  Type? 

IN  conservation  with  a  prominent  shoe  traveller 
recently,  we  asked  him  "What  attitude  of  mind  do 
you  find  in  the  retail  trade  at  present?"  His  an- 
swer, though  indirect,  was  illuminating. 
"I  know  of  two  shoe  retailers  in  the  same  district, 
both  experienced  men,  who  represent  distinct  types 
of  storekeepers.  One  man  is  ever  complaining  of  the 
slowness  of  business,  the  difficulties  of  trading,  the 
waywardness  of  customers,  etc.  The  other  is  always 
cheerful,  makes  a  large  turnover,  and  is  alive  to  every 
opportunity  of  increasing  his  trade.  In  the  one  case, 
the  window  is  very  unattractive,  with  no  outstanding 
feature,  almost  bare  of  stock,  while  the  interior  is 
cold  in  its  general  appearance.  The  stock  is  good,  but 
there  is  nothing  either  in  the  window  trim  or  in  the 
interior  to  attract  customers.  The  other  retailer  is  an 
expert  window  dresser,  always  shows  some  fine  shoes, 
and  by  means  of  colour  decorations  gives  a  warm  and 
pleasing  appearance  to  his  goods.  Inside  the  store  is 
well  arranged,  with  the  shoes  temptingly  displayed  in 
show  cases,  and  with  a  fine  assortment  of  findings  so 
placed  that  customers  cannot  fail  to  notice  them.  The 
natural  result  is  that  one  retailer  is  strugglnig  along, 
and  the  other  is  earning  something  more  than  a  liv- 
ing, and  is  increasing  his  business.  A  merchant  to  be 
successful  must  not  forget  that  the  public  will  patron- 
ize those  stores  which  not  only  give  value  but  which 
api)eal  to  the  human  instincts  for  harmony  and 
beauty." 
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Foster  Export  Trade  Within  the 
British  Empire 

IN  an  article  in  a  recent  issue  of  the  Footwear  Or- 
ganizer, entitled  "Export  Trade  Within  the  Em- 
pire," some  very  interesting  facts  and  figures 
are  given,  which  show  how  the  status  of  the  foot- 
wear industries  of  Great  Britain  and  the  Dominions, 
with  relation  to  export  trade,  were  changed  by  the 
war.  In  1913  the  total  value  of  boots  and  shoes  ex- 
ported from  the  United  Kingdom  was  upwards  of 
£4,000,000,  ($20,000,000).  and  in  1918  it  had  fallen  to 
£2,000,000,  ($10,000,000),  despite  the  increased  value 
of  'boots  per  pair.  On  the  other  hand  Canada's  foot- 
wear exports  increased  from  al)out  $85,000  in  1913  to 
some  $930,000  in  1918.  There  was  also  a  notal:)le  de- 
velopment in  the  boot  and  shoe  industry  in  Australia. 
Her  exports  in  1918  had  increased  to  upwards  of 
£137,000  ($68.S,000)  from  £11,685  ($58,425)  in  1913. 
India  exported  boots  and  shoes  in  1918  to  the  value 
of  nearly  £8,000  ($40,000),  as  compared  with  £5,800 
($29,000)  in  1913.  In  1917  New  Zealand  had  com- 
menced to  export  footwear.  The  value  was  small,  but, 
as  the  article  points  out,  the  fact  of  its  initiating  ex- 
])ort  business  is  not  without  its  significance.  South 
Africa  had  also  begun  exporting  footwear,  and,  in 
1918,  sent  to  other  countries  boots  and  shoes  to  the 
value  of  upwards  of  £22,000  ($110,000). 

It  is  interesting  to  note  that  Canada's  exports  of 
shoes  to  the  United  Kingdom  had  increased  from 
$3,150  in  1914  to  over  $545,000  in  1918,  while  her  ex- 
ports to  the  United  States  had  increased  from  $60,000 
to  over  $355,000.  Canada  had  also  commenced  send- 
ing footwear  to  South  Africa  and  to  France. 

In  commenting  upon  the  figures  quoted  above,  the 
article  points  out  that  "these  figures  are  immensely 
interesting  in  that  they  show  to  what  an  extent  the 
war  provided  a  stimulus  for  the  development  of  the 
boot  and  shoe  manufacture  in  parts  of  the  empire 
which,  prior  to  the  war,  had  not  been  regarded  as 
serious  participants  in  that  class  of  trade,"  and  that 
"owing  to  the  fact  that  British  manufacturers  were  so 
largely  engaged  in  the  production  of  boots  for  the 
British  and  Allied  armies,  and  also  to  the  fact  that 
shipping  facilities  were  almost  entirely  taken  for  im- 
jiortant  war  purposes,  trade  in  boots  and  shoes  with 
all  parts  of  the  empire  had  practically  to  be  abandon- 
ed." 

It  proceeds:  "This  provided  an  opportunity  for 
colonial  manufacturers,  and  it  is  to  their  credit  that 
they  took  advantage  of  the  opportunity  thus  present- 
ed to  them'  with  so  much  success.  The  businesses 
established  and  developed  during  the  war  are,  in 
most  cases,  continuing,  and  it  is  to  'be  expected,  will 
continue,  but  they  cannot  for  many  years  become  ser- 
ious competitors  with  the  producers  in  the  home 
country  of  the  better  classes  of  footwear.  Now  that 
trade  routes  are  open  again  and  shipping  facilities 
available  on  a  more  normal  basis,  British  manufac- 
turers of  high-grade  footwear  are  ex])eriencing  a  de- 
mand from  many  of  the  markets  within  the  Empire, 
(juite  equal  to  that  which  they  experienced  before  the 
war." 

Canadian  manufacturers  will  not  cjuite  agree  with 
the  statement  that  colonial  manufacturers  cannot  for 


many  years  become  serious  competitors  with  the  pro- 
ducers in  the  Old  Country  of  the  better  classes  of 
footwear.  They  believe  that  in  Canada  footwear  is 
being  produced  which,  in  style  and  finish,  will  bear 
comparison  with  the  product  of  the  manufacturers 
of  any  other  country.  In  the  production  of  fancy, 
hand-made  pumps  alone  is  Canada  behind  her  neigh- 
bors, and  one  enterprising  Canadian  cfjncern  is  now 
branching  out  into  that  field.  Presumal)ly,  however, 
the  industry  in  Canada  has  reached  a  higher  state  of 
efficiency  than  in  other  portions  of  the  Empire  out- 
side of  the  United  Kingdom. 

It  is  ])lain  that  the  British  shoe  manufacturers  are 
displaying  praiseworthy  enterprise  and  determination 
in  their  efforts  to  re-establish  their  industry  in  the 
markets  of  the  world  on  as  firm  a  footing  as  that  to 
which  they  had  attained  previous  to  the  war.  The 
article  from  which  we  have  quoted  above,  states  fur- 
ther: "British  manufacturers  are  fully  alive  to  the 
importance  of  taking  every  possible  step  to  restore 
and  extend,  as  far  as  can  be  done,  the  export  trade 
in  boots  and  shoes  which  so  largely  formed  the  basis 
of  the  prosperity  of  the  British  footwear  industry  be- 
fore the  war. 

"The  National  Federation  of  Boot  and  Shoe  Manu- 
facturers has  been  giving  the  matter  its  closest  atten- 
tion, and  several  organizations  of  manufacturers  have 
])een  formed  for  the  sole  purpose  of  cultivating  ex- 
port business. 

"Certain  difficulties,  connected  with  the  exchange, 
shipping  facilities,  and  also  the  provision  of  adequate 
quantities  of  suitable  upper  leathers,  are  at  present 
hindering  developments.  These  difficulties  are,  how- 
ever, becoming  less  and  less  acute  with  the  passage 
of  time.  Shipping  is  all  the  time  improving,  fine  grade 
upper  leathers  are  in  better  supply  than  has  been  the 
case  for  some  time  past,  and  it  is  hoped  that  we  are 
within  measurable  distance  of  restoration  of  exchange 
values  to  approximately  normal  level." 


Profits  Depend  on  "Turnover" 

The  most  successful  merchants  are  those  who  turn 
their  stock  frequently.  It  is  hard  to  keep  the  mer- 
hrndise  down  where  we  want  it,  but  we  must  watch 
buying  and  volume  or  we  will  fail  in  the  attempt.  If 
we  don't  watch  out,  we  will  find  ourselves  loaded 
with  hundreds  of  dollars'  worth  of  merchandise  that 
is  wholly  unnecessary  to  carry.  We  will  find  our  bills 
payable  entirely  out  of  proportion  with  our  output, 
losing  our  discounts  and  credit  and  good  name.  Car- 
rying as  few  accounts  as  possible  is  one  way  of  avoid- 
ing duplications  of  sizes  and  widths  of  too  many  sim- 
ilar styles.  Profits  are  based  upon  our  turnover  and 
not  on  a  percentage  basis. 
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British  Shoe  Repair  Men  Visit  Toronto 

Delegates  of  Federation  of  Boot  Traders'  Associations  Tell  Story  of  Organization 
Work  and  Trade  Conditions  in  the  Old  Country 


A DELEGATION  from  the  National  Federation 
of  r>oot  Traders'  Associations  is  now  on  a  visit 
to  this  continent,  making  investigations  into 
the  methods  used  in  the  shoe  repair  and  shoe 
retail  trade  in  the  United  States.  The  members  of  the 
delegation  are:  Messrs.  F.  C.  Bedford,  of  London; 
Tom  Cann,  of  Leicester ;  F.  E.  Gould,  of  Plymouth  ; 
A.  N.  Kendal,  of  Birmingham;  John  Mundy,  of  Bir- 
mingham, general  secretary  of  the  Federation;  T.  Ma- 
lone,  of  Dundee,  Scotland,  and  Mr.  Harry  Hoyle,  of 
Halifax. 

These  gentlemen  have  visited  New  York,  Philadel- 
phia, Boston,  East  Weymouth,  Trenton,  Quincey,  and 
Buffalo.  While  the  American  cities  were  the  main 
object  of  their  tour,  they  also  paid  a  visit  to  Toronto 
— all  excepting  the  latter  two  gentlemen,  who  remained 
in  the  States — on  the  invitation  of  the  Toronto  Shoe 
Repairers'  Association,  who  gave  them  a  warm  wel- 
come, and  showed  them  the  sights  of  the  city  and  the 
repair  shops  of  various  members  of  the  assoc.ation. 
They  arrived  here  on  Friday  evening,  May  20,  and 
the  following  morning  were  taken  out  by  some  of  the 
Toronto  men  in  their  cars  to  visit  the  shops.  On  Sat- 
urday afternoon  they  took  in  a  lacrosse  game  at  the 
Island,  and  on  Sunday  were  taken  on  a  motor  trip 
around  the  city  and  vicinity  by  the  Toronto  Associa- 
tion members.  On  Monday  evening  a  special  meet- 
ing was  called  by  the  Association  so  as  to  give  all  an 
opportunity  of  meeting  the  delegation  and  hearing 
about  the  conditions  in  the  trade  in  England. 

Shoe  Repairing  Extraordinary 

The  British  visitors  brought  with  them  some  sam- 
ples of  shoe  repairing  work  done  in  the  Old  Land. 
Among  them  were  two  exhibition  shoes,  which  won 
first  prize  at  the  exhibition  in  London  last  October. 
These,  the  Toronto  men  declared  unanimously,  showed 
the  prettiest  piece  of  shoe  repairing  Avork  they  have 
ever  seen.  They  have  a  bevel-edge  clump  sole  and 
4,000  rivets  driven  to  a  neat  design  like  a  frieze  around 
the  edge,  were  used  in  each  job.  The  rivets  were  all 
driven  by  hand,  but  the  accuracy  of  the  design  made 
it  appear  almost  as  if  it  was  printed  on.  These  are 
not  of  course  examples  of  practical  shoe  repairing,  but 
as  illustrations  of  the  art  that  can  be  put  into  a  repair 
job,  they  are  a  revelation.  There  were  other  shoes 
also,  which  showed  practical  work  of  the  highest  grade. 
It  was  pointed  out  by  Mr.  Mundy  that  previous  to 
the  association  movement,  it  had  been  the  usual  cus- 
tom to  put  on  fairly  heavy  soles,  about  8  or  9  iron, 
on  ladies  shoes,  but  these  had  not  been  satisfactory  to 
the  customers  in  many  cases.  As  a  result  the  Federa- 
tion had  started  an  educational  campaign  throughout 
the  country  to  introduce  the  use  of  lighter  leather  for 
fine  work,  and  a  6  ircjn  sole  was  now  generally  Ur-ed. 
This  was  much  mere  satisfactory  to  the  customer  and 
demanded  a  higher  price. 

The  prices  for  shoe  repairing  generally  in  force 
in  the  Old  Country  are  seven  shillings  and  sixpence 
for  men's  half  soles  and  heels,  and  5  shillings  for 
women's.    Sewn  jobs  are  one  shilling  extra.  Dry-ped, 


a  chrome-tanned,  waterproof  leather,  of  excellent  wear- 
ing quality,  is  being  used  to  a  great  extent. 

Toronto  Men  Should  Keep  up  Fellowship  with  Old 
Land 

Mr.  S.  Burnett,  the  president  of  the  Toronto  As- 
sociation, who  was  in  the  chair,  declared,  in  welcom- 
ing the  delegates,  that  they  had  come  to  the  most 
British  city  in  the  British  Dominion  of  Canada.  The 
event  of  their  visit,  he  felt,  should  not  be  allowed  to 
pass  without  some  practical  result,  and  he  hoped  that 
in  future  the  association  in  Toronto  would  be  able  to 
keep  in  touch  with  the  Federation  in  the  Old  Land. 
The  delegates,  having  visited  Canada,  at  the  most 
pleasant  time  of  the  year,  and  having  found  the  shoe 
repairing  business  active  and  prosperous,  with  many 
of  its  members  owners  of  motor  cars,  would  probably 
go  home  with  quite  a  favorable  impression  of  this  city. 
If  it  should  happen  that  they  did  send  out  any  of  the 
craft  from  England,  who  were  prospective  association 
members,  they  would  be  welcomed  as  brothers. 

Some  further  warm  words  of  welcome  were  added 
by  Mr.  Arthur  Butterworth. 

Mr.  Mundy,  the  general  secretary  of  the  National 
Federation  of  Boot  Traders'  Associations,  was  then 
called  upon  to  speak.  Mr.  Mundy  said  it  had  been  a 
very  great  pleasure  to  him  to  find  the  shoe  repairers  of 
Toronto  so  prosperous,  and  their  visit  to  this  city  had 
been  a  very  great  delight  to  him.  It  had  just  been  like 
coming  home  to  meet  the  men  of  the  Toronto  Associ- 
ation. Many  of  them,  he  had  found,  were  Old  Coun- 
try men  themselves,  and  no  doubt  they  recalled  the 
deplorable  state  of  affairs  that  existed  there  ten  or 
twelve  years  ago.  Through  the  efforts  of  the  Asso- 
ciation, he  was  glad  to  say,  this  had  been  greatly 
changed.  To-day  the  wages  paid  to  labor  were  three 
times  what  they  were  before  the  war,  and  the  working 
hours  were  restricted  to  forty-eight  a  week.  The  limit 
with  overtime  was  sixty. 

The  Federation,  which  included  repairers  and  re- 
tailers, had  been  in  existence  for  fifteen  years,  but  it 
was  only  a  few  years  ago,  beginning  with  a  confer- 
ence at  Portsmouth,  that  the  repairers  had  begun  to 
assert  themselves.  From  that  time  forward  conditions 
had  improved.  It  was  hard,  up-hill  work,  trying  to 
educate  the  repairers  to  place  a  proper  value  on  them- 
selves. They  had  been  regarded  as  cobblers  and  snobs 
and  had  not  stood  up  for  the  dignity  of  their  calling. 
For  years,  the  speaker  said,  he  had  gone  up  and  down 
the  country  preaching  to  the  shoe  repair  men  that  thev 
must  make  a  higher  estimate  of  themselves  and  seek 
recognition  from  the  public. 

Cobblers  or  Master  Shoe  Repairers — Which? 

Mr.  Mundy  told  a  story  of  how,  early  in  the  move- 
ment, a  meeting  of  shoe  repairers  had  'been  called  in 
a  hotel  in  a  certain  town.  When  he  arrived  at  the 
hotel,  he  found  the  proprietor  had  only  provided  a 
bare  room  without  a  single  chair  to  accommodate  a 
meeting  of  fifty  men.  Approaching  the  proprietor,  he 
said  that  better  accommodation  must  be  had,  and  the 
former  had  .said  that  he  had  thought  it  was  onlv  for 
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the  cobblers  and  snobs  of  Smallhealth  and  that  the 
room  would  be  alright  for  them.  He  was  informed, 
however,  that  the  meeting  was  one  of  master  boot  re- 
pairers, and  better  accommodation  was  soon  supplied. 
Other  instances  such  as  this  were  cited  by  the  speakei', 
showing  how  difficult  it  had  been  to  raise  the  status 
of  the  trade.  Now  things  were  far  different.  When 
the  repair  men  had  important  meetings  or  conferences, 
they  were  welcomed  by  the  mayors  of  the  cities  and 
treated  as  worthy  guests. 

During  the  war,  when  the  Government  was  ex- 
empting from  military  service  only  men  engaged  in 
trades  of  national  importance,  the  Federation  was  able 
to  go  before  the  tribunal  and  prove  to  them  that  the 
shoe  repairing  trade  was  in  that  class.  Out  of  106 
cases  brought  before  the  tribunals,  100  were  exempted. 

The  repairers  themselves  were  now  beginning  to 
realize  their  own  worth.  In  the  past  they  had  had 
too  much  consideration  for  the  public  and  too  little 
for  themselves.  At  the  present  time  Hghts  were  go- 
ing on  month  after  month  to  have  the  charges  in- 
creased to  a  point  where  a  repairer  could  make  a  good 
living. 

The  associations  tried  to  make  the  monthly  meet- 
ings very  interesting,  and  to  bring  out  information  of 
value  to  every  member.  On  one  occasion  every  man 
had  brought  a  bend  of  leather,  in  order  that  they 
might  compare  the  qualities  and  the  prices.  They 
had  found  that  while  there  was  a  great  similarity  in 
the  quality  there  was  a  variation  in  the  prices  of  from 
10  to  20  cents.  They  had  approached  the  findings  men, 
who  had  declared  that  they  could  not  give  the  same 
prices  to  all  because  some  were  not  as  prompt  in  their 
payments  as  others.  As  a  result  a  campaign  had  been 
started  to  educate  the  members  that  long  credits  were 
bad  and  that  they  should  be  prompt  in  their  payments. 

Best  to  Concentrate  on  One  Branch  of  the  Trade 

Mr.  Mundy  said  that  their  visit  to  this  continent 
had  revealed  that  there  was  here  a  better  system  of 
dealing  with  the  public.  One  reason  for  this  he 
thought  was  that  either  one  or  other  branch  of  the 
trade — retailing  or  repairing — was  concentrated  upon, 
whereas  in  the  Old  Land  they  were  combined  in  about 
50  per  cent,  of  the  cases.  In  the  future  he  believed 
it  would  be  necessary  to  change  this  and  give  atten- 
tion to  one  or  the  other,  alone. 

Mr.  Mundy  concluded  with  a  hearty  invitation  to 
the  shoe  repair  men  of  Toronto  to  visit  the  Exhibition 
in  London  this  October.  They  would  get  a  right  royal 
welcome,  and  he  believed  the  exhibition  would  also  be 
of  great  educational  value. 

Mr.  Tom  Cann,  of  Leicester,  was  also  called  upon 
to  speak.  Mr.  Cann  declared  tha.t  while  he  had  only 
been  a  couple  of  days  in  Toronto,  he  felt  as  if  the 
shoe  repair  men  whom  he  had  met  were  his  brothers. 
He  urged  that  not  only  should  the  men  in  one  locality 
get  together,  but  the  associations  in  the  different  towns 
.should  get  together,  so  that  no  matter  what  town  or 
city  a  man  might  visit,  he  would  be  welcome  as  a 
fellow  member.  The  speaker  also  cited  some  strik- 
ing instances  which  had  come  under  his  personal  no- 
tice, showing  what  could  be  accomplished  by  organi- 
zation. 

And  then  Mr.  Cann  told  some  yarns,  and  if  there's 
anyone  in  the  shoe  trades  of  the  Old  Country  who 
can  tell  yarns  better  than  Tom  Cann,  the  repair  men 


of  Toronto  want  him  sent  over  and  will,  we  think,  per- 
haps, be  willing  to  contribute  to  his  expenses. 

Danger  of  Multiple  Store  System 

Mr.  F.  C.  Bedford,  one  of  the  most  prominent  work- 
ers in  the  London  and  District  Council  and  the  edi- 
tor of  the  "Boot-man,"  the  weekly  bulletin  of  the 
council,  also  had  some  very  interesting  remarks  to 
make.  He  told  of  the  difficulties  they  had  met  with 
in  his  district,  and  of  how  the  association  movement 
had  progressed  until  now  in  London  alone  there  were 
thirty  associations  with  3,000  members,  while  at  the 
beginning  they  had  difficulty  in  getting  100.  One  of 
the  troubles  of  the  repairers  in  the  Old  Country  was 
the  multiple  shops  which  were  being  established  by 
large  companies.  Men  outside  the  trade  had  endea- 
vored to  come  into  the  business  and  were  willing  to 
cut  prices  in  order  to  get  a  firm  footing  in  the  field. 
The  repairers,  through  their  federation,  had  been  fight- 
ing them  fairly  successfully,  and  he  believed  that  it 
was  only  through  association  that  this  chain  store  de- 
velopment— to  the  detriment  of  the  smaller  man — 
could  be  curbed. 

Mr.  Walter  Burnill,  in  referring  to  the  addresses 
given  by  the  members  of  the  British  Federation,  de- 
clared that  he  believed  they  had  told  the  finest  story 
of  organization  work  the  Toronto  Association  had  ever 
heard,  and  he  believed  that  it  would  be  possible  and 
profitable  to  form  a  federation  in  Ontario. 

Mr.  Robertson  also  spoke,  telling  the  visitors  some- 
thing of  what  had  been  done  in  Toronto  and  the  suc- 
cess they  had  achieved,  so  that  now  the  shoe  repairer 
was  making  as  good  profits,  in  proportion  to  the 
money  invested,  as  any  other  business  operating. 

The  meeting  closed  with  the  singing  of  "Auld 
Lang  Syne." 

The  next  day  the  delegates  set  out  for  Niagara 
Falls,  N.  Y.,  to  go  through  the  plant  of  the  Carborun- 
dum Company.  It  was  also  their  intention  to  go  to 
Rochester,  and  pay  another  visit  to  Chicago,  but  at 
the  time  of  writing  they  did  not  know  whether  it 
would  again  be  possible  for  them  to  pass  through  Can- 
ada. 

An  Interview  with  the  General  Secretary  of 
the  British  Federation 

"Footwear"  had  an  interview  with  Mr.  John 
Mundy,  the  general  secretary  of  the  Federation,  who 
had  many  interesting  remarks  to  make  regarding  the 
conditions  in  the  Old  Country  and  on  this  side  of  the 
water.  The  Federation,  he  declares,  has  been  a  god- 
send to  the  trade  in  Great  Britain,  and  while  they  have 
still  some  stiff  up-hill  work  to  do,  before  they  elevate 
their  business  to  the  level  which  it  ought  to  occupy, 
the  beneficial  effects  of  association  work  up  to  the 
present  time  can  scarcely  be  overestimated.  It  is  in- 
teresting to  note  that  about  fifty  per  cent,  of  the  re- 
pairers in  Great  Britain  are  also  retailers,  and  thus  the 
l"'ederation  takes  in  both  branches  of  the  trade.  As  the 
name  "National  Federation  of  Boot  Traders'  Associa- 
tions," indicates  it  is  a  linking  together  of  existing 
local  associations,  and  these  local  bodies  have  com- 
plete control  of  local  affairss.  There  are  two  hundred 
of  these  smaller  associations  allied  with  the  Federa- 
tion. As  a  connecting  link  between  the  Federation 
and  the  local  bodies,  there  are  nine  district  councils, 
covering  the  whole  country,  to  which  delegates  are  ap- 
pointed by  the  associations.  The  local  associations — 
not  the  district  councils — also  appoint  the  delegates  to 
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the  Federation.  The  Federation  now  represents  a 
membership  of  about  15,000.  In  the,  London  district 
council  alone  there  are  3,000  members  included  and 
association  work  is  very  thriving  under  its  jurisdiction. 
A  snappy  paper  is  got  out  weekly  by  this  council,  Mr. 
F.  C.  Bedford  being  the  editor,  and  the  members  are 
kept  in  close  touch  with  the  happenings  of  the  trade, 
and  activities  of  the  association. 

The  Federation  meets  semi-annually  in  three-day 
conventions,  and  the  councils  meet  every  month.  As 
an  indication  of  what  has  been  accomplished  through 
association  work,  and  the  efforts  of  the  Federation,  in 
raising  the  standard  of  living  in  the  shoe  repairing 
business,  Mr.  Mundy  pointed  out  that  the  prices 
charged  for  repairs  have  been  increased  about  three 
times  what  they  were  before  the  war. 

Just  recently  the  shoe  repairing  trade  in  Great  Brit- 
ain has  been  put  under  the  jurisdiction  of  a  govern- 
ment trade  board,  and  the  wages  paid  to  employees 
are  thereby  governmentally  controlled.  The  wage 
now  fixed  as  a  minimum  is  £3  5s.  per  week.  This  is 
quite  an  increase  over  the  minimum  wages  formerly 
paid,  and  the  result  is  that  a  considerable  number  of 
men  have  been  laid  off,  and  there  is  some  unemploy- 
ment in  the  trade  at  the  present  time. 

One  of  the  troubles  of  repairs  in  the  Old  Land  is 
the  prevalence  of  rubber  attachable  soles.  One  make 
of  these  attachable  soles  has  recently  appeared  in  Can- 
ada, but  there  are  a  great  number  of  different  brands 
on  the  market  in  England.  These  soles  can  be  attached 
to  the  shoes  by  the  wearer,  and  the  result  is  that  they 
rob  the  repairers  of  a  good  deal  of  business. 

Mr.  Mundy  declares  that  the  delegation  has  been 
right  royally  treated  during  the  visit  to  this  side  of 
the  water.  They  came  over  with  the  object  of  seeing 
how  things  were  done  in  the  shoe  repair  trade  in  the 
States  and  how  their  own  methods  of  doing  business 
in  the  Old  Country  might  be  improved.  They  have 
found  that  in  the  American  cities,  the  shoe  repair 
shops  are  far  superior  in  the  matter  of  "service"  to 
the  shops  in  Great  Britain,  and  better  equipped  with 
machinery,  though  they  do  not  consider  the  class  of 
work  turned  out  any  better.  A  great  deal  has  been 
learned  during  their  trip  and  the  delegates  were  de- 
termined to  put  it  to  use  in  the  improvement  of  con- 
ditions in  the  shoe  repair  business  of  Great  Britain.  A 
condition  which  they  had  noticed,  obtained  in  the 
States  and  which  it  appeared  to  the  delegates  would 
result  in  the  small  man  being  eventually  wiped  out, 
was  the  prevalence  of  multiple  shops.  In  the  Old 
Country  they  were  anxious  to  prevent  this  occurring 
and  to  preserve  the  individual  shop.  This,  they  be- 
lieved, could  only  be  done  through  association  work. 

Appreciation  of  the  members  of  the  Toronto  Asso- 
ciation was  expressed  by  Mr.  Mundy.  He  said  that 
amongst  the  Toronto  men  they  had  found  some  of  the 
livest  wires  it  had  been  their  good  fortune  to  become 
acquainted  with  on  their  trip. 


Before  turning  a  shoe  you  should  thoroughly  wet 
the  inseam.  A  turn  shoe  requires  water  on  the  seam 
as  well  as  the  sole.  The  seam  should  be  wet  in  hot 
water  to  allow  easy  turning  of  the  forepart.  The  hot 
water  dissolves  the  paste  on  the  sole  between  filler  and 
sole  and  overcomes  the  breaking  of  stitches.  In  turn- 
ing the  strain  should  be  confined  to  the  sole  only,  as 
the  least  strain  on  the  vamp  will  stretch  it  out  or  break 
the  stitches. 


Returned  Man  Opens  Store  at  Bathurst,  N.B. 

MR.  THOS.  F.  SEARS,  a  returned  soldier,  has 
recently  opened  a  repair  shop  at  Bathurst, 
N.  B.  Mr.  Sears  enlisted  with  the  132nd  Bat- 
talion, C.E.F.,  in  November,  1915,  and  went 
overseas,  returning  in  January,  1918.  While  in  France, 
he  was  attached  to  the  3rd  Siege  Battery,  C.E.F. 

Mr.  Sears  has  started  in  the  shoe  repair  business 
for  himself  with  the  determination  to  build  up  a  large 
clientele  by  turning  out  first-class  work  and  letting 
the  public  know  about  it.  Here  is  the  notice  he  sent 
out  with  reference  to  the  opening  of  his  shop. 
A  Tip — Telephone  236— From  the  New  Shoe 
Repair  Shep 

Are  you  really  desirous  of  saving  money?  Are  you 
really  fond  of  those  old  friends !  those  old  shoes ! 
They  were  a  good  fit,  you  like  them?  Well,  do  not 
throw  them  away.  Let  us  rebuild  them  in  the  Good- 
year way,  with  up-to-date  Goodyear  machinery.  Bring 
them  to  the  New  Shoe  Repair  Shop,  or  better  still,  just 
phone  us,  we  will  go  for  them  and  return  them,  a  bet- 
ter shoe,  a  better  fit,  than  the  day  you  bought. 

We  mean  this !  In  a  few  weeks  we  will  have  in- 
stalled the  latest  up  to  date  machinery.  With  us  are 
two  men  with  years  of  experience  gained  in  the  big 
quick  up-to-date  repair  shops  of  the  big  Cities.  We 
guarantee  first-class  work,  and  also  guarantee  the  re- 
turn of  your  work  within  48  hours.  To  please  you 
means  my  sucess.  Well,  I  aim  to  be  successful.  In 
the  meantime,  while  waiting  for  my  Goodyear  outfit, 
we  will  do  our  work  by  hand,  attaching  half  and  whole 
soles  by  hand  sewing.  Rebuilding  of  high  and  low 
heels  is  an  Art  we  have  mastered.  We  are  now  ready 
and  open  for  business.  Our  aim  is  to  please  you. 
That  is  what  we  are  here  for. 

Just  call  us  on  the  Phone.  We  will  do  the  rest, 
Johnson  Block. 


Mr.  Shoe  Retailer — Did  you  ever  treat  the  travelling  salesman  thus? 


Toronto  Repairers  Looking  for  More  Help 

In  view  of  the  present  shortage  of  help  in  Toron- 
to, at  a  meeting  of  the  local  Shoe  Repairers'  Associa- 
tion on  May  13th,  it  was  decided  to  have  representa- 
tives call  on  the  immigration  ofificials,  the  labor  offic- 
ials, the  Salvation  Army  and  the  Y,M.C.A.,  and  request 
them  to  direct  any  shoe  repair  men  who  may  apply 
to  them  to  the  secretary  of  the  association,  Mr.  But- 
terworth,  or  some  other  officer.  Any  help  that  may 
he  brought  to  the  attention  of  the  association  in  this 
way  will  be  distributed  among  the  members. 

At  the  association  meeting  on  May  13,  an  inter- 
esting address  was  given  by  Mr.  C.  W.  Harshman,  as- 
sistant manager  of  the  sole  and  heel  department  of 
the  Goodyear  Tire  and  Rubber  Company  of  Canada,  on 
the  subject  of  "Fibre  soles  and  rubber  heels."  Presi- 
dent Burnett  was  in  the  chair. 
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Should  a  Shoe  Repair  Man  Advertise? 

Yes,  if  He  Does  it  Right— No,  if  He  Does  it  Wrong.   There's  Just 
as  Much  Difference  in  Ads.  as  There  is  Between 
Fishing  for  Catfish  and  Trout 


YES,  I  know  I  ought  to  advertise,"  re- 
marked a  shoe  repairer  to  a  visitor 
in  his  shop.  "A  fellow  has  got  to 
do  it  if  he's  going  to  make  his  busi- 
ness grow  as  it  should — but  newspaper  space  is  so 
expensive,  no  one  would  notice  an  ad.  of  the 
size  I  could  afford  to  put  in."  This  repairer  was  pro- 
gressive, a  sharp  chap,  knew  his  business.  In  this 
case,  however,  he  was  mistaken.  Some  people  have 
the  idea  that  size  is  everything  in  advertising.  They're 
miles  out.  Size  doesn't  count  for  everything  in  an  ad. 
any  more  than  it  does  in  a  man.  Your  ad.  may  be 
in  the  bantam  class  and  yet  have  a  punch  behind  it 
like  Jimmy  Wilde.  Of  course,  other  things  being 
equal,  the  big  display  is  the  best,  but  it  often  happens 
that  a  couple  of  inches  of  space  is  used  to  better  ad- 
vantage than  half  a  page.  Pep,  life,  individuality — 
whatever  you  like  to  call  it — is  what  makes  people 
sit  up  and  take  notice.  A  mosquito  is  not  a  large  ani- 
mal, but  it  sure  takes  the  bun  as  an  attention  getter 
—it's  got  the  pep.  And  that's  what  you  want  to  put 
into  your  ad. 

There's  a  tobacconist  owns  a  little  store  at  a  big 
corner  in  a  Western  city,  and  he's  sure  got  the  right 
slant  on  advertising.  He  runs  a  tiny  ad.  every  day  in 
the  newspaper — a  regular  midget,  but  like  the  mos- 
quito it's  got  the  pep — sticks  right  out  like  a  boil  on 
the  back  of  your  neck.  Here  are  some  samples  of  his 
genius : 

"Mr.  Smoker — Is  your  vest  pocket  stock  run  out? 
Just  drop  in  to  Judd  Stevens,  Broad  and  Fourth 
Streets." 

"You  bet  your  life  you  can  buy  the  best  cigars  in 
town  at  Judd  Stevens',  Broad  and  Fourth  Streets." 

"A  corner  in  tobacco — not  quite.  But  We've  all 
the  best  brands  in  stock,  including  your  favorite  mix- 
tures.   Judd  Stevens,  Broad  and  Fourth  Streets." 

"Your  best  bet  for  the  best  cigar — Judd  Stevens, 
Broad  and  Fourth  Streets." 

These  little  messages  appear  daily  in  the  news- 
paper, in  a  fairly  strong  black  type,  with  a  black  rule 
around,  occupying  just  about  a  half  inch  in  a  single 
column.    Few  readers  miss  seeing  them,  and  'smokers 


have  come  to  look  for  them.  Judd,  we  may  say,  does 
a  rushing  business. 

And  the  use  of  small  space  is  not  restricted  to 
small  stores.  Some  of  the  big  department  stores  have 
come  to  realize  the  value  of  the  midget  ad.,  when 
it's  got  distinctiveness,  and  are  using  it  in  preference 
to  the  old-style  page  spread.  Recently  we  saw  an  ad. 
by  H.  &  S.  Pogue  Company,  a  large  "Cincinnati  depart- 
ment store,  occupying  six  inches  of  a  single  column, 
and  featuring  just  one  item,  men's  socks.  They  adopt- 
ed the  free  verse  style  of  presentation,  with  short, 
snappy  lines,  one  or  two  words  in  each,  and  you  just 
couldn't  pass  that  ad.  without  reading  it  right 
through. 

These  instances  have  been  mentioned  to  show 
the  use  that  is  being  made  of  the  tiny  advertisement 
and  how  effective  its  message  may  be.  Now,  in  the 
shoe  repairing  field,  there  is  great  scope  for  advertis- 
ing. There  is  very  little  competition  along  that  line, 
and  the  repairer  who  starts  the  systematic  use  of 
small,  snappy  ads.  in  the  right  medium,  is  going  to 
rake  in  business,  if  he  can  deliver  the  goods  when  the 
customer  comes  to  his  shop.  Here  are  the  essentials 
of  successful  advertising:  Good,  snappy  copy,  used 
systematically,  in  the  right  medium,  and  backed  up  by 
good  workmanship  in  the  shop. 

First,  as  to  the  medium.  The  big  city  daily  is  not 
of  course  the  right  medium  for  any  except  larger  shops 
in  the  down-town  section.  It  would  be  pure  waste  of 
money  for  a  repairer  doing  a  local  business  in  a  resi- 
dential quarter  to  buy  space  in  a  paper  with  a  circula- 
tion over  the  whole  city.  He  would  be  paying  out 
money  to  reach  thousands  of  people  outside  his  local- 
lity  whose  business  he  could  not  possibly  expect  to 
receive.  There  does  not  seem  any  reason,  however, 
why  a  big  down-town  repair  shop  should  not  use 
newspaper  space.  In  fact,  it  is  the  logical  thing  to 
do,  if  the  business  is  to  expand  as  it  should.  The  pro- 
prietor wants  to  sell  his  services  to  business  people 
— and  business  people  all  read  the  newspaper,  and 
have  actually  been  educated  to  consider  the  best  ad- 
vertiser as  the  best  man  to  deal  with.  In  the  suburb- 
an and  residential  sections  there  are  very  often  local 
sheets  which  circulate  only  within  those  districts,  per- 


Don't  throw  away 
good  upper  leather. 
It  will  surprise  you 
how  we  can  fix  up 
your  old  shoes  almost 
good  as  new. 

The  O.K.  Repair  Shop 


Don't  kick  about  the 
high  cost  of  shoes. 
Have  your  old  ones 
made  like  new  by 
Rogers,  The  Repair 
Man,  203  James  St. 


THRIFT  IS  ESSENTIAL 

Get  the  last  mile 
of  service  from 
your  shoes  by 
having  them  re- 
paired at 

Johnston's  Shoe  Repair  Shop 
28  King  St.       Phone  East  99 


Advertisement  suggestions  that  will  help  the  repair  man  to  put  "pep"  into  his  little  announcements 
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''By  Jove  ! 

That  Reminds  Me 

I  need  to  have  my 
shoes  repaired." 
Smith,  67  West 
St.,  will  do  it 
right — while  you 
wait,  too. 


HELP! 

To  cut  your  Footwear 
bills  in  half  by  having 
your  shoes  repaired 
by  Sam  Jones,  101 
Tenth  St.    Phone  79. 


Discretion 
Good  Leather 
Good  Workmanship 

Go  into  Shoe  Re- 
pairs made  by 
Smith,  The  Shoe 
Repairer,  110 
Front  St.  Phone 
North  12. 


A  small  advertisement  is  sometimes  as  effective  as  a  bigger  one  if  it  has  the  "punch" 


haps  once  a  week.  Space  in  these  small  publications 
is  quite  cheap,  and  they  have  frequently  considerable 
value  as  advertising  mediums.  Here  is  the  local  shoe 
repairers'  opportunity.  Two  or  three  inches  once  a 
week  will  only  be  a  matter  of  cents,  and  the  results 
may  pay  big  dividends  on  the  investment. 

In  the  small  town  where  a  shoe  repairer's  custom 
may  be  drawn  from  the  whole  population  or  the  great- 
er part  of  it,  if  there  is  a  local  paper  that  reaches  the 
l\u1)lic  and  is  read  by  them,  the  ])rog"ressive  repair  man 
will  not  fail  to  make  use  of  it  to  increase  his  l)usi- 
ness. 

Now  as  to  copy  for  the  midget  ad. — it  must,  as 
|)reviously  pointed  out,  be  snappy  and  distinc- 
tive, in  order  to  obtain  the  best  results.  But  that 
isn't  all — it  must  be  to  the  point.  That  is,  it  must 
bring  home  a  definite  message  to  the  reader  which  will 
influence  him  in  favor  of  your  shop.  It's  not  enough 
merely  to  attract  attention.  You  must  get  the  sort 
of  attention  that  results  in  action,  or  a  least  in  a  ten- 
dency that  way.  An  illustration  of  the  wrong  kind 
of  attention-getting  is  shown  in  advertisements — 
which  recently  came  to  our  notice — of  a  young  man 
who  went  into  the  business  of  selling  bonds  and  want- 
ed to  make  a  splash  at  the  start.  He  began  running 
ads.  like  this:  "I'm  only  26  years  old,  but  have  been 
selling  bonds  for  33  years."  "I  can  sell  you  bonds 
whether  you  want  them  or  not,"  And  so  on.  Well, 
these  ads.  no  doubt  attracted  attention  and  caused 
comment.  But  the  comment  was  mostly  like  this: 
"That  fellow  must  be  a  nut.  I  wouldn't  buy  bonds 
from  him  on  a  bet."  His  advertising  should  have  cre- 
ated confidence,  and  instead  it  had  the  very  opposite 
ef¥ect. 

The  shoe  repa'rer,  in  advertising,  has  two  main  ob- 
jects in  view — to  cause  more  people  to  have  their 
shoes  repaired,  and  to  attract  the  greatest  possible 
number  of  them  to  his  own  shop.  These  objects  should 
be  kept  in  mind  in  every  ad.  This  does  not  mean  that 
there  should  necessarily  be  a  sameness  in  the  adver- 
tisements. There  is  quite  a  diversity  of  arguments 
that  may  be  used,  and  those  arguments  may  be  turn- 
ed a  dozen  different  ways — and  what  doesn't  appeal 
to  one  reader  particularly  may  make  a  good  impres- 
sion upon  another.  Here  is  the  main  aim  of  all  ad- 
vertising— to  impress  the  prospective  customer — not 
to  express  the  ideas  of  the  man  who  advertises. 

It  is  always  wise,  in  a  small  ad.,  to  stick  to  one 
argument  at  a  time.  Here  are  some  points  that  a  shoe 
repairer  might  concentrate  on — the  economy  of  hav- 
ing shoes  repaired,  expert  workmanship,  courteous 
service,  a  speedy  job,  careful  treatment  of  shoes,  a 
clean,  neat  shop.    Perhaps  there  is  no  argument  quite 


so  effective  at  the  present  time  as  that  of  economy. 
The  shoe  repairer  should  hammer  away  all  the  time 
on  the  saving  that  may  be  efTected  by  having  worn 
shoes  repaired  instead  of  buying  new  ones. 

are  running  some  suggestions  of  ads.  that  might 
be  used  by  a  repair  man.  They  jusf  indicate  a  line  of 
publicity  that  would  likely  prove  quite  effective. 
There  is  no  dearth  of  wit  and  originality  among  shoe 
repairers,  however,  and  if  it  were  just  turned  to  adver- 
tising use,  with  the  right  idea  in  mind — creating  con- 
fidence in  the  mind  of  the  reader  and  influencing  him 
to  have  his  shoes  repaired — the  results  would  be  a  sur- 
prise to  the  advertisers  themselves. 


Australian  Leather  Situation 

AUSTRALIAN  1)oots  and  shoe  manufacturers 
are  strongly  urging  the  Federal  Government 
to  reimpose  the  embargo  on  the  export  of 
leather.  Prices  for  leather  and  hides  are 
stated  to  have  advanced  approximately  100  per  cent, 
since  the  embargo  was  lifted.  Allegations  regarding 
the  operations  of  foreign  buyers  are  made  in  the  loc- 
al press.  It  is  stated  that  these  buyers  outbid  the 
local  men  and  are  obtaining  a  monopoly  of  the  supply 
which  is  then  oft'ered  to  manufacturers  at  enhanced 
prices,  with  the  threat  of  export  as  an  alternative. 
Thus  it  is  claimed  that  Australian  manufacturers  are 
compelled  to  pay  overseas  prices  for  Australian  goods, 
which  in  many  instances  have  not  been  imported  at 
all.  Still  further  advances  in  the  prices  of  leather  are 
stated  to  be  impending. 

The  embargo  on  the  export  of  leather,  skins,  and 
hides  was  lifted  during  May  last,  but  in  order  to  in- 
sure local  supplies  it  was  necessary  to  satisfy  the  cus- 
toms department  that  the  goods  had  been  offered  at 
local  auction  sales  to  local  tanners  and  manufacturers 
before  a  license  to  export  could  be  secured. 


Will  Address  Montreal  Convention 

Viscount  De  Cardiallac,  who  made  a  \isit  to 
France  as  the  re])resentative  of  the  Industrial  Export 
Company  of  Canada,  who  rei)resent  British  and  Can- 
adian shoe  firms,  and  also  handle  the  Esmay  line  of 
gaiters,  has  returned  to  Montreal.  He  reports  that 
the  outlook  is  not  encouraging  cnving  to  the  l)an  by 
the  French  Covernment  on  imports  excei)t  those  re- 
garded as  absolutelv  essential. 


The  general  opinion  appears  to  be  that  vani]) 
lengths  for  fall  will  iM-oI)abl>-  strike  aht)ut  ?>y»  in.,  a 
hai)py  medium  between  the  I'rench  vamp  t)f  2'/.  in.  and 
the  extreme  long*  \  amp  of  4'j  in. 
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The  Tools  of  the  Shoe  Industry 

 By  Major  Chas.  F.  Cahill*  


THE  use  of  tools  has  been  essential  in  the  mak- 
ing of  footwear  ever  since  it  ceased  to  be  a 
piece  of  hide  or  jjlaited  grass,  bound  to  the 
sole  of  the  foot,  said  Maj.  Cahill.  The  human 
mind,  wonderful  as  it  is  in  construction,  and  the 
myriad  of  useful  offices  which  it  ])erforms,  proved 
inadequate,  when  unassisted,  for  the  production  of 
even  well-fashioned  sandals,  although  it  served  per- 
fectly for  the  plaiting  or  weaving  of  fabric  and  the 
fashioning  of  the  various  receptacles  which  primitive 
man  required. 

The  lapstone,  the  awl.  the  hammer,  and  other  simi- 
lar tools  employed  by  shoemakers  of  centuries  past, 
has  become  so  strongly  fixed  in  the  average  person's 
mind  as  the  only  tools  used  in  shoemaking  that  even 
our  own  government  as  late  as  1898  had  utterly  failed 
to  comprehend  that  a  great  revolution  had  taken 
place,  and  persisted  in  the  endeavor  to  produce  the 
footwear  required  for  soldiers  by  the  use  of  the  primi- 
tive tools  I  have  enumerated,  only  to  find  that  the 
making  of  shoes  through  such  means  had  become  al- 
most a  lost  art  and  was  obliged  to  change  its  speci- 
fications to  meet  the  manufacturing  practice  of  the 
period. 

"This  revolution  transcends  in  completeness  and 
rapidity  of  accomplishment  any  of  the  similar  changes 
which  have  occurred  in  any  of  the  elder  industries. 
At  the  present  time  the  production  of  boots  and  shoes 
requires  the  use  of  a  greater  number  of  and  more 
compl'cated  machines,  than  are  employed  in  the  pro- 
duction of  any  other  commodity  of  general  consump- 
tion. They  are  the  tools  of  the  trade  to-day.  Aside 
from  the  human  element  they  are  more  important 
than  any  other  consideration  in  modern  production. 
Yet,  your  friend,  the  shoe  manufacturer  will  tell  you 
that  aside  from  the  desire  to  procure  at  once,  the 
number  of  machines  necessary  to  meet  the  unprece- 
dented production  conditions  which  confront  him  at 
the  present  time  and  to  which  I  shall  refer  later,  the 
modern  tools  of  the  trade  give  him  absolutely  no  con- 
cern, no  cause  for  thought  or  worry.  They  have  left 
the  shoe  manufacturer  free  to  watch  the  wonderful 
flight  and  variations  of  the  leather  market,  to  consult 
with  his  help  and  practice  that  highly  interesting  pas- 
time of  counting  his  money. 

Changes  in  the  Industry 

In  the  past  few  years  there  has  been  a  most  im- 
|)ortant  change  in  the  industry.  Those  who  have  ob- 
served closely  trade  conditions  have  found  that  there 
has  been  a  gradual  drawing  together  of  the  diflferent 
branches  of  the  industry  and  the  profound  realization 
that  the  problems  of  each  have  an  important  bearing 
on  those  of  other  divisions  of  the  industry.  Undoubt- 
edly the  ra])id  increase  in  the  re])airing  of  shoes  and 
the  ado])tion  of  modern  machinery  for  such  repairs 
have  had  an  important  bearing  in  bringing  the  re- 
tailer of  sliocs  into  closer  touch  with  the  means  of 
production.  All  of  these  things  have  a  most  impor- 
tant influence  on  yoiu"  success  as  shoe  retailers,  and 
well  deserve  your  consideration. 

"Seventy-five  years  ago  there  lived  with  his  in- 
•Bcforc  N.  S.  R.  A.  Convention, 


valid  wife  in  Cambridge,  almost  within  sight  of  this 
hall,  a  man  with  a  big  idea.  Elias  Howe  was  the 
man  and  the  success  of  his  sewing  machine  started  a 
train  of  thought  in  the  minds  of  shoemakers  and  in- 
ventors, which  like  Tennyson's  brook  seems  destined 
to  go  on  forever. 

No  other  branch  of  industry  has  been  more  pro- 
lific in  the  production  of  mechanical  devices  as  aids 
to  production,  but  of  the  tremendous  number  of  pat- 
ents which  have  been  granted  by  our  government, 
surprisingly  few  have  ever  found  a  real  place  in  the 
shoe  industry,  although  imdoubtedly  in  the  mind  of 
each  inventor,  his  particular  conception  was  to  revo- 
lutionv.c  the  industry.  This  is  always  the  optimistic 
attitude  of  the  inventor,  and  our  trade  has  not  been 
dilTerent  from  those  of  other  industries. 

Of  the  men  who  have  had  a  foremost  place  in  the 
industry  none  has  been  a  great  inventor,  but  no  other 
industry  has  produced  men  with  greater  genious  for 
organization. 

Tracing  the  development  of  shoe  machinery  from 
the  time  of  the  first  installation  down  to  the  more 
recent  time  when  complete  sets  of  machinery  are  in- 
stalled. Major  Cahill  explained  how  the  United  Shoe 
Machinery  Corporation  came  into  existence  and  ex- 
plained the  various  problems  and  conditions  which 
confronted  them  which  they  had  to  meet  and  over- 
come. 

The  production  of  so  large  a  number  of  machines 
brought  about  a  varying  idea  of  service.  Some  ma- 
chines were  sold  outright :  other  machines  were  placed 
on  the  royalty  principle  which  Mr.  McKay  had  inaug- 
urated;  and  there  resulted  a  type  of  warfare  among 
these  various  concerns  which  had  a  very  serious  effect 
on  the  industry.  It  was  under  these  circumstances 
that  there  came  into  prominence  another  organizer 
whose  name  will  forever  be  prominent  in  the  annals 
of  shoemaking. 

Mr.  Winslow  was  the  man  of  the  hour  and  was 
able  to  bring  into  being  a  company  which  has  become 
more  prominent  than  any  other  in  shoemaking,  and 
with  which  you  are  all  familiar  as  the  United  Shoe 
Machinery  Corporation.  Conceived  in  1899,  the  per- 
iod in  which  many  of  the  largest  corporations  in  the 
country  were  formed,  the  bringing  together  of  so  pow- 
erful an  organization  in  the  trade  was  viewed  with 
considerable  fear  by  many  in  the  industry.  This  fear 
was  not  confined  to  the  .shoe  industry,  but  was  a  re- 
flection of  the  general  attitude  toward  size  which  the 
average  citizen  felt  at  that  time. 

It  has  taken  many  years  to  change  the  prejudice 
which  existed  in  the  public  mind  regarding  this  big 
cori)oration.  Its  benefits,  however,  have  been  .shared 
I)y  every  shoe  manufacturer,  every  retailer  and  every 
wearer  f)f  .shoes.  It  has  been  the  one  stabilized  in- 
fluence in  the  shoe  industry.  Every  manufacturer 
knows  that  he  has  been  receiving  the  same  kind  of 
treatment  that  his  competitor  is  getting  be  he  large 
or  sniall.  It  has  made  a  stabilizing  of  cost  in  this 
particular  and  imi)()rtant  branch  of  the  industry, 
wliicli  to-day  stands  alone,  for  the  royalties  charged 
in  this  branch  of  jiroduction  have  not  changed  in  the 
past  sixteen  years. 
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How  to  Care  for  Shoes 

A  Few  Pointers  Which  the  Repairer  or  Retailer 
Should  Pass  Along  to  His  Customers 

NOT  everyone  recognizes  that  the  shoe  is  the 
most  important  article  of  wearing  apparel. 
One's  suit  may  be  ill-cut  without  any  appreci- 
ble  discomfort  to  the  wearer,  or  it  may  have  a 
small  hole  in  an  inconspicous  place  without  anyone 
being  the  wiser  or  the  worse.  But  if  the  shoe  is  ill- 
fitting  the  wearer  is  not  long  unaware  of  the  fact. 
He  receives  sundry  warnings  in  the  form  of  corns, 
callouses,  cramped  toes,  in-grown  toe-nails,  or,  last 
but  not  least,  bunions.  And  finally  he  is  reduced  to 
a  semi-crippled  condition  of  body  and  a  cantankerous 
condition  of  mind.  If  the  shoe  springs  a  leak,  he's 
due  for  an  attack  of  pneumonia  or  the  "flu."  If  it  does 
not  ventilate  properly,  he's  going  to  have  sore  and  un- 
healthy feet. 

The  shoe  is  indeed  the  guardian  of  one  of  the  most 
tender  and  vulnerable  parts  of  the  body  and  yet,  in 
the  past,  how  it  has  been  neglected.  It  has  had  to 
take  all  the  dirt  and  got  no  thanks  for  it.  Now,  how- 
ever, with  the  increase  in  its  monetary  value,  the 
value  of  the  shoe  has  also  risen  in  the  public  esti- 
mation, and  people  are  beginning  to  realize  that  it  de- 
serves at  least  as  much  attention  as  other  items  of  the 
wardrobe.  They  want  to  get  from  it  the  last  mile  of 
service  possible.  But  how  many  people  know  how  to 
get  this  last  mile  of  service?  How  many  have  definite 
ideas  as  to  what  sort  of  care  their  shoes  should  re- 
ceive? Not  many,  we  imagine.  The  average  person 
is  more  or  less  spasmodic  in  his  attention  to  his  shoes. 
He  doesn't  go  about  the  job  of  conserving  shoe  leather 
systematically.  A  great  many  people  would,  however, 
if  someone  would  tip  them  off,  and  that's  largely  up 
to  the  man  who  sells  the  shoes  or  the  man  who  re- 
pairs them. 

There  are  a  few  simple,  obvious  rules  which,  if  fol- 
lowed faithfully,  would  undoubtedly  lengthen  the  life 
of  the  shoe.  Everybody  should  know  them,  but 
everybody  is  too  busy  to  give  the  matter  any  thought. 

Cleaning  vs.  "Shining" 

Be  sure  and  use  a  good  polish — not  necessarily  one 
that  produces  the  most  brilliant  lustre',  but  one  that 
has  the  property  of  preserving  the  leather.  There  are 
several  good  shoe  polishes  on  the  market,  the  regular 
use  of  which  will  keep  the  leather  in  good  condition. 
It  must  be  remembered,  however,  that  to  apply  the 
polish  over  mud  is  not  going  to  produce  the  best  re- 
sults. But  that's  the  wav  it's  often  done.  The  real 
shoe  shine  artist  will  flick  an  encrustation  of  spring 
mud  with  his  soft  cloth,  dab  on  some  liquid  cleaner  on 
top.  slap  on  a  coat  or  two  of  polish,  give  another  flick 
with  his  cloth,  then  grunt — and  you've  got  such  a 
shine  that  you  can  look  in  the  toes  of  vour  boots  to 
see  if  your  tie's  straight.  Only  the  mud's  still  under- 
neath. It  has  not  been  cleaned  off.  merely  rubbed  in. 
And  that's  not  good  for  the  leather.  Leather  is.  after 
all,  just  skin — treated.  It  has  nores,  which  should  not 
be  clogged,  and  it  doesn't  do  it  any  good  to  have  dirt 
ground  into  it,  no  more  than  it  does  the  human  skin 
good.   Hence,  clean  your  shoes  before  you  polish  them. 

With  Cordovan  and  heavy  close  grained  leathers, 
soap,  tepid  water  and  a  brush  may  be  used  to  good 


effect.  And  as  for  fine  kid — well  ,they  should  never 
be  exposed  to  mud,  but  if  they  are,  better  wash  the 
mud  off  with  a  little  tepid  water  than  apply  polish  on 
top  of  it.  It  is  superfluous  to  state  that,  except  with 
heavy  walking  shoes,  rubbers  should  be  worn  in  wet 
or  snowy  weather.  The  public  has  become  fairly  well 
educated  to  the  use  of  rubbers  and  realize  that  they 
are  a  genuine  economy. 

We  have  said  that  shoes  should  be  kept  clean. 
This  means  that  they  should  be  cleaned  when  taken 
off.  It's  really  just  a  matter  of  habit  whether  one 
cleans  his  shoes  night  or  morning,  and  the  logical 
time  to  clean  them  is  at  night.  That's  the  timq  when 
thev  need  it,  because,  after  the  removal  of  the  dust 
and  the  restoration  of  the  necessary  oils,  the  leather 
gets  a  chance  to  recuperate,  just  as  a  hot  bath  induces 
a  sound  and  refreshing  sleep  for  a  human  being.  The 
averaee  man  when  he  takes  off  his  suit,  preparatory 
to  retiring,  does  not  throw  it  under  the  bed  nor  fling 
it  in  the  rocker  in  a  wisp.  If  he  has  any  respect  for 
his  personal  appearance  or  his  pocketbook,  he'll  place 
his  coat  over  a  shoulder,  or  at  least  over  a  chair  back, 
and  hang  up  his  pants  by  one  end  or  another — in  the 
creases — or,  may  be,  place  them  in  a  trouser  press. 
Why  then,  when  he  takes  off  his  shoes,  should  he 
shove  them  under  the  bed  and  let  them  sit  there  dur- 
ing the  night  all  wrinkled  up?  It  is  iust  as  necessary 
that  the  shoes  be  kept  in  good  shape  if  they  are  to  give 
their  full  service  as  it  is  that  a  suit  of  clothes  should 
be.  As  a  matter  of  fact,  the  looks  generally  wear  out 
before  the  leather  does,  and  most  frequently  is  the 
cause  of  shoes  being  discarded.  Keep  shoes  on  trees 
when  they're  not  in  use. 

"A  Stitch  in  Time" 

If  a  man  gets  a  hole  in  the  seat  of  his  pants,  for 
reasons  of  economy — or  otherwise — he  hastens  to  have 
it  repaired  immediatelv,  but  often  he  will  con- 
tinue to  wear  his  shoes  long  after  the  first  break  has 
snread  in  the  sole.  Sometimes  he'll  wear  them  down 
till  a  new  welt  is  needed  or  till  the  shoes  have  prac- 
tically to  be  rebuilt,  before  he  hands  them  to  the  shoe- 
maker. Pretty  poor  economy!  The  shoe  repairer 
w'll  charge  him  more  for  the  repairs,  and  he  won't 
ffive  him  as  neat  a  job.  The  shoe,  too,  will  have  suf- 
fered in  shape  and  will  not  stand  as  many  re-soHngs. 

If  a  man  has  the  capital  and  wants  a  good  invest- 
ment, let  him  buy  two  pair  of  shoes  and  two  pairs  of 
shoe  trees.  It  will  save  him  money.  If  he  gets  the 
two  pair  of  shoes  at  the  same  time  and  wears  them 
on  alternate  days,  giving  each  pair  a  rest  in  between, 
they'll  last  more  than  twice  as  long  as  a  single  pair 
of  the  same  quality  worn  every  day,  provided  he  fol- 
lows the  rules  mentioned  above  for  their  care.  Of 
course,  everyone  doesn't  want  to  spend  so  much 
money  all  in  a  lump.  Some,  too,  are  always  looking 
forward  to  prices  coming  down,  while  others  alwavs 
want  to  have  the  latest  style.  Still  for  the  fellow  who 
has  money  and  wants  to  save  it,  the  two  pair  idea  is 
a  good  one. 

Tlic  points  brotight  out  in  the  preceding  para- 
.trraphs  are  simnle.  so  simple  that  they  are  very  often 
overlooked,  and  (he  shoe  retailer  who  will  hand  them 
nut  as  a  bonus  with  each  nair  of  shoes  he  sells  is  eo- 
ine  to  make  more  satisfied  customers,  build  tip  a  big- 
ger business  and  enhance  the  reputation  of  the  Can- 
adian shoe  industry. 
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FOOTWEAR  FINDINGS 


Happenings  in  the  Shoe  and  Leather  Trade 


1 


Tlic  Gosselin  Shoe  Co.,  Ltd..  Quebec  City,  lias  reRist- 
ered. 

The  Webster  Slice  Co.,  Limited,  Quebec  City,  has  re^i- 
istered. 

S.  Aber,  of  Montreal,  has  sold  his  men's  furnishiu!;'  and 
shoe  business  to  Gasco  Bros. 

The  Dominion  Leather  &  Shoe  Findings  Company,  of 
Alontreal,  has  been  dissolved. 

Pratt,  Ltd.,  Sault  Ste.  Marie,  Ont.,  proprietors  of  a  dry 
goods,  clothing  and  shoe  store,  have  sold  out. 

Abraham  Ansera  has  opened  a  shoe  store  and  repair 
shop  in  Thessalon,  Ont. 

The  Citadel  Leather  Co.,  Montreal,  have  registered. 

D.  Meerovitch  &  Bros.,  shoe  merchants,  Montreal,  have 
dissolved  partnership. 

Leather  products.  Limited,  Montreal,  has  l)een  register- 
ed. 

Couture  Bros.,  shoemakers,  Hull,  Que.,  are  going  into 
the  shoe  retailing  business. 

The  Levy  Shoe  Rei)airin.g  Co.,  Montreal,  has  been  reg- 
istered. 

The  Theo  Mayer  Shoe  Company,  Montreal,  has  obtained 
a  I^ominion  charter. 

W.  Smardon,  of  the  Smardon  Shoe  Co..  f^td.,  Montreal, 
has  left  for  Engiand;  he  is  accompanied  by  Mrs.  Smardon. 

R.  M.  Booth,  shoemaker  of  Brighton,  Ont.,  has  suffered 
loss  to  his  store  l)y  fire. 

The  Champion  Rul)l)er  C'oniiiany,  Ltd.,  Toronto,  have 
obtained  a  charter 

The  Olswang  Leather  Specialty  Co.  of  Canada,  Ltd., 
Montreal,  ha«  registered. 

The  Standard  Welt  Co..  Ltd..  Montreal  has  registered. 

The  .\mes  Holdcn  Rubber  Boot  Co..  Ltd..  have  plans 
about  completed  for  their  proposed  factory  at  King  and  Wil- 
mot  Streets,  Kitchener,  Ont. 

Con.gdon.  Marsh,  Ltd.,  Princess  St.,  Winnipeg,  have 
made  a  $.'iO,000  addition  to  their  shoe  warehouse. 

Scott-Chamberlain  Co.,  of  London,  Ont..  arc  having 
jjlans  prepared  for  a  .$;!.5.00()  addition  to  their  factory  on 
Bathurst  St'-eet. 

J.  Leckie  &  fo.,  of  \''ancouver.  plan  to  make  a  large 
addition  to  liicir  shoe  factory  on  Water  St. 

The  Canadian  Consolidated  Rubber  Co.,  Ltd.,  have  open- 
ed an  office  in  the  Balcer  Block,  Notre  Dame  St.,  Three 
Rivers,  Que.    A.  S.  Jeffrey  is  the  local  mana.ger. 

Work  is  progressing  on  a  .$1. '5,000  addition  to  the  shoe 
factory  of  Gagnon,  Lachai'elle  &  Hebert,  Kent  St.,  Mon- 
treal. 

W.  Blair  is  building  a  tannery  at  3.30  St.  Hilaire  St., 
Quebec  City. 

Antoine  Dion  &  l^rnest  Fontaine,  Montreal,  have  regis- 
tered their  shoe  repair  business  under  the  style  Dion  & 
Fontaine. 

J.  R.  P)arry  &  Frere.  Quebec  Cily,  have  registered.  They 
operate  a  leather  business. 

The  University  Shoe  Company.  Ltd.,  MOntreal,  has 
been  f(jrmed  with  a  eajjital  of  :);3(),()0()  to  carry  on  the  manu- 


facture and  sale  of  shoes,  and  to  purchase  the  trade  mark 
"Marie  .•\ntoinette"  belonging  to  the  St.  Henry  Shoe  Com- 
pany. Mr.  Albert  LaSalle,  shoe  retailer,  and  Mr.  C.  R.  Forte, 
traveller,  are  interested. 

Mendelsohn's,  Ltd.,  has  been  incorporated  to  manufac- 
ture and  deal  in  rubber  and  leather  footwear.  The  capital 
is  $49,000. 

Robt.  H.  Warwick  has  left  the  McRobbie  Shoe  Co., 
Ltd.,  St.  John,  to  join  the  John  Murphy  Co.,  of  Montreal. 

The  Jensen  Shoe  Co..  Halifax,  has  been  registered,  the 
partners  being  Herbert  D.  Wallace,  Geo.  D.  Wallace  and 
Emanual  Jensen. 

\'orikas  &  Alexo,  shoe  shine  parlor  proprietors,  Mon- 
treal, have  registered. 

E.  W.  McTear,  who  represented  Phillip  Jacobi,  Toronto, 
on  the  road  for  over  thirty  years,  is  now  with  the  Lion  Polish 
Co.,  Toronto. 


Mr.  J.  J.  McHale,  who  has  recently  become 
Superintendent  for  Scott-Chamberlain  Ltd. 


R.  C.  Foy,  the  representative  of  R.  B.  Griffith,  of  Hamil- 
ton, is  taking  a  trip  to  the  coast  for  the  good  of  his  health. 

Edward  Miller,  of  the  Rex  Shoe  Store,  Vancouver,  was 
awarded  the  tender  for  the  supply  of  shoes  for  the  city  Fire 
Department. 

R.  W.  .\shcroft,  publicity  director  of  Ames  Holden, 
McCready.  Ltd.,  has  been  elected  president  of  the  Montreal 
Publicity  Association. 

Mr.  Robt.  D.  Ayling,  Pacific  Building,  23  Scott.  St.,  To- 
ronto, who  is  the  representative  for  Canada  and  the  United 
States  of  Church  &  Company,  Northampton,  England,  manu- 
facturers of  high-grade  shoes,  E.  Brown  &  Son,  London, 
JCngland,  manufacturers  of  Meltonian  shoe  polishes,  and  also 
of  H.  Cahcn  &  Sons,  of  London  and  Birmingham,  has  re- 
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MELTONIAN 


BOOT 
POLISHES 

and 

CREAMS 


Representing 
a  super  standard  of 
excellence 

which  speaks 
through  the  product 


Robert  D.  Ayling 

23  Scott  Street 
Phone  M.  7613 

TORONTO 

Agent  for  Sole  Manufacturer 
E.  BROWN  &  SON  LTD.,   LONDON  AND  PARIS 
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cently  returned  from  a  trip  to  the  coast  and  reports  busi- 
ness exceedingly  good  for  his  lines.  Mr.  Ayling  has  al- 
ready sold  his  total  Canadian  allotment,  and  on  May  15th 
sailed  on  the  Melita  for  the  Old  Country.  He  will  return 
in  August  with  his  family,  who  have  been  over  there  for 
some  months. 

J.  A.  Pelletier  has  commenced  business  as  a  shoe  jobber 
at  22.")  Notre  Dame  St.  West,  Montreal.  Mr.  Pelletier  was 
with  the  James  Robinson  Company,  Ltd.,  Montreal,  for  25 
years,  covering  below  Quebec  and  New  Brunswick. 

Messrs.  J.  Daoust,  of  Daoust,  Lalonde  &  Co.;  W.  H. 
Miner,  of  the  Miner  Rubber  Co.;  and  C.  P.  Slater,  of  G.  A. 
Slater,  Ltd.,  have  been  appointed  members  of  the  executive 
of  the  Montreal  branch  of  the  Canadian  Manufacturers'  As- 
sociation. 

The  Wagner  Shoe  Co.,  Ltd.,  Toronto,  has  obtained  a 
charter. 

J.  A.  Scott,  of  the  Citadel  Leather  Co.,  Quebec,  is  chair- 
man of  the  Canadian  Motors  Machine  Co.,  Ltd.,  a  new  com- 
pany for  manufacturing  automobile  machinery,  tools  and 
accessories. 

The  Shrapnel  Shoe  Shine  Parlor,  448  Yonge  St.,  Toron- 
to, has  been  registered. 

The  partnership  of  Cohen  &  Rabinovitch,  proprietors  of 
the  Cobra  shoe  store.  Montreal,  has  been  dissolved,  and  the 
business  is  being  continued  by  Harry  Cohen. 

Petition  for  winding  up  order  for  St.  Henry  Shoe  Co., 
Ltd.,  Montreal,  has  been  granted. 

Abraham  Rom,  shoe  and  dry  goods  merchant,  Aurora, 
Ont.,  is  selling  out. 

Mr.  H.  H.  Engel,  of  the  Engel  Shoe  Store,  Hanover, 
Ont..  passed  away  recently. 

Arthur  McDermand.  shoe  merchant,  Tngersoll,  Ont., 
has  sold  out. 

D.  D.  Wark,  shoe  merchant,  of  Tara,  Ont.,  has  sold  out. 
Maron  Shoe  Hospital,  Montreal,  has  been  registered  by 

Isidore  Caron. 

Poster  &  Co.,  Montreal,  dealers  in  leather  goods,  etc., 
have  been  registered. 

Martin  Rc  Mormandin,  shoe  merchants,  Montreal,  have 
sold  out  to  O.  Lamy. 

The  Standard  Gaiter  &  Slipper  Co.,  Montreal,  has  reg- 
istered.   Isidore  Michlin  and  Nathan  Jurist  are  the  partners. 

E.  B.  Myles.  formerly  of  St.  John,  N.  B.,  has  opened  a 
shoe  repairing  shop  at  Doaktown,  N.  B. 

F.  S.  Scott.  M.P.,  of  Getty-Scott,  Ltd.,  Gait.  Ont.,  ad- 
dressed a  meeting  of  retail  shoe  merchants  in  Ottawa  re- 
cently, making  reference  to  the  luxury  tax  on  shoes.  He 
advised  the  retailers  to  keep  cool  and  everything  would  come 
out  alright. 

In  connection  with  their  venture  in  the  manufacture  of 
hand-made,  fancy  turn  shoes,  Owens-Elmes,  Ltd.,  have  leased 
the  top  floor  in  the  Hunter-Rose  building,  12  Sheppard  St., 
Toronto,  for  five  years. 

T.  D.  Palmer,  president  of  the  Hartt  Boot  and  Shoe  Co., 
attended  a  meeting  of  the  Maritime  Manufacturers'  Associa- 
tion at  Moncton  recently. 

The  leather  workers  of  Ottawa  have  settled  their  dif- 
ferences with  the  employers  over  the  matter  of  wages,  ac- 
centing the  latters'  offer  of  increases  from  10  to  25  per 
cent. 

The  Riverdale  Leather  Company,  Ltd.,  has  been  incor- 
porated with  bend  office  in  Toronto. 

Mr.  W.  O.  Clark.  wIk)  up  until  two  years  carried  on  a 
slme  retailing  busitiess  in  Tl.iniillon,  Ont.,  has  recently  passed 


away  at  the  age  of  67  years.  The  late  Mr.  Clark  was  in  the 
shoe  business  for  thirty-two  years. 

J.  A.  Stewart,  president  of  the  Perth  Shoe  Co.,  Perth, 
Ont.,  addressed  the  Kiwanis  Club  of  Ottawa  recently  on  the 
subject   of  "Advertising." 

Arthur  Butterworth,  shoe  repairer,  of  Toronto,  has 
bought  out  John  J.  Fincher,  l.'}40  Dundas  St.  W.  The  shop 
is  equipped  with  a  complete  Landis  outfit  and  there  is  a  good 
stock  of  supplies,  Mr.  Fincher  is  going  to  take  a  few 
months'  holiday. 

Mr.  Thomas  Ryan,  of  Thomas  Ryan  &  Co.,  Limited, 
of  Winnipeg,  has  returned  home  after  a  three  weeks'  trip 
spent  in  the  east.  Mr.  Ryan  visited  many  of  the  shoe  fac- 
tories in  Toronto,  Kitchener,  Montreal  and  Quebec  City, 
and  also  spent  several  days  at  his  old  home  in  Perth,  Ont. 

W.  V.  Ecclestone,  of  the  T.  Eaton  Co.,  Toronto,  has 
returned  from  a  buying  and  inspection  trip  to  New-  York, 
and  other  shoe  centres  in  the  eastern  states. 

William  Reinwald.  who  has  been  in  business  in  one  stand 
in  Newton,  Ont.,  for  the  last  25  years,  is  selling  out.  As 
soon  as  he  has  taken  a  vacation,  he  will  buy  a  stand  in  a 
larger  town. 

Thomas  May,  of  St.  Catharines,  Ont.,  who  conducts  a 
shoe  and  harness  repair  shop  in  winter,  and  has  a  garage 
business  in  summer,  has  decided  to  run  the  repair  shop  the 
year  round,  at  the  same  time  keeping  the  garage. 

Employees  of  the  Dominion  Rubber  System  at  Elmira. 
Ont.,  held  the  first  of  their  benefit  dances  in  the  factory  as- 
sembly hall.  May  9th.  The  proceeds  will  be  used  to  help 
finance  the  Fleet  Foot  baseball  team  during  the  coming  sea- 
son. 

The  Kaufman  Rubber  Co.,  Kitchener,  Ont.,  are  building 
a  four  storey  addition  to  their  factory,  with  basement,  which 
will  give  them  much-needed  floor  space.  This  company's 
business  has  been  increasing  very  rapidly  and  even  with  the 
high  cost  of  construction  they  find  it  absolutely  necessary 
to  have  this  extra  room. 


Modern  Shoe  Plant  at  Tillsonburg,  Ont. 

(ConcluHed  From  Patfp  52) 

We  have  now  comoleted  our  journey  through  the 
factorv.  The  arransfements  of  its  departments  would 
have  imnressed  even  a  casual  observer  as  making  for 
the  srreatest  efficiencv.  On  the  third  floor  are  the  up- 
ner  cutting  and  stitching:  departments;  on  the  second 
floor,  the  lastingf  and  bottominsf  departments,  and  on 
the  cround  floor,  the  sole  leather  and  packing  depart- 
ment.s — so  that  starting  on  the  top  floor  and  passing 
throue"h  the  various  denartments.  one  after  another, 
one  follows  without  retracing  his  steps  the  process 
of  the  manufacture  of  the  shoe.  What  was  formerly 
n  fine  residence  has  been  remodelled  and  is  now  used 
for  the  office.  This  building  adjoins  the  factory  and 
is  connected  to  it. 

The  Tillsonburg  Shoe  Comnany  are  working  to  as 
a  hich  a  capacity  as  the  supply  of  labor  will  permit, 
.-ind  thev  have  orders  on  hand  to  keep  them  running 
for  several  months  ahead.  Both  Mr.  vanGeel  and  Mr. 
ToloflF  are  optimistic  with  rejrard  to  the  future,  and 
feel  that  the  demand  will  develop  as  rapidly  as  thev 
can  take  care  of  it.  The  leather  situation  for  their 
class  of  shoe  is.  of  course,  much  easier  than  for  the 
finer  and  fancier  grades,  and  there  is  undoubtedlv  a 
reaction  at  the  present  time  on  the  part  of  the  public 
toward  the  purchase  of  more  moderate  priced  shoes. 
Tliese  factors  make  the  futtu'e  look  rosy  for  this  pro- 
gressive and  enterprising  young  company. 
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If  you  have  a  satisfactory 
White  Cleaner  to  offer 
your  customers — you  are 
more  than  half-way  to 
making  a  sale  of  White 
Footwear — so  stock 


Registered 


Trade  Mark. 


KEEPS    WHITE    SHOES  WHITE. 

gVERYBODY  who  habitually  wears  white 
boots  orshoes  knows  and  buys  "  BLANCO." 

Everybody  who  buys  new  white  footwear  will 
need  "  BLANCO,"  and  no  one  who  has  ever 
used  it  will  ever  be  persuaded  to  take  a 
substitute,  for  "  BLANCO  "  aoes  its  work,  does 
it  well — and  easily — no  trouble,  no  messiness. 

"BLANCO"  quality  will  take  care  of  your 
reputation — "BLANCO"  profits  are  as  good 
as  its  reputation. 

So  with  every  consignment  of  White  Footwear 
order  a  consignment  of  "BLANCO " — "  to  keep 
those  white  shoes  white." 


Order  NOW  from  your  Jobber. 

Made  only  by 
JOSEPH   PICKIiRINC.   cV-   SONS,  Ltd. 
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TRIM  NS'^.OS  '  ^ 


The  above  set  of  glass  fixtures  shows  our  new  fluted  Colonial  stand  in  assorted  heights  with 
pleasing  variety  of  glass  shelves  and  heel  rests.  This  airangemenl  of  fixtures  shown  here  was  used 
by  the  Walk-Over  Shoe  Stores  for  the  long  narrow  windows  so  common  in  the  modern  style  front 


VALANCES,  RUGS 
AND  PLUSHES 


ply  floor  rugs  to  match, 
tures. 


Nothing  adds  so  to  the  appearance  of 
your  store  front  as  the  use  of  valances 
at  the  top  of  the  plate  glass.  We  have 
an  unusually  large  line  to  choose  from 
at  anti-profiteering  prices.  We  can  sup- 
Get  our  complete  catalogue  of  everything  in  window  fix- 


MELCO 
De  Lux 

Glass 
Shoe  Store 
Fixtures 

Glass  Fixtures,  like  dia- 
monds, are  graded.  Some 
are  clear  and  pure,  some  are 
clouded  and  poorly  moulded. 
The  difference  between  the 
clear  and  clouded  is  that  one 
make  is  protected  from  the 
fire  and  fumes,  while  the 
other  is  not.  Hence,  the  dif- 
ference in  color.  You  will 
find  no  mould  mark  or  seams 
on  Melco  De  Lux,  neither 
will  you  find  any  discolored, 
or  clouded  glass.  Melco  De 
Lux  is  made  by  the  new  pro- 
cess. Do  not  accept  the  in- 
ferior kind.  Get  the  best  for 
less  money. 


MELIUS  &  COWLEY 


Entire  14th  Floor 
Medinah  BIdg 


CHICAGO 


LEGGINGS  AND  SHOEPACKS 

That  Bear  the  famous  B.B.  Brand  Label 


Meet  the  demand  for  this  class  of  footwear 
by  handling-  a  product  that  ensures  greater 
value  to  the  wearer  and  greater  goodwill 
lor  your  business. 

Our  line  of  samples  now  Ijeing  shown  will 
ccMivince  vou  of  their  real  worth. 


No.  600  Boys'  Red  Oil  Grain 
Solid  Leather  Boot 


SHOE  FINDINGS  AND  SUPPLIES 


111  our  wide  range  of  Findings  you 
will  find  manj'  possibilities  for 
profitable  trade.  The  sole  and 
iil)pcr  leathers,  shoe  laces,  insoles, 
etc..  that  we  arc  now  showing  are 
of  an  unusually  fine  grade. 


Our  Shoe  Repairers  and  Tools 
attract  great  favor  among  repair- 
ers for  their  reliability  and  effi- 
ciency. 

We  should  like  you  to  have  our 
catalogue.    Send  for  it! 


No.  407  Shoepack 


BEAL  BROS.,  LIMITED 


52  Wellington  St.  East 


—         Toronto,  Ont. 
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Invaluable !  — 


In  Peace  as  in  War 


DURING  the  war,  thousands 
of  our  soldiers  came  to 
know  and  use  the  Phillips 
Military  Soles  and  Heels.  They 
pronounced  them  invaluable. 

Now,  in  civil  life,  this  splendid 
product  is  here  to  perform  the 
same  duties  for  which  it  became 
Famous — to  protect  the  feet  from 
damp  and  wet — to  more  than 
double  the  life  of  the  shoe — and  to 
make  walking  a  pleasure. 

In  city  or  town,  at  all  seasons, 
these  soles  and  heels  will  find 
ready  customers.  The  first  mer- 
chant or  repair  man  to  introduce 
them  in  his  locality  will  naturally 
reap  the  biggest  harvest. 


Canadian  Phillips  Co. 

3701/2  College  St. 
Toronto  - .  Ontario 


"EUREKA" 


693.  Women's  9  Black  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

9694.  Women's  9  Brown  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

WRITE  DIRECT  TO  US 
FOR  QUOTATIONS  AND  SAMPLES 

Our  salesmen  are  now  visiting  the  jobbing  trade  with  a 
complete  line  of  our  new  styles  for  Fall.  See  our  latest 
production  on  Last  65. 

JOBBING  TRADE  ONLY 


EUREKA  SHOE  CO.,  LIMITED 


THREE  RIVERS,  QUE. 
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Aird  &  Son   13 

Ames-Holden-McCready   28 

Armstrong,  W.  D   88 

Beal  Bros   78 

Beckwith  Box  Toe  Company  ....  89 

Bennett,  Limited   5 

Blouin,  Pierre   97 

Boot  and  Shoe  Union   87 

Borne,  Lucien   91 

Boston  Blacking  Company   97 

Boston  Leather  Stain  Company  ...  33 

Breithaupt  Leather  Co   31 

Brodie  &  Harvie   90 

Brown  &  Company,  E   75 

Canadian  Consolidated  Rubber  Co.  3-40 

Canadian  Footwear  Co   25 

Canadian  Phillips  Co   79 

Canadian  Shoes  Limited   38 

Champion  Shoe  Machinery  Co  ....  95 

Children's  Footwear  Co   9 

Children's  Shoe  Mfg.  Co   84 

Clarke  and  Company,  A.  R   35 

Cote  &  Son,  A.  A   86 

Cote,  J.  A.  &  M   88 

Daoust-Lalonde  &  Company   . .    . .  '24 

Davies  Footwear  Co   39 

Deshler  Broom  Company   96 

Duchaine,  Ludger   85 

Duclos  &  Payan   7 

Dunlop  Tire  &  Rubber  Goods  Co.  . .  32 

Eastern  Shoe  Mfg.  Co   96 

Edwards  &  Edwards   90 

Eureka  Shoe  Company   79 


Franklin  Machine  Co   90 

Fortuna  Machine  Co   97 

Freeman,  Louis  G  

Getty  &  Scott   27 

Girouard,  Le  Maison   96 

Globe  Furniture  Co   92 

Globe  Shoe  Company  "...  89 

Goodrich,  Hazen  B   88 

Goodyear  Tire  &  Rubber  Co  36-37 

Hartt  Boot  &  Shoe  Co   16 

Hinde  &  Dauch  Paper  Company  . .  90 

Hollers  Company   14 

Hopkins  &  Ellis   18 

Independent  Rubber  Co   12 

Industrial  Export  Co   38 

International  Supply  Co   39 

Kelly  Thomas  A   94 

Kenworthy  Bros   99 

King  Bros   88 

LaDuchesse  Shoe  Company   96 

Legace  &  Lepinay   85 

Landers  Bros.  Co   94 

Lang,  Tanning  Co   26 

Landis  Machine  Company   94 

Lennox  &  Co.,  John   10 

Melius  &  Cowley   78 

Millner  Company   92 

Minister  Myles  Shoe  Co   34 

Minister  of  Munitions   93 

Montreal  Moccasin  Company   ....  6 


Montreal  Stencil  Company   86 

Morse-Redden  Co   96 

Narrow  Fabric  Company   86 

National  Cash  Register  Company  . .  83 

New  Castle  Leather  Company   23 

New  Shoe  Machinery  Co   93 

Packard,  L.  H   81 

Panther  Rubber  Co  Cover 

Perfection  Counter  Co   92 

Perkins  &  McNeely   88 

Pickering  &  Sons,  Joseph   77 

Regal  Shoe  Company   19 

Regina  Shoe  Company   30 

Robson  Leather  Co   84 

Robinson  Co.,  Ltd.,  James  . .    . .  20-21 

Samson  Enr.,  J.  E   91 

Shoe  Manufacturers  Agency   . .    . .  15 

Sisman  Shoe  Company  

Slater,  Geo.  A   8-9 

Spaulding  &  Sons,  J   11 

Standard  Kid  Mfg.  Co   4 

Taylor-Forbes  Co   86 

Tetrault  Shoe  Mfg.  Co   17 

Tillsonburg  Shoe  Co   23 

United  Shoe  Machinery  Co.,  Ltd.  82-91 

United  States  Hotel,  Boston   ..    ..  91 

Universal  Shoe  Machinery  Co   80 


Wheeler  &  Cummings 
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It  is  no  longer  nec- 
essary, to  pay  Duty 
and  exchange  rates, 
or  Royalty  in  order 
to  have  Shoe  Repair- 
ing Machinery. 


Here  is  a  Cut  of  our  new  Canadian  Model  *'F.F."  Finisher.    Notice  its 
strength,  compactness  and  class. 

This  principle  is  embodied  in  all  our  styles  from  six  feet  long  to  twenty- 
two  feet  long. 

Universal  Shoe  Machinery  of  Canada,  Limited 

128  Queen  Street         -  MONTREAL 


June,  1920 
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Get  the  People 
"ComingYourWay" 

Make  your  store  a  place  where 
people  will  like  to  go — get  them 
started  and  keep  them  coming. 
Getting  them  in  your  store  is 
more  than  half  a  sale  made. 

Every  issue  of  your  trade  journal 
is  helpful — keep  it  as  a  reference. 

READ  IT  THROUGH  AND  THROUGH 

FOOTWEAR 

in  Canada 


GOOD  PATTERN  DE51GKING 

IS  AK  ACQUIRED  ART 

^ittin§  the  Unes  of  a  last  is  not 
a  Mechanical  Operation  but  a 
Matter  of  5kill-a  res  ult  of  \/cars 
oj  Study  and  TfraininJ 

PATTERN  MAKING  aemandsl?are 
Judgement  to  ^ivc  Style  and  Grace- 
all  Lines  and  assure  conjormity 
b  the  Original  Last  Ouuines 
FITTING  QUALITV  DEMANPSACCURACV 

IVHEELERg  MINGS 

i73Lincoln  St.  Boston  Mass  USA. 


If  you  intend  visiting 


THE  BIG  SHOE  FAIR 


AT 


MONTREAL 

July  13  - 17, 1920 

We  extend  to  you  our  cordial  greetings  and  trust  you  will  call 
and  make  yourself  at  home  at  our  BOOTH  No.  116.  This  Fair 
is  going  to  be  the  biggest  thing  of  its  kind  ever  held  in  Canada. 

Come  to  the  BIG  FAIR  in  the  BIG  CITY 


L.  H,  PACKARD  &  CO.  LIMITED      -  MONTREAL 
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OPPORTUNITY  AWAITS  YOU 

This  season  is  bound  to  be  the  largest  in  the  history  of  the  Shoe  Repair  Business.  Are  you 
prepared  to  take  full  advantage  of  the  opportunity?  Shoe  Repair  Outfits,  MADE  IN 

CANADA,  can  be  installed  on  very  easy  terms.    There  is  a  size  to  suit  your  requirements. 

—A  POST  CARD  ENQUIRY  WILL  BRING  YOU  FULL  PARTICULARS— 

United  Shoe  Machinery  Co.  of  Canada  Limited 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 

90  Adelaide  Street  West  46  South  Foundry  St.  28  Demers  Street 


The  common-sense  way  of  handling 

credit  accounts 


MERCHANTS  in    182  different 
lines  of  business  are  using  the 
N.C.R.  Credit  File. 

These  merchants  have  found  that  the 
file  gives  them  the  common-sense  way 
of  handling  credit  accounts. 

It  is  a  one-writing  system.  It  elimin- 
ates book  posting  of  accounts. 

It  keeps  each  day's  credit  business 
separate. 


It  prevents  forgetting  to  charge  goods 
sold  on  account. 

It  prevents  neglecting  to  credit  money 
paid  on  account. 

It  gives  each  charge  customer  a  state- 
ment of  account  on  every  purchase. 

It  protects  every  credit  record  until  it 
is  paid  in  full. 

It  saves  time,  work,  and  worry.  It  stops 
leaks  and  saves  profits. 


Investigate  this  common-sense  way  of  handling  credit  accounts 

The  National  Gash  Register  Company  of  Canada,  Limited 


BRANCH  OFFICES: 

Calgary  714  Second  Street  W. 

London   350  Dundas  Street 

Edmonton  5  McLeod  Bldg. 

Ottawa  306  Bank  Street 

Halifax  Granville  Street 

Quebec  133  St.  Paul  Street 

Hamilton  14  Main  Street  E. 

Regina    1820  Cornwall  Street 

Montreal  122  St.  Catherine  Street  W. 

Vancouver  524  Pender  Street  W. 

Toronto  40  Adelaide  Street 

St.  John  50  St.  Germain  Street 

Saskatoon  .  .  .     265  Third  Avenue  S. 

Winnipeg  213  McDermot  Avenue 

FACTORY:  TORONTO,  ONTARIO. 


FILL  OUT  THIS  COUPON  AND  MAIL  TODAY 

Dept.  25,  The  National  Cash  Register  Company  of  Canada,  Limited, 
97  Pelham  Ave.,  Toronto,  Ontario: 

Please  give  me  full  particulars  about  the  N.  C.  R.  Credit  File  way 
of  handling  credit  accounts. 


Name  . . 
Business 
Address  . 
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VENILES 

For  Jobbers 

For 

Infants 
Children 
Misses  and 
Cjr  owing 
Girls 

"P?OOTWEAR  for  Children  depends  for  its  sales  upon 
A        comfort,  wear  and  appearance. 

Comfort  is  the  first  essential,  and  we  have  made  a  specialty 
of  shoes  that  will  give  the  utmost  ease  to  growing  feet  by- 
conforming  to  the  shape  of  the  foot. 

The  importance  of  wearability  and  good  appearance  is  fully 
realized,  and,  together  with  a  high  quality  workmanship, 
make  merchandise  which  the  retailer  welcomes  for  easy 
selling. 

Children's  Shoe  Mfg,  Co.,  Reg'd 

1 1  Belleau  St.            -               -               Quebec  City 

TANNERS  AND  CURRIERS 

.  Tan  Chrome  Sides  Chrome  Patent  Sides 

Mahogany  Chrome  Sides  Dull  Chrome  Sides 

Royal  Purple  Chrome  Sides  Bright  Boarded  Sides 

Elks,  various  colors  Retan  Storm  Leather 

White  Buck  Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 

MONTREAL  OSHAWA  QUEBEC 
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Sound  Merchandise 

at  rock  bottom  prices 


THE  jobber  will  find  ample  opportunity  for  pro- 
fitable turn-over  in  our  splendid  line  of  Men's, 
Youths'  and  Boys'  shoes. 

There  is  no  better  time  than  right  now  to  get  in 
touch  with  us.  We  believe  we  can  make  you  very 
attractive  quotations. 

Ask  us  about  our  Women's  McKays. 


No.  46 


LAGACE  &  LEPINAY 

QUEBEC 


No.  50 


BOOST 

Our  High  Class  Lines  of 

Men's,  Women's,  Boys'  and  Youths' 
WELTS  and  MEDIUM  McKAYS 

These  shoes  meet  all  the  requirements  of  jobber  and  dealer,  and  will  net 
you  liberal  profits  and  give  you  a  rapid  turnover. 

They  are  lines  of  footwear  which  are  reliable  in  service  and  embody  all 
the  essentials  of  correct  style  and  quality  material. 

We  Sell  the  Jobbers  Only 

LUDGER  DUCHAINE 

593  St,  Valier  Street         -         ■         QUEBEC  CITY 
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STEEL  DIES,  SHOE  STAMPS, 

Shoe  Lining  MarkerSy 

RUBBER  and  BRASS  STAMPS  For  All  Purposes 

Stencils,  Marking  Inks  and  Supplies,  Numbering  Machines 

We  are  one  of  the  oldest  Stencil  and  Steel  Die  manufacturing  establish- 
ments in  Canada. 

Long  experience  and  the  testimony  of  hundreds  of  pleased  customers 
testifies  to  the  reliability  of  our  work  and  the  dependability  of  our  service. 

Montreal  Stencil  Works,  221-223  McGill  Street,  Montreal  ffSaJ^lfS^^ 


Blind  Eyetel 

Shoe  Laces 

Fit  even  the  smallest  blind 
eyelets.  Satisfy  the  most  par- 
ticular customers.  And  there's 
a  liberal  profit  for  the  dealer. 

At  all  jobbers.  Samples  up- 
on request. 

THE  NARROW  FABRIC  CO. 

READING,  Pa. 

Nufashond" 


Fabric  Tip^ 


ITTfT 


The 

RELIABLE 

Cobbler  Set 


'Built  for  Service. 


The  demand  for  Cobbler  sets  is  ever  in- 
creasing and  by  pushing  the  line  you  will 
find  a  ready  sale.  The  "Reliable"  fills  the 
need  in  all  respects  and  is  made  to  stand 
up  against  continued  and  unlimited  abuse. 
Write  us  for  prices  and  details  about  our 
other  cobbler  sets  and  repair  outfits. 

STOCK  SIZES,  Etc, 

|0       I      112)3       |4  l'5|6 
Weight        I  lib.  7oz.|  21b.  GVz]  31b.  3  |  31b.  lO'Al  51b.  I'Al  61b.  4  |  71b.  5 
Length        I      7"      |   6^"    |  7J4"  |    8M"    I    9>4"    1   10"  |  lOK" 
Weight  of  Stand,  IG'A  lbs.    Height,  25'/2  inches. 
Post  taper  measures  54"  x  1J4". 

Taylor-Forbes  Company  Ltd. 


Head  Office 
and  Works 


GUELPH 

ONT. 


Toronto  Montreal 
Vancouver 


STANDARD 
SCREWED 
SHOES 

IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 


A.  A. 


COTE  & 

LIMITED 


SON 


tni  te  ji tji ji  ft  |jr,"r ' 


McKAY 
SEWED 
SHOES 

IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

ST.  HYACINTHE 

QUE. 


Manufacture  lines  of  Staple  McKay  Shoes  in  Men's,  Boy's,  Youth's,  Liltle  Gent's,  and  Children's,  as  well  as  a  Strong  Line  of  Heavy  Work- 
ing .Shoes,  out  of  best  Chrome  Tanned  Side  Leathers,  on  Foot  Fitting  Lasts,  at  reasonable  prices.  Standard  Screwed  Soles,  Stitch  Aloft,  Natural 
Fiiiishcil  Itoltoms,  so  that  buyer  can  see  the  nature  of  leather,  and  know  wliat  he  is  buying.     THAT'S  THE  LINE  FOR  YOU. 
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A  Shoe  May  Be  Perfect- 
But  It  Needs  the  Union  Stamp 

to  convince  the  great  union  buying  public 
that  it  is  the  shoe  for  them  to  buy.  Union 
men  and  Union  women  in  all  the  indus- 
tries are  standing  together  today  as  never 
before  and  insisting  that  everything  they 
buy  bears  the  official  "stamp  of  approval." 
On  shoes,  the  official  stamp  is  that  of  the 
BOOT  &  SHOE  WORKERS'  UNION. 

The  shoes  you  are  stocking  may  be  other- 
wise perfect,  but  if  the  Union  Stamp  is 
missing  you  are  cutting  off— just  by  this 
little  omission— a  large  proportion  of  the 
American  buying  public. 

Boot  and  Shoe 
Workers'  Union 


246  Summer  Street  Boston,  Massachusetts 

Affiliated  with  the  American  Federation  of  Labor 
COLLIS  LOVELY,  Gen'l  President  CHAS.  L.  BAINE,  Sec'y-Treas. 
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Pan  American 

KID 

Seal  Brown  and  Black 


Perkins&McNeely 

^^■■CpPII^^  Philadelphia 


PERKINS  SM9NEELY 

PHILADELPHIA. 


Canadian  Representative— 

Ed.  R.  LEWIS 

45  Front  St.  E.,  TORONTO 


HAZEN  B.  GOODRICH  &  CO. 

HAVERHILL  -  MASSACHUSETTS 


MANUFACTURERS 

MEN'S  &  WOMEN'S  SLIPPERS,  OXFORDS,  PUMPS 


YAMASKA 

for  Service  and  Sales 

The  steady  demand  for  an  all-leather  service 
boot  at  a  moderate  price  places  YAMASKA 
among  the  best  sellers  of  today. 

Strict  adherence  to  a  single  high  standard  in 
both  workmanship  and  materials  keeps  YAM- 
ASKA in  the  front  rank  of  staple  lines,  and  gives 
the  buying  public  confidence  in  its  name. 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe  Quebec 


ST.HYACINTME 
CANAX3A. 


ENGRAVEROF  FINE  STEEL  STAMPS  &.DIES 

23q,c,-^>NE37jM0NTREAL.V>H0yw^  675 
CR^^^C^^g?^   Q  QU  E.  ^   (yt^  '^AIN 


MY  STAMPS  ARE  UPTO  DATE  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISH  TO  YOUR  SHOE 
•  WHICH  WILL  INCREASE  YOUR  SALES 


THE  Established  1863 

KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturers  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  Flexible  and  Wax  Splits  for  Home  and 
Export  Trade 
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The 

Globe 
PiUow 
Welt 


A  genuine  Goodyear  Welt 
sewn  right  into  the  sole — 
a  feature  in  our  footwear 
for  Misses,  girls,  children, 
and  infants,  which  provides 
exceptional  comfort  and 
ease  to  growing  feet. 

The  other  points  which 
add  to  the  popularity  of 
these  shoes  are  the  soft 
cushion  sole  and  the  soft 
cork  filling  between  the 
inner  and  outer  sole. 


GLOBE  SHOE  LIMITED 

Factory  TERREBONNE,  QUE. 

Selling  Agent* 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 


Where  There  Can  Be  No  Compromise 

There  can  be  no  question  as  to  the  importance  of  using  the 
best  box  toe  obtainable. 

The  style  and  the  durability  of  the  shoe  depends  upon  it. 

Heat,  perspiration  from  the  foot  and  dampness  must  be  care- 
fully guarded  against  if  100%  satisfaction  is  guaranteed  with 
your  shoes.    There  can  be  but  one  answer. 

Use  the 

VULCO-UNIT 

Box  Toe 


Beckwith  Box  Toe  Limited 

Sherbrooke,  Quebec 


Patented  Dec.  30th.  1913 
Patented    Oct.  26th,  1915 


90 


FOOTWEAR  I 


N  CANADA 


June,  1920 


Edwards  &  Edwards 


TANNERS 
OF 


SHEEPSKINS 


FOR 

Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

EDWARDS  &  EDWARDS 


Head  Office  and  Sale  Rooms 

27  Front  £.  Toronto 


Tanneries 

Woodbridge,  Ont. 


Quebec  and  Maritime  Provinces 
Represented  by 

JOHN  McENTYRE  LTD.  ^Aaf^T^^EA-'QUE: 


Brodie's 


PATENT  FLOUR 


An  ideal  adhesive  for  all  shoe 
manufacturing  requirements. 

It  is  clean  and  smooth  work- 
ing, and  for  fine  work  can  be 
easily  reduced  by  simply  add- 
ing water.  Let  us  send  you 
samples  and  prices. 

IVs  free  from  lumps 


WRITE  US  TO-UAY 


Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Texile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.L 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They  save  storage  space. 

6.  — They     have     strong  adver- 

tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"   explains  all — write  for 

it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^ritft,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR. 

QUEBEC 


Midde  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  linds  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  D«partmental  Stores — in  miniature- 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  slioe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


r^wwuKur  riMNaAL.CDyiiuiciAL  &. 
Over  33  years  in  its  field 

"CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver.  Toronto,  Montreal,  Chicago,  Ne»r  York,  London,  Eng. 


URFACE    KID    *N  black  and  colors 


Q 

^     Beautifully  pliable  and  with  glove-like  grain — 
m^^^  Surface  Kid  is  particularly  suitable  for  dressy  shoes. 

It  rivals  the  beauty  of  Real  Kid  and  is  very 
much  cheaper. 
Made  in  black  and  colors  and  sold  at  attractive  prices. 
Send  to-day  for  samples. 

BUTTS  IN  GUN  METAL,  DULL,  GLAZED 
CABRETTAS,  GLAZED  KID,  SHEEPSKINS 

Head  Office 

491  St.  Valier  St.,  Quebec 


LUCIEN  BORNE 


Moatre  il  Office  —  A  i  Lonrio.n..  St. 
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"PERFECT" 


— m 

every 

sense 

of 

the 

word 


The  Perfect  Counter 

A  fibre  counter  that  puts  a  distinctive 
quality  into  your  shoes  which  becomes  ap- 
parent when  the  wear  is  strenuous,  giving 
an  excellent  fit,  unequalled  comfort  and  sat- 
isfaction. 

Try  the  "Perfect"  and  you'll  endorse  our 
statements. 

Perfection  Counter  Limited 

699  Letouvneux  Ave.  Cor.  Ernest  St. 

Montreal 


Electric  Buffer  Dryers 
Electric  Treeing  Irons 
ElectricHeatingDevices 


All  sold  subject  to  your  approval 
after  thirty  days  free  trial. 


Write  today  for  full 
particulars 


Millner  Company 

1706  N.  12th  St.,  St.  Louis,  Mo. 


Globe  Furniture  Co. 

(Limited) 

Waterloo,  Ont. 


Sendjor  Catalogue  and  Prices 

GLOBE  INTERLOCKING  SHOE 
STORE  CHAIRS 


ShoeTools  and  Findings 


BOSTON  BURNISHERS 

Made  in  2  *izes 


TRI-AIMGS 


For  protecting  heels  from  wearing  out  too  quickly.  Manu- 
facturers of  a  large  and  complete  line  of  tools  and  findings  for 
shoe  repairer  and  shoe  store. 

The  New  Shoe  Machinery  Company 

PROVIDENCE,  R.I.,  U.S.A. 

Distributors  for  British  Columbia: 

B.C.  LEATHER  &  FINDINGS  COMPANY  LIMITED 

VANCOUVER,  B.C. 

Distributors  for  Provinces  of  Saskatchewan, 
Alberta  and  Manitoba: 

THE   GREAT    WEST    SADDLERY  COMPANY 

Winnipeg  Edmonton  Saskatoon  Calgary 
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MINISTRY  OF 


JivnjL>j  iTi  oTsi:  s  Mm  ^ 


The  Disposal  Board  have 

STOCKS 

lying  in  the  United  Kingdom  and 

AVAILABLE  FOR  EXPORT 

OF 

Engineering  Stores 

Ferrous  and  Non-Ferrous      Electrical  Instruments  and 


Metals 
Plant  and  Machinery 
Steam  Engines  and  Boilers 
Factory  Stores 
Machine  Tools 
Railway  Material 
Contractors'  Stores 
Medical  Stores 


Machinery 
Chemicals  and  Explosives 
Motor  Vehicles 
Agricultural  Machinery 
Aircraft 
Furniture 

Textiles  and  Clothing 


Motor  Boats,  etc.,  etc. 
BOOTS    AND    LEATHER  EQUIPMENT 


Buyers  should  instruct  their  representatives  in  the  United  Kingdom  to  com- 
municate with  D.  B.  8,  Canadian  Export  Department,  Ministry  of  Munitinn<:" 

Cable  address:  "DISPEXPORT,  MUNORCIZE,  LONDON" 
Whitehall  Place,  London  S.W.,  England. 

iinnmiuinnimmiiihitiiMiimiiniiiiiiiium 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
days,  the  average  daily  output  has  been  800  dozen 
linished  skins,  or  an  equivalent  of  9,000  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,000,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  0,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,    BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catalogue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright  — No  royalty. 


Landis  Machine  Co.,  isis  N.25thst.,  St.  Louis,  U.S.A. 


June,  1930 
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A  Shoe  Merchant 


Every  customer  for  a  new  pair  is  a  prospect  for  the  repair 
department. 


With  a 

Champion  Shoe  Repair 

Department,  said 

By  installing  the  shoe  repair  department  behind  a 
glass  partition,  customers  can  look  right  into  the  repair 
shop  and  see  how  the  work  is  done.  I  would  put  the 
Stitcher  right  up  near  the  glass  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outfit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  Any  live 
merchant  could  start  right  in  making  such  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  leave  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  repair  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 
ment. 

Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 

Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 

Over  20,000  Champion  Machines  of  various  types 
in  use— That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of: 

Seven  different  t3'pes  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 
Forty  different  models  of  Repair  Outfits,  consisting  of  Stitchers 

and  Finishers. 
Two  distinct  types  of  Nailing  Machines. 
Many  different  Models  of  Finishers. 
A  complete  line  of  Double  Tread  Tire  Machines. 
Many  labor  and  material  saving  auxiliary  machines. 


Universal    Model    Curved  Needlt 
and  Awl  Shoe  Stitcher  —  heated 
by  gas,  gasoline,  or  electricity. 


CHAMPION  SHOE  MACHINERY  CO.,  372341  F.r.,.  Park  B»d.,  St.  Louis,  Mo. 

.  Please  send  me  particulars  about  a  shoe  store  repair  department. 

Name   Street  

City   State   
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Buyers  and  Dealers 

In  all  kinds  of 

Belt,  Welt,  Saddle,  Scrap 
Leathers  and  Offal 

WE  BUY  AND  SELL 

All  Kinds  of  SOLE  LEATHER 
Tannery  Offal  and  Scrap  Leather 

Also  ROUGH  SPLITS  of  all  kinds 


Consignments  Solicited 


Let  us  know  what  you  have  to  .offer.    We  will 
help  you  market  your  accumulations 

Correspondence  Solicited 

Morse-Redden  Inc. 

50  South  St.)  Boston,  Mass.,  U.S.A. 


Whalebone  Barber  Whisks 


WHALEBONE 

PAT.  OCT.  Z7.19I4 


Until  the  "FAMOUS  WHALEBONE  BARBER 
WHISK"  was  patented  there  were  no  Barber 
Whisks  that  gave  satisfaction.  All  difficulties 
have  been  overcome  in  the  WHALEBONE  and 
we  guarantee  every  one  of  them.  SOLD  TO 
JOBBERS  ONLY. 

We  also  manufacture  the  celebrated  DESHLER 
HIDE  BROOMS  which  are  especially  adapted 
for  sweeping  and  cleaning  Hides.  Users  of  Hide 
Brooms  should  get  in  touch  with  us.  Every 
broom  guaranteed.  References :  All  the  Lead- 
ing Hide  Dealers  ^d  Packing  Houses  of  the 
United  States. 

We  are  the  sole  manufacturers  of  above  named 
Articles.    Watch  for  our  circular  letters. 

Deshler  Broom  Factory 

DESHLER,  Nebr. 


THE 

EASTERN  SHOE  MFG.  CO.,  LTD. 

150  Frontenac  Street  Montreal 

MANUFACTURERS  OF 

HIGH     CLASS    FOOTWEAR  IN 
MISSES',  CHILD'S  AND  INFANT'S 
McKAYS 


Embracing  distinction  in  quality 
and  workmanship 


LaDuchesse  Shoe  Co, 

Registered 

MONTREAL 

If  quality  footwear  at  right  prices  is  what 
you  are  looking  for,  these  lines  will  in- 
terest you. 

Our  samples  will  readily  show  you  their 
possibilities.   May  we  send  them? 

"La  Duchesse" 
McKays 

for 

Women,  Misses 
and  Girls 

also 

Turn  Slippers 

for 

Men 


For  Better  Lines  of 

WHITE  CANVAS  SHOES, 
FELT  SHOES  and  SLIPPERS, 
GAITERS  and  LEGGINGS, 
RUBBERS,  Etc., 

Our  Service  Has  Stood  the  Test. 
WE  SOLICIT  A  TRIAL  ORDER 

La  Maison  Girouard  Limitee 

(E.  T.  Shoe  Go.)      ST.  HYACINTHE,  QUE. 
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^ortuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       ■      NEW  YORK 


Leathers 


Glazed  Kid 

Black  and  all  colors. 

Side  Leathers 

All  g^rades,  all  weights,  all  right 

Glove  Leather 

Grain  and  splits,  all  kinds,  all  colors 

Shoe  Findings 

Buttons,  Bows,  Fabrics,  Topping, 
Drills,  Twills,  Cottons,  Cork  Screws, 
Flannels,  Cotton  Threads,  Ducks, 
Poplin 

Canadian  Representative*  : 

Standard  Kid  Mfg.  Co.,  Boston 
The  Thomas  Lake  &  Whiton  Inc.,  Boston 

You  will  confer  a  favor  to  us  if  you  call  on  them  when  in 
Boston.    They  will  surely  interest  you. 

Pierre  Blouin  Reg^d 


QUEBEC 

60  Colomb  St. 


MONTREAL 

59  St.  Peter  St. 


IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIHIIIIIIIIIIIillllllllll 


MADE   IN  CANADA 


Our  line  of  Channel  Cements,  Sole  Laying 
Cements,  Chrome  Cements,  and  Surefold 
is  a  quality  line. 

The  first  consideration  given  to  their  make- 
up is  QUALITY. 

You  may  depend  on  them  being  as  good  a 
Cement  as  can  be  made. 


Boston  Blacking  Company 

152  McGill  Street,  MONTREAL,  Canada 


HDllilll 
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III  no^ 
rub  Oi ' 


Two  things  make  white  shoes 
popular.  They  are  smart  and 
they  are  economical. 
Now  you  can  tell  your  cus- 
tomers that  they  can  have  white  foot- 
wear always  white. 

Kling  White  cleans  as  well  as  whitens. 

Preserves  the  shoes. 

Gives  a  beautiful  velvet  whiteness. 

Easily  and  quickly  applied. 

Dries  quickly  and  will  not  rub  off. 

United  Shoe  Machinery  Co.  of  Canada^  Limited 


MONTREAL 

TORONTO  KITCHENER 

Dont  Forget  the  Big  Shoe  Fair  at 
Montreal,  July,  13-17 


QUEBEC 


June.  1920 
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CANADA 


Have  You  a  Line  of  Shoes 

with  KENDEX  Insoles? 

KENDEX  will  not  shrink  or  swell  or  hold  moisture.  It  is  fast  color  and  will 
not  stain  a  white  hose.  It  positively  overcomes  the  burning,  stinging  sensation  so 
often  experienced  where  other  insoles  are  used.  It  will  relieve  callouses.  It  comes  in 
uniform  thicknesses  and  is  easy  to  work.    It  works  dry. 

Have  you  seen  the  KENDEX  sock  lining  and  heel  pads  made  in  four  colors, — 
tan,  tobacco  brown,  pearl  grey,  and  white. Write  for  sample. 

Felt  Piece  Goods 

Felt  Heel  Pads 

Felt  Tongue  Linings 

Felt  Combined  with  Imitation 
Leather 

Visit  our  booth  No.  125  at  the  Shoe  Fair  in  Montreal,  July  13th  to  17th.  Our  dis- 
play will  include  shoes  of  all  kinds  featuring  KENDEX.  You  will  also  find  KEN- 
DEX in  many  lines  there  shown  by  the  leading  manufacturers. 

REMEMBER :    The  Feeling  of  the  feet  is  reflected  in  the  face. "   Wear  KENDEX  Insoles. 

KENWORTHY  BROTHERS 

OF  CANADA  LIMITED 

ST.  JOHNS,  P.  Q. 

Represented  by  HORACE  D'ARTOIS       -       -       224  Lemoine  St.,  Montreal,  Que. 
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Names  of  firms  who  have  secured  booths 
for  the  Shoe,  Leather  and  Allied  Trades 

Fair,  July  13  to  17. 

Think  of  the  advantage  of  being  able,  while  attend- 
ing the  Style  Show,   to   visit  the   showrooms,  all 
under  one  roof,  of  the  firms  whose  names  appear 
on  this  page. 


Acton  Publishing  Company,  Limited,  Toronto. 
Acton  Shoe  Company,  Inc.,  Acton  Vale,  Que. 
( Adanac  Footwear  Company,  Toronto,  Ont. 
'Wagner  Shoe  Company,  Aylmer,  Ont. 
Ahrens,  Chas.  A.  Limited,  Kitchener,  Ont. 
Aird  &  Son,  Registered,  Montreal. 
Ames-Holden-McCready,  Limited,  Montreal. 
Anglo-Canadian  Leather  Company,  Limited,  Montreal. 
Barrie  Tanning  Company,  Limited,  Barrie,  Ont. 
Beckwith  Box  Toe  Limited,  Sherbrooke,  Que. 
Bell,  J.  &  T.  Limited,  Montreal. 
Beardmore  &  Company,  Montreal. 
Blachford  Shoe  Mfg.  Co.,  Ltd.,  Toronto. 
Bonner  Leather  Company,  Montreal. 
Borne,  Lucien,  Quebec. 

Brandon  Shoe  Company,  Limited,  Brantford,  Ont. 
Breithaupt  Leather  Company,  Limited,  Kitchener,  Ont. 
Cummings,  Nathan,  Montreal. 

Canadian  Consolidated  Felt  Company,  Kitchener,  Ont. 

Canadian  Consolidated  Rubber  Co.,  Ltd.,  Montreal. 

Canadian  Footwear  Company,  Limited,  Montreal. 

Canadian  Shoes  Limited,  W.  Toronto. 

Children's  Footwear  Limited,  Montreal. 

Clarke,  A.  R.  &  Company,  Limited,  Toronto. 

Clark  Brothers  Limited,  St.  Stephen,  N.B. 

Clarke  &  Clarke  Limited,  Toronto. 

Citadel  Leather  Company,  Limited,  Quebec. 

Collis  Leather  Company,  Limited,  Aurora,  Ont. 

Columbus  Rubber  Co.,  Ltd.,  of  Montreal,  Montreal. 

D'Artois,  Horace,  Montreal. 

Daoust,  Lalonde  &  Co.,  Ltd.,  Montreal. 

Davis  Leather  Company,  Limited,  Newmarket,  Ont. 

Davis,  A.  &  Sons,  Kingston,  Ont. 

Duclos  &  Payan,  Montreal. 

Dupont  &  Frere,  Montreal. 

Eagle  Shoe  Company,  Limited,  Montreal. 

Evans,  John  R.  Company,  Limited,  Montreal. 

Eureka  Shoe  Company,  Limited,  Three  Rivers,  Que. 

Einstein,  J.  Limited  (of  Canada),  Montreal. 

Footwear  in  Canada,  Toronto. 

Gale  Brothers  Limited,  Quebec. 

Galibert,  C.  &  Son  Company,  Montreal. 

Getty  &  Scott,  Limited,  Gait,  Ont. 

Globe  Shoe  Company,  Limited,  Terrebonne,  Que. 

Goodyear  Tire  &  Rubber  Co.,  Ltd.,  Montreal. 

Gagnon,  Lachapelle  &  Hebert,  Montreal. 

Hartt  Boot  &  Shoe  Company,  Ltd.,  Fredericton,  N.B. 

Hyman,  C.  S.  Company,  Limited,  London,  Ont. 

Hurlbut  Company,  Limited,  The,  Preston,  Ont. 


Independent  Silk  Limited,  Montreal. 
International  Supply  Company,  Montreal. 
Johnston,  H.  B.  &  Company,  Limited,  Toronto. 
Kentworthy  Brothers  of  Canada,  Ltd.,  St.  Johns,  Que. 
Kingsbury  Footwear  Company,  Limited,  Montreal. 
Lachance  &  Tanguay,  Quebec. 
Lagace  &  Lepinay,  Quebec. 

Lady  Belle  Shoe  Company,  Limited,  Kitchener,  Ont. 
Lang  Tanning  Company,  Limited,  Kitchener,  Ont. 
La  Parisienne  Shoe  Company,  Limited,  Montreal. 
La  Duchesse  Shoe  Co.,  Regd.,  Montreal. 
Le  Prix  Courant,  Montreal. 

MacFarlane  Shoe  Company,  Limited,  Montreal. 

Marsh,  Wm.  A.,  Limited,  Quebec. 

Marois,  A.  E.  Limited,  Quebec. 

Minister-Myles  Shoe  Company,  Limited,  Toronto. 

Mayer,  Theodore,  Montreal. 

Murray  Shoe  Company,  Limited,  London,  Ont. 
McEntyre,  John  Company,  Limited,  Montreal. 
McPherson,  John  Company,  Limited,  Hamilton,  Ont. 

Nugget  Polish  Company,  Limited,  Toronto. 

Packard,  L.  H.  &  Company,  Limited,  Montreal. 

Parsons,  C.  &  Son,  Limited,  Toronto. 

Perth  Shoe  Company,  Limited,  Perth,  Ont. 

Regal  Shoe  Company,  Limited,  Toronto. 

Regina  Shoe  Company,  Limited,  Montreal. 

Rena  Footwear  Company,  Limited,  Montreal. 

Ritchie,  John  Company,  Limited,  Quebec. 

Robson  Leather  Company,  Limited,  Oshawa,  Ont. 

Rumpel,  Oscar,  Kitchener,  Ont. 

Robin  Freres,  Montreal. 

Samson,  J.  E.  Regd.,  Quebec. 

Scott,  Chamberlain,  Limited,  London,  Ont. 

Slater  Shoe  Company,  Limited,  Montreal. 

Slater,  Geo.  A.,  Limited,  Montreal. 

Smardon  Shoe  Company,  Limited,  Montreal. 

Star  Shoe  Limited,  Montreal. 

Tanguay,  Jos.,  Quebec. 

Tebbutt  Shoe  &  Leather  Co.,  Ltd.,  Three  Rivers,  Que. 
Tetrault  Shoe  Company,  Limited,  Montreal. 
Tillsonburg  Shoe  Co.,  Ltd.,  Tillsonburg,  Ont. 

United  Last  Company,  Limited,  Montreal. 
United  Shoe  Machinery  Co.  of  Canada,  Montreal. 
Wayland  Shoe  Limited,  Montreal. 
Williams  Shoes  Limited,  Brampton,  Ont. 
Woodward,  F.  E.  &  Sons,  Lachine,  Que. 
Wright,  E.  T.  &  Company,  Inc.,  St.  Thomas,  Ont. 
Walker  Parker  Company,  Toronto. 


The  privilege  of  using  this  space 
granted  through  the  courtesy  of 

A.  R.  CLARKE  &  CO.  LTD. 

TORONTO 


Montreal^  July  13-17 
1920 


,  *  Vol.  X.  No.  7 


Hugh  C.  MacLean,  Limited.  Publisheis 


Toronto.  Juh.  1<)20 
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"PANTHER" 

Composition 

SOLES 


There's  an  established  market  product  struck  in  the 
Panther  Composition  Soles  and  Heels.  They  have  an 
individuality  that  no  amount  of  flattering  imitation 
can  acquire.  Being  well  tested  before  leaving  us  they 
are  absolutely  safe  for  buying  and  reselling.  Like 
leather  in  looks,  and  quite  as  easily  stitched  and  trim- 
med, they  will  not  allow  stitches  to  "pull  out,"  they 
will  not  crack,  are  waterproof  and  will  not  slip. 

PANTHER  COMPOSITION 
SOLES  are  made  in  all  colorSf 
are  GUARANTEED  by  makers. 
Write  for  further  information. 


Panther  Rubber  Co.  Ltd. 


Sherbrooke,  Que. 


July.  1930 
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Holiday  Time  Means 


Fleet  Foot  Shoes  are  summer  necessities.  They  are  out  of  the  luxury  class,  both 
in  price  and  practical  use. 

People  now  include  several  pairs  of  Fleet  Foot  in  their  summer  wardrobes,  and 
wear  these  sensible,  attractive,  economical  shoes  throughout  the  warm  weather, 
both  at  home  and  on  their  holidays. 

How  is  your  stock  of  Fleet  Foot  for  styles  and  sizes? 

Have  you  plenty  of  Fleet  Foot  Display  Cards  and  Window  Trims? 

Are  you  mentioning  Fleet  Foot  in  your  own  newspaper  advertising? 

Right  NOW  is  the  big  season  of  the  year  for  Fleet  Foot.    Take  advantage  of  it 

and  connect  your  store  with  the  Fleet  Foot  advertising  in  the  leading  newspapers 

and  magazines. 

Our  nearest  Service  Branch  will  fill  your  orders  promptly  from  the  most  com- 
plete line  of  summer  footwear  ever  offered  in  Canada. 


^TED 


Dominion  Rubber  System  Service  Branches 

are  located  at 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton, 
London,  Kitchener,  North  Bay,  Fort  William,  Winnipeg,  Brandon, 
Regina,  Saskatoon,  Calgary,  Edmonton,  Lethbridge,  Vancouver 

and  Victoria. 
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1  KID 

The  Leather 
for  Fine  Shoes 


No  Guessing  with  Vode  Kid 

Why  guess,  when  you  can  order  one  of  the  standardized 
grades  of  Vode  Kid  with  complete  confidence  that  you 
get  the  kind  of  leather  you  want? 

Why  guess  about  colors,  when  Vode  Kid  is  guaranteed 
to  be  d\  ed  through  and  through  r 

Why  guess  about  price,  wh'jn  you  know  that  the  price 
of  Vode  Kid  is  always  the  lowest  possible,  and  never 
"  all  that  the  traffic  will  bear"? 

Standard  Kid  Manufacturing  Cc. .  Roston,  Mass. 

Agencies  in  New  Vork^  Philadelphm ,     oC'Uiier,  Cincinnati 
Chica^Of  St.  Louis,  /ittii  Mourrcai 
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Beresford 
and 
Vassar 


The  Newest 

in  Style 
The  Utmost 
in  Quality 
and  Workmanship 

will  be  the  feature 
of  our  display  in 

Booth  No.  82 

at  the  Shoe  and  Leather  Fair 


For  Men 

and 
Women 


Minister  Myles 
Shoe  Company 

LIMITED 

TORONTO 
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At  the 

Shoe  &  Leather  Fair 


IVe  u;i7/  be  glad  to  meet  you 


at 


Booth  No.  21 

and  at  our  new  Montreal  Office  and  Warehouse 

No.  4  ST.  HELEN  STREET 


The  Breithaupt  Leather 

Company,  Limited 

Manufacturers  of 
"  The  Standard  of  Canadian  Sole  Leather  " 

SALES  OFFICES: 

KITCHENER     TORONTO     VANCOUVER     MONTREAL  QUEBEC 

TANNERIES  AT: 

PENETANG  HASTINGS  KITCHENER  WOODSTOCK  BURKS  FALLS 


•!!>ifflIIIBIIIIIinilMM]MIIMIHffi 


July,  nrzo 
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Established  1844 


m\\\ 


Beardmore  k 
&  Company  i 

TANNERS 

TORONTO,  MONTREAL 
AND  QUEBEC 

^  CANADA 


At  the  Shoe  and  Leather  Fair 

"ACTON"  Oak 
"MUSKOKA"  Hemlock 
"BULLDOG"  Chrome 

These  leathers  will  be  on  exhibition. 
Ask  to  be  shown  samples 
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the  Splendid  Display 

of 


Williams* 
Shoes 


at  the 


Shoe  Retailers'  Convention 

Booth  No.  57 


T 


IHE  makers  of  Williams  Shoes  invite  you  to  make  your- 
self at  home  with  them  and  inspect  their  complete  range 
of  staples  at  the  shoe  fair. 
The  showing  will  comprise  very  superior  lines  of  staples 
for  family  trade  and  we  ask  you  to  note  particularly  the  values 
we  are  offering  for  Fall  business.    You  will  find  them  hard  to 
duplicate. 


WILLIAMS  SHOE 

Limited 

Brampton,    -  Ont. 


July.  1920 
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Lady  Belle 


We  extend  a  cordial  invitation 
to  yourself  and  friends  to  visit 
us  at — 

BOOTH  69 

where  we  will  have  something 
new  and  of  interest  to  show  you. 


The  Lady  Belle  Shoe  Co,,  Ltd 

KITCHENER,  ONTARIO 


Our  Travellers  are  now  in  their 
Respective  Territories 
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See 


at  the 

Montreal 

Fair 


Do  not  fail  to  see  this  exhibit 


A.  R.  CLARKE 

MAKERS  OF  PATENT  LEATHER 


.iiiiiiiiiiiiiiiiii 


:ii!i<!.{ii 
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Patent  Leather  Display 


A HITHERTO  unexcelled  display  of 
patent  leather  will  be  on  exhibi- 
tion for  your  approval  at  our  booth  at 
the  Show. 

The  makers  of  the  famous  A.  R. 
Clarke  brand  will  be  prepared  to  show 
the  trade  just  what  is  meant  by  super- 
ior quality  in  a  service  giving  patent, 
and  we  invite  each  and  every  member 
of  the  craft  who  is  interested  to  come 
in  and  investigate  the  merits  of 
Clarke's. 

We  would  also  call  your  attention  to 
the  many  examples  of  high  grade  foot- 
wear on  display  in  the  booths  of  pro- 
minent shoe  manufacturers  who  have 
chosen  Clarke's  patent  leather  because 
the  best  was  demanded. 


&L  CO.,  LIMITED 

TORONTO  -  MONTREAL  -  QUEBEC 


lllfi^ 
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C  Parsons  &  Son,  Limited 

79  Front  St  East,  Toronto 

TANNERS  and  IMPORTERS 


OF 


English  Box  Sides     m  m 
English  Gunmetal     ^    ^  ^ 
English  Natural  Storm  Grains 
Also  Bellies  and  Shoulders 


and 
Colors 


Look  For  Our  Display 

 BOaTH  11 — 


Montreal  Shoe  and  Leather  Fair. 


Shoe  Merchants  and  Repair  Men 


Canadian  Phillips  Co. 

Distributors  to  the  Trade 

370y2  College  St. 

Toronto  -  Ontario 


Gentlemen: — 

We  have  pleasure  to  advise 
that  you  will  now  he  aisle  to 
obtain  a  stock  of  Phillips  Mil- 
itary Soles  and  Heels  at  our 
warehouse,  370J/>  College  St., 
Toronto. 

Phillips  Soles  and  Heels  are 
a  very  profitable  line  to  handle, 
and,  owing  to  the  fact  of  their 
being  extensively  worn  by  the 
Canadian  Troops  in  Europe  and 
giving  the  utmost  satisfaction, 
a  large  demand  has  already 
started  in  Canada.  These  soles 
and  heels  have  now  been  made 
specially  adaptable  for  light 
boots  and  civilian  wear  upon 
the  lines  and  pattern  of  tiie 
military  soles  and  heels  only 
not  so  heavy.  We  trust  you 
may  get  a  good  share  of  this 
business  which  is  coming  to 
stay  in  Canada. 

Canadian  Phillips  Co. 


July,  1930 
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^  ^     ^       1  1^  « vo,  Sides,     "  " 


Tan,  Mahogany,  Royal  Purple  and  Du 

Elks,  Various  Colors,  Bright  Boarded  Sides 

Robson  Leather  Co.  Ltd. 

TANNERS  &  CURRIERS 


hope  to  meet  you  among 
their  many  friends  at  the 

fair 


1^ 


HIGH 
GOADE 
:  SIDE  : 
LEATHCa 


CANADA 


White  Buck  and  Chrome  Tongue  Splits,^^m^lnf 


Patent  Sides,  Retan  Storm  Leather  -^^i^^is. 
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Meet  Us 
At  The 
Fair 

BOOTH  39 


We  want  you  to  call  and  get  chummy  with  our 
Chums.  Comparison  will  prove  their  merits. 
Our  In  Stock  department  is  in  excellent  shape  and 
we  can  promise  an  unexcelled  service  to  retailers 


—  m  — 


Proper  Fitting  Shoes  For 
Boys^  &  Girls'  Growing  Feet 

mini':  ifs  ion  our  chums  catalogue. 


limited 

KITCHENER,  ONT. 

Manufacturers  of 

Shoes  that  Stand  the  Test 


July.  I  ;•:.'() 
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MEET    US  AT 

■  ■  ■  BOOTH  59  ■  ■  ■ 

Montreal  Shoe  and  Leather  Fair 

Tillsonburg  Shoe  Co.,  Limited 


Tillsonburg, 


Makers  of  Men's,  Boys',  Youths',  Lads', 
Medium  and  High  Grade  Staple  Shoes 


Ontario 


R 


To  Dealers 

ETAILERS  and  Jobbers  will  find  much  of 
interest  in  our  display  at  the  Fair. 


They  will  have  a  good  opportunity  to  become 
acquainted  with  a  shoe  representing  the  class  of 
footwear  which  brings  the  steadiest  all-year- 
round  business. 

We  should  like  to  discuss  the  merits  of  Tillsonburg  Shoes 
with  the  jobbing  trade  and  we  believe  we  can  make  inter- 
esting propositions  for  jobbers  desirous  of  handling  one  of 
the  finest  solid  leather  staples  made. 
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ELECTRIC  SIGNS 


'SIGNS  OF  ALL  KINDS 


340  RICHMOND  ST. 

London 

BRANCH,  BROCK  ST  ,  WINDSOR 


SHOW  CARDS 


SERVICE  BY  MAIL 


A  Trial  Order  Will  Convince 


Globe  Furniture  Co. 

(Limited) 

Waterloo,  Ont. 


Send  for  Catalogue  and  Prices 

GLOBE  INTERLOCKING  SHOE 
STORE  CHAIRS 


Infants'  Footwear,  Limited 

Infoot  House,  London,  E.C.I,  England     Canadian  Branch:  Greene-Swift  Bdg.,  London,  Ont. 


BABIES'  NURSERY  AND  DRESS  SHOES  OF 
DAINTY,  NOVEL  AND  EXCLUSIVE  DESIGNS 

SOFT-SOLE  SHOES  in  White  Kid,  Tan  and  Scarlet  Persian  Leather, 
Emerald  Green  Leather,  Pink,  Blue  and  White  Suede,  Red  and  White 

Plush,  Silk,  Poplin.  Wool,  Etc. 

HARD-SOLE  Shoes  in  sizes  1-6,  Tan  and  Black.    BUNNY  BOOTS,  in 
Genuine  Rabbit  Skin,  Natural  and  White. 

CHILDREN'S  GAITERS  in  White,  Black,  Tan,  Scarlet  and  Green  FELT, 
also  in  White,  Tan  and  Red  Woolly-Wear. 


PLACE   YOUR   IMPORT  ORDERS  FOR  FALL  AND  WINTER  REQUIREMENTS  NOW. 

WE  CARRY  STOCK  IN  CANADA  AND  GIVE  SPECIAL  ATTENTION  TO 
SMALL  ORDERS  FOR  IMMEDIATE  DELIVERY. 

INFANTS'  FOOTWEAR,  LIMITED,  Greene-Swift  Bdg.,  London,  Ont. 


July,  1930 
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The  Murray  Shoe  Company,  Ltd. 

London,      -  Ontario 


iiiiiiiiiiiiiiiiiiiiiii 


HAPPY   indeed   will   we   be   to   meet  our  j^ood 
friends  at   Montreal.     Our  boc^th   will   be  at 
their  disposal  and  our  jjrcjducts  will  be  dis- 
l)layed  for  their  insjjection. 

Murray  Shoes  will  be  a  feature  of  the  fair  that  no 
jirof^ressive  dealer  will  want  to  i)ass  it  will  be 

worth  yoiu"  while  to  inspect  our  samples  carefully. 


ASK  TO  SEE  OUR  "PARIS"  LAST 

Booth  No,  49 

AT  THE  MONTREAL  FAIR 
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Tennis,  Sporting  and  Outing  Shoes 


Your 


WHITE  FOOTWEAR 

Requirements 


Depend  Upon  Service 

NOW 

Summer  is  here.  Now  is  your  opportunity.  The  selling  season  for 
white  footwear  offers  its  utmost  to  the  retailer  for  the  next  couple 
of  months. 

You  will  probably  find  that  you  are  short  on  certain  lines  before 
many  weeks  have  passed.  When  added  stock  is  required  it  will  be 
wanted  quickly. 

Our  line  of  Whitewear  is  wonderfully  varied  in  styles  and  repre- 
sents footwear  that  is  distinctly  high-class.  Such  a  selection  will 
enable  you  to  attract  the  best  and  most  profitable  custom. 

We  ofifer  you  unexcelled  service  in  all  summer  lines.  Wire  or 
mail  orders  will  be  met  with  quick  action  and  your  requirements 
filled  for  lasting  satisfaction. 

JOHN  LENNOX  &  CO. 

18-20-22  KING  EAST,  HAMILTON 

BOOTS  AND  SHOES-STYLISH  AND  STAPLE 
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"ll  does  not  scuff  " 


DOVIDDil  KID 

The  Any- Weather 
All -the -Year- Round-Leather 
For  All  Styles  of  Shoes 


t  is  stylish, 
t  is  comfortable, 
t  does  not  scufF. 
t  is  cool  in  Summer, 
t  protects  the  foot  in  Winter, 
t  is  impervious   to   water  and 
weather. 

t  gets  old  slowly  and  gracefully, 
is  lastingly  lustrous, 
holds  its  shape, 
t  takes  and  retains  a  wonderful 
polish. 

is  dyed  -  all  -  the  -  way-  through, 
works  easily  over  all  lasts, 
makes  shoes  that  sell. 

is  the  ideal  leather  for  Winter 
oxfords. 


Write  us  to-day  for  full  particulars 
and  samples 

CASTLE  KID  Co.  INC. 

Originators  and  Makers 
CAMDEN.N.J. 
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New  Staples 

The  wide-awake  jobber  who  is  alert  to  busi- 
ness opportunities  should  not  fail  to  see  our 
new  samples  for  next  season's  business. 

They  represent  staple  lines  of  exceptional 
merit  and  should  be  carried  by  you  if  you 
desire  to  handle  a  product  that  has  always 
given  thorough  satisfaction  to  the  trade. 


THE  T. 

SISMAN 

SHOE  CO. 

LIMITED 

AURORA 

• 

H  m 

ONTARIO 
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The  Nursery  Shoe  Co. 

Limited 

St.  Thomas,  Ont. 


July,  1920 
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LANG'S 
REAL 

SCOURED 

OAK 

LEATHER 
LASTS 
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Our 
Crystal 
Glass 
Fixtures 


are  the  only  absolutely  in- 
terchangeable, complete 
line  on  the  market.  They 
admit  of  a  constant 
changing  of  effect. 


1  f 


I 

■ 


They  are  neutral,  blending  perfectly  with  any  color  scheme 

1   Are  always  clean  and  fresh 

Any  merchandise  is  perfectly  displayed 

I    They  are  substantial  and  stand  securely  | 

Above  we  show  the  Pedestals  (6,  9,  12  and  15  inches  high), 
some  of  the  plate  glasses,  also  two  sample  "Trims."  Our 
Catalogue  "G.F."  shows  the  complete  line.  WRITE 
FOR  IT.    Ask  for  colored  circular  of  Beautiful  WIN- 


Theyare  the  best  and  most  largely  used  fixtures 


DOW  RUGS.  Send  for  samples  of  WINDOW  VAL- 
ANCE (carried  in  stock).  Ask  for  samples  of  WIN- 
DOW PLUSHES  and  VELOURS.  Catalog  "L"  shows 
the  line  of  Period  Wood  Fixtures. 


N«w  York  Show  Room 

65-67  East  12th 
Bet.  Broadway  and  4th  Ave 


THE  HECHT  FIXTURE  CO. 

Medinah  Bldg.,  Wells  St.  and  Jackson  Blvd.  CHICAGO 
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1  Here's  Something  | 

1    Worth  Seeing  | 

■ 

in  Mnntrpal 

111   X^Xvrll  i>l  v/Cll 

Mr.  Robert  Wall 

will  be  at  the  1 

1  B 

Windsor  Hotel  1 

during  the  1 

Montreal  Shoe  Fair  1 

and  1 

National  Shoe  Retailers'  1 

Convention  1 

showing  a  complete  range  of  1 

*'Adams  Baby  Welts" 

also  a  comprehensive  line  of  McKays  1 

1  The  Adams  Shoe  Company  | 

m                                                Limited  H 

1         284  KING  ST.  W.                    TORONTO  | 

I 
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The  very  latest  in  style  will  be 
featured  in  New  Classic  Models  for 
Misses  and  Women.    These  incorporate  the 
best  features  representative  of  the  modern 
trend  of  better  class  feminine  footwear. 


Classic  "Tru-Trod"  and  "Foot-Trainer"  will 
give  the  dealer  ample  opportunity  to  examine 
two  lines  of  Juveniles  which  have  gained  a 
powerful  hold  upon  the  buying  public. 

Make  it  a  point  to  visit  our  Booths  No.  88 
and  89  early. 
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At  Your  Service 


Our  in-stock  department 
for  childrens'  turns  offers 
an  efficient  and  up-to-the 
minute  service  for  the 
dealer  who  requires  cer- 
tain lines  immediately. 
Why  not  give  this  service 
a  trial  and  enjoy  the  sat- 
isfaction experienced  by 
many  other  retailers? 

Write,  phone  or  wire  your 
needs. 


Scott  Ltd. 


Ontario 


Peerless 

in  style 

Perfect 

in  workmanship 

Proven 

in  sales 


for  Women  and  Children 
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THESE  shoes  are  made 
on  leather  inner  soles, 
and  the  Neolin  soles  have 
been  applied  in  a  manner 
approved  by  us.  If  the 
soles  of  these  shoes  fail  to 
give  you  longer  service 
than  you  are  accustomed 
to  receive  from  Soles  other 
than  Neslin,  return  them 
with  this  tag  to  the  dealer, 
or  to  any  Goodyear  Branch, 
and  another  pair  of  Neolin 
soles  will  be  applied  free. 

The  Goodyear  Tire  & 
Rubber  Co* 

Of  Canada,  Limited 


^-^x,  St. 


John,  Quebec, 
iwa,  Toronto, 
Winnipeg, 
Calgary, 
iver. 


^^1 


GOOD 


MADE 


IN  CANADA 
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Longer  Wear  than  Any  Other  Sole 


Neolin  Guarantee  Clear-Cut  Statement 


T^HE  Neolin  Guarantee 
states  clearly  that  Neo- 
lin Soles  will  outwear  any 
other  kind  of  sole,  or  a  new 
pair  will  be  furnished  free. 

It  is  an  absolute  guaran- 
tee, printed  in  black  and 
white,  and  is  the  outcome  of 
the  faith  we  have  in  Neolin 
Soles. 

We  want  you  to  share  in 
in  this  confidence — we  want 
you  to  profit  by  it. 

We  want  your  customers 
to  know  that  the  responsi- 
bility for  Neolin-Sole  wear 
is  ours — that  we  will  gladly 
replace  any  soles  that  do 
not  give  wear  in  accordance 
with  the  printed  guarantee. 

Read  the  Neolin  Sole  Guar- 
antee on  the  opposite  page. 


The  opportunity  presented 
for  the  promotion  of  shoe 
sales  is  very  apparent. 

Neolin-Soled  Shoes  with 
Guarantee  Tag  attached  dis- 
played on  your  counter  will 
awaken  immediate  interest. 

Carry  Neolin-Soled  Shoes 
as  part  of  your  regular  stock. 
See  that  the  Guarantee  Tag 
accompanies  every  pair. 

Our  Sole  and  Heel  depart- 
ment will  gladly  supply  you 
with  the  names  of  shoe 
manufacturers  issued  with 
Guarantee  Tags. 


The  Goodyear  Tire  &  Rubber  Co. 
of  Canada,  Limited 


TORONTO 


ONTARIO 
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Made  In  A  Factory  Where 
Only  Good  Shoes  Are  Made 

Style  such  as  is  seen  in  ''Just 
Wright''  shoes  is  not  a  common 
element  of  value.  It  has  been 
achieved  by  careful  work  to 
make  it  different  from  the 
ordinary.  It  is  the  difference 
that  makes  ''Just  Wright'' 
shoes  desired. 


The  "Just  Wright"  Hne  will  be  displayed  at 
the    Montreal    Convention    in    BOOTH  81 


E.  T.  Wrigrht  &  Co. 

Inc. 

St.  Thomas,  Ont.  Rockland,  Mass. 
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On  What  Depends  the 
Sale  of  the  Shoe? 


The  appearance  that  leaves  no  doubt  as  to  quality. 
That  is  why  so  many  manufacturers  of  better  grade 
footwear  are  using  New  Castle  Kid. 

The  care  given  to  the  selection  of  the  skin  and  the 
superior  process  to  which  it  is  subjected  account  for 
the  maintenance  of  the  high  quality  in  New  Castle 
Kid,  and  the  distinctive  appearance  it  imparts  to  the 
shoe. 

In  addition,  is  the  factor  of  economy  ensured  by 
the  proper  working  out  and  close  trimming  of  each 
skin. 

And  the  result  is  quality  with  economy. 

BLACK    COLORS  WHITE 
'Vuafyo  It  £ylts  llsors* 


New  Castle  Leather  Company  Inc. 

NEW  VORK 

MONTR.EAL.  CAJ^. 
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H.  o.  Mcdowell 


supply 

IMPORTERS  CJUcht)!)  jobbers 
>^        MANUFACTURERS >@^^:;;^ SALES  AGENTS 


H.  N.  LINCOLN 


FACTORY    AND  BRANCH 
37   FOUNDRY   ST.  S. 

KITCHENER.  ONT. 

Representing 

American  Lacing  Hook  Co. 

Waltham,  Mass. 
Lacking  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works 
Chicago,  111. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Boston,  Mass. 
Ceroxylon,  the  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

Boston,  Maes.  " 
Shoe   Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 
Cincinnati,  O. 
Shoe  Machinery 

Hazen,  Brown  Co., 

Brockton,  Mass. 
Waterproof    Box  Toe 
Gum,   Rubber  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,   Staying,  etc. 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

Safety  Utility  Economy  Co., 

Boston,  Mass. 
Electric    Heating  Equip- 
ment 

The  S.  M.  Supplies  Co., 

Kactory  Supplies, 
Needles,  etc. 

J.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H 
Guaranteed  Fibre  Coun- 
ters,   Fibre  Insoling 

The  Textile  Mfg.  Co., 

Toronto,  On!. 

Shoe  Laces 


United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Welting, 
etc. 


CUnr  MACHINERY  FINDINGS 
OnV/L.  AND  FACTORY  SUPPLIES 

THE  LARGEST  SHOE   FACTORY    SUPPLY  HOUSE  IN  CANADA 


BRANCH 
566   ST.   VALIER  STREET 

QUEBEC 


MAIN  OFFICE 
154    NOTRE  DAME  ST..  W. 

MONTREAL 


Bottoms  of  shoes  that  are  finished  with 

CYCLONE  BLEACH  and  MAGIC 

STAIN  Heels  that  are  finished  with  our 

famous  BLACK  DIAMOND  HEEL 

BLACKING  and  Edges  that  are  finish- 
ed with  our  KING  EDGE  STAIN 

produce  best  results  and  give  satisfaction 
to  manufacturer  and  consumer. 

Do  You  Want  It? 

WRITE  FOR  SAMPLES 


Boston  Leather  Stain  Company 

109  Purchase  Street        -        -        Boston,  Mass.,  U.  S.  A. 

Sole  Canadian  Agents: 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 


July,  1920 
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We  can  Supply  you  with  Every  Need  of 

Blacking,  Stains,  Waxes,  Dressings, 
Cyclone  Bleach,  Etc. 


Ultra  Edge 

One   setting  edge  ink 

Uneeda  Edge 

The  King  Edge  Ink 

For  a  one  or  two  setting  edge 

Russet  King  Edge 

One  and  two  setting  for  russet  and  tan 
colored  siloes. 

King  Edge  No.  31  (Natural) 
Model  First  Setting 

-\   stain   for   two   setting  edges 

Black  Diamond  Heel 

For  heels.     Made  in  all  colors. 

Colored  Heel  Stains 
Black  Diamond  Shank 
Black  Bottom  Dye 

.\  dye  for  heels,  shanks,  top  pieces  and 
bottoms 

Striping  Dye 

Ulack   and  russet 

Cyclone  Bleach  (Made  in  Canada) 

F'or  removing  those  glucose  spots,  water 
stains  and  discolorations  on  soles  and 
giving  perfect  results  in  finishing 

Magic  Stain 

F'or  oak  and  union  leather.  Removes 
those  glucose  spots,  water  stains  and 
<liscoloralions,  and  makes  a  hard,  smooth, 
uniform  finish. 

244  Sediment  Stain 

F"or  making  white  oak  bottoms 

Filling  Wax 

American  Eagle  Polish 

Gold  Bond  Polish 

For  stain  and  black  bottoms 

Slickum 

A  gum  to  use  where  a  high  polish  is 
wanted  on  a  paint  bottom 

Nevercheck 

Used  before  scouring  to  fill  and  make 
a  solid  heel 

Vamp  Dye 
Black  Tip  Dye 
Spirit  Black  Dye 
Welt  Dye 

lilack  and  russet 


Look  Over  this  List  and  Send  in  Your 

Naphtha  Black 

l'"or  raw    edges  of  vamps  and  tips 


Nonesuch  Filler 

A  filler  to  use  in  place  of  w'ax  for  heels 
and  bottoms 

Everbright  Kid  Dressing 

F'or  kid,  kangaroo  and  chrome  stock 

Colorless  Dressing 

F'or   colored  stock 

Gun  Metal  Dressing 

Made  for  dull  and  medium  bright  finish 

Dressing 

J''or  all   kinds  of  upper  leather 

Enamel  Finish 

F'or  heels  and  edges,  in  white  and  all 
colors 

Rubber  Stain 

For  making  velvet  bottoms 

Improved  Sediment  Stain 

A  stain  finish  to  take  the  place  of  paint 
or  wax  finish;  will  cover  all  kinds  of 
leather 

Paragon 

A  wax  stain  for  shanks  and  forepart.<i 
on   black  and  colored  shoes 

Paragon  Thinner 
Redoakunion  Thinner 
Redoakunion 

A  paint  stain  for  all  kinds  of  leather 

Bottom  Stains 

Of   all  kinds 

Grain  Bottom  Cleaner 
Fakes 

Satin  Gloss 
Glossene 

Viscolene 

l^'or  shoe  bottoms 

Ivory  Wax 

White,  red,  brown  and  black 

White  and  Black  Edge  Wax 
Ivory  Expedite  Wax 
Liquid  Wax 

F'or  making  high  gloss  polish  over  all 
kinds  of  bottom  finish 

Auto  Treeing  Composition 
Cutting  Board  Dressing 


Order 

Thread  Lubricator 
Hold  Tap  Sticker 

Apply  a  coat,  lay  on  your  tap  and  let 
dry 

Oil  Remover 

Removes  oil  spots  and  stain  from  leather 

Patent  Leather  Repairer 

Ruby  Filler  Xo.  1 
Cutter  "  2 
Flow     •'  3 

Finishing  Room  and 
Dressing  Room  Supplies 
Baby  Cow  Polish 

A  friction  polish  for  russet  leather  of  all 
colors 

Upper  Edge  Stain 

For  the  raw  edge  of  black  or  russet 
leather 

Tanners'  Finish 

F'or  staining  and  uniforming  all  colored 
upper  leather  stock 

Russet  Leather  Repairer 

Liquid  repairer 

Crayon  Repairer 

Made  in  all  colors  to  suit 

Ooze  Calf  Cleaner 
Grain  Leather  Finish 
Leather  Filler 
White  Canvas  Dope 
Side  Lining  Cement 
Veneering  (Black) 
Veneering  (Russet)  • 
Inner  Sole  Stiffener 
Colorless  Stitch  Gloss 
Patent  Leather  Cleaner 
Russet  Leather  Cleaner 
White  Canvas  Cleaner 


Boston  Leather  Stain  Company 

109  Purchase  Street  Boston,  Mass.,  U.S.A. 

Sole  Canadian  Agents : 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 


FOOTWEAR    IN  CANADA 
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Styles  that  Attract  Trade 
Shoemaking  that  Holds  Trade 

The  unusual  individuality  of  Hopkins  &  Ellis  styles  has  a  fascinat- 
ing appeal  to  well  dressed  women.  The  touch  of  tomorrow  always 
to  be  found  in  these  shoes  makes  them  decidedly  attractive  to 
women  who  dress  their  feet  in  up-to-the-minute  styles. 

Made  by  painstaking  turn  workmen  of  leathers  of  proven  quality, 
they  present  a  real  business-winning  combination. 

HOPKINS  &  ELLIS 

K Haverhill,  Massachusetts,  U.S.A. 
BOSTON  OFFICE  108  LINCOLN  STREET 


An  Unusual  Offer 


.00 


15  Pair  Lots 
or  over 

Express  prepaid. 


TERMS:    NET  10  DAYS 


stock  No.  1317 


Women's  Genuine  Black  Vici  Kid,  Louis 
Heel  Oxfords,  in  widths  C  &  D  only, 
ready  for  immediate  delivery. 


Visitors  to  the  Montreal  Shoe  Fair  have  a 
cordial  invitation  to  visit  our  showrooms. 

You  may  depend  upon  a  hearty  welcome 
here.  Some  of  our  in-stock  lines  may  be 
of  service  to  you. 


Fischel  Bros.  Shoe  Company 


152  Peel  Street,  MONTREAL 


At  The  Style  Show 

HE  Shoemen  of  Can- 
ada will  find  a  hearty 
welcome  at  Booth  97. 
Here  we  shall  have  on  exhibit 
an  interesting  display  of  White 
Footwear  and  our  newest  lines 
in  Women's  McKays.  You 
will  be  as  pleased  to  see  them 
as  we  are  proud  to  show  them. 

Our  factory,  too,  opens  its  doors 
to  you  and  your  friends,  and  we 
eagerly  look  forward  to  your 
visit. 


Gagnon,  Lachapelle  &  Hebert 

Shoe  Manufacturers 
59  Kent  Street  -  -  -  Montreal 


:wear 
aiiada 

,  1930 


THE  HEEL 


BENNETT 

DEPENDABLE  HEELING 

Trim,  shapely  heels  can  best  be  made  from  BEN- 
NETT HEELING.  • 

Your  heels  will  mould  readily,  trim  cleanly  and  be 
uniform.  BENNETT  HEELING  will  give  a 
light-weight,  serviceable  heel  if  rightly  used. 

MADE  IN  CANADA  from  clean  fibres  of  Can- 
adian tanned  leather. 


BENNETT  LIMITED 
MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  P.Q.,  CANADA 

Made  in  Canada  by  the  largest  shoe  fibre  makers  in  the  British  Empire. 


ONTARIO  OFFICE 
28  King  St.  East 
Kitchener 


SALES  OFFICE 
59  St.  Henry  Street 
Montreal 


Page  39 


Shoe  Beauty 


BENNETT 

DEPENDABLE  COUNTERS 

Real  beauty  must  be  more  than  skin  deep ! 

Nothing  adds  more  to  ''SHOE BEA  UTY" 
than  a  well  fitting  counter.  But  it  is  only 
surface  beauty  unless  that  counter  has 
the  stamina  to  wear  well. 

BENNETT  Counters  have  the  ''BUILT- 
IN-BEAUTY/'  They  look  well,  wear 
well  and  are  comfortable. 


BENNETT  LIMITED 
MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  P.Q.,  CANADA 

Made  in  Canada  by  the  largest  shoe  fibre  makers  in  the  British  Empire 


ONTARIO  OFFICE 
28  King  St.  East 
Kitchener 


SALES  OFFICE 
59  St.  Henry  Street 
Montreal 


Conaway- Wadsworth  Pattern  Co. 

LIMITED 

offers 

The  Shoe  Trade  of  Canada 

an  efficient 

Shoe  Pattern  Service 

The  requirements  of  Canadian  Shoe  Manu- 
facturers can  be  fully  taken  care  of  by  placing 
them  in  our  hands.  Patterns  comprise  the 
very  newest  creations  in  all  kinds  of  footwear. 
We  assure  a  prompt  service  and  guarantee 
complete  satisfaction. 

Visitors  at  the  Fair 


WE  take  this  opportunity  to  express  the 
wish  that  while  in  Montreal  your  stay 
may  be  one  of  greatest  enjoyment.  And  we 
extend  to  you  a  cordial  invitation  to  visit  us 
at  our  plant. 


223  McGILL  STREET- 
MONTREAL,  QUE. 


 ROOMS  11  AND  12 

Gus  Losstnan,  Manager 


Visit  Booth  109 

AT  THE 

Coliseum,  Montreal 

DURING 

National  Shoe  Retailers 
Association  Convention 

Juiyl3-17,1920 

"  Domestic  Sales  Department." 

Industrial  Export  Company 
of  Canada,  Limited 

Sole  Distributors  for :  - 

Indian  Slipper  Mfg.  Co.  Indian  Slippers,  Moccasins,  etc. 

S.  S.  May  Company,  Limited.  Famous  "Esmay"  Spats  and  Overgaiters. 

J.  P.  Cochrane  Company.  Cochrane's  Soles. 

French  Beading  &  Novelty  Company.  Beaded  Buckles,  Theo  Charms,  Beaded 

Bov/s. 

Hornby  &  West  Company,  Limited.  English  Brogue  Shoes,  Men's  and 

Women's. 

English  Sport  Hose  for  Men  and  Women. 


''SEE  THEM  ALL  AT  THE  SHOW. 


wear 
nada 

1930 
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DUFRESNE 


and 


LOCKE 

Limited 


Makers  of  Shoes  that  Guarantee  Big  Business 
Because  of  Their  Value  for  the  Price 

We  are  showing  an  interesting  assortment  of  new  samples,  com- 
prising a  superior  range  of  Welts  for  Men  and  Women,  Women's 
McKays  and  Turns,  Men's  Slippers,  Turns.  We  make  a  full  range 
of  white  canvas  Goodyear  and  McKays  for  men,  also  women's, 
misses,  children's  and  infants'  McKays.  These  are  essentially 
shoes  of  high  grade  material  and  workmanship  and  comply  in 
every  way  with  the  requirements  of  the  most  careful  buyers. 
They  are  now  ready  for  your  inspection. 


High  Class  Men's 
and  Women's 
Goodyear  Welts 


Compare  Our  Prices  Before  Placing  Your  Orders 


Page  43 


fTpHE  SECOND 
I  Annual  Shoe 
^  m  Retailers' Con- 
vention offers  an  excel- 
lent opportunity  to  be- 
come acquainted  with  us 
and  with  our  products. 

We  give  the  trade  a 
hearty  invitation  to  visit 
us  and  we  hope  we  may 
have  the  honor  of  show- 
ing you  our  plant. 


Do  not  fail  to 
on  us  in  Montreal. 


call 


Dufresne  &  Locke 


LIMITED 

MONTREAL 


Footw 
in  Can; 

July,  1 


VISITORS  TO  THE 

National  Shoe  Retailers' 
Convention  and  Style  Show 

IN  MONTREAL 


YOU  ARE  CORDIALLY 
INVITED  TO  MAKE 
YOUR  HEADQUARTERS 


IN 


Booth  No.  Ill 


ON 


Foch  Avenue 


THE 


Columbus  Rubber  Company  of  Montreal 


LIMITED 


MONTREAL 


Women's  tan  calf  brogue,  very  smart,  sizes  2'A  to  i 


Boy's  mahogany  calf  bal.  with  rubber  heel.  Sizes  1  to  5^ 


We  were  too  late  to  obtain  a  booth  at 
the  Shoe  Fair  and  for  this  reason  are 
forced  to  make  a  Special  Exhibition  at 
our  own  factory. 

All  Visiting*  Shoemen 
Are  Cordially  Invited 

to  come  in  and  see  our  full  range  of 
Spring  Samples.  A  hearty  welcome 
awaits  you  whether  you  buy  or  not. 

OUR  PRINCIPAL  LINES  ARE 

BOYS'  and  WOMEN'S 
McKays  and  English  Welts 


CHARBONNEAU  &  DEGUISE 

636  Craig  Street  East,  Montreal 


Visitors  to  the 
Shoe  and  Leather  Fair 

AT  THE 

Montreal  Coliseum 
July  13th  to  17th 

Do  Not  Fail  To  See 

BOOTH  94 

^  Our  representative  will  be  there  ready  to 
show  you  every  courtesy,  to  show  you  our 
various  lines  and  to  give  you  any  information 
you  may  desire. 

^  At  the  same  time  we  cordially  invite  you  to 
visit  our  factory;  our  staff  is  ready  to  make  your 
visit  pleasant  and  interesting,  and  is  entirely  at 
your  service. 


STAR  SHOE  CO,  Limited 

Aird  Avenue  MONTREAL  (Maissoneuve) 


BRING  THE  LADIES ! 


will 
Entertain 
Them 


Mr.  Retailer,  you  are,  of  course, 
coming  to  Montreal's  great  Fair. 
Why  not  bring  your  wife  and 
daughters  with  you  ?  Everything  is 
being  done  to  make  your  visit  com- 
bine pleasure  with  your  business.  It 
will  make  a  delightful  holiday  for  all. 


SOME  OF  THE  ATTRACTIONS 


DON'T  THEY  LOOK  GOOD  ? 


Luncheon  Ritz  Carlton  Hotel. 

Carriage  Drive  to  Mount  Royal. 

Garden  Party  with  afternoon  Tea  on  the  Terrace. 

Auto  drive  along  shore  Lake  St.  Louis  to  Ste. 

Anne  de  Bellevue. 
Luncheon  at  Macdonald  College. 
Style  Show,  displaying  interesting  creations  in 

Ladies'  Costumes. 
Furs  and  Shoes  in  Windsor  Hotel. 
INFORMAL  DANCE  AND  BUFFET  SUPPER 
IN  ROSE  ROOM,  WINDSOR  HOTEL. 


Trip  to  Quebec  on  S.S.  Montreal. 
Special  programme  of  entertainments,  dances 
and  Buffet  supper. 

Only  charge  for  this  trip  will  be  fare,  berth  and 
meals. 

THEATRE  PARTY  TO  HIS  MAJESTY'S 
THEATRE. 

All  of  these  events  are  under  the  auspices  of 
Ladies  Committee.  Every  visitor  is  assured  of 
a  most  enjoyable  time. 


FOR  FURTHER  PARTICULARS  APPLY  TO 

PETER  DOIG,  Convention  Manager,  Windsor  Hotel,  Montreal 

Second  Annual   Shoe  and   Leather  Exhibition  and  Convention 
of  National  Shoe  Retailers'  Association. 


Visitors    Shoe  Fair 

Are  extended  the  heartiest  invitation 
to  come  and  see  us  when  in  Montreal 
—  1005  McGill  Building,  corner 
McGill  and  Notre  Dame  Street  West. 
We  are  not  exhibiting  at  the  Fair, 
but  at  the  same  time  it  has  our  very 
best  wishes  and  co-operation. 


The  Miner  Rubber  Co.,  Limited 

1005  McGill  Building,  MONTREAL 


Fool 
in  Cai 

July, 


Wc  can't 
make  all 
the  shoes 
in  Canada 

 so  we 

make  only 
the  best! 


GEO.  A.  SLATER 

Limited 
MONTREAL 


Jobbers  and  Retailers 

LOOK  FOR 


A  ROYAL  WELCOME  AWAITS  YOU 

from 

Children's  Footwear,  Ltd. 

3  Alexander  Street,  -  MONTREAL 


July,  1030 


FOOTWEAR   IN  CANADA 


James  Robinson 
Company,  Limited 


.MONTREAL 


BjlljiHiMPitifv,^ 


FOOTWEAR    IN  CANADA 


July,  1920 


mi, 


The 


James  Robinson 

Company  Limited 

extends 

to  the 

Shoe  &  Leather  Trade 
of  Canada 

a  cordial  invitation 
to  visit  them 

while  at  the 

Montreal  Fair 

July  13-17 


July,  i'x:o 
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Visiting 
S/ioe  Men 

are  cordially  invited  to  make 
our  offices  their  headquar- 
ters in  the  business  'district 
while  in  Montreal. 

A  Hearty 
We /come 
Awaits  You 

and  perhaps  our  large  stock 
of  seasonable  footwear  may 
offer  just  the  lines  you  are 
looking  for,  for  immediate 
delivery. 


James  Robinson  Co.,  Ltd. 

specialists  in  Fine  Footwear 
MONTREAL 


54 


i 


m 


FOOTWEAR   IN  CANADA 


July,  1930 


The 

Tam6S 

J  %A>M.  J.  1.  WO 

Kohin<sori 

J.  V    JLfll  to  vf  1 1 

Company 

Limited 

Large§l  Wholesalers 

of  Boots 

&  Shoes 

Exclusively 

in  Canada 

Visiting  Siioe  IVIen 


are  assured  a  glad  welcome  if 
they  will  visit  our 

BOOTH  NO.  48 

At  the  Shoe  Fair,  Montreal 

At  the  same  time,  while  in  the 
city,  take  a  run  out  to  our  factory. 
The  hand  of  friendship  is  ex- 
tended to  you,  and  it  will  give  us 
the  opportunity  to  say  Thank  You, 


DUPONT  &  FRERE 

301   Aird   Avenue  (Maissoneuve) 
MONTREAL 


BOOTH 

95 
AT 

THE 
I  FAIR 


RETAILERS' 
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AIRD 


Registered 


A  IRD  McKAYS  anl  Turns  for  Women, 
Misses  and  Girls  should  interest  every 
jobber  who  visits  Montreal  this  month. 

You  will  find  the  House  of  Aird  prepared 
to  give  the  trade  a  hearty  welcome.  Not  only 
shall  we  give  our  jobbing  friends  thorough 
display  of  Aird  process  and  product,  but  we 
shall  endeavor  to  give  them  a  better  under- 
standing of  the  value  of  Montreal  as  the 
most  important  shoe  centre  of  the  Do- 
minion. 


Come  to  the  Fair  and  don't  fail 
to  visit  us. 


19 

Samples 
For  Spring 


Page  5? 


&SON 


Montreal 


The  Style 
The  Quality 

The  Price 

Place  "Aird" 
in  the 
Front  Rank 


21 

Ready 
Business 


LOOK 
FOR 


BOOTH 
95 

AT  1 
THE  \ 
FAIR 


ootwear 
1  Canada 

uly,  1920 
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Visit  Our  Booth  At 

The  Shoe  Fair 


Montreal 
July  13-17 
1920 


It  is  our  wish  that  while 
at  the  "Big-  Show"  you 
will  visit  our  booth  at 
least  once.  We  will  have 
on  display  a  full  range 
of  this  season's  latest 
styles  in  "Regina  and 
Diana  Shoes."  We  want 
you  to  see  them.  But 
particularly  do  we  want 
the  pleasure  of  meeting 
you  and  to  help  if  we 
can  in  making  your  visit 
to  our  city  the  more  en- 
joyable. 


The  Regina  Shoe  Co.,  Limited 

Montreal       -  Que. 


Footwe 
in  Cana 


July,  19 


"THE  REGINA  AND 
DIANA  LINES" 

FIT  FOR  A  QUEEN  

Our  stocks  for  Fall 
are  replete  with  many 
striking  creations  that 
promise  good  business 
for  those  who  are  to 
handle  them.  These 
new  models  will  make 
a  strong  appeal  to  the 
woman  of  fashion  and 
yield  an  abundance  of 
satisfaction  to  those 
who  look  for  comfort 
and  value. 


Write  for  prices  and 
full  particulars  of  the 
two  models  here 
shown. 


I 


Any  of  the  leading  jobbers  can  show  the 
full  range  of  our  latest  styles. 


The  Regina  Shoe  Co.,  Limited 

Montreal      •  Que. 


specialists  in 


Misses'  &  Children  s 
Footwear 


Medium  and  Fine  McKays 


for 


Women 
Misses 


"^j/'OU  cannot  but  appre- 


ciate   the    value  of 
"Canadian  Footwear" 
1  when  you  have  thoroughly 

3,I1Q  inspected  our  products  and 

^  considered   them  from  all 

Children  ^t^^^points 

An  excellent  opportunity 
to  weigh  their  merits  is  af- 
forded you  by  the  Fair.  We 
shall  hope  to  see  you  at  our 
booth,  and  shall  be  glad  to 
show  you  our  full  range  of 
samples. 


Canadian  Footwear  Go. 

Limited 

Montreal 

Salesroom:  36  St.  Genevieve  St.         Factory:  Pointe-Aux-Trembles 


HE  Style  Show 
offers  an  excel- 
lent opportun- 
ity for  you  to 
become  acquainted 
with  our  methods  of 
merchandising. 

Our  footwear  either  has  proven  or 
can  prove  a  wonderful  asset  in  your 
business — You  owe  it  to  yourself  to 
make  full  enquiries  and  comparisons 
while  at  the  Fair. 

Your  visit  will  be  eagerly  looked 
forward  to  by  us. 


BOOTH  NO. 

108 


153  Peel  St. 

Montreal    -  Que. 


To  Retailers 


Your 
needs 
in  Men's, 
Women's 
&  Children's 
Footwear 

''Under  Market 
Prices 


Montreal    -  Que. 


To  sell  shoes  that  give 
greater  consumer  satisfaction 
is  to  stabilize  your  business — is 
to  give  you  a  respect — a  pres- 
tige— among  your  trade — is  in 
the  long  run  to  put  two  dollars 
in  your  pocket  where  only  one 
was  put  before. 

Steady  repeat  sales  is  what 
every  merchant  wants,  con- 
sumer satisfaction  is  the  an- 
swer. 

Let  consumer  satisfaction, 
then,  be  your  "buy-word"  when 
replenishing  your  stocks  for  the 
coming  season. 

Can  we  help  you  in  your  se- 
lection? 


Patented 
Dec.  30th,  1913 


Patented 
Oct.  26th,  1915 


Visit  Us  At  Booth 

120 


We  will  have  on  Exhibition  our  new  types 
of  HEATERS  for  softening  VULCO 
UNIT  BOX  TOES— 

Beckwith  Number  8 — Steam  Box  Toe 
Heater. 

Beckwith  Number  10  Electro- Vapor 

Box  Toe  Heater. 

We  sell  Box  Toes.     We  sell  good  service. 


Beckwith  Box  Toe  Limited 


Sherbrooke,  Quebec 


HYAWATHA 

SLIPPER  MOCCASINS 

Advantages  of  Mill 
Wool  Felt  Linings 


^  They  are  equal  in  warmth  to  a 
fleece  lining  in  winter, 

^  The  nap  is  not  long  enough  to 
cause  inconvenient  warmth  and 
perspiration  in  summer. 

^  The  close  woven  warp  is  much 
stronger  than  a  knitted  fleece 
lining. 

^  By  sewing  and  pasting  intact  to 
the  leather,  the  weight  and  weave 
holds  the  slipper  in  shape,  and 
eliminates  the  annoyance  of  bagg- 
ing in  the  toe,  which  is  certain  to 
occur  with  a  loose  lining. 

^  Appearance  plus  quality  makes 
sales.  This  feature  adds  both 
to  our  line. 


Manufactured  by 

The  Montreal  Moccasin  Co.  Limited 

10  Shamrock  Ave.,  Montreal 
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ST.MYACINTHE 
CANADA. 


When  you  think  of  Montreal 
just  now  you  think  of 
The  Shoe  Fair 

When  you  think  of 

ST.  HYACINTHE 

You  always  think  of 

Yamaska  Brand 


La  Compagnie  J.  A.  &  M.  Cote  extend  a 
cordial  invitation  to  all  attending  the 
Shoe  Fair  and  Convention  in  Montreal 
(July  13-17)  to  visit  their  factory  at  St. 
Hyacinthe,  34  miles  from  Montreal,  an 
easy  and  quick  run. 


LA  COMPAGNIE 


J.  A.  &  M.  COTE 

ST.  HYACINTHE 

QUEBEC 
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TETRAULT 

Largest  Manufacturers 
of  Welt  Sfioes 
in  tfie 
Dominion 


Precedence  in  Sales  Makes 
Tetrault  Footwear  The 
True  Friend 
Of  Every  Retailer 
Selling  It 


MONTREAL 
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TETRAULT 

We  Invite  You 

among  our  many  friends  to  visit 

The  Largest  Producers 

in  the 

Largest  Shoe  Centre 

and  in  Canada 

Do  not  fail  to  give  Tetrault  Welts  a  just  share 
of  your  time  while  in  the  city. 

Our  booth  is  No.  75. 

See  us  making  shoes  at  the  United  Shoe  Ma- 
chinery booth. 

Automobiles  are  at  your  disposal  to  take  you 
from  the  Fair  to  our  factory  and  we  invite  you  to 
make  use  of  them. 

DO  NOT  MISS  TETRAULT  ON  THE  TRIP 


MONTREAL 


To  The  Jobbers 


Our  New  Spring  Models  are  now  ready  for  your 
inspection  in  our  new  Sample  Rooms  at  the  Wind- 
sor Arcade  Building,  corner  Windsor  and  Peel  Sts., 
entrance  153  Peel  St.,  Montreal. 

Come  In  and  See  Them 

CAPACITY  6,000  PAIRS  A  WEEK 


Our  New  Factory 
is  Situated 

Corner  3rd  Avenue  and 
Ernest  Street 

Viauville,  Montreal 


YOUR  Fall  buying  should  depend  upon  smart  lasts, 
up-to-date  patterns,  and  the  best  of  leathers,  with 
nothing  lacking  in  workmanship. 

See  us  before  placing. 

The  Fair  offers  an  opportunity  to  look  our  samples 
over.  We  extend  a  hearty  invitation  for  you  to  visit  us. 
Don't  forget  Booth  100. 


PHONES : 

LaSalle     -     •  1884 
Uptown       -  7576 
-     -  332 


"RENA  FOOTWEAR  CO.,  Limited 

AT  THE  FAIR 

FOCH  AVENUE-BOOTH  100 
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Mr.  Paul  Galibert 


Mr.  Paul  Galibert,  Jr., 
General  Sales  Manager 


Mr.   Casimir  Galibert, 
General  Manager  of  the  Plant. 


PAUL  GALIBERT 

Leather  Manufacturer 

Canada's  Largest  Tannery  for  Glazed  Kid 


N  addition  to  having  the  largest 
shoe  factories  in  Canada,  Mon- 
treal also  possesses  the  larg- 
est tannery  for  manufacturing 
glazed  kid — that  of  Paul  Gali- 
bert. The  name  of  Galibert 
has  been  associated  with  the  tanning  industry 
for  the  past  century,  the  late  Mr.  Calixte  Gali- 
bert, father  of  Mr.  Paul  Galibert,  having  come 
to  this  country  in  1863  from  France,  in  which 
country  he  had  then  been  engaged  in  the 
tanning  business  for  fifty  years. 

Mr.  Paul  Galibert's  first  occupation  was  in  his 
father's  establishment,  where  he  learned  the 
tanner's  trade.  In  1880  he  embarked  in  busi- 
ness for  himself  and  was  the  first  man  in  Can- 
ada to  manufacture  goat  skins  into  glazed  kid. 
This  was  done  under  the  old  system  of  a  com- 
bination tannage.  Later  this  was  discarded  in 
favor  of  chrome  tannage,  which  is  now  uni- 
versally employed. 

Mr.  Galibert  specializes  in  glazed  kid,  al- 
though he  also  manufactures  calf  and  sheep 
leathers,  both  for  shoe  and  glove  purposes. 
Skins  are  shipped  from  all  parts  of  the  world, 
and  this  plant  is  well  equipped  for  doing  not 
only  a  large  export  trade,  but  for  an  extended 
business  in  home  consumption.    The  capacity 


of  the  plant  is  500  dozen  goat  skins  a 
day. 

Mr.  Galibert  has  a  diversified  interest  in  other 
fields  in  addition  to  his  tannery  business.  He 
is  a  Director  of  the  Canada  Securities'  Cor- 
poration, Quebec  Railway,  Light,  Heat  & 
Power  Company,  Prudential  Trust  Company, 
National  Brick  Company,  International  Port- 
land Cement  Company,  of  Spokane,  and  other 
concerns.  Until  recently  he  was  a  Director 
of  both  the  Montreal  Tramways  Company 
and  the  Canada  Steamship  Lines.  He  is  a 
Governor  of  the  Montreal  General  Hospital, 
Western  Hospital  and  Notre  Dame  Hospital, 
and  takes  an  active  interest  in  charitable  and 
benevolent  work.  For  five  years  he  was 
Mayor  of  the  Longue  Pointe  Municipality. 
Two  of  Mr.  Galibert's  sons  are  in  the  busi- 
ness— Mr.  Casimir  Galibert,  who  looks  after 
the  practical  side  of  the  tannery,  and  Mr.  Paul 
Galibert,  Jr.,  who  assists  his  father  as  General 
Manager. 

It  is  seldom  that  a  man  in  as  wide  and  diversi- 
fied a  commercial  field  can  be  in  touch  with 
the  details  of  all  his  business  connections  and 
transactions,  but  Mr.  Galibert  is  an  exception 
to  the  rule.  What  he  does  is  done  thoroughly 
and  well.  His  firm  has  built  its  reputation 
upon  Quality  and  Service. 
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The  Home  of  the  "Empire"  Brand  Glace  Kid.    Capacity,  500  dozen  daily. 

Paul  Galibert,  Montreal. 


Raw  Goatskin  Warehouse. 

Paul  Galibert,  Montreal. 
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Soaking,  Liming,  and  Beaming  Department. 

Paul  Caliber t,  Montreal. 


Chrome  Tanning,  Coloring,  and  Setting-Out  Department. 

Paul  Galibert,  Montreal. 
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Paul  Galibert,  Montreal. 
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Colored  Chrome 
Glace  Kid 

has  attained  a  position  of  world 
renown  and  is  found  in  the  high 
grade  footwear  of  discriminating 
people  of  all  nations. 


EMPIRE"  for  QUALITY 
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Montreal  the  Historic  —  The  Metroprdis  of 
Canadian  Industry — The  Hub  of  Trans- 
portation and  Navigation — The  Power 
Centre  today  of  the  Continent 

As  a  Combined  Commercial  and  Residential  Centre,  Montreal  has 
Few  Rivals.  With  Large  Reserves  of  Power  it  is  Out-bidding  other 
Cities  for  Big  Industries.  With  Its  Wonderful  Background  of  Moun- 
tains it  Offers  the  Home  Seeker  Surroundings  that  at  the  Same 
Time  Charm  and  Invigorate.  Montreal  is  a  Paradox — A  Big  Family 
Made  Up  of  Two  Races  —  Two  Races  Combined  Into  One  Family. 
A  City  Where  Private  Capital  Gets  Fair  Treatment  From  the  Public 
and  Gives  Fair  Treatment  in  Return.  All  this,  in  a  Word,  is  the 
History  of  Montreal's  Commercial  Success 


Montreal  is  the  logical  location  for  a  shoe  style 
show  and  convention.  It  is,  as  every  shoeman 
knows,  the  hub  of  the  Canadian  shoe  manufactur- 
ing industry,  and  for  that  reason  has  been  chosen 
as  the  headquarters  of  the  Shoe  Manufacturers'  As- 
sociation of  Canada.  Its  production  of  shoes  com- 
prises about  50  per  cent,  of  the  output  of  the  en- 
tire Dominion,  and  in  it  are  concentrated  a  num- 
ber of  Canada's  largest  and  most  important  shoe 
factories.  It  may  be  further  noted  that  Montreal 
has  the  largest  rubber  footwear  factory  in  Canada, 
the  biggest  jobbing  organization,  the  chief  last  fac- 
tory and  the  largest  shoe  machinery  plant.  It  is 
also  the  location  of  the  largest  tannery  in  the  Pro- 
vince of  Quebec. 

From  the  point  of  view  of  those  interested  in 
the  shoe  and  allied  industries,  Montreal  has  there- 
fore many  attractive  features.  But  the  city  has 
other  claims  to  their  attention — historical,  commer- 
cial, and  physical.  We  need  not  elaborate  on  the 
first  and  last  of  these,,  sufficient  to  say  that  the  city 
was  founded  on  May  18th,  1642,  by  Paul  de  Chom- 
edy,  Sieur  de  Maisonneuve,  and  was  first  known 
as  Villa  Marie.  In  1667  the  population  had  grown 
to  766,  and  nine  years  later  the  town  was  for- 
mally laid  out.  In  1760  it  came  under  British  juris- 
diction. 

Montreal  has  developed  into  the  present  posi- 
tion in  three  stages — first  a  religious  colony  under 
Maisonneuve;  then  a  military  post,  and  finally  the 
city  as  we  now  know  it.  The  physical  situaation  is 
an  ideal  one  for  a  great  city.  Backed  by  the  mag- 
nificent Mount  Royal  (from  which  the  city  takes 
its  name)  the  city  stands  at  the  head  of  the  navig- 
able waters  of  the  St.  Lawrence  and  is  also  the  centre 
of  the  railway  system  of  the  Dominion.  Her  popu- 
lation is  mainly  French  Canadian,  but  owing  to  the 
forbearances  of  the  two  races,  it  is  only  on  rare 
occasions  that  racial  prejudice  comes  to  the  surface 


— and  only  then  when  some  questions  of  political 
or  religious  importance  are  in  the  public  eye.  The 
two  people  live  in  harmony,  each  with  their  own 
ideals,  and  each  content  to  go  their  own  way. 

The  city,  undoubtedly  owes  its  amazing  pro- 
gress to  the  fact  of  its  situation  on  the  St.  Law- 
rence. It  is  in  the  happy  position  of  being  able  to 
import,  direct,  goods  and  raw  materials  from  all 
parts  of  the  earth;  of  having  splendid  railway  faci- 
lities; and  also  the  advantage  of  lake  transporta- 
tion. Naturally  these  conditions  have,  in  the  hands 
of  an  energetic  people,  resulted  in  the  establishment 
of  manufactures  of  a  varied  description;  an  exten- 
sive import  and  export  trade;  and  a  very  thriving 
shipping  business.  Practically  every  important  in- 
dustry in  Canada  is  represented  in  the  city,  either 
in  the  form  of  factories,  warehouses,  branches  or 
agents.  British  and  American  firms  are  also  strong- 
ly represented.  Canada  is  looking  forward  to  a  very 
strong  addition  to  her  population  by  the  influx  of 
immigrants,  and  nearly  all  these  will  pass  through 
her  gates.  The  present  population  is  about  750,000, 
and  the  time  cannot  be  far  off  when  the  million 
mark  will  be  reached. 

In  addition  to  her  great  shoe  trade,  Montreal 
has  many  diversified  industries.  As  examples,  we 
may  cite  the  immense  railway  works  of  the  C.  P.  R. 
and  Grand  Trunk  Railway;  the  factories  of  the 
Canadian  Car  and  Foundry  Company;  the  belting 
factories;  iron  and  steel  plants;  shipbuilding;  en- 
gineering works;  builders'  supplies;  clothing  fac- 
tories; electrical  supplies;  bridge  construction;  fur 
industry;  glove  works;  paint  and  varnish  factories, 
etc.  Some  of  these  are  the  largest  of  their  kind 
in  the  Dominion. 

Then  Montreal  is  the  financial  metropolis  of 
Canada,  with  all  the  principal  banks  represented 
either  as  headquarters  or  by  branches. 

The  extent  of  the  commerce  of  the  city  may  be 
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gauged  by  the  fact  tliat  in  1919  the  hank  clearin.i^s 
totalled  $6,251,781,891!,  an  increase  of  $1,417, 857, GOr), 
the  total  being  slightly  over  38  per  cent,  of  the 
total  clearings  reported  by  all  Canadian  clearing 
houses,  and  placing  Montreal  ninth  among  the  cities 
of  the  North  American  Continent. 

Nor  is  the  end  of  her  commercial  greatness  in 
sight.  The  fundamental  causes  of  her  greatness 
are  to  be  found  in  the  strategic  commercial  position 
which  she  occupies  in  reference  to  the  whole  Du- 
minion,  and  there  is  every  justification  for  the  state- 
ment that  within  a  few  years  we  shall  see  a  still 
further  extensive  development  in  her  industries. 
One  of  the  Finest  Ports  on  the  Continent 

The  value  of  the  St.  Lawrence  and  the  dock  sys- 
tem to  the  city  will  l)e  seen  by  the  following  figures. 
In  1888  the  total  tonnage  visiting  the  port  was 
782,473,  the  value  of  merchandise  exported  $34,049,- 
638,  and  of  imported  merchandising  $39,850,283;  in 


1919  the  tonnage  was  2,179,280;  value  of  merchan- 
dise exported  $352,648,900;  and  of  imported  $212,254,- 
348. 

We  may  give  a  few  lines  as  to  the  docks,  which 
are  being  yearly  extended,  and  which  are  under 
I'ederal  Government  jurisdiction.  The  port  has  been 
developed  under  the  advice  of  some  of  the  most 
famous  Canadian  engineers,  and  is  regarded  as  one 
of  the  finest  on  the  North  American  Continent. 
The  cost  has  been  in  the  region  of  $28,000,- 
000  and  is  reiiresented  by  numerous  steamship 
lierths,  two  large  fireproof  grain  elevators,  21  tran- 
sit sheds,  51  miles  of  harbor  terminals  (a  portion 
of  which  is  now  l)eing  electrified),  etc.  Great  efforts 
are  being  made  to  cultivate  trade,  particularly  grain 
and  produce,  and  it  is  a  testimony  to  the  expedi- 
tious delivery  made  at  the  port  and  of  the  low 
charges  that  New  York  houses  are  routing  increas- 
ing quantities  of  goods  via  Montreal. 


Montreal,  the  Shoe  Manufacturing  Centre  of  Canada 


It  is  no  mean  honor  even  for  a  city  of  the  com- 
mercial prestige  of  Montreal  to  be  called  the  Shoe 
City  of  Canada.  It  often  happens  that  a  man  who 
has  his  nose  to  the  grindstone  distributing  foot- 
wear to  the  Canadian  public  fails  to  comprehend 
the  importance  of  the  grindstone  with  which  he 
is  in  such  close  contact.  The  Canadian  shoe  and 
leather  industry  is  one  of  first  national  import- 
ance. It  is  a  basic  industry  firmly  founded.  First, 
because  it  caters  to  a  continuous  demand,  and. sec- 
ondly because  of  the  great  resources  of  raw  ma- 
terials in  the  form  of  hides  and  skins. 

To  follow  the  development  of  the  industry  is 
intensely  interesting.  A  study  of  the  progress  of 
the  art  of  shoemaking  would  reveal  nothing  less 
than  the  progress  and  evolution  of  the  human  race 
itself.  The  shoe  at  one  time  was  merely  regarded 
as  a  covering  for  the  foot.  Now  style  is  as  im- 
portant a  feature  in  its  manufacture  as  wearing  quali- 
ties, if  not  more  so.  The  international  competition 
in  the  production  of  artistic  footwear  has  been  very 
keen,  and  Canada  is  not  behind.  The  Canadian  shoe 
manufacturers  supply  95  per  cent,  of  this  Domin- 
ion's requirements  now  at  a  time  when  the  popu- 
lation is  satisfied  only  with  the  most  stylish  pro- 
duct. This  has  come  as  a  more  or  less  recent  de- 
velopment. The  time  was  when  in  Canada  only  the 
heavier  and  cheaper  grades  of  footwear  were  pro- 
duced, but  with  the  growth  of  the  cities,  the  de- 
mand for  the  finer  and  more  artistic  type  has  rapidly 
increased,  and  while  this  was  formerly  almost  en- 
tirely supplied  by  foreign  manufacturers,  to-day 
only  5  per  cent,  of  the  shoes  sold  in  Canada  are 
imf)ortcd. 

In  these  develf)|)ments  Montreal  has  taken  a  lead. 
It  is  within  the  last  20  or  25  years  that  this  city  has 
forged  ahead  in  the  shoe  manufacturing  industry. 


We  list  below  some  interesting  figures  supplied  by 
the  Dominion  Bureau  of  Statistics,  Ottawa,  show- 
ing the  development  in  Canada  as  a  whole,  and  the 
City  of  Montreal  alone  by  way  of  comparison  since 
the  beginning  of  this  century: 

The  Boot  and  Shoe  Industry  in  Canada  and  the  City 
of  Montreal  for  the  Calendar  Years  1900,  1910, 
1917  and  1918 

CANADA 


4-»  ^ 


No.  .$  No.          $  $  S 

1900    179  ll,005,sri9  1.3,743    4,()4.5,f!07  10,993,970  18,481,216 

1910    ISO  23,0.30,(!49  17,227    7,098,3.33  18,507,535  33,987,248 

1917  191  38,129,332  17,011  11,425,811.  30,004,553  58,852.855 

1918  171  45,374,810  20,032  13,442,.503  33,103,799  63,575,740 

MONTREAL 

1900      40      4,737,098      4,041    1,089,133  3,908,745  7,024,724 

1910      37    10,278,440      0,007    3,159,-331  7,470,334  13,277,947 

1917  43    13,1.58,081      5,2S5    3,890,897  10,215,009  19,070,(j49 

1918  47    19,888,923     0,250    4,C37,.307  10,335,134  19,549,109 

The  latest  figures  shown  are  for  1918.  Figures 
for  1919,  however,  show  an  increase  in  output  over 
1918  of  4,300,000  pairs.  Of  the  production  for  last 
year,  Montreal  was  responsible  for  nearly  one-half, 
which  shows  a  decided  increase  proportionately 
over  1918.  It  will  be  noted  that  from  1900  to  1910 
the  capital  invested  in  the  industry  in  Montreal  was 
about  doubled,  keeping  pace  with  the  increase  of 
capital  for  the  whole  Dominion.  However,  there 
was  a  reduction  in  the  number  of  plants,  indicating 
the  trend  towards  larger  manufacturing  units.  The 
number  of  factories  in  the  Dominion  during  this 
period   remained  practically  stationary. 

The  capital  employed  in  Montreal  in  1918  is  prac- 
tically four  times  the  capital  invested  in  1900,  again 
sliowing  an  increase  in  proportion  to  the  develop- 
ments for  the  whole  Dominion,  and  a  similar  in- 
crease was  shown  in  the  cost  of  materials  used.  The 
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value  of  the  products  more  than  tripled  in  the  Do- 
minion from  1900  to  1918,  but  in  Montreal  it  did 
not  increase  in  quite  the  same  proportion.  This  is 
explained  apparently  by  the  fact  that  the  influx  of 
capital  in  1918  did  not  show  itself  in  the  increased 
production  of  shoes  until  the  following  year,  when 
as  noted  above,  Montreal  was  responsible  for  al- 
most one-half  the  production.  The  number  of  slioe 
manufacturing  plants  in  the  Dominion  shows  a  de- 
crease from  1900  to  1918,  while  in  Montreal  the 
number  is  just  practically  the  same.  Since  the  vol- 
ume of  business  has  increased  from  three  to  four 
times,  this  would  indicate  that,  allowing'  for  the  in- 
crease in  the  cost  of  the  product,  the  average  size 
of  the  plants  has  increased  perhaps  two  or  three 
times. 

Number  of  Firms  Engaged  in  Making  Various  Lines 

Within  the  last  ten  or  fifteen  years,  there  has 
been  a  decided  trend  in  the  industry  towards  spec- 
ialization.   To-day  in  Montreal  there  are  five  con- 


pegged,  and  the  balance  of  the  output  was  mainly 
in  McKays.  There  was  also  a  large  quantity  of 
hand  turns  made  for  women,  and  at  that  time  too 
low  cut  turns  had  some  popularity  with  men.  Good- 
year welts  then  were  not  in  any  great  demand, 
partly  on  account  of  their  higher  price  and  partly 
because  the  public  had  not  yet  been  educated  to 
realize  their  advantages  and  had  still  a  great  deal 
more  confidence  in  the  hand-made  welt.  It  was 
not  until  about  ten  or  twelve  years  ago  that  Good- 
year welts  really  began  to  come  into  their  own 
in  Canada,  due  to  the  improvements  in  manufac- 
turing methods  and  the  cheapening  of  the  price. 

There  has  not  been  any  very  drastic  change 
in  the  methods  of  the  manufacture  of  McKay  shoes 
now  as  compared  with  twelve  years  ago.  The  main 
difference  is  in  the  type  of  upper  leather  used.  The 
turn  shoe  has  gradually  been  increasing  in  popu- 
larity, and  to-day  it  is  estimated  there  are  more 
turns  manufactured  than  McKays  in  women's  shoes. 
Styles,  like  history,  repeat  themselves  periodic- 


View  of  Harbour  of  Montreal  in  1830 


cerns  concentrating  on  women's  lines  exclusively. 
Twenty-one  firms  are  manufacturing  children's  shoes 
only,  and  fourteen  firms  are  manufacturing  men's 
shoes  only.  Nine  firms  are  manufacturing  McKays 
exclusively,  five  concentrating  on  Goodyear  welts 
alone,  while  one  firm  is  devoting  its  attention  en- 
tirely to  turns. 

There  are  twenty-nine  firms  which  make  wo- 
men's shoes  as  one  line,  six  firms  making  children's 
shoes  as  one  line,  and  fourteen  firms  making  men's 
shoes  as  one  line;  three  firms  combining  the  manu- 
facture of  McKays  and  welts,  four  comljining  turns 
and  welts,  while  five  combine  McKays  and  turns. 
There  are  twenty  firms  manufacturing  shoes  classed 
as  high  grade. 

It  is  interesting  to  follow  the  developments  in 
the  quality  and  style  of  tlie  footwear  manufactured. 
About  20  years  ago  some  50  per  cent,  of  the  foot- 
wear manufactured  was  in  heavy  staples,  nailed  and 


ally.  The  long  vamp  with  the  razor  toe  was  in 
vogue  about  20  or  25  years  ago.  Next  came  the 
Philadelphia  toe,  with  its  sharp,  square  outline, 
narrow,  medium  wide.  The  next  change  introduced 
was  the  coin  toe,  in  varieties  known  as  the  10,  25 
and  50c  coin  toes,  according  to  the  rounding  of 
the  corners.  After  that  the  raised  tow  came  into 
style,  and  then  again  the  long  vamp  pointed  toe 
made  its  appearance. 

It  was  just  about  ten  years  ago  that  Canadian 
shoe  manufacturers  began  to  make  great  improve- 
ments in  the  style  and  finish  of  their  shoe.  Previous 
to  that  time  practically  all  "style"  shoes  were  im- 
ported, but  from  then  forward  the  Canadian  made 
shoe  began  to  come  into  its  own,  and  the  manufac- 
turers commenced  to  cater  to  the  desires  of  the  pub- 
lic in  the  matter  of  styles,  to  a  much  greater  ex- 
tent. The  training  of  the  employees,  too,  was  given 
more  attention  than   formerly.     In   these  develop- 
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ments  Montreal  manufacturers  took  a  leading  part. 
Amongst  the  first  firms  to  specialize  on  one  line 
of  footwear  were  the  Kingsbury,  La  Parisienne  and 
Regina  Shoe  Companies.  Others  soon  followed  their 
lead. 

It  is  not  very  clear  to  the  casual  observer  what 
were  the  causes  that  made  Montreal  the  Shoe  Centre 
of  Canada  within  the  last  twenty  years.  True,  her 
position  from  the  point  of  shipping  facilities  is  quite 
ideal,  and  she  has  capital  and  the  organization  to 
build  up  and  extend  her  industrial  operations.  How- 
ever, the  peculiar  point  in  the  situation  is  that  the 
largest  of  Canada's  tanneries  are  located  in  the  Pro- 
vince of  Ontario,  and  many  of  them  are  located  at 
Quebec  City,  while  Montreal  has  only  three  or  four 
turning  out  leather  for  the  shoe  industry,  and  the 
very  large  percentage  of  her  leather  has  to  be  ship- 
ped in  from  a  considerable  distance.  Why  then  was 
it  that  Montreal  not  being  the  centre  of  the  leather 
district,  became  the  shoe  manufacturing  centre  of 
Canada?  The  answer  given  to  this  question  by  some 
of  the  pioneers  in  the  industry  is  that  the  labor  con- 
ditions in  Montreal  permitted  her  shoe  manufac- 
turers to  extend  their  operations  and  invest  new 
capital  at  a  time  when  in  other  cities  laJior  troubles 
were  experienced  which  temporarily  almost  sus- 
pended the  operations  of  the  shoe  manufacturing 


industry.  The  result  was  that  Montreal  having  a 
large  population  to  draw  on  for  its  labor  and  hav- 
ing freedom  of  labor  difiiculty,  was  enabled  to  step 
in  and  take  advantage  of  the  situation  in  other  dis- 
tricts. 

TJie  growth  of  the  shoe  manufacturing  industry 
in  Montreal  brought  with  it  a  natural  development 
in  associated  lines  of  business.  The  jobbing  trade 
developed  rapidly,  and  to-day  there  are  34  jobbers 
in  the  shoe  trade  in  Montreal.  It  also  led  to  the 
establishment  of  shoe  machinery  plants,  one  of 
which  starting  in  a  small  way  at  the  time  when  the 
Montreal  shoe  industry  began  to  develop  has  grown 
to  such  proportions  that  it  now  employs  some  GOO 
men,  and  may  undoubtedly  rank  amongst  the  most 
important  mechanical  plants  in  the  Dominion. 

Shoe  finding  factories  also  sprang  up  very  ra- 
pidly and  to-day  there  are  1")  of  these  operating  in 
Montreal,  while  there  are  l.'i  firms  manufacturing 
factory  supplies.  Besides  these,  there  are  a  very 
large  number  of  supply  houses  dealing  in  the  vari- 
ous requirements  of  shoe  manufacture. 

Another  associated  industry  which  has  developed 
in  Montreal  is  rubber  shoe  manufacturing.  There 
are  at  present  three  large  firms  in  Montreal  turning 
out  this  class  of  goods. 


The  Early  History  of  Shoemaking  in  Montreal 


With  two;  or  three  exceptions,  the  generation  of 
Montreal  shoe  manufacturers  engaged  in  the  shoe 
business  fifty  years  ago  has  passed  away.  Those 
were  the  days  of  handwork;  the  introduction  of  ma- 
chinery has  revolutionized  the  entire  process  of  man- 
ufacture, and  to-day  there  are  but  very  few  makers 
of  hand-sewn  goods.  The  evolution  was  gradual, 
one  result  being  the  abolition  of  the  dozens  of  small 
firms  making  hand-sewn  shoes,  and  the  organiza- 
tion of  firms  employing  large  numbers  of  helpers. 
The  fact  is  strikingly  shown  by  a  census  taken  in 
1871,  when  there  were  in  the  whole  of  Canada  4191 
establishments,  employing  an  average  of  4  people; 
to-day  there  are  about  160  factories. 

Naturally  there  has  been  a  great  number  of 
changes  in  fifty  years.  Manufacturers  who  were 
in  existence  even  thirty  years  ago  have  nearly  all 
disappeared;  amalgamations  have  also  taken  place; 
and  other  manufacturers  have  come  into  the  field. 
Some  of  the  old  names  are  still  perpetuated,  al- 
though, of  course,  the  personnel  is  changed.  Thus 
we  have  the  firms  of  Ames,  Holden,  McCready,' 
Ltd.;  J.  &  T.  Bell  (established  in  1814);  Corbeil, 
Ltd.,  (established  in  IBfiS);  L.  H.  Packard  &  Co. 
(findings — established  in  1870);  Slater  Shoe  Com- 
pany (established  in  1869). 

Hand  Work  Prevailed  Half  a  Century  Ago 

Taking  1805  as  a  starting  point,  the  conditions 
in  that  period  may  l)e  thus  described,  the  account 
having  ])een  written  from  data  given  l)y  Mr.  E.  H. 


Lanthier  and  others.  In  those  days  nearly  all  the 
work  was  done  by  hand.  There  were,  it  is  true, 
some  fair  sized  factories,  but  the  use  of  machinery 
was  limited.  Sewing  machines  were  installed  in  the 
fitting  rooni,  and  pegging  machines  and  McKay 
machines  in  the  bottoming  rooms,  but  the  heeling 
and  the  trimming  were  done  by  hand.  A  consider- 
able amount  of  the  work  was  on  pegged  shoes,  this 
being  done  on  the  team  system.  Wages  ran  from 
$4.00  to  $8.00  per  week,  the  latter  being  paid  to  ex- 
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perts.  Heavy  peg  shoes  were  sold  wholesale  at 
80c  per  pair.  High  boots,  Wellingtons,  were  fash- 
ionable; then  there  were  made  the  half-Wellington, 
and  the  ordinary  shoes. 

The  hand-made  work  was  naturally  the  most  ex- 
pensive form  of  goods.  The  makers,  mostly  us- 
ing their  homes  as  work  shops,  used  to  hang  the 
goods  on  the  ceiling  when  they  were  completed.  At 
times  it  was  very  difficult  to  secure  leather,  much  of 
which  came  from  England,  France  supplying  the 
glazed  kid.  Goods  were  sent  to  different  parts  of 
the  country  loose,  strung  together  in  bundles  of 


The  late  Capt.  John  Sloan 

six,  or  packed  in  barrels  and  cases  without  being- 
wrapped.  A  local  retailer  tells  of  buying  cheap 
goods  from  Quebec  packed  in  barrels,  and  when  the 
barrels  were  empty  there  was  always  a  lot  of  loose 
nails  in  the  bottom  which  had  fallen  out  from  the 
shoes. 

Pegged  Shoes  Were  in  Demand 

Travellers  did  not  go  much  beyond  Toronto,  ow- 
ing to  the  lack  of  railway  facilities. 

At  the  time  we  are  describing,  much  of  the  work 
was  of  the  pegged  variety,  although  J.  and  T.  Beli 
and  Slater  and  Perry  were  turning  out  first  class 
work.  Gradually  the  average  character  of  the  shoes 
was  improved,  owing  to  the  use  of  Ijetter  machine- 
ry. 

The  firm  of  Ames  and  Millard  in  180.5  employed 
between  .300  and  400  hands  on  pegged,  turns,  Mc- 
Kay and  hand-made  '  shoes:  About  two*  hundred 
cases  per  week  were  turned  out.  Other  firms  in  ex- 
istence were  J.  &  T.  Bell,  Fogarty  Bros.,  Slater  & 
Perry,  J.  Linton,  Brown  &  Child's,  Valois  and  La- 
belle,  Gabriel  Rolland,  Z.  Lapierre,  L.  Pelleticr,  Lan- 
le  and  Blanchet,  Papin  &  Corljeil,  Cannon  and  West, 
Geo.  James  &  Co. 

The  oldest  firm  which  is  now  in  the  field  is  that 


of  J.  &  T.  Bell,  Ltd.,  founded  in  1814  by  Alex.  Bell. 
Ten  years  later  the  name  was  changed  to  its  pre- 
sent title,  when  the  two  sons,  Joshua  and  Thomas, 
took  control  of  the  business.  The  original  factory 
in  a  little  building  on  old  Notre  Dame  Street,  turn- 
ed out  prunelle  cloth  buskins  almost  exclusively.  On 
the  death  of  Thomas  Bell,  the  busineiss  passed  to 
another  brother,  Samuel  Bell,  who  sold  it  to  his 
nephews,  Messrs.  J.  T.  Hagar  and  John  Stephens. 
On  the  dissolution  of  partnership,  the  business  was 
continued^  by  Mr.  Hagar,  and  on  his  death  the  firm 
was  turned  into  a  limited  liability  company.  The 
present  factory  is  on  Inspector  Street. 

The  firm  of  Slater  &  Perry  was  founded  by  Geo. 
T.  Slater;  Mr.  Perry  left  the  firm  and  joined  Mr. 
Castle,  Mr.  Slater  continuing  on  his  own  account. 
His  four  sons,  Messrs.  George,  Charles,  Frank  and 
Ben  Slater,  all  went  into  the  shoe  -business.  Mr. 


J.  &,  J.  SLOAN,. 
FASfllONABLE  BOOT  &  SHOE  MAKER!?^ 
No,  14,  St.  Jos-Ei'n  Street, 
Nearly  opposite  St.  Gcorgc^x  Church, 
J\10NTREAL,. 
KEEP  constantly  on  hand,  or  make  to  orJer, 
Ladies',  Gentlemen'.-:  and  Chililrcn's  BOOTS  ana 
SHOES,  ut  a  snpi'iior  s:tyle  of  workmanship  and 
material,  and  at  very  m.oJorate  prices  for  Casli'. 
A  share  of  p-ahlic  patronage  is  respectfully  scliv 
jciled. 

An^usl  li,  IHVi. 


L 


Advertisement  seventy-seven  years  ago 

Charles  eventually  becoming  head  of  the  Slater  Shoe 
Co.,  and  Mr.  George  of  the  Geo.  A.  Slater  Shoe  Co. 

The  firm  of  Corbeil,  Ltd  ,  was  founded  in  1868 
by  Mr'.'  Avila  Corbeil,  who  died  early  this  year.  For 
the  past  twenty  years  the  firm  has  been  at  their 
present  premises  on  St.  Peter  Street,  and  from  mak- 
ing infants'  shoes  have  branched  out  into  general 
lines. 

The  Beginning  of  a  Great  Organization 

The  firm  of  Ames,  Holden,  McCready  is  an  ai-iial- 
gai-nation  of  several  of  the  oldest  manufacturers  in 
the  city.  Thus  Mullarky  &  Co.  was  the  forerun- 
ner of  many  concerns  and  Mullarky  «&  Co.  was 
changed  into  Mullarky  &  Donovan,  which  after- 
wards separated  into  two,  Mullarky  and  McCready 
&  Donovan  &  Williams.  Another  change  took  place 
with  the  formation  of  J.  &  R.  McCready,  the  two 
brothers  later  forming  separate  concerns  under  the 
titles  of  the  James  McCready  Co.  and  the  R.  Mc- 
Cready Co.  The  firm  of  Ames  &  Millard  was  later 
changed  to  Ames,  Holden  &  Co..  and  then  with  the 
consolidation  of  the  McCready,  Ames  and  Holden 
interests  we  have  the  firm  under  its  present  name. 

Turning  to  the  seventies,  we  have  such  firms  as 
Jolin  Lynn.  Richard  Smardon  (uncle  of  Walter 
Smardon  of  the  Smardon  Shoe  Co.).  Guilliame 
Boivin.  Hamel.  McMartin  &  Co..  Touissant  La- 
I)ierre.  Smith  &  Cochrane.  Robert  McCready.  W. 
Stafford  &  Co.,  Young  &  McGaron,  Booth  &  Lana- 
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gan,  Westgate  Bros,,  J.  McCready,  Diichaine  &  Pel- 
lerein,  Thompson  &  Co.,  J.  Whitam  and  Co.,  W. 
McLaren  &  Co.,  Parent  Bros.,  and  Vinet  &  Co. 

Mr.  E.  H.  Lanthier,  whose  portrait  is  given  below, 
started  in  1865  with  Ames  &  Millard,  and  then  went 
to  the  firm  of  George  James  &  Co  ,  afterwards  join- 


Mr,    E,    H.    Lanthier,   one   of  Montreal's 
Pioneer  Shoemen 

ing  the  staff  of  Slater  &  Perry,  and  when  Perry 
left  took)  charge  of  the  cutting  and  fitting  room.  In 
1887  he  was  employed  by  Z.  Lapierre  &  Son,  where 
he  remained  for  twelve  years.  After  this  Mr.  Lan- 
thier started  the  Kingsbury  Footwear  Company, 
and  then  for  a  time  was  with  J.  McCready  &  Co. 
When  the  Kingsbury  Co.  was  fully  organized,  he 
returned  to  that  concern,  and  remained  there  until 
1913,  when  he  retired. 


In  connection  with  tlic  manufacturing  and  re- 
tailing of  shoes  in  old  Montreal,  Mr.  W.  Sloan,  of 
Sloan  Bros.,  who  lately  retired  from  business,  has 
given  us  some  interesting  reminiscences. 

His  father,  the  late  Mr.  J.  Sloan,  who  was  a 
captain  in  the  Garrison  Artillery  during  the  rebel-_ 
lion  of  1837,  opened  up  a  store  on  St.  Joseph  Street 
(now  Notre  Dame  St.)  Montreal,  in  1842.  A  re- 
tailer in  those  days  was,  as.  Mr.  W.  Sloan  relates, 
also  a  manufacturer,  and  made  the  boots  he  sold  in 
his  own  store.  When  it  was  found  that  they  could 
not  cope  with  the  orders  which  were  coming  in  Mr. 
Sloan  sent  the  leather  to  a  shoemaker  in  Lacliine, 
P.  Q.,  where  it  was  cut  and  the  boots  manufactur- 
ed. All  Iturns  were  made  by  hand.  Styles  in  those 
days  were  very  primitive;  high  boots  being  worn 
exclusively.  In  this  connection  a  very  small  amount 
of  capital  was  needed  to  run  a  store. 

When  Mr.  Sloan  first  went  into  the  business 
wood  pegs  were  used  exclusively,  but  shortly  after- 
wards the  sewing  machine  was  brought  out.  In 
the  old  days  there  were  no  half  sizes  in  shoes  nor 
such  a  thing  as  a  6a. 

Cartons  for  keeping  shoes  in  were  unknown,  the 
stock  either  hung  from  the  ceiling  or  was  kept  in 
drawers.  The  drawers  held  about  seventy-five  pairs. 
A  lot  of  trouble  was  caused  by  the  heat  cracking  the 
shoes  which  were  suspended  from  the  ceiling.  The 
only  thing  that  could  be  done  to  eliminate  this 
trouble  was  to  pour  water  over  the  shoes.  This 
was  done  every  few  days. 

Mr.  W.  Sloan,  who,  as  stated  above,  has  just  re- 
tired from  business,  has  been  in  the  shoe  game  all 
his  life.  He  was  twenty-five  years  foreman  of  the 
cutting  room   of  Ames-Holden-McCready,  Limited. 

A  reproduction  of  the  advertisement  which  was 
inserted  by  Mr.  J.  Sloan  in  the  Montreal  "Tran- 
script" of  August  11th,  1843  is  shown  with  this  ar- 
ticle. 


The  Development  of  the  Canadian  Shoe  Industry 


The  total  number  of  factories  in  Canada  in  1900, 
according  to  records  available  was  approxi- 
mately 115,  although  there  is  no  way  of  determin- 
ing the  number  definitely,  and  the  number  of  fac- 
tories in  Montreal  at  that  time  was  about  30.  Some 
of  the  larger  plants  at  that  time  were  running  up 
to  about  ],,'')0(),  or  possibly  1,800  pairs  per  day. 

in  a  general  way,  the  manufacturing  methods  of 
that  time  were  fairly  up  to  date  for  the  period,  l)ut 
w<.)uld  be  considered  rather  crude  as  compared  with 
I^resent-day  conditions.  There  was  very  little  spe- 
cializing at  that  time,  and  nearly  all  of  the  factories 
were  undertaking  to  make  a  general  line  of  goods, 
whereas  to-day  they  are  working  much  more  in  the 
dii-ection  of  si)ecial  lines.  The  types  of  footwear 
made  in  1900  were  substantially  the  same  as  regards 
the  general  classes  of  shoes,  as  they  are  to-day,  l)ut 


a  greater  proportion  of  the  output  was  heavy 
goods,  whereas  to-day  more  of  the  output  of  the 
factories  is  in  what  might  be  termed  "lighter 
grades."  The  product  of  the  factories  in  1900  did 
not  compare  very  favorably  with  imported  products, 
and  a  much  greater  proportion  of  the  finer  goods 
was  imported  at  that  time  than  at  present. 

Factory  equipitient  at  the  time  referred  to  was 
rather  crude  as  compared  with  present-day  condi- 
tions, and  much  of  the  machinery  used,  particularly 
in  the  smaller  factories,  was  a  sort  of  makeshift 
type,  some  of  it  having  been  made  locally,  though 
quite  a  large  part  of  the  l)etter  class  of  machinery 
wa.s  imported..  There  has  been  a  gradual  change 
from  that  condition,  and  better  and  more  modern 
equipment  has  been  substituted  for  the  older  equip- 
ment used,  and  to-day  most  of  the  shoe  manufactur- 
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ing  plants  in  Canada  are  well  equipped  for  the 
class  of  shoes  being  turned  out,  and  the  equipment 
would  compare  very  favorably  with  the  outfits  be- 
ing used  in  other  places  for  making  corresponding 
classes  of  footwear. 

Output  of  the  Industry  1908  to  1919 

As  to  the  total  output  of  Canadian  shoe  factories 
for  the  intervening  period  of  years  to  date,  no  de- 
finite figures  are  available  for  about  the  first  half 
of  the  period.  For  the  year  1908  we  would  set  the 
total  output  of  the  shoe  factories  in  Canada  at 
about  ten  million  pairs,  increasing  at  about  one 
million  pairs  per  year  for  the  years  1909,  1910  and 
1911,  jumping  up  in  1912  to  something  over  seven- 
teen million  pairs,  with  a  drop  to  about  fifteen 
and  one  half  millions  for  the  year  19i:!,  with  a 
further  drop  to  slightly  under  fourteen  millions  for 
1914.  For  1915  there  was  an  increase  to  about  fif- 
teen and  one-quarter  million  pairs,  and  a  further 
increase  to  nearly  twenty  and  one-half  millions  in 
the  year  1916,  that  being  the  largest  year  as  re- 
gards output  in  pairs  that  the  shoe  trade  in  Canada 
has  ever  known.  The  following  year,  1917,  showed  a 
decrease  to  about  the  1915  level,  with  a  further  slight 
decrease  to  about  an  even  fifteen  million  pairs  in 
1918,  the  output  again  jumping  up  for  the  year  1919 
to  about  19,300,000  pairs,  being  second  only  to  the 
year  1916  in  point  of  production. 

The  output  of  factories  in  the  Montreal  Shoe 
District,  which  would  include  Montreal  city  and 
vicinity,  can  be  taken  as  slightly  less  than  one  half 
of  the  total  for  each  of  the  years  referred  to,  this 
relation  of  Montreal  to  the  whole  of  Canada  being 
very  nearly  constant. 

Exact  figures  are  not  available  showing  the  av- 
erage output  of  the  Montreal  factories  as  compared 
with  factories  in  the  other  districts.  Up  to  about 
ten  years  ago  the  average  would  be  about  the  same 
as  the  general  average,  but  during  the  past  ten 
years  the  average  size  of  the  Montreal  factory  has 
increased  somewhat  as  compared  with  the  output 
of  the  factories  in  the  other  shoe  manufacturing  dis- 
tricts. 

Shoe  Factories  Operating  in  1919 

As  to  the  number  of  factories  in  Canada  at  the 
present  time,  or  rather,  based  on  last  year's  produc- 
tion, we  would  place  the  itotal  at  153,  of  which  54 
are  in  the  Montreal  shoe  district.  The  total  out- 
put of  Canadian  plants  is  elsewhere  referred  to  in 
figures  submitted,  also  the  output  of  Montreal  plants. 

The  average  daily  output  of  individual  factories 
in  Canada  for  the  year  1919  was  slightly  over  500 
pairs,  and  the  average  daily  output  of  the  factories 
altogether-  was  slightly  over  77,000  pairs,  these  ag- 
erages  being  exceeded  only  by  the  year  1916,  at 
which  time  the  average  per  factory  was  just  over 
550  pairs,  and  the  total  daily  average  slightly  over 
81,000  pairs. 

Five  Million  Welt  Shoes  Manufactured  Last  Year 

The  number  of  firms  manufacturing  Goodyear 
Welts  during  the  year  1919  we  would  set  as  54, 


with  a  total  output  of  welts  of  approximately  five 
million  pairs.  We  are  unable  to  give  any  definite 
figures  as  to  other  lines  separately,  l)ut  altogether 
the  total  of  other  lines  would  be  a  little  in  excess 
of  fourteen  million  pairs,  this  covering  turns,  Mc- 
Kays,  stitch-downs,  pegged  and   nailed  work. 

As  to  the  introduction  of  the  Goodyear  Welt 
system  in  Canada,  the  first  people  to  make  use  of 
the  system,  such  as  it  was  at  that  time,  were  the 
Woodleys  of  Quebec,  but  the  definite  date  when 
the  equipment  was  inroduced  is  not  on  record. 
Messrs.  J.  &  T.  Bell,  The  Ames-Holden  Company 
and  The  James  McCready  Company  were  among 
the  early  users  of  the  system  in  the  Montreal  Dis- 
trict. 

The  Goodyear  Welt  Shoe  has  become  a  very 
important  factor  in  the  shoe  trade,. and  some  of  the 
largest  factories  in  the  country  to-day  are  making 
Goodyear  welts  only.  Of  the  total  number  of  fac- 
tories in  Canada  making  welts,  18  are  in  the  Mon- 
treal shoe  district. 

In  comparing  the  product  of  the  shoe  factories 
to-day  with  that  of  20  years  ago,  one  would  note  a 
vast  difTerence  and  wonder  by  what  methods  the 
makers  of  the  older  product  were  able  to  dispose 
of  their  goods,  although  no  doubt  they  compared 
well  with  the  average  product  of  their  day.  The 
constant  demand  for  so-called  "up-to-date'  footwear 
has  led  manufacturers  to  make  changes  in  their 
designs,  approaching  almost  to  what  might  be 
termed  "freaks,"  and  some  shoe  manufacturers  have 
stated  that  they  were  no  longer  making  shoes,  but 
had  taken  up  the  manufacture  of  millinery,  so  far  as 
it  pertained  to  footwear.  . 

Montreal  an  Export  Centre 

Montreal  may  fairly  claim  to  be  the  centre  of 
the  shoe  export  business.  Prior  to  the  war  the  Tet- 
rault  Shoe  Manufacturing  Company  had  establish- 
ed a  branch  and  warehouse  in  Paris;  since  then 
agents  have  been  appointed  by  other  Montreal 
firrns.  Mr.  Nap.  Tetrault  has  spent  a  considerable 
period  in  England  and  France;  Mr.  J.  Daoust  has 
twice  visited  Europe;  and  Mr.  Oscar  Dufresne  is 
no  stranger  to  the  European  Continent;  while  Geo. 
M.  Slater  is  a  recent  visitor  to  the  other  side.  Dur- 
ing the  war  Canada  sent  considerable  quantities  of 
goods  to  England  and  France,  and  since  the  cessa- 
tion of  hostilities,  there  has  been  an  appreciable 
quantity  shipped.  Most  of  the  goods  have  been  for 
France,  heavy  orders  having  been  taken  at  the 
Lyons  Fair.  Dufresne  &  Locke  and  the  Kings- 
bury Footwear  Company  have  manufactured  for 
the  European  market.  Geo.  A.  Slater,  Limited, 
made  a  specialty  of  brogues  for  England,  but  on 
the  other  hand,  England  is  now  sending  these 
goods  to  the  Canadian  market — goods  in  which  her 
manufacturers  have  attained  a  reputation.  The  fall 
in  the  exchange,  particularly  of  the  .franc,  has  of 
late  made  trade  in  shoes  with  France  a  more  dif- 
ficult proposition. 
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The  Shoe  Industry  in  Montreal  Today 

A  Brief  Resume  of  the  Whole  Field  of  Operations — Tanning,  Manu- 
facturing, Wholesaling,  Findings,  Etc.  Names  Alphabetically  Ar- 
ranged as  Far  as  Possible.    Many  Splendid  Records  of  Achievement. 


AIRD  &  SON  REG'D. 


Aird  &  Son,  manufacturers  of  McKays  and  turns 
in  women's,  misses'  and  infants'  lines,  is  one  of  the 
firms  which  has  j^rown  from  a  very  small  Ije^iu- 
ning  to  a  foremost  place  in  the  Canadian  shoe 
manufacturing  industry.  The  business  is  now  own- 
ed by  Mr.  Narcisse  Gagnon,  who  jnirchased  the  con- 
trolling interest  in  the  firm  in  the  year  1899,  when 
it  was  operated  in  a  small  factory  on  St.  Timothy 
street.  Success  attended  this  venture,  and 
the  trade  grew  to  such  an  e.xtcnt  that  it 
was  found  necessary  to  erect  a  larger  factory  on 
the  same  street.  Still  another  extension  was  found 
necessary  in  the  year  1912,  when  a  modern  four- 
storey  and  basement  factory  l)uilding  with  a  daily 
capacity  of  2,500  pairs,  was  erected  at  482-84  On- 
tario Street,  East.  liOO  hands  are  now  em- 
ployed, and  the  annual  sales  total  about  one  and 
a  half  million  dollars.  The  goods  are  sold  from 
coast  to  coast  to  jobbers  only. 

Mr.  Narcisse  Gagnon  was  one  of  the  few  men 
who  have  been  shoe  retailers  as  well  as  manufactur- 
ers. His  father  was  a  maker  and  repairer  of  shoes, 
and  Mr.  Gagnftn  was  taught  the  business.   Early  in 


life  he  worked  in  shoe  factories  in  Quebec,  and  also 
in  factories  at  Lynn,  and  Haverhill,  Mass.  Return- 
ing to  Montreal,  he  afterwards  started  in  business 
as  a  shoe  dealer.  It  was  after  14  years  in  this 
branch  of  the  trade  that  he  took  up  the  manufact- 
uring end. 

It  is  interesting  to  note  that  the  Gagnons  arc 
a  shoe  manufacturing  family.  Mr.  Narcisse  Gagnon 
has  three  brothers  connected  with  the  business  in 
Montreal — Thomas  Gagnon,  of  Gagnon,  Lacha- 
pelle  and  Hebert;  Mr.  Jules  Gagnon  of  La  Parisienne 
Shoe  Company,  and  Mr.  Odelon  Gagnon,  who  is  a 
shoe  jobber. 

EASTERN  SHOE  M'FG.  CO. 

The  Eastern  Shoe  Manufacturing  Co.,  Ltd.,  Fron- 
tenac  Street,  manufacturers  of  misses',  childs'  and 
infants'  McKays,  was  established  in  November, 
1918.  The  capacity  is  300  pairs  per  day,  the  output 
being  sold  throughout  the  Dominion  through  four 
travellers.  Mr.  U.  W.  Rougeau,  the  superintendent 
and  L.  Turgeon,  the  sales  manager,  were  formerly 
with  Dupont  &  Frere,  Maisonneuve,  the  first  nam- 
ed being  superintendent  for  two  years.  The  com- 
pany's goods  are  sold  to  jobbers  and  retailers. 

(Continued  on  page  87) 


Narcisse  Gagnon,   President  Aird  &  Son. 
Factory  shown   on  left 
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The  Editor, 

"Footwear  in  Canada" • 

I  shall  be  glad  if  you  rill  extend  to  the  delegates 
my  best  wishes  for  the  success  of  the  forthooning  Annual 
Convention  and  Exhibition  in  Montreal  of  the  Canadian  shoe 
and  leather  interests.    These  rank  among  the  foremost  national 
industries,  and  their  stability  and  progress  concern  all  of  us. 


Ottawa,  Ont», 

June  Sth,  1920. 


L'Editeur, 

"Footwear  in  Canada": 

Je  serais  heureux  si  vous  vouliez  bien  transmettre  aux  delegues  mes  meilleurs 
voeux  pour  le  succes  de  la  convention  et  de  1' exposition  prochaines  des  interesses 
dans  I'industrie  canadienne  du  cuir  et  de  la  chaussure.  EUe  tient  rang  parmi  nos 
premieres  industries  nationales,  et  sa  stabilite  et  son  progres  nous  concernent  tous. 

Ottawa,  Ont., 
8  juin  1920. 
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OFFICE  OF  THE  PRIME  MINISTE:? 


PROVINCI  OF  QUEBEC 


Monsieur  I'Edlteur 


du  "Footwear  in  Canada' 


Tant  au  nom  de  1' 


anclenne  Capltale  du  Canada,  qui 


fut  le  berceau  de  1* Industrie  de  la  chaussure  dans  ce  pays,  qu'au 
nom  de  la  Metropole  et  de  la  province  tonte  entiSre,  je  souhaite  la 
plus  cordiale  b'ienvenue  aux  merabres  de  la  "National  Shoe  Retailers 
Association  of  Canada".      Je  fais  des  voeux  pour  le  succis  de  leur 
exposition  et  de  leur  congrSs.    J'esp^re  qu'ils  Jouiront  de  leur 
sejour  dans  notre  province  o^  11  leur  sera  sans  doute  donn^  de  ce 
rendre  compte  des  excellents  rapports  qui  existent  entre  le  capital 
et  le  travail  ainsl  que  de  tous  lee  autres  avantages  que  Quebec  offre 


From  Quebec,  the  Old  Capital  of  Canada,  which  was  the  cradle  of  the  Boot 
and  Shoe  Industry  in  this  country,  and  on  behalf  of  the  entire  Province  in  gen- 
eral as  well  as  of  the  Commercial  Metropolis  in  particular,  I  bid  a  hearty  welcome 
to  Montreal  to  the  National  Shoe  Retailers'  Association  of  Canada.  I  have  much 
pleasure  in  wishing  its  members  every  success  in  their  coming  Convention  and  Ex- 
hibition, and  an  enjoyable  time  in  our  Province,  which  is  excelled  by  none  in  its 
facilities  for  manufacturing  enterprises  of  every  kind  and  in  the  safe  and  sane  con- 
ditions existing  between  Capital  and  Labor. 


Quebec,   14  Juin,  1920 


^  l' Industrie, 


The  Editor, 

"Footwear  in  Canada": 


Quebec,  June  14th,  1920. 
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AMES-HOLDEN-McCREADY 

The  firm  of  Ames-Holden-McCready,  Mount 
Royal  Avenue,  Montreal,  is  one  of  the  most  historic, 
as  well  as  one  of  the  largest  shoe  manufacturing- 
concerns  in  Canada.   It  is  a  growth  from  a  number 


T.  H.  Rieder,  President 

of  concerns  which  were  established  in  the  last  cen- 
tury, and  it  is  possible  to  trace  the  origin  of  the 


r 


of  this  company,  became  associated  with  Mr.  Mc- 
Cready,  who,  in  1911,  amalgamated  with  the  firm  of 
Ames,  Holden  &  Co.  A  son  of  Mr.  Mullarkey  is  with 
Ames-Holden-McCready  at  the  present  time,  in 
charge  of  the  sample  room. 

The  company  has  two  factories,  one  in  Montreal, 
and  the  other  in  St.  Hyacinthe.  The  total  output 
of  the  two  plants  runs  6,000  pairs  a  day.  The  capa- 
city of  each  plant  is  about  4,000  pairs. 

The  Montreal  plant  is  devoted  to  the  production 
of  men's  fine  welts,  women's  fine  welts,  McKays  and 
turns,  and  boys'  fine  welts,  while  at  the  St.  Hya- 
cinthe factory  workmen's  footwear,  of  a  heavier, 
cheaper  grade  is  turned  out.  The  output  is  equally 
divided  between  these  two  plants. 

In  Montreal  at  the  present  time  a  separate  de- 
partment is  being  added  for  the  manufacture  of 
white  canvas  leather-soled  shoes,  and  it  is  propos- 
ed to  produce  about  1,000  pairs  a  day.  The  opera- 
tions of  this  department  are  already  under  way. 

Ames-Holden-McCready  has  also  recently  or- 
ganized a  subsidiary  concern,  the  Mount  Royal  Rub- 
ber Company,  which  will  manufacture  canvas,  rub- 
ber-soled footwear,  overshoes,  etc.,  while  another 
subsidiary,  the  Ames-Holden  Rubber  Boot  Com- 
pany, is  manufacturing  the  heavier  grades  of  rub- 
ber footwear,  knee  boots,  arctics,  etc. 

While  Ames-Holden-McCready  is  an  old  concern, 
its  present  officers  and  executive  are  for  the  most 
part  young  men.  The  president  is  T.  H.  Ried- 
er; secretary  and  treasurer,  Hugo  Wellein;  general 
sales  manager,  C.  F.  Craigie;  director  of  manu- 
facturing, leather  section,  T.  H.  Lane;  director 
of  publicity,  R.  W.  Ashcroft. 

There  are  thirteen  divisional  branches  through 
which  A-H-M  goods  are  distributed  to  the  retailers 
of  Canada,  and  over  eighty  travellers  represent  the 
company  on  the  road.  Their  factory  staffs  number 
1,500—800  at  Montreal  and  700  at  St.  Hyacinthe. 


R.  W.  Ashcroft,  Director  of  Publicity 

development  as  far  back  as  the  firm  of  Mullarkey 
&  Company,  which  was  one  of  the  pioneer  shoe 
manufacturing  concerns  in  Canada.   Mr.  Mullarkey, 


J.  &  T.  BELL 


J.  &  T.  Bell  is  one  of  the  oldest,  if  not  the  oldest, 
in  the  Canadian  shoe  manufacturing  industry.  It 
was  in  1814  that  Alexander  Bell  founded  the  busi- 
ness, which  in  1824  was  taken  control  of  by  Joshua 
and  Thomas  Bell,  and  became  known  by  its  pre- 
sent name.  At  the  death  of  Joshua,  Samuel  Bell 
came  into  the  firm,  about  the  year  1890.  After  a 
short  time  the  latter  sold  the  business  to  his  nephew, 
John  T.  Hagar,  who  conducted  it  until  his  death  in 
1900.  A  stock  company  was  then  formed,  and  it 
was  conducted  by  the  Estate  until  1918,  when  Mr. 
H.  E.  Moles  took  over  all  the  stock  of  the  old  com- 
pany. During  the  period  of  the  control  by  the  Es- 
tate, Mr.  Moles  was  associated  with  the  firm  as 
vice-president  and  managing  director.  In  1918,  Mr. 
Moles  bought  out  the  other  shareholders  and  as- 
sumed the  presidency. 

In  the  early  days  when  J.  &  T.  Bel]  first  started 
to  manufacture,  the  popular  article  was  Prunella 
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buskins,  and  it  was  in  that  line  of  manufacture  they 
first  engaged.  The  company's  first  plant  was  on 
St.  Paul  Street,  where  they  started  in  a  very  small 
way.  Then  they  moved  to  Notre  Dame  Street,  East, 
and  in  1895  they  moved  to  their  present  site,  where 
their  capacity  was  about  double  that  of  their  former 
plant  on  Notre  Dame  Street.  When  they  fir.st  came 
to  the  new  building,  they  were  turning  out  about  6.5 
per  cent,  welts  and  35  per  cent,  turns,  their  output 
being  1,000  pairs  a  day.  Up  to  fifteen  years  ago,  they 
were  manufacturing  all  lines,  but  at  that  time  they 
dropped  the  misses'  and  children's  shoes.  During 
the  war  the  trade  in  Men's  shoes  was  consideraljly 
affected.  Before  the  war  they  had  been  turning  oui 
-10  per  cent,  men's  and  CO  per  cent,  women's,  but  the 
percentage  of  the  former  dropped  to  20  per  cent,  dur- 
ing the  period  of  hostilities.  At  the  present  time 
the  plant  is  running  to  capacity. 

Their  ljuilding  was  extended  in  the  year  18y7. 
The  original  building  was  a  4-storey  and  basement 
structure  62  x  97^  and  the  addition  being  45  x  95 — i- 
storey  and  basement,  increased  the  floor  space 
about  40  per  cent. 

J.  &  T.  Bell  are  one  of  the  Canadian  shoe  manu- 
facturing firms  which  have  always  more  or  less  spec- 
ialized on  the  highest  class  footwear,  and  their 
lines  today  are  well-known  throughout  the  Domin- 
ion as  amongst  the  most  stylish  shoes  produced  in 
the  country. 


PETER  BRAUNSTEIN 


One  of  the  first  shoe  manufacturers  to  introduce 
stitchdowns  in  Canada  was  Mr.  Peter  Braunstein, 


Peter  Braunstein 


shoe  manufacturer,  Montreal.  In  1914  Mr.  Braun- 
stein came  to  Canada  and  was  associated  with  Theo- 


July, 


dore  Mayer,  shoe  manufacturer,  on  St.  Paul  Street, 
Montreal,  up  till  January  26th,  1918,  when  he  opened 
up  a  business  at  516  St.  Lawrence  Boulevard,  Mon- 
treal, under  the  name  of  "Children's  Footwear  Com- 
pany, Limited"  Mr.  Braunstein  was  managing  di- 
rector of  the  above  firm  till  .August  1919,  when  he 
branched  out  into  Inisiness  under  his  own  name. 

His  output  which  is  approximately  1000  pairs  per 
week,  is  distril)uted  equally  between  infants,  chil- 
dren and  adults,  the  stitchdowns  in  Ijlack,  tan.  and 
mahogany,  patent  leather,  smoked  elk  and  jjearl. 


CHILDREN'S  FOOTWEAR  CO. 


One  of  the  recently  formed  Montreal  concerns 
specializing  bn  children's  footwear  is  the  Children's 
Footwear  Company,  Limited,,  which  occupies  well- 
equipped  premises  at  3  St.  Alexander  Street,  Mon- 
treal. This  firm  was  established  on  July  1st,  1918, 
and  has  since  developed  rapidly.    Its  officers  are: 


Ernest  Jerome,  President 


E.  Jerome,  president;  A.  Morin,  vice-president;  J. 
Gosselin,  treasurer  and  A.  Lefaivre,  general  manager. 
The  capacity  of  the  plant  is  4,500  pairs  per  day,  and 
*he  firm  is  at  present  turning  out  about  3,500  pairs. 

Besides  the  children's  shoes,  there  is  a  small 
output  of  men's  stitch-downs.  Ninety  per  cent., 
however,  is  in  the  children's  lines  in  side,  kid,  patent 
leathers,  etc. 

The  Children's  Footwear  Company  do  both  a 
wholesale  and  retail  business,  but  the  greater  part  of 
their  trade  is  with  the  retailers.  They  have  (Seven- 
teen travellers  carrying  their  lines  throughout  Can- 
ada. 
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DAOUST,  LALONDE  &  CO. 

A  well-known  name  in  the  Canadian  shoe  manu- 
facturing industry  is  that  of  the  firm  Daoust,  La- 
londe  &  Co.,  Montreal,  and  the  liead  of  the  organi- 


He  then  formed  a  limited  company,  giving  shares 
his  principal  employees.  The  officers  of  the  com- 
pany appointed  at  that  time,  and  who  have  since  re- 
mained unchanged,  were:  Mr.  Jos.  Daoust,  presi- 
dent and  general  manager;  Mr.  C.  Lalonde,  vice- 
president;  Mr  Louis  Daoust,  assistant  general  man- 
ager; Mr.  Chas.  Henri  Huot,  secretary. 

The  company  operates  two  factories,  one  on  Vic- 
toria Square  and  the  second  on  Alexander  St.,  their 
total  output  being  2,000  pairs  of  shoes  per  day  at 
the  pre.sent  time,  which  is  about  80  per  cent,  of  ca- 
pacity. This  output  is  divided  as  follows:  men's 
Goodyear  welts,  600  per  day;  women's  McKays 
and  turns,  GOO;  and  heavy  workmen's  shoes  of  the 
standaid  screwci.!  and  pegged,  800.  The  women's 
shoes  and  men's  welts  are  turned  out  at  the  fac- 
tory on  Alexander  St.,  and  the  heavy,  cheaper  grade 
shoes  at  the  factory  on  Victoria  St.  The  company's 
main  offices  are  also  at  the  Victoria  Square  build- 
ing. The  staff  of  the  factories  numbers  about  300, 
and  there  are  about  50  other  employees,  including 
the  salesmen,  who  distribute  the  firm's  output  to 
retailers  throughout  Canada. 

Mr.  Daqust  is  not  only  interested  in  the  shoe 
manufacturing  end  of  the  industry,  but  also  owns 
a  tannery,  which  is  operated  by  'the  company  under 
the  same  name,  and  is  also  connected  with  the  hide 
business,  as  president  of  the  Central  Hide  and  Skin 
Company. 


Joseph  Daoust,  President 

zation,  Mr.  Jos.  Daoust,  is  as  popular  among  the 
trade  as  he  is  genial.  The  company  was  founded  in 
1896  and  was  operated  by  Messrs.  Daoust  and  La- 


Louis  Daoust,  Asst.  Gen.  Manager 

londe  in  partnership  up  till  the  year  1905,  when  Mr. 
Daoust  took  over  the  entire  control  of  the  concern. 
From  then  till  the  year  1913,  he  was  sole  proprietor. 


HECTOR  SHOE 


Five  years  ago,  Mr.  Simeon  Desrochers  com- 
menced the  manufacture  of  children's  shoes  in  a 


Simeon  Desrochers,  Hector  Shoe  Co. 

plant  on  Bordeau  Street,  Montreal,  with  an  output 
of  fifteen   cases  per  week.     The   beginnings  were 
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small,  but  the  business  has  been  steadily  growing, 
and  not  long  ago  was  moved  to  larger  premises  on 
Panet  St.,  where  the  output  has  now  reached  forty 
cases  a  week.  In  the  meantime,  too,  the  name 
"Hector  Shoe",  l)y  which  the  firm  and  its  product 
are  known,  has  l;een  earning  the  place  it  deserves 
in  Canadian  shoedom. 

While  Mr.  Desrochers  is  directing  his  attention 
principally  to  the  production  of  children's  shoes, 
he  is  also  turning  out  a  small  quantity  of  women's 
turns.  His  product  is  now  distributed  throughout 
the  Dominion. 

Mr.  Desrochers  has  had  a  long  experience  in 
shoe  manufacturing,  having  formerly  been  foreman 
with  the  Star  Shoe  Company.  Now  he  employs 
about  fifty  hands  in  his  own  plant.  Mr.  A.  Turgeon 
is  office  manager  of  the  concern. 


DUPONT  &  FRERE 


The  firm  of  Dupont  &  Frere  occupy  a  modern  and 
splendidly  equipped  factory  at  Maisonneuve,  where 
they  turn  out  medium  welts  and  McKays,  75  per 
cent,  of  the  output  being  welts,  in  women's,  boys' 
and  youths'  lines.  The  firm  has  grown  up  with  'the 
shoe  manufacturing  industry  in  Montreal  and  has 
kept  right  up-to-date  in  manufacturing  methods  and 
equii)ment.  They  were  established  in  1893,  being 
originally  located  on  Champlain  Street,  where  they 
manufactured  cacks  and  women's  McKays,  with  an 
output  of  about  1,000  pairs.  In  1900,  at  the  time 
when  Maisonneuve  began  to  develop  as  the  centre 
of  the  shoe  manufacturing  industry,  they  moved  to 
new  quarters  in  that  locality  and  are  still  operating 
on  the  same  site. 

Seven  years  ago,  in  1912,  the  firm  took  another 


step  forward,  by  the  installation  of  the  Goodyear 
welt   manufacturing  system. 

The  firm  was  at  first  controlled  by  Messrs,  Na- 
poleon Dupont  and  A.  L.  Dupont  in  partnership,  but 
in  1913  Mr.  Napoleon  Dupont  retired  from  the  busi- 
ness and  Mr.  A,  L.  Dupont  has  since  been  sole  pro- 
prietor. 

THE  DOMINION  SHOE,  LTD. 

The  Dominion  Shoe,  Limited,  Montreal,  spec- 
ialize in  the  manufacture  of  misses',  women's,  and 
children's  footwear.     The  firm  was  established  in 


R.    Cote,    Manager    Dominion    Shoe  Ltd. 

1910,  under  the  management  of  Mr.  Rosario  Cote. 
The  output  at  the  commencement  of  business  was 


Factory  of  Dupont  &  Frere 


A.  L.  Dupont 
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very  small,  but  by  the  addition  of  several  wings  to 
their  factory  it  has  been  increased  to  500  pairs  per 
day.  New  show  rooms  have  recently  been  added  to 
their  factory  at  2302  Chabot  Street,  Montreal,  and 
Mr.  Cote  extends  an  invitation  to  all  the  visitors 
to  the  show  to  come  and  inspect  his  new  samples. 
Mr.  Eugene  Cote  is  the  secretary-treasurer  of  the 
firm. 


DUFRESNE  &  LOCKE 


Dufresne  &  , Locke  is  another  of  Montreal's  well 
and  favorably  known  shoe  firms,  and  has  played  no 
insignificant  part  in  the  development  of  Canadian 
shoemaking.     Their  present  factory  is  located  on 


The  plant  space  now  occupied  is  about  85,000  square 
feet,  and  617  hands  are  employed. 

The  present  personnel  of  the  firm  is:  President, 


Thomas  Dufresne 

Ontario  Street,  Maisonneuve,  where  they  turn  out 
men's  welts  and  women's  welts,  McKays  and  turns, 
besides  a  small  quantity  of  children's  shoes.  The 
greater  part  of  their  output  is  in  men's  welts. 

The  old  firm  of  Pellerin  ^^JDuiressie  originally 
started  business  on  Craig  Street  twenty-eight  years 
ago,  where  they  turned  out  slippers  and  prunella 
goods.  Two  years  later  Mr.  Pellerin  died,  and 
Mr.  Ralph  Locke  came  into  the  firm.  At  that  time, 
when  the  firm  commenced  manufacturing,  their 
output  was  only  1500  pairs  of  shoes  per  'week.  To- 
day this  has  developed  to  18,000  pairs.  From  Craig 
Street,  after  four  years,  they  moved  to  Vitre  Street, 
where  they  operated  for  another  four  years,  their  out- 
put during  that  time  averaging  about  6,000  pairs  a 
week  in  men's  and  women's  McKays  and  turns. 

Having  developed  considerably  and  finding  an 
increased  demand  for  their  goods,  they  then  found  it 
necessary  to  move  to  still  larger  quarters  and  built 
a  factory  on  the  present  site,  where  three  ex- 
tensions have  since  been  made.  Their  first  output 
in  the  new  building  averaged  7,500  pairs  a  week. 


Oscar  Dufresne 

Mr.  Thomas  Duffesne;  treasurer,  Mr.  Oscar  Duf- 
resne; director  and  sales  manager,  Mr.  Candide 
Dufresne. 


THE  EAGLE  SHOE  CO 

It  was  about  16  years  ago  that  the  foundations  of 
the  Eagle  Shoe  Company  were  laid.    Since  then  the 


Oscar  Brunei 


concern  has  progressed  by  leaps  and  liounds,  and 
today  has  won  an  enviable  place  in  the  shoe  in- 
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dustry.  Mr.  Oscar  Brunei,  in  conjunction  with  Mr. 
E.  A.  Marchildon  and  Mr.  A.  P.  Cimon,  founded  the 
business,  commencing  operations  on  Providence  St., 
Montreal.  In  the  year  1914  the  company  was  incor- 
porated.   Mr.  Cimon  is  no  longer  connected  with 


Joseph  Brunet,  Eagle  Shoe  Co. 

it,  but  Mr.  Marchildon  is  still  a  partner  in  the  firm 
and  is  well-known  on  the  road. 

The  premises  on  Providence  Street  having  been 
burned  out  some  years  ago,  the  company  moved  to 
a  factory  on  Beaudry  St.  Two  storeys  were  subse- 
quently added  to  this  building,  and  last  year  it  was 


found  necessary  to  erect  a  big  four-storey  addition 
on  a  site,  45  x  100  ft.,  running  through  to  Visitation 
Street.  The  old  building,  which  is  connected  by 
means  of  fireproof  doors  with  the  new  portion,  is 
now  mainly  used  for  storage  purposes,  and  the 
principal  manufacturing  operations  are  carried  out  iii 
the  modern  structure. 

The  company  manufacture  two  branded  lines  of 
men's  and  women's  Goodyear  welts,  the  "Eagle" 
and  the  Frank  W.  Slater  "Strider,"  which  are  dis- 
tributed to  the  retail  trade  from  coast  to  coast  by 
eight  travellers. 

It  is  to  Mr.  Oscar  Brunei,  the  leading  spirit  in 
the  enterprise,  that  the  success  of  the  business  has 
mainly  been  due.  Mr.  Brunet,  strange  as  it  may 
seem,  had  little  or  no  practical  knowledge  of  the 
shoe  industry,  before  he  established  the  Eagle  Shoe 
Company.  As  a  boy  he  helped  his  father,  who  was 
engaged  in  the  carriage  building  trade,  and  after- 
wards v.'orkcd  in  a  general  store  up  to  the  time 
when  he  initiated  the  undertaking  of  which  he  is 
now  the  head. 


GAGNON,  LACHAPELLE  and 
HEBERT 


One  of  Montreal's  smaller  but  none  the  less  im- 
portant shoe  factories,  is  that  of  Gagnon,  Lacha- 
pelle  and  Hebert,  Kent  Street.  This  firm  was  es- 
tablished in  1912  under  the  name  of  Gagnon,  Lacha- 
pelle  &  Co.,  but  in  1916  Mr.  W.  Hebert  was  appoint- 
ed general  manager  and  the  name  was  changec  to 
Gagnon,  Lachapelle  &  Hebert. 

The  original  output  was  1,.500  pairs  per  week. 


■ill  IF 


Factory    of  Gagnon, 
Lachapelle  &  Hebert, 
established  in  1912 
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but  this  has  gradually  been  increased  till  now  9,000 
pairs  are  being  turned  out.  In  order  to  increase 
the  capacity  of  their  factory,  an  additional  wing 
has  just  been  added.  This  new  addition  will  greatly 
increase  their  output.  This  firm,  which  is  capitaliz- 
ed at  $100,000,  has  an  annual  turnover  of  $750,000. 
About  175  hands  are  employed  at  present,  but  when 
the  additional  wing  is  completed  this  number  will 
be  greatly  increased. 

The  firm  are  engaged  in  manufacturing  women's 
to  infants'  white  canvas  shoes,  and  women's  Mc- 
Kay leather  shoes  in  all  grades. 

Mr.  Gagnon  looks  after  the  buying  of  leather, 
Mr.  Lachapelle,  buying  of  supplies,  while  Mr.  He- 
bert  is  the  office  and  sales  manager. 


KINGSBURY  FOOTWEAR  CO. 

Twenty-one  years  ago,  Mr.  R.  Lanthier  and  Mr. 
N.  Dufresne  started  the  business  which  is  now  oper- 
ating as  the  Kinsbury  Footwear  Company,  a  name 
very  familiar  in  the  industry,  both  in  Montreal  and 
throughout  the  Dominion.  They  commenced  with 
the  manufacture  of  women's,  misses',  and  child- 
ren's turn  shoes,  with  an  output  of  200  pairs  per 
week.  Since  then  the  capacity  of  the  plant  has  in- 
creased ten  times,  and  it  now  ranks  as  one  of  the 
largest  in  Canada. 

The  first  building  occupied  by  the  partners  was 
on  Montcalm  Street,  a  very  small  and  unimposing 
premises  indeed.  Later  they  moved  to  214  Craig 
Street,  and  remained  there  for  one  year. 

In  1900,  when  Maisonneuve  was  developing  in- 
dustrially, the  company  was  offered  a  bonus  by  the 
municipality,  and  consequently  they  moved  to  their 
present  site.  At  that  time,  Mr.  E.  H.  Lanthier.  the 
father  of  Mr.  R.  Lanthier,  was  taken  into  partner- 
ship. 

In  1907.  a  further  reorganization  took  place.  Mr. 
Martin,  who  was  then  travelling  for  the  firm,  was 
taken  into  the  company,  and  a  limited  company 
was  formed    under    the    present    name  Kingsbury 


Footwear  Company,  the  officers  being:  President, 
Mr.  E.  H.  Lanthier;  first  vice-president,  Mr.  N. 
Dufresne;  second  vice-president  and  sales  manager, 
Mr.  Martin;  secretary-treasurer  and  general  man- 
ager, Mr.  R.  Lanthier.  The  firm  continued  with 
this  personnel  until  1912,  when  Mr.  Lanthier,  senior, 
retired.    Mr.  R.  Lanthier  then  became  president  and 


Mr.  F.   X.  R.  Lanthier,  President  Kingsbury 
Footwear 


general  manager;  Mr.  Dufresne,  vice-president  and 
Mr.  W.  F.  Martin,  second  vice-president  and  sales 
manager. 

The  Kingsbury  Footwear  Company  originally 
turned  out  women's,  misses'  and  children's  turn 
shoes,  but  in  the  years  1911-12,  they  began  to  spec- 
ialize on  women's  footwear  in  the  higher  grades. 
They  are  now  turning  out  women's  welts,  turns  and 
McKays  and  rank  as  the  largest  exclusive  women's 
shoe  factory  in  Canada.  The  firm  sell  both  to  whole- 
salers and  retailers,  but  the  greater  part  of  the  busi- 


Plant   of   Kingsbury   Footwear   Company,  Maisonneuve 
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ness  is  with  the  retail  trade.  They  have  seven 
travellers  on  the  road. 

The   Kingsbury   Footwear   Building   is   a  well- 


W.   F.   Martin,   Kingsbury  Footwear  Co. 

lighted,  modern  factory,  with  a  frontage  of  375  feet 
on  LaSalle  Avenue. 

LA  PARISIENNE  SHOE  CO. 

Prominent  among  the  women's  shoe  firms  which 
have  sprung  up  in  the  city  of  Montreal  since  the  be- 
ginning of  this  century  is  the  La  Parisienne  Shoe 
Company.  This  concern  was  originally  started  as 
Poliquin  &  Gagnon  and  these  two  gentlemen  are 


still  the  active  heads  of  the  firm.  It  was  in  1911 
that  a  reorganization  took  place,  when  the  presenv 
name  was  adopted.  At  that  time  Mr.  George  Poli- 
quin became  president  of  the  company  and  Mr. 
Jules  Gagnon,  vice-president.  Mr.  Poliquin,  it  is 
interesting  to  note,  was  one  of  the  pioneers  in  the 
shoe  manufacturing  business.  He  entered  it  very 
young,   starting   to   work   with   his   uncle,  George 


Georges  Poliquin,   President  La  Parisienne 
Shoe  Co. 

Renaud,  when  he  was  about  18  years  of  age.  His 
first  experience  was  in  the  making  of  hand-sewn 
turns.  After  four  or  five  years  steady  work,  which 
demonstrated  his  ability  and  aptitude,  his  uncle  put 
him  in  charge  of  the  factory.     When  he  was  28 


'  *       ^i!5lil«1•l  ■'  l„^•l«'- 
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years  old,  Mr.  Poliquin,  in  partnership  with  Mr. 
Jules  Gagnon,  bought  out  the  business  from  the  for- 
mer's uncle,  starting  in  with  a  capital  of  $1000.  The 
two  partners  conducted  the  business  until  1911, 
when  Mr.  J.  A.  Lavoie  was  taken  into  the  firm; 
Mr.  Jeannotte  being  appointed  secretary-treasurer. 

When  they  first  started  out,  the  production  of 
the  firm  was  about  five  or  six  cases  a  week  of  prun- 
ella goods.  About  ten  years  ago,  however,  they  com- 
menced to  go  into  the  higher  grade  shoes,  and  their 
present  output  is  about  3,000  pairs  a  week  of 
women's  turns  and  welts,  mostly  in  kid,  suede  and 
ooze  calf. 

The  firm's  first  factory  was  on  Cote  Avenue,  but 
in  1909  they  moved  to  the  present  site  on  LaSalle 
Avenue,  Maisonneuve,  and  last  year  they  doubled 
their  space.  Their  building  now  has  a  frontage  of 
120  feet  and  a  depth  of  75  feet.  145  hands  are  em- 
ployed. 

The  firm  distributes  to  retailers  only  throughout 
Canada,  having  four  travellers  on  the  road. 


LA  DUCHESSE  SHOE  CO. 


day.  From  100  to  120  cases  of  McKays  are  turned 
out  per  week,  and  from  60  to  75  cases  of  turns. 
Their  output  is  chiefly  in  women's  lines,  with  the 
exception  of  a  small  production  of  men's    They  al- 


Quite  a  remarkable  growth  has  been  shown  in 
the  business  of  La  Duchesse  Shoe  Company  since 
its  formation  in  1908.  The  firm  commenced  busi- 
ness on  Plessis.  Street  with  an  output  of  only  some 
hundreds  of  pairs  a  week.  Later  they  moved  to 
Grothe  Street,  and  finally,  when  the  increased  de- 
mand for  their  product  made  it  necessary,  they  es- 
tablished themselves  in  their  pres'en;t  up-to-^date 
plant  on  Beaudry  Street,  where  they  employ  some 
250  hands.    Their  output  runs  up  to  2,000  pairs  a 


B.    Vaillancourt,  President 

SO  produce  a  quantity  of  men's  slippers  and  some 
misses'  and  children's  medium  grade  shoes. 

The  building  is  well  lighted  and  well  equipped; 
it  has  eight  storeys,  measuring  90  x  45  ft. 

Mr.  B.  Vaillancourt  was  originally  the  owner  |of 
the  firm,  but  five  years  ago  Mr.  D.  F.  Desmaris  was 
taken  into  partnership. 


Factory  of  La 
Duchesse    Shoe  Co., 
on   Beaudry  St. 
Two    hundred  and 
fifty  employees. 
■  Two  thousand  pairs 
per  day 
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MacFARLANE  SHOE  CO. 

One  of  Canada's  most  well-known  shoe  firms  is 
the  MacFarlane  Shoe  Co  ,  Ltd.,  Montreal.  This 
firm,  which  was  established  in  1S9(5,  has  enjoyed  an 


Norman  MacFarlane 


enviable  record  for  the  past  fourteen  years.  Their 
output,  which  is  1,500  per  day  is  evenly  distributed 
between  children's  turns,  women's  welts  and  turns, 
and  stitchdowns. 


A  new  addition  has  recently  been  added  to  their 
factory,  which  is  one  oi  the  most  modern  in  Canada. 
While  no  export  trade  is  done,  shipments  are  made 
to  all  parts  of  Canada  and  Newfoundland.  In  their 
factory  at  Montreal,  some  1.50  hands  are  employed. 

Mr.  H.  H  Perry  is  sup^'^'ntendent  of  factory 
and  buyer  of  supplies,  while  Mr.  N.  MacFarlane 
looks  after  the  buyinLi;  of  leather. 

J.  A.  McCAUGHAN  &  SON 

The  establishment  of  J.  A.  McCaughan  &  Son. 
689  Champlain  Street,  Montreal,  was  founded  in 
1910.  with  a  very  small  capital.  The  original  ca- 
pacity was  150  pairs  per  day  of  hand-made  misses' 
and  children's  McKay  shoes.  In  1915  an  addition 
to  the  factory  was  necessary,  owing  to  the  increase 
in  l)usiness,  and  an  annex  was  built,  and  women's 
lines  added.  This  brought  the  output  up  to  .'JOO  pairs 
a  day,  the  floor  space  being  increased  from  3,400 
square  feet  to  7,400  square  feet. 

In  1919  another  addition  to  the  plant  was  neces- 
sary, and  now  this  has  been  found  insufficient,  so 
that  another  building  is  being  constructed.  When 
this  is  completed  the  capacity  of  the  plant  will  be 
900  pairs  a  day,  the  total  area  of  the  factory,  which 
is  equipped  with  the  most  up-to-date  machinery,  be- 
ing 18,000  square  feet. 

Service  Department 

Messrs.  J.  F.  Sharpe,  F.  J.  Sharpe  and  J.  Bon- 
thron  are  representing  this  company  in  Ontario, 
Mr  G.  H.  Betournay,  in  Alontreal  and  Quebec  City, 
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Mr.  E.  L  .L'Heureux  in  the  province  of  Quebec, 
and  Mr.  C.  E.  Betournay  in  the  Maritime  Prov- 
inces and  the  City  of  Ottawa. 

THE  RENA  FOOTWEAR  CO. 

The  Rena  Footwear  Company,  'on  Ernest  Street 
and  Third  Avenue,  is  another  of  the  Maisonneuve 
fjroup  of  well-equipped,  modern  shoe  factories.  It 
was  established  in  1913,  but  at  first  operated  on 
Beauvais  Street,  and  has  just  recently  moved  to  its 


Their  present  factory  is  a  four-storey  building 
45  X  110  ft.  They  have  also  a  permanent  central 
sales  room  at  15.3  Peel  Street.  Mr.  A.  Dussault  is 
president  of  the  firm,  and  Mr.  Cyr  is  the  general 
manager.  Mr.  Cyr  has  been  connected  with  the 
footwear  business  for  sixteen  years,  and  came  to 
the  Rena  Footwear  Company  six  years  ago.  He 
was  formerly  with  the  Regina  Shoe  Company,  and 
later  for  five  years  in  the  leather  business.  Just 
previous  to  joining  the  Rena  Footwear  Company,  he 
was  with  the  O.  B.  Shoe  Company,  Drummondville, 
P.  Q.,  for  four  years. 


J.  A.  Cyr 

present  quarters.  Its  output  since  its  formation  has 
increased  from  300  to  1,000  pairs  per  day.  The  lines 
turned  out  are  women's,  misses'  and  children's  med- 
ium McKays  in  staple  leathers.  The  firm  distri- 
bute both  to  retailers  and  wholesalers,  having  six 
tr-dvellers  on  the  road. 


THE  REGINA  SHOE  CO. 

One  of  the  outstanding  Montreal  shoe  manufac- 
turing concerns  concentrating  on  high  grade 
women's  lines  is  the  Regina  Shoe  Company,  Limited. 
Their  factory  is  located  at  330  Notre  Dame  Street. 
East,  close  to  the  centre  of  the  city,  where  they  oc- 
cupy 3,100  sq  .ft.  of  floor  space.  Eighty-five  per  cent, 
of  their  output  is  in  women's  welts  and  turns  in  kid, 
patent  and  suede.  They  have  latterly  been  devot- 
ing themselves  entirely  to  the  most  expensive  grade 
of  shoes.  When  they  first  started,  their  output  was 
25  cases  a  week.  This  increased  to  a  maximum  of 
1,000  pairs  a  day,  while  the  present  output  is  720 
pairs  a  day.    Two  hundred  hands  are  employed. 

Mr.  J.  I.  Chouinard  is  president  and  genera', 
manager;  vice-president  is  Mr.  A.  Gauthicr;  the 
superintendent  and  director,  Mr.  Peter  Chouinard, 
a  brother  of  the  president;  and  Mr.  J.  E'  Pare  is 
sales  manager  to  the  wholesale  trade. 

Mr.  J.  I.  Chouinard,  whose  name  is  now  one  that 
is  familiar  to  the  shoe  trade  in  Canada,  rose  from  a 
very  inconspicuous  place  in  the  industry.  He  was 
l)orn  in  Bedford,  Missisquoi  County,  in  1805,  and 
commenced  his  career  with  a  retailer  in  Montreal  in 
1868.  Later  he  entered  the  wholesale  shoe  busi- 
ness, under  the  name  of  J.  I.  Chouinard,  and  still 
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conducts  a  large  selling  business  at  314  Notre  Dame 
Street,  East,  Montreal,  and  throughout  the  dif¥erent 
provinces.  In  1911,  Mr.  Chouinard  organized  the 
Columbus  Rubber  Co  ,  of  which  he  is  president  and 
general  manager.    He  is  also  a  director  of  the  Way- 


THE  STAR  SHOE  CO. 

One  of  the  best  equipped  and  most  up-to-date 
plants   engaged  in   the   manufacture   of  children's 


land  Shoe  Company,  Limited.    In  his  jobbing  1)usi- 
ness,  Mr.  Chouinard  handles  practically  all  lines  of 
shoes,  and  'has  ten  travellers  distributing  his 
throughout  the  Dominion. 


(roods 


shoes  is  that  of  the  Star  Shoe  Company  in  Maison- 
neuvc.  The  building  is  four-storey,  meas^^hg  150 
ft.  X  50  ft.  The  employees  number  about  300,  and 
the  output  is  1,500  pairs  a  day,  in  children's,  misses' 
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and  growing  girls'  turns,  McKays  and  stitchdowns. 

Mr.  J.  I.  Chouinard,  who  is  also  president  of  the 
Regina  Shoe  Company,  took  over  the  Star  Shoe  Com- 
pany in  1917.  At  that  time  the  firm  was  operating 
in  a  small  factory  on  Craig  Street.  It  was  in  order 
to  provide  for  the  growth  of  the  business  and  to 


turn  out  a  better  product  that  the  move  was  made 
shortly  afterwards  to  the  present  plant. 

Associated  with  Mr.  J.  I.  Chouinard  in  the  firm 
are  Mr.  A.  Graton,  vice-president,  and  A.  Gauthier, 
secretary  and  treasurer. 


GEORGE  A.  SLATER  LTD. 


The  name  of  George  A.  Slater  is  one  that  was 
well-known  amongst  the  pioneers  in  shoemaking, 
and  is  equally  familiar  to  the  ears  of  the  younger 
generation  of  shoemen.  Mr.  Slater  established  the 
firm  of  George  Slater  &  Company  in  1901.  Under 


his  direction  it  has  since  grown  rapidly.  His  two 
sons,  George  M.  and  Charles  Slater,  are  following 
in  their  father's  footsteps  and  have  done  their  share 
towards  the  success  of  the  firm.  The  former  is  vice- 
president  and  has  charge  of  the  purchasing  and  cost- 
ing end  of  the  business,  while  the  latter  is  a  director 


Geo.  A.  Slater 

and  oversees  the  manufacturing  and  sales  depart- 
ments. The  lines  turned  out  are  men's  and  women's 
high  grade  welt  shoes,  the  output  of  the  plant  being 
600  pairs  per  day,  about  60  per  cent,  of  its  capacity. 
The  capacity  of  the  plant  was  originally  300  pairs 
a  day.  The  firm  distributes  to  the  retailers  exclus- 
ively, having  seven  travellers  representing  them  in 
Canada.  They  also  have  a  traveller  selling  shoes  in 
the  larger  cities  in  the  Eastern  States. 

The  company  is  still  located  on  the  same  site 
where  their  plant  was  originally  established.  They 
are  now  employing  350  hands. 


Where  the  "Invictus" 
is  made 


1 
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Gauthier,  President  Slater  Shoe  Co., 


THE  SLATER  SHOE  CO. 

The  name  of  "Slater"  is  one  that  is  historical  in 
the  shoe  manufacturing  industry  of  Canada.  Over 
half  a  century  ago,  in  the  year  1869,  the  Slater  Shoe 
Company  was  established,  and  has  since  been  oper- 


Mr.  A.   Lecours,  Canadian  Footwear  Co. 

ating  under  the  same  name.  The  personnel  of  the 
firm  is  entirely  changed,  however,  and  none  of  the 
Slater  family  are  now  connected  with  it,  but  the 
standard  of  the  product  has  been  maintained  and 
raised. 


The  most  recent  reorganization  was  in  1914, 
when  a  new  directorate  was  appointed,  with  Mr.  L. 
E.  Gauthier  '  as  president,  and  Mr.  J.  A.  Mirault, 
secretary-treasurer.  Mr.  F.  J.  Boyden  is  superin- 
tendent of  the  factory  and  buyer  of  leather,  and  Mr. 
E.  E.  Gibeau,  assistant  superintendent  and  findings 
purchaser.  - 

The  company  manufacture  a  high  grade  and 
medium  class  of  men's,  boys'  and  youths'  Goodyear 
welts,  their  present  output  being  about  800  pairs  « 
day,  which  is  75  per  cent,  of  their  capacity.  The 
])ulk  of  their  output  is  in  men's  shoes  in  calf  leather. 
On  the  average  about  17.5  hands  are  employea  in 
the  plant,  and  there  are  eight  salesmen  on  the  road 
sellin.g  the  firm's  goods. 

Since  the  present  management  took  over  the  the 
operation  of  the  plant,  the  growth  of  their  produc- 
tion has  been  about  doubled.  In  1914  they  manu- 
factured between  85,000  and  95,000  pairs,  while  last 
year  their  output  was  175,000  pairs. 

CANADIAN  FOOTWEAR  CO. 

The  Canadian  Footwear  Co.  is  a  large  modern 
plant  which  has  been  established  in  Montreal  since 
the  beginning  of  the  war.  The  company  was 
formed  in  1915,  Mr.  L,  E.  Gauthier  being  president. 
Mr.  A.  LeCours  is  the  secretary  and  manager,  and 
Mr.  H.  Frechette  is  the  sales  manager  of  the  firm. 
The  factory  is  a  four-storey  building,  being  under 
the  same  roof  as  the  Slater  Shoe  Co  It  measures 
50  ft.  by  340  ft.  and  is  excellently  lighted  and 
equij^ped.  Two  hundred  and  sixty-five  employees 
comprise  the  staff. 

The  company  turns  out  women's  McKay's  turns 
in  the  higher  grades.    They  also  make  a  specialty 
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of  white  canvas  summer  footwear.  Their  capacity 
is  about  12,000  pairs  a  week  and  at  the  present  time 
they  are  running  to  full  capacity. 

Mr.  L.  E.  Gauthier  is  a  prominent  figure  in  the 
industry  in  Montreal.  As  well  as  being  president 
of  the  Canadian  Footwear  Co.,  he  is  head  of  the 
Slater  Shoe  Co.  and  is  also  connected  with  the 
leather  business.  He  has  built  up  a  live  staff  and 
his  enterprise  has  progressed  very  favorably  since 
its  establishment. 


FIT-RITE  SHOE  CO. 

The  Singers  Fit-Rite  Shoe  Company,  Limited, 
Montreal,  was  established  in  1905  by  Mr.  Max  Singer. 
For  fifteen  years  Mr.  Singer  confined  himself  to  the 
retail  shoe  business,  operating  a  store  at  485  Notre 
Dame  Street,  West.    In  1917  he  opened,  in  addition 


Max  Singer,   Manager  Fit-Rite  Shoe  Co. 

to  his  store,  a  jobbing  house  at  362  Notre  Dame 
Street,  West.  Owing  to  his  wide  experience  in  the 
retail  shoe  game,  Mr.  Singer  is  able  to  anticipate 
the  needs  of  the  retailer,  both  in  styles  and  prices. 
Mr.  Singer  has  developed  his  business  to  suc'n  an  ex- 
tent, during  the  past  three  years,  that  he  has  found 
it  necessary  to  occupy  two  floors  at  3G2  Notre  Dame 
Street  West,  where  a  staff  of  fifteen  are  employed. 

Mr.  Singer  extends  an  invitation  to  the  trade  to 
make  his  office  their  home  during  the  week  of  the 
Fair. 

SMARDON  SHOE  CO.  LTD. 

The  name  of  Smardon  is  well-known  in  the  shoe 
industry  of  Canada.  The  business  of  the  Smardon 
Shoe  Co  ,  Ltd.,  was  established  in  1904  by  Mr.  Wal- 
ter Smardon  on  Beaudry  Street,  and  about  ten 
years  ago  the  factory  was  removed  to  Visitation 
Street.    In  1914  the  firm  was  converted  into  a  limit- 


ed liability  company,  and  the  officers  now  are  Mr. 
Walter  Smardon,  president;  Mr.  W.  R.  Smardon, 
vice-president  and  secretary-treasurer;  Mr.  G.  F. 
Smardon,  superintendent  and  director;  and  Mr.  J. 
P.  Buchanan,  director. 

The  output  is  about  8,000  pairs  per  day,  the  firm 
going  to  retailers  throughout  the  Dominion  through 
the  medium  of  seven  travellers.  ! 

The  company  make  the  highest  grade  of  women's 
shoes,  priding  itself  on  the  excellency  of  its  pro- 
ducts. 

J.  B.  A.  CORBEIL 

We  understand  that  Mr.  F.  X.  Leblanc,  for  many 
years  the  manager  of  Aird  &  Son,  is  negotiating  for 
the  acquisition  of  the  business  oif  J.  B.  A.  Corbeil, 


F.  X.  Leblanc 

579  De  Lanaudiere  Street,  Montreal,  The  firm  make 
for  jobbers  only,  and  manufacture  a  general  line  of 
McKays  Mr.  Leblanc  has  been  associated  with 
the  shoe  trade  for  many  years  and  has  been  with 
Aird  &  Son  for  a  very  long  period. 

STANDARD  WELT  CO. 

The  Standard  Welt  Company,  Limited.  Mon- 
treal, which  has  been  recently  formed,  has  taken 
out  a  patent  for  a  new  type  of  shoe.  The  process 
by  which  this  shoe  is  being  manufactured  is  funda- 
mentally different  from  the  Goodyear  welt  or  other 
process. 

Mr.  J.  Gosselin  is  the  president  of  this  firm.  At 
present  they  are  operating  at  3  St.  .\lcxandcr  Street, 
but  they  intend  moving  shortly  to  larger  premises, 
owing  to  the  growth  of  their  business. 

The  Standard  Welt  Company  will  have  samples 
of  their  shoes  on  exhibition  at  the  Shoe  Fair. 
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Nap.  Tetrault,  President  Tetrault  Shoe  Co. 


Albert  Tetrault,    Gen.    Man.   Tetrault  Shoe 
Company 


Peter  Doig,  Sales  Manager,  Tetrault  Shoe  Co. 


THE  TETRAULT  SHOE  CO 

Mr.  Nap  Tetrault,  president  of  the  Tetrault  Shoe 
Manufacturing  Company,  Ltd.,  has  been  a  maker  of 
history  in  the  Canadian  shoe  manufacturing  indus- 
try. The  growth  of  the  organization  of  which  he  is 
the  head  has  been  phenominal.  Twenty-tliree  years 
ago  he  started  in  a  small  way,  but  such  has  been 
the  development  of  his  business  that  the  Tetrault 
Shoe  Manufacturing  Co.  can  now  claim  to  be.  the 
large.-.t  makers  of  shoes  in  the  British  Empire.  For 
last  year  the  business  amounted  to  some  $7,000,000, 
and  considerable  foreign  trade  was  handled.  The 
C(jmpany  have  paid  special  attention  to  the  export 
of  &h()es  to  Europe,  particularly  France,  and  they 


ha-.  <•  ah-o  recently  established  business  connections 
in  Egypt,  India,  China,  Japan,  Holland,  Switzer- 
land, Greece,  Australia,  New  Zealand,  South  Atnca, 
Belgium,  the  British  West  Indies  and  South  Ameri- 
ca. 

Mr.  Nap.  Tetrault  was  born  in  1869  at  Chatham, 
Ont.,  and  after  receiving  an  education  at  Chatham 
High  School  and  Chatham  College,  went  to  Mon- 
treal. Here  he  engaged  in  the  shoe  business,  and 
became  manager  for  several  years  for  James  Leg- 
gatt,  shoe  jobbers.  In  1896  he  started  in  business 
for  himself,  in  a  small  way,  at  the  present  factory 
known  as  No.  1,  at  Demontigny  St.,  Montreal. 
Gradually  the  trade  expanded,  making  it  necessary 
to  extend  the  premises  from  time  to  time.  Such  in- 
deed has  been  the  expansion  of  the  business  that  in 


No.  2  factory  of  the  Tetrault  Shoe  Company 
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1918  the  company  purchased  the  James  Muir  factory, 
No.  3,  at  Maisonneuve,  and  their  capacity  was  again 
enlarged  last  year  by  the  construction  of  an  addi- 
tion to  this  building  last  year.  For  the  last  few 
years  the  company  has  manufactured  men's  welts 
exclusively. 

The  enterprise  of  the  head  of  the  Tetrault  Shoe 


Manufacturing  Co.  is  reflected  in  the  executive 
which  he  has'  built  up.  Mr.  Albert  Tetrault  is  vice- 
president  ^nd  general  manager;  Mr.  Oliver  Tetrault, 
general  purchasing  agent;  and  Mr.  Peter  Doig,  gen- 
eral sales  manager.  Messrs.  T.  A.  Robinson  and  J. 
B.  Marcoux  are  superintendents  of  factories  No.  1 
and  No.  2,  respectively. 


Montreal's  Wholesale  Establishments 


Shoe  jobbing  as  we  know  it  to-day  in  Montreal 
may  be  said  to  go  back  to  a  little  more  than  35  years. 
Prior  to  that  date,  and  even  later,  manufacturers 
did  a  certain  amount  of  jobbing,  supplementing 
their  own  lines  by  purchases  from  other  makers. 
James  Leggatt  and  James  Robinson  were  two  of  the 
pioneers  of  the  wholesale  trade,  and  they  were  fol- 
lowed by  Daoust,  Lalonde  &  Co.  As  time  went 
on,  other  firms  went  into  the  business,  mostly  in  a 
small  way,  and  a  number  of  them  soon  gave  up.  The 
value  of  the  jobber  was  appreciated  more  and  more, 
and  at  the  present  time  there  are  firms  who  are 
yearly  increasing  their  business,  and  whose  turnover 
is  very  extensive.  The  last  four  or  five  years  has 
seen  the  birth  of  a  number  of  new  firms. 


NATHAN  CUMMINGS 


Mr.  Nathan  Cummings,  of  153  Peel  St ,  is  one  oi 
the  younger  generation  of  jobbers,  who  has  made  re- 


during  the  last  two  years  that  the  space  occupied 
has  been  expanded  to  10,000  square  feet. 

When  Mr.  Cummings  commenced  business  the 
staff  consisted  of  himself  and  a  boy,  who  acted  as 


Nathan  Cummings 

markable  strides  since  starting  business.  Estab- 
lished in  1918,  the  firm  then  occupied  400  square 
feet  of  space,  but  so  rapid  has  been  the  development 


J.  A.  Vallary,  Sales  Manager 

shipper,  stenographer  and  clerk.  Now  the  office 
and  shipping  staff  numbers  17,  with  seven  travellers. 

An  office  with  a  desk  and  telephone  is  situated 
next  to  Mr.  Cumming's  private  office,  for  the  use  of 
out  of  town  customers. 

Associated  with  Mr.  Cummings  is  Mr.  R.  J. 
Henderson,  formerly  buyer  of  men's  shoes  for  the 
Robert  Simpson  Company,  Ltd.,  Toronto,  who  looks 
after  the  mail  order  department;  Mr.  R.  R.  Roberts, 
credit  department;  and  Mr.  J.  A.  Vallary,  sales 
manager 

INDUSTRIAL  EXPORT  CO 

The  Industrial  Export  Company  of  Canada,  Lit- 
ited,  was  incorporated  in  March  1919,  for  the  pur- 
pose of  developing  Canadian  export  business,  par- 
ticularly for  the  shoe  industry.  It  has  introduced 
Canadian  shoes  in  the  West  Indies,  South  Africa, 
the  British  Isles  and  the  United  States.  The  organ- 
ization has  now  a  sales  staff  and  display  room  in 
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New  York  City,  and  selling  representatives  in  its 
export  department  situated  in  England,  Scandinavia, 
the  Caribbean,  South  Africa,  and  elsewhere.  It  has 
been  the  policy  to  build  up  export  business  by  in- 
creasing import  business,  and  to  that  end  a  special 
Domestic  Sales  Department  was  organized  some 
months  ago,  and  through  this  branch  of  the  organ- 
ization, steadily  increased  development  has  taken 
place. 

The  Industrial  Export  Company  has  as  its  ac- 
tual head,  Mr.  G.  G.  Hodges,  who  has  had  con- 
siderable experience  in  the  shoe  business,  and  as 
sales  manager,  Mr.  W.  J.  Weldon,  who  with  Mr. 
R.  H.  Henderson,  the  secretary-treasurer,  have  suc- 
ceeded in  bringing  the  sales  staff  up  to  a  very  high 
standard  of  efficiency  Among  the  factories  whose 
export  business  is  controlled  by  this  organization 
are,  The  John  Ritchie  Co.  Limited,  of  Quebec, 
Palmer-McLellan—  Shoepack  Co.  of  Fredericton, 
Perth  Shoe  Company  of  Perth,  Hudson  Bay  Knit- 
ting Company,  Montreal. 


ALBERT  LAMBERT,  INC. 

Alfred  Lambert,  Inc.,  is  one  of  the  older  genera- 
tion  of  wholesale  firms.  Mr.  Lambert  is  also  a  manu- 
facturer, a  department  of  the  industry  into  which  he 


Alfred  Lambert 

embarked  in  ]«!)3,  trading  originally  as  Michaud  & 
Lambert,  and  having  a  small  factory  on  Montcalm 
Street.  The  name  was  afterwards  changed  to  the 
Royal  Shoe  Company,  the  factory  having  been  mov- 
ed to  Maisonncuve.  The  lines  were  fine  McKays, 
turns,  and  standard  screw  goods.  The  business  was 
sold  in  1905,  and  Mr.  Lambert  llu-n  acqtrired  a  fac- 
tory and  tannery  at  Acton  \'ale,  J'.  (J.,  lo  manufac- 
ture i)egged  shoes  and  standard  screwed,  and  also 


commenced  business  as  a  jobber  in  order  to  com- 
plete his  line  of  goods.  At  a  still  later  date  he  pur- 
chased the  interests  of  the  Farmers'  Shoe  Company, 
Acton  Vale,  and  amalgamated  this  with  the  other 
factory  he  owns  at  the  same  place.  The  firm  in 
1911  also  began  to  carry  rubbers.  There  are  fifteen 
travellers  for  the  firm.  The  business  is  now  car- 
ried on  at  Notre  Dame  St.  VV  ,  where  it  was  started 
after  Mr.  Lambert  sold  hi.s  interests  in  the  Royal 
Shoe  Company. 


JAMES  ROBINSON  CO.  LTD. 


To  Montreal  belongs  the  credit  of  having  the 
largest  shoe  jobbi-ng  house  in  Canada.  This  is  the 
James  Robinson  Co.,  Ltd.,  founded  by  Mr.  James 


James  Robinson 

Robinson,  who,  after  an  experience  on  the  staff  of 
Ames,  Holden  &  Company  and  also  as  traveller, 
commenced  business  in  1885  by  opening  an  office  in 
his  home.  As  trade  increased  he  secured  a  small 
store,  and  in  1896  removed  to  the  present  premises  in 
McGill  St.  Splendid  indeed  has  since  been  the  devel- 
opment The  business  has  grown  to  great  propor- 
tions, orders  being  received  from  all  parts  of  the 
Dominion 

Mr.  Robinson  also  organized  the  Maple  Leaf 
Rubber  Company,  Port  Dalhousie,  Ont.,  which  was 
sold  to  the  Canadian  Consolidated  Rubber  Co.,  and 
later,  in  conjunction  with  other  wholesalers,  organ- 
ized the  Independent  Rubber  Co,  Merriton,  Ont., 
of  which  he  is  president.  He  took  an  interest  in 
other  cc'mpanies,  and  also  for  several  years  was 
alderman  of  the  city  of  Montreal,  during  which  time 
he  fought  vigorously  for  pure  civic  administration. 

For  some  time  Mr.  Robinson's  health  was  none 
too  good,  and  consequently  he  turned  over  the  prac- 
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tical  management  of  affairs  to  Mr.  George  Robin- 
son. In  October  last  the  firm  was  turned  into  a 
limited  liability  company,  with  Mr.  James  Robin- 


in  1916  Mr.  R.  L.  Savage  resigned,  the  name  being 
changed  to  the  Miner  Shoe  Co.,  Ltd. 

Tl:c  otlicers  are  Messrs.  W.  H.  Miner,  president; 


J.  G.  Robinson 

son  president,  Mr.  J.  George  Robinson  vice-presi- 
dent, and  Mr.  D.  S.  Benvie  secretary-treasurer. 


DUFRESNE  and  GALIPEAU 

The  firm  of  Dufresne  &  Galipeau,  Ltd  ,  was  es- 
tablished in  1906  by  Messrs.  Dufresne  and  T.  Gali- 
peau. It  does  an  extensive  jobbing  business,  es- 
pecially in  the  province  of  Quebec,  and  is  also  en- 
gaged in  the  manufacturing  end.  The  business  was 
incorporated  in  1912.  Mr.  Galipeau,  who  was  lot- 
merly  a  traveller,  died  suddenly  last  year,  and  Mr. 
Dufresne  is  now  connected  with  Dufresne  &  Locke. 
Mr.  Ralph  Locke,  who  recently  retired  from  the  lat- 
ter concern,  has  acquired  a  controlling  interest  in 
Dufresne  &  Galipeau,  of  which  Mr.  A.  Locke  is 
sales  manager.  Mr.  A.  Locke  was  formerly  sales 
manager  of  the  Slater  Shoe  Co.,  Ltd. 


A.  E.  Jackson,  Vice-president  Miner  Shoe  Co. 

A.  E.  Jackson,  vice-president  and  general  manager; 
R.  R.  Macaulay,  director;  with  Mr.  H.  V.  Shaw, 
sec.-treas.;  and  Mr.  A.  R.  Angus,  sales  manager. 


Ames,  Holden,  McCready,  Ltd.,  and  J.  I.  Chouin- 
ard  are  also  jobbers  besides  manufacturers;  while 
other  jobbers  are  Bignell  and  Knox,  the  Metropoli- 
tan Shoe  Co.  (a  subsidiary  of  Daoust,  Lalonde  & 
Co.,  Ltd.),  the  Empire  Shoe  Co.,  Stag  Shoe  Co.,  A. 
L.  Johnson  Shoe  Co.,  and  J.  A.  Pelletler. 


THE  MINER  SHOE  CO. 


The  Miner  Shoe  Co.,  Limited,  is  one  of  the  most 
important  jobbing  houses  in  the  Dominion.  They 
carry  general  lines  and  have  representatives  from 
coast  to  coast.  In  addition  the  company  are  the 
agents  for  the  Miner  Rubber  Co.  in  Quebec  and 
Eastern  Ontario.  The  firm  started  in  1910  under 
name  of  Jackson  &  Savage,  the  object  then  being  to 
market  Miner  rubbers  in  the  province  of  Quebec. 
The  following  year  the  company  extended  their 
operations  by  engaging  in  a  general  shoe  jobbing- 
business.    In  1913,  the  firm  was  incorporated,  and 


R.   R.  Roberts,  Credit  Manager.   Nathan  Cummings 
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The  Allied  Manufacturing  Industries 


BENNETT  LIMITED 


In  the  manufacturing  of  counters  Canada  has 
made  rapid  progress  during  the  past  three  years. 
Previous  to  1917  a  large  percentage  of  counters 
used  in  Canada  was  imported,  but  during  the  past 
three  years  the  situation  has  entirely  changed — less 
than  one  per  cent,  of  the  shoe  manufacturers  in  Can- 


board  Company,  l)ut  in  1917,  a  reorganization  took 
place  and  the  name  was  changed  to  Bennett,  Limit- 
ed. 

An  extension  of  110  ft.  x  06  ft.  is  now  being  add- 
ed to  their  already  large  factory,  in  order  to  cope 


Frank  E.  Norton,  President 

ada  are  now,  we  are  informed,  using  imported 
counters.  ti 
Bennett,  Limited,  Chambly  Canton,  one  of 
Canada's  leading  counter  manufacturing  firms  was 
established  in  1917.  For  five  years  previous  to  this 
date  the  firm  was  known  as  the  Canadian  Leather- 


G.   Davis,  Vice-president  and  Sales  Manager 

with  the  orders  now  placed  with  the  firm.  A  ware- 
house is  also  nearing  completion  at  Kitchener,  Ont. 


The  plant  of  Bennett,  Limited 
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This  building  will  be  ready  for  receiving  goods  by 
July  1st.  On  December  24th  last  one  of  the  fac- 
tory buildings  was  entirely  destroyed  by  fire,  but 
everything  was  in  working  order  again  inside  of  8-1 
hours.  This  entailed  an  enormous  amount  of 
trouble  as  all  the  machinery  which  was  destroyed  by 
fire  had  to  be  replaced  by  borrowed  machinery 
from  other  factories  in  the  United  States  and  Can- 
ada. 

In  the  factory  120  hands  are  now  employed,  but 
with  the  addition  which  is  being  added  to  the  fac- 
tory, this  number  will  be  considerably  increased. 

The  executive  officers  are  as  follows:  Mr.  F.  E. 
Norton,  president;  Mr.  G.  Davis,  vice-president  and 
sales  manager;  Mr.  P.  C.  Warrington,  treasurer; 
Mr.  H.  E.  Walker,  secretary;  and  Mr.  P.  E.  Bonin, 
chairman  of  the  board  of  directors  and  general 
manager. 

CONAWAY  &  WADSWORTH 
PATTERN  CO. 

To  meet  the  needs  of  Canadian  shoe  manufac- 
turers for  the  supply  of  the  latest  shoe  patterns,  the 
Conaway  &  Wadsworth  Pattern  Company  have  re- 


Gus    Lossman,  Manager 

cently  established  a  plant  on  McGill  Street,  Mon- 
treal. A  company  by  the  same  name  operates 
with  headquarters  at  Milwaukee,  Wisconsin,  but 
the  Canadian  concern  is  a  separate  organi- 
zation. Mr.  C.  W.  Conaway  is  president  and  Mr. 
W.  A.  Wadsworth  vice-president  and  treasurer,  and 
Mr.  Gus  Lossman  secretary  and  manager. 

'i'he  company  design  and  manufacture  all  kinds 
of  shoe  patterns,  and  by  keeping  in  close  touch  with 
New  York  through  the  associated  company  in  the 
States,  they  are  thus  enabled  to  keep  right  up  to 
the  minute  in  the  matter  of  styles.  The  company 
specialize  on  service  and  rapid  delivery  to  their 
customers.  They  are  already  doing  business  with 
some  of  the  best  concerns  in  Montreal,  and  quite 
a  number  of  shoes  made  from  their  patterns  will  be 


shown  at  the  coming  "Style"  show.  They  have  a 
full  equipment,  including  Reed  power  grader  in 
their  pattern  room,  and  a  first-class  organization 
to  take  care  of  their  trade.  Mr.  Lossman  is  looking 
after  the  Canadian  operations. 

L.  H.  PACKARD  &  CO. 

"Packard"  is  a  familiar  name  in  Canada.  True, 
the  heads  of  the  firm  bearing  the  name  so  familiar 
to  the  shoe  trade  throughout  the  Dominion  came 
from  Boston.  That  was  so  many  years  ago  (in 
1870)  that  no  one  has  ever  regarded  them  as  any- 
thing but  Canadian — which  practically  they  have 
always  been. 

It  was  on  St.  John  Street,  Montreal,  that  Messrs. 
L.  H.  Packard  and  Edward  Packard  opened  a  small 
store  in  1870,  and  began  business  as  dealers  in  shoe 
findings  and  shoe  store  supplies.  After  six  years 
of  close  attention  to  business  and  studious  catering 
to  the  needs  of  the  trade,  it  was  seen  that  larger 
quarters  were  imperatively  required,  so  premises 
were  secured  at  146  McGill  Street.  Business  de- 
veloped to  such  an  extent  that  in  1886  still  greater 
accommodation  was  sought.  This  was  secured  at 
162  McGill  Street,  where  the  next  twenty  years  were 
spent.  In  1903  business  had  reached  such  propor- 
tions that  it  was  deemed  wise  to  convert  the  con- 
cern into  a  liability  company,  and  the  name  of  L. 
H.  Packard  &  Company,  Limited,  was  adopted. 

Three  years  after  incorporation,  the  firm  built 
and  moved  into  their  fine  new  offices  and  warehouse 
at  15  St.  Antoine  Street,  Montreal.  This  move  ad- 
ded fresh  impetus  to  the  company's  operations,  and 
in  1910,  they  were  compelled  to  build  a  five-storey 
factory  on  St.  Monique  Street,  where  shoe  dressings 
only  are  made. 

Mr.  Edward  Packard  is  president  of  the  com- 
pany; Mr.  M.  L.  Packard  vice-president;  Mr.  J.  W. 
Strike,  secretary-treasurer,  and  Mr.  B.  E.  Packard, 
general  sales  manager. 

INTERNATIONAL  SUPPLY  CO. 

The  International  Supply  Co.,  whose  head  office 
was  recently  removed  from  Kitchener,  Ont.,  to 
Montreal,  was  established  in  1915.  The  firm  was 
organized  by  Messrs.  H.  N.  Lincoln  and  H.  W^ 
McDowell,  who  are  still  sole  owners  of  the  busi- 
ness, Mr.  Lincoln  Ibeing  in  charge  of  the  Kitchener 
ofiice,  while  Mr.  McDowell  looks  after  the  Montreal 
office. 

There  is  also  a  ^Vlontreal  Iiranch  office,  which  is 
looked  after  by  Mr.  H.  L.  Taylor.  He  needs  no 
introduction  to  the  Montreal  trade,  having  been  in 
hi.=  present  position  more  than  two  years.  For  a 
number  of  years  he  was  associated  with  firms  cater- 
ing to  shoe  manufacturers.  Associated  with  Mr. 
Taylor  is  Mr.  R.  R.  Dupere,  who  has  been  with  the 
company  for  over  a  year. 

The  Quebec  branch  is  located  at  566  St.  Valicr 
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Street  in  J.  A.  Scott's  building.  This  branch  is  in 
charge  of  Mr.  T.  H.  Connolly,  who  has  had  consid- 
erable shoe  factory  experience. 

The  policy  of  the  company  has  been  from  the 


ROBIN  BROS.  LTD. 


In  1898  Mr.  L.  E.  Robin,  with  his  brother,  bought 
out  the  Dominion  Last  Company  and  started  in  busi- 
ness under  the  name  of  Robin  Bros.  In  1901,  their 
l)usiness  having  developed,  they  bought  out  the  Mas- 
sachusetts Last  Factory,  and,  in  1905,  the  McGregor 


H.  N.  Lincoln 

Start,  quality  goods,  fair  prices,  fair  dealings  and 
service. 

It  is  expected  that  Mr.  Lincoln  will  be  in  Mon- 


L.  E.  Robin 

Last  Company — both  of  these  firms  in  Montreal; 
and  finally,  in  1915,  took  over  a  portion  of  the  pro- 
perty  of   the   Lyn    Last    Company,   of   Lyn,  Ont. 


H.  O.  McDowell 


treal  during  the  show,  while  Messrs.  Caidney  and 
(,'onnfjlly  of  the  Queiicc  ol'fice  will  also  be  there  for 
the  greater  part  of  the  week. 


J.  A.  Belanger,  Manager,  Robin  Bros. 

Naturally,  every  time  a  factory  was  acquired,  it  neces- 
sitated an  addition  in  building  and  equipment,  so 
that  today  Robin  Bros,  have  a  most  modern  plant. 
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The  home  of  Robin 
Bros.  (Robin  Freres) 
Last  Manufacturers 


Their  equipment  is  right  up-to-date  and  includes  a 
shaving  machine — the  only  one  in  Canada — which 
has  contributed  much  lately  to  the  success  of  the 
firm. 

They  have  now  a  capacity  of  two  thousand  five 
hundred  pairs  a  week  and  their  reserve  of  blocks 
this  year  is  over  five  hundred  thousand  (ai)out  60 
carloads),  which  are  all  made  and  stored  at  their 
plant  in  Montreal. 

Mr.  Robin,  the  sole  proprietor  of  Robin  Bros., 
is  a  self-made  man  and  through  hard  work,  combin- 
ed with  mechanical  ability,  he  has  won  his  success. 
A  number  of  machines  in  the  factory  are  the  products 
of  his  brains.  Among  other  devices  he  has  to  his 
credit  the  invention  of  the  hinged  lasts  which  the 
firm  manufacture  and  also  of  the  machine  to  make 
them. 

Mr.  Robin  is  a  clean-cut  business  man  and  he 
has  a  hobby — duck  hunting. 

Mr.  Belanger,  the  sales  manager,  has  been  with 
the  firm  for  twelve  years,  and  he  is  a  well-known 
figure  among  shoemen  of  the  province  of  Quebec. 
His  policy,  like  that  of  Mr.  Robin,  is  "a  square  deal 
and  satisfaction  to  the  customer." 


JAMES  CLELAND  REG'D. 


PERFECTION  COUNTER  LTD. 

Perfection  Counter,  Ltd.,  was  started  three  years 
ago  on  St.  Hubert  Street,  Montreal,  and  one  year 
later  the  premises  proved  too  small  to  take  care  of 
the  fast  growing  trade.  The  business  was  there- 
fore removed  on  May  1st.  1918,  to  their  present 
quarters  at  699  Latourneux  Street,  a  large  well- 
lighted  factory  of  four  storeys.  The  company  have 
a  weekly  output  of  about  90,000  pairs  of  fibre  coun- 
ters per  week.  The  machinery  and  equipment,  how- 
ever, is  sufficient  to  manufacture  140,000  pairs  a 
week,  and  it  is  hoped  in  the  near  future  to  work  up 
to   this   capacity.     The   business   extends   all  over 


James  Cleland,  Reg'd.,  die  manufacturers,  Mon- 
treal, was  established  in  1860  by  James  Cleland  who 
remained  at  the  head  of  the  firm  till  his  death  in 
1906.  The  business  was  then  carried  on  by  Richard 
Bromby,  the  late  Mr.  Cleland's  nephew,  who  in  191,5 
went  into  partnership  with  Mr.  S.  Levine.  Mr.  Le- 
vine  has  had  thirty  years'  experience  in  machine 
work,  and  has  been  associated  with  some  of  the 
largest  firms  in  England  and  the  United  States. 


Modern  four-storey  factory  of  Perfection   Counter,  Ltd. 

Canada.  The  company  have  representatives  cover- 
ing the  provinces  of  Quebec  and  Ontario,  and  last 
year  Mr.  Eutrope  Guay,  of  the  firm  of  Eug.  Guay 
&  Co.,  was  appointed  Montreal  representative. 

Mr.  J.  N.  de  Tilly  has  been  secretary-treasurer 
and  general  sales  manager  since  the  inception  of 
the  business.  Mr.  M.  Langlois  is  President  of  the 
company. 
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The  extensive  plant 
of    the    United  Shoe 
Machinery  Co. 
of  Canada,  Ltd. 


UNITED  SHOE  MACHINERY 

Few  people  in  buying  their  boots  and  shoes  ever 
stop  to  consider  the  vast  organization  behind  the 
manufacture  of  these  indispensable  articles  of 
dress. 

This  would  be  a  rather  interesting  topic  for  sales 
people  to  use  in  conversing  with  a  customer,  in- 
stead of  the  old  time  topic  of  weather,  business,  etc. 
The  trouble  is  that  very  few  sales  people  have  the 
slightest  idea  of  the  great  number  of  machines  used 
in  the  manufacture  of  boots  and  shoes,  and  would 
be  surprised  to  know  that  in  the  manufacture  of  a 
regular  Goodyear  boot,  135  different  machines  are 
used.  A  booklet  entitled  "How  Goodyear  Welt 
Shoes  are  Made"  has  been  issued,  and  copies  will 
he-obtainable  at  the  booth  of  the  United  Shoe  Ma- 
chinery Co.  of  Canada,  Limited,  during  the  shoe 
fair  in  Montreal,  July  13th  to  17th. 

Most  of  us  can  remember  when  nearly  all  foot- 
wear was  hand-made  and  a  machine-made  boot  was 
looked  upon  with  a  certain  amount  of  scorn,  but 
with  the  coming  of  the  Goodyear  welt  shoe,  these 

onditions  were  entirely  reversed,  and  in  Ameri" 
as  well  as  the  larger  European  countries,  this  con- 
dition is  largely  due  to  the  United  Shoe  Machinery 
Co. 

From  a  small  beginning  about  the  year  1899,  the 
United  Shoe  Machinery  Co.  of  Canada,  Limited,  has 
grown  until  it  now  occupies  one  oif  the  most  up-to- 
'ite  manufacturing  plants  in  Canada,  employing 
about  800  people.  In  this  plant,  something  like  32.') 
shoe  machines  are  manufactured  or  handled,  83,000 
different  machine  parts  are  carried  in  stock,  3,000 
various  hand  tools  and  supplies  are  handled.  170 
machines  manufacture  tacks,  nails,  rivets  and  wire 
used  in  boots  and  shoes. 

The  welfare  of  the  employees  is  given  special 
attention,  refreshment  booth  and  dining  rooms, 
lounge  rooms  for  the  girls  and  large  recreation  rooms 


for  the  men  being  provided.  There  is  also  an  athlet- 
ic and  relief  association,  and  a  girls'  club. 

A  visit  to  the  plant  would  prove  both  interesting 
and  instructive,  and  a  cordial  invtiation  is  extended 
to  all  those  wishing  to  take  advantage  of  the  oppor- 
tunity during  the  Shoe  Fair. 

THE  UNITED  LAST  CO. 

The  largest  last  factory  in  Canada  is  that  of 
the  United  Last  Company,  Limited,  Montreal.  It 
was  erected  in  1914,  is  a  two-storey  building,  and 
well  equipped  in  every  way  for  manufacturing  pur- 


United  Last  Co.  Model  Room 

poses  and  for  the  comfort  of  the  employees.  In 
the  basement  are  employees'  lockers  and  washing 
department,  containing  thirty  basins,  and  a  locker 
for  each  man. 

The  factory  is  operated  and  lighted  by  electricity, 
the  plant  for  this  l)eing  contained  in  a  separate  build- 
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ing.  The  factory  is  exceptionally  well  laid  out, 
the  manufacturing  being  done  on  one  floor.  The 
model  room,  as  shown  in  our  cut,  is  adjacent  to 
the  working  room.  The  stocks  of  lumber  and  the 
kiln  are  in  the  basement. 

Mr.  J.  J.  Keating  is  in  charge  of  the  office  and 
operations;  Mr.  M.  L.  Sturgis  is  in  charge  of  sales, 
and  Mr.  Hector  looks  after  the  modelling  room. 


UNIVERSAL  SHOE  MA- 
CHINERY CO. 


Universal  Shoe  Machinery  of  Canada,  Limited, 
is  a  young  and  flourishing  concern  which  has  re- 
cently entered  the  field  of  shoe  machinery  manu- 
facture in  Montreal  and  has  started  out  with  a  vig- 
orous and  progressive  business  policy.  Their  fac- 
tory, at  124-138  Queen  St.,  under  the  management 
of  Mr.  W.  A.  Coles,  is  equipped  for  the  production  of 
a  complett;  line  of  shoe  machinery.  It  is  on  shoe 
repairing  machinery,  however,  that  they  specialize. 
Their  finishing  machines,  which  range  in  length 
from  6  ft.  to  30  ft.,  are  of  the  improved  Universal 
type,  in  which  the  legs  or  supports  and  the  burnish- 
ing or  sanding  shaft  brackets  are  all  one  casting, 
making  a  very  durable  construction.  Special  atten- 
tion has,  been  paid  to  the  proper  balance  in  making 
moving  parts,  and  to  providing  large  heavy  legs. 
The  company  has  lately  commenced  to  turn  out  a 
new  type  o'f  finishing  machine.  Model  F.  R.  In 
this  machine  the  fan,  instead  of  being  fastened  to 
the  pipes  of  the  finisher,  is  bolted  to  one  of  the 


legs.  This  tends  to  prevent  vibration.  Other  ad- 
vantageous features  are  also  embodied. 

It  is  a  noteworthy  point  that  a  scleroscope  has 
been  installed  in  their  plant  for  testing  the  steel  of 
which  the  machines  are  made.    Every  piece  of  steel 


W.  A.  Coles 

is  tested  before  the  machine  is  assemljled.  In  other 
respects,  too,  the  plant  is  well  equipped  and  laid 
out.  The  office  and  shipping  room  occupy  the 
ground  floor  of  the  building,  while  the  machine  and 
pattern  shops  are  located  on  the  first  and  second 
floors. 


Rubber   Footwear  Manufacturing 


THE  DOMINION  RUBBER 
SYSTEM 


In  the  manufacture  of  rubber  footwear,  Mon- 
treal ranks  first  among  the  cities  of  Canada.  The 
first  rubber  factory  was  built  there  in  1854  on  the 
site  now  occupied  by  the  Canadian  Rubber  Factory 
of  the  Dominion  Rubber  System,  Limited.  The 
Canadian  Consolidated  Rubber  Company,  Ltd  ,  a 
subsidiary  of  the  above  organization,  when  estab- 
lished in  1906  included  the  following  mills:  the  Can- 
adian Rubber  factory,  Montreal;  the  Granljy  factory 
at  Granby,  P.  Q.;  the  Maple  Leaf  factory  at  Port 
Dalhousie,  Ont.;  and  shortly  afterwards  factories 
were  built  at  St.  Jerome,  P.  Q.,  and  Elmira  for  the 
manufacture  of  the  well-known  brand — Fleet  Foot 
Canvas  footwear.  These  factories  are  fitted  up  with 
the  most  modern  equipment,  such  as  pressure  cures, 
etc.    At  a  recent  meeting  of  the  hoard  of  directors 


of  the  Canadian  Consolidated  Rubber  Company, 
Limited,  it  was  decided  to  purchase  the  factory  of 
the  Northern  Electric  Company,  Limited,  situated 
at  the  corner  of  Guy  and  St.  James  Streets,  Mon- 
treal. Alterations  are  now  being  carried  out  to 
this  building,  which  when  completed  will  be  used  for 
the  manufacture  of  rubber  footwear.  This  new  fac- 
tory will  increase  the  company's  already  large  out- 
put by  some  15,000  pairs  per  day. 

The  footwear  brands  controlled  by  the  Canadian 
Consolidated  Rubber  Co.,  Limited,  are  as  follows: 

Do  minion,  Merchants,  Daisy,  Maple  Leaf,  Tac- 
ques  Cartier,  Granby  and  Fleet  Foot.  The  products 
of  the  Canadian  Consolidated  Rubber  Company,  Lim- 
ited, are  sold  through  the  Dominion  Rubber  Sys- 
tem, Limited,  distribution  being  made  to  the  trade 
through  the  Dominion  Rubber  System  service 
branches  located  in  the  following  cities: 

Halifax,  St.  Johns,  P.  Q.,  Montreal,  Ottawa,  To- 
ronto, Hamilton,  Brantford.  London,  Ont.,  Kitchen- 
er, North  Bay,  Fort  William,  Winnipeg,  Brandon. 
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The  Canadian  Rubber  Factory — located  on  the  site  of  Canada's  first  rubber  plant 


Regina,  Saskatoon,  Edmonton,  Calgary,  Lethbridge, 
Vancouver  and  Victoria. 

The  sales  of  the  Canadian  Consolidated  Rubber 


R.   E.  Jamieson, 
President  Dominion 
Rubber  System 


Company,  Limited,  for  1920,  it  is  expected,  will  be 
ten  times  the  total  sales  of  1906,  when  the  company 
was  established. 

Mr.  R  E.  Jamieson  is  president  of  the  Domin- 
ion Rubber  System,  Limited;  Mr.  W.  A.  Eden,  vice- 
president  of  the  Canadian    Consolidated  Company, 


A.  E.  Massie,  Man- 
ager  Footwear  Dept. 
Dominion  Rubber 
System 

Limited;  and  Mr.  A,  L.  Massie,  manager  of  the  foot- 
wear department  of  the  Dominion  Rubber  System, 
Limited. 


COLUMBUS  RUBBER  CO. 

The  Columbus  Rubber  Company  of  Montreal, 
Limited,  was  established  in  1912  since  which  time 
the  business  has  developed  rapidly  and  numerous  ex- 
tensions have  been  made.  At  the  present  time  the 
plant  is  turning  out  over  5,000  pairs  daily,  specializ- 
ing in  rubber  footwear  and  summer  shoes. 

The  company's  products  are  now.  sold  from  coast 
to  coast.    L^p  to  about  two  years  a^o,  the  selling  ac- 


V 


John   Myles,   General  Manager  Columbus 
Rubber  Co. 

tivities  had  been  confined  to  the  Eastern  provinces 
but  in  the  spring  of  1919  the  company  decided  to 
make  a  bid  in  earnest  for  Western  business  and  for 
this  purpose  established  branches  in  Winnipeg  and 
Calgary.  Attractive  premises  in  Winnipeg  were  se- 
cured at  41  Princess  Street  and  in  Calgary  at  709 
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Factory  of 
Columbus  Rubber 
Company 


Second  Street,  West,  under  the  capable  management 
of  Messrs.  Geo.  W.  Barrett  and  G.  H.  Connolly  re- 
spectively. Other  branches  are  situated  at  Mon- 
treal and  Ottawa  with  Messrs.  G.  H.  Nickel  and  O. 


E.   J.   Warner,   Superintendent  Columbus 
Rubber  Co. 

Laviolette  as  managers.  The  company  also  have 
distributors  in  every  centre  of  importance  through- 
out the  country. 

The  iiead  office  and  factory  are  located  at  1349 
Demontigny  Street,  East,  Montreal,  which  are  up- 
to-date  in  every  respect  and  the  attention  of  the  of- 
ficials of  the  company  there  is  given  to  turning  out 
an  article  which  will  give  satisfaction. 

The  principals  of  the  company  are:  Mr.  J.  I. 
Chouinard,  president;  Mr.  John  Myles,  general  man- 
ager; Mr.  Emile  Larose,  sales  manager;  Mr.  Ed.  J. 
Warner,  superintendent. 


THE  MINER  RUBBER  CO. 

The  Miner  Rubber  Company,  Limited,  was  es- 
tablished by  the  late  H.  C.  Miner  with  head  offices 
in  Montreal,  and  an  extensive  factory  at  Granby. 
P.  Q.  The  late  Mr.  Miner  was  the  founder  of  the 
Granby  Rubber  Co.,  and  when  that  business  was 
taken  over  by  other  interests  Mr.  Miner  established 
the  present  concern,  erecting  a  very  extensive  plant 


W.  H.  Minor 

at  Granby,  Que  The  company  built  up  a  very  ex- 
tensive business  from  coast  to  coast,  their  output 
of  rubber  shoes  and  sporting  shoes  having  greatly 
increased.  They  have  branches  in  Winnipeg,  Re- 
gina,  Edmonton,  \'ancouver  and  Calgary.  Mr.  W. 
H.  Miner  is  vice-president  of  the  company;  Mr.  R. 
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The   new  Rubber 
Factory  of  the 
Ames-Holden- 
McCready  System, 
under  the  name 
Mount  Royal  Rubber 
Co. 


R.  Macaulay,  secretary-treasurer;  Mr.  F.  H.  Mein- 
zer,  sales  manager;  Mr.  F.  Y.  O'Neill,  assistant  sales 
manager;  and  Mr  J.  C.  Blanchard,  factory  man- 
ager. 

AMES-HOLDEN-McCREADY 

The  firm  of  Ames,  Holden,  McCready.  Limited, 
have  latterly  beefi  greatly  extending  their  operation: 
in  rubber  footwear  manufacturing  and  distribution. 
Their  latest  undertaking  in  this  field  has  been  the 
formation  of  the  Mount  Royal  Rubber  Co.,  Limited, 
as  a  suljsidiary  concern,  and  the  erection  of  a  rub- 
ber plant  in  Montreal,  adjacent  to  the  site  of  their 
main  shoe  factory.  At  this  plant  canvas,  rubber- 
soled  footwear  and  light  rubber  footwear  will  be 
produced.    Mr.  A.  A.  Steen  is  factory  manager. 

Another  A-H-M  organization  has  also  recently 
been  established  at  Kitchener,  Ont. — the  Ames-Hol- 
den  Rubber  Boot  Company,  Limited — which  wih 
produce  the  heavier  grades  of  rubber  footwear,  such 
as  knee  boots,  arctics,  etc.  The  company  have  secur- 
ed the  services  of  Mr.  P.  Y  Smiley,  as  factory  man- 
ager of  this  plant.  He  was  recently  general  foot- 
wear manager  of  all  the  plants  of  the  Canadian  Con- 


solidated Rubber  Company  and  is  one  of  the  most 
highly-reputed  experts  on  the  manufacture  of  rub- 
ber footwear  in  Canada. 

Between  these  two  plants,  the  A-H-M.  System 
will  be  producing  a  complete  line  of  rubber  foot- 
wear. Besides  they  are  still  wholesaling  certain 
lines,  and  their  combined  operations  in  the  jobbing 
and  manufacturing  fields  enable  them  to  claim  the 
distinction  of  being  the  largest  manufacturers  and 
wholesalers  of  rubber  footwear  in  Canada. 


One  of  Montreal's  newest  and  most  modern 
retail  shoe  stores  is  that  of  Sevelyn's,  Limited  The 
ground  floor  is  devoted  to  the  sale  of  footwear  ex- 
clusively, while  the  first  floor  is  occupied  by  the 
millinery  department.  A  feature  of  the  store  is  the 
number  of  windows,  two  of  which  face  on  St. 
Catherine  Street,  and  five  on  Metcalfe  Street.  Five 
of  these  windowfs  are  used  for  displaying  shoes, 
while  the  remaining  two  are  set  aside  to  the  mil- 
linery department. 


The  executive  are  specially  anxious  that  dele- 
Cates  to  the  Montreal  Convention  bring  the  ladies 
along  with  them. 


Former  building  of 
Northern  Electric 
Co.,  recently  taken 
over  by  Canadian 
Consolidated 
Rubber  Co. 


■■'      :  ill!' 
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The  Leather  Tanning  Establishments 


C.  GALIBERT  &  SON 

One  of  the  oldest  tanning  firms  in  Canada  is 
that  of  C.  Gali'bert  &  Son,  Company,  Montreal.  The 
firm  was  established  at  Montreal  in  1863  and  their 
tannery  has  been  in  operation  on  the  same  site 
since  that  date.  The  history  of  this  firm  dates 
back  to  the  time  of  Napoleon  Bonaparte,  who  at 
Milhau,  France,  in  1855,  awarded  the  late  Mr.  C. 
Galibert  premier  honours  for  the  manufacture  of 
wax  calf.  Several  other  awards  have  been  made  to 
this  firm  since  that  date,  the  latest  one  being  a  gold 
medal  at  the  Paris  exhibition  in  1900. 

The  firm  is  now  run  under  the  joint  partnership 
of  Messrs.  Emile  Galibert  and  A.  W.  Bonner,  who 
have  had  considerable  experience  in  the  manufacture 
of  all  grades  of  leather. 

In  their  Montreal  factory,  some  125  hands  are 
employed  turning  out  high  grades  of  French  calf 
and  leather  both  in  black  and  colors. 


DUCLOS  and  PAYAN 

Duclos  &  Payan,  tanners  and  manufacturers  ot 
leather  and  shoe  stock,  of  Montreal  and  St.  Hya- 
cinthe,  were  established  in  1873  by  P.  F.  Payan  and 
S.  T.  Duclos.  The  firm  began  tanning  leather  and 
manufacturing  counters  on  a  very  small  scale,  but 
from  time  to  time  have  enlarged  the  plants,  and  to- 
day the  tannery  has'"  a  floor  space  of  about  100,000 
square  feet,  and  the  counter  factory,  12,000  square 
feet.    All  kinds  of  side  leather  are  chrome,  and  bark 


tanned  in  blacks  and  colors.  The  counter  factory 
has  a  capacity  of  50,000  pairs  of  counters  per  day, 
which  is  the  largest  in  the  British  Empire.  At  the 
Montreal  branch,  Lemoine  Street,  a  large  stock  is 
carried,  sole  leather,  patent  leather  and  other 
lines  not  manufactured  by  the  firm  being  kept  in 
stock. 

The  firm  is  represented  in  Quebec  City  by  Rich- 
ard Freres,  and  in  Toronto  by  Mr.  Ed.  Lewis.  The 
members  of  the  firm  are  Messrs.  S.  T.  Duclos, 
Louis  Payan,  Jules  Payan,  Eugene  Payan,  Charles 
Duclos  and  F.  W.  Mosely.  The  tanning  plant  and 
the  counter  plant  are  looked  after -by  Messrs.  Louis 
Payan,  Eugene  Payan  and  F.  W.  Mosely,  and  the 
Montreal  warehouse  by  Messrs.  Jules  A.  Payan  and 
Charles  Duclos. 

JOHN  R.  EVANS  LEATHER  CO. 

The  John  R.  Evans  Leather  Company,  Limited, 
with  a  store  and  office  at  214  Lemoine  street,  Mon- 
treal, and  factory  at  Cote  St.  Paul,  have  a  well 
equipped  modern  plant  for  the  manufacture  of  high 
grade  kid. 

The  tannery  is  situated  on  the  north  side  of 
the  Lachine  canal,  and  will  amply  repay  a  visit  dur- 
ing the  week  of  the  Convention  and  Show.  It  is 
a  plant  of  considerable  extent,  being  390  ft.  x  270 
ft.  in  dimensions.  The  premises  comprise  three 
two-storey  buildings,  which  are  examples  of  effi- 
ciency, both  in  the  design  of  the  building  and  the 
layout  of  the  machinery. 

A  complete  section  of  the  plant,  housed  in  the 
first  building,  handles  the  raw  stock.    In  this  build- 


S.  T.  Duclos 


Louis  F.  Payan 


Jules  R.  Payan 
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ing  the  skins  are  examined  and  selected  before  be- 
ing put  through  for  the  tanning  processes.  The 
tannery  itself  is  an  ample  building,  containing  the 
beam  house,  wheels,  coloring  department,  drying 
rooms  and  power  plant.  A  third  building  is  given 
over  to  the  finishing  department,  in  which  the  fin- 
ishing, glazing  and  sorting  processes  are  carried 
out.  The  machinery  is  of  the  latest  design,  and  is 
operated  entirely  by  electricity. 


THE  CITADEL  LEATHER  CO. 

The  Citadel  Leather  Company,  formed  in  May, 
1919,  has  a  very  extensive  business  in  upper  leather, 
specializing  in  kid.  The  President  is  Mr.  J.  A. 
Scott,  of  Quebec,  and  the  vice-president,  Mr.  VV.  A. 
Lane,  of  Montreal. 

The  office  and  warehouse  are  at  218  Notre  Dame 
Street,  West,  Montreal,  and  at  566  St.  Valier  Street, 


only  black  leathers  were  made  in  Quebec,  shoe  manu- 
facturers having  to  depend  fon  England  and  France 
for  the  finer  descriptions.  England,  too,  supplied 
all  the  cotton.  The  first  tanner  of  sheepskins  was 
J.  H.  Mooney,  while  H.  F.  Fisk  followed.  Sheep- 
skins were  then  sold  by  the  dozen  instead  of  by  the 
foot.  Frank  E.  Mosley  started  the  first  kid  tannery 
in  Mcmtreal.  The  business  terms  were  six  months, 
which  were  afterwards  cut. down  to  four  months, 
and  then  to  sixty  days.  The  leather  and  findings 
trades  have  undergone  a  complete  change,  Canada 
now  ])eing  more  self-reliant  than  in  the  old  days, 
v/hii  el.t  depended  mainly  for  her  supplies  on  im- 
ported cunimod'tits 


A  Tale  of  Advancement 

One  of  the  men  who  have  grown  up  with  the 
shoe  industry  in  Canada  is  Mr.  Thomas  Scott,  of 
the  United  Shoe  Machinery  Company.  Mr.  Scott  is 
superintendent  of  the  company's  plant  in  Montreal, 
and  has  held  that  position  since  the  company  first 
established  themselves  in  Canada,  24  years  ago,  un- 
der the  name  of  the  old  Goodyear  Company.  At  that 
time  they  had  about  half  a  dozen  men  in  their  em- 
ploy in  a  small  factory  on  Queen  Street.  In  1900  the 
amalgamation  took  place,  when  the  present  name  of 
the  company  was  adopted.    Mr.  Scott  has  since  re- 


W.  A.  Lane 

Quebec.  The  company's  lines  are  obtained  from 
two  United  States  tanneries. 

The  names  of  Mr.  Jimmy  Scott  and  Mr.  Lane 
are  well  known  in  the  shoe  and  leather  trades.  Mr. 
Scott  is  a  first-class  booster  for  Quebec  City,  and 
those  who  have  attended  trade  conventions  need  not 
be  reminded  of  his  generosity.  Mr.  Scott  is  chair- 
man of  the  Committee  handling  the  visit  to  Quebec, 
and  those  who  attend  may  be  assured  of  an  excellent 
time  and  a  very  hearty  welcome.  Mr.  Scott  and 
Mr.  Lane  do  not  do  things  by  halves. 


Growth  of  Leather  and  Findings 
Business  in  Canada 

Mr.  L.  S.  Odell  is  one  of  the  oldest  men  in  the 
leather  and  findings  business,  his  experience  dat- 
ing jjack   to  about    1870.     hi    those  days,   he  said, 


T.   F.   Scott,  of   United   Shoe   Machinery  Co. 

mained  and  grown  with  the  firm.  From  having  six 
employees  under  his  control  he  now  has  about  600, 
while  the  little  plant  on  Queen  Street  is  replaced 
by  one  of  the  most  important  and  best-equipped 
plants  in  the  Doniini<3n.  Mr.  Scott  is  Canadian 
l)orn,  being  the  son  of  Mr.  Thomas  S.  Scott,  who 
for  a  number  of  years  was  chief  architect  for  the 
Dominion  Government  at  Ottawa.  Ever  since  he 
was  16  years  old  Mr.  Scott  has  been  engaged  in 
nu-chanical  work. 
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Montreal  Has  Very  Fine  Shoe  Stores 


The  handsome  store 
front    of    Aime  de 
Montigny,    St.  Cath- 
erine St. 


AIME  de  MONTIGNY,  LTD. 

An  old  retail  shoe  firm  which  has  catered  to  the 
footwear  needs  of  all  classes  for  many  years  is  that 
of  Aime  de  Montigny,  Limited,  St.  Catherine  St., 
East,  Montreal.  Mr.  Aime  de  Montigny  has  been 
fifteen  years  in  the  shoe  game,  formerly  as  a  whole- 
saler and  now  a  retailer.  As  a  past  president  of 
the  Retail  Shoe  Merchants'  Association  he  has  al- 
ways taken  an  active  interest  in  the  affairs  of  the 


Aime  de  Montigny 

association.  Mr.  De  Montigny  is  also  a  believer  in 
good  window  displays,  as  a  glance  at  the  photograph 
which  appears  with  this  article  will  show. 

The  interior  of  the  store  is  very  large,  occupying 


a  space  of  75  ft.  x  30  ft.  A  showcase  is  situated  in 
front  of  the  store  in  which  different  shoe  findings 
are  displayed.  The  top  of  the  case  is  occupied  by 
samples  of  ladies'  shoes  which  are  in  stock.  The 
stock  is  placed  on  shelves  which  run  the  full  length 
of  the  store.  The  centre  portion  of  the  store  is  oc- 
cupied by  chairs  and  foot  rests  for  the  use  of  cus- 
tomers trying  on  shoes. 

A  feature  of  the  store  is  the  two  large  signs 
which  state  both  in  French  and  English  "Good 
quality  means  Economy"  and  "One  price  only." 


W.  H.  STEWART 


One  of  Montreal's  finest  retail  stores  is  that  of 
W.  H.  Stewart,  Bleury  Street.  Mr.  Stewart,  who 
was  formerly  manager  of  the  shoe  department  of 
Fairweathers,  Limited,  has  had  considerable  expei- 
ience  in  the  retail  shoe  business.  The  store  which 
was  opened  a  year  ago,  has  proved  a  great  success, 
both  in  the  way  of  turnover  and  class  of  trade  cat- 
ered to.  The  front  portion  of  the  store  is  occupied 
by  a  showcase  containing  samples  of  ladies'  shoes 
carried  in  stock,  also  different  varieties  of  buckles. 
Shelves  run  all  the  way  around  the  store,  men's 
shoes  occupying  one  side  and  women's  and  child- 
ren's the  other.  A  distinctive  feature  is  the  three 
large  well  dressed  windows.  The  window  displays 
are  changed  twice  a  week  under  Mr.  Stewart's  per- 
sonal supervision.  Chairs  are  placed  down  the  both 
sides  of  the  store  for  the  use  of  customers.  The 
back  portion  of  the  store  is  occupied  by  a  counter 
on  which  parcels  are  made  up,  while  directly  behind 
this  is  Mr.  Stewart's  office. 

Mr.  Stewart  states  that  at  the  present  time  he  is 
doing  a  big  business  in  white  shoes  of  all  kinds,  aiso 
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Visiting  retailers 
should  inspect  some 
of  Montreal's  splen- 
did   stores.     This  is 

W.  H.  Stewart's 


lieaded  and  cut  steel  buckles.  An  interesting-  fact 
is  that  since  he  went  into  business  he  has  not  founn 
it  necessary  to  put  on  a  sale. 

The  store  is  lit  up  by  two  four-light  fixtures 
containing  100  watt  nitrogen  filled  lamps. 

The  following  are  a  few  of  the  American  lines 


carried:  Utz  &  Dunn,  Rochester,  N.  Y.;  H.  E.  Gut- 
pill,  Haverhill,  Mass.;  Nathan  D.  Godge,  Newbury 
Port,   Mass.;  and  W.   H.   Hannah,   New  York. 

In  Canadian  lines,  Smardon  and  Hartt  shoes 
under  Mr.  Stewart's  own  name)  are  sold  exclusive- 

ly. 


The  Shoe  Manufacturers'  Association 


Having  regard  to  Montreal's  importance  as  s, 
shoe  centre,  it  is  only  natural  that  the  headquarter^ 
of  the  Shoe  Manufacturers'  Association  of  Canada 
should  be  located  there.  Prior  to  1919  the  Domin- 
ion had  no  central  shoe  organization,  although 
there  were  boot  and  shoe  manufacturers'  associa- 
tions in  different  provinces.  These,  however,  deal 
with  purely  provincial  matters.  No  one  need  be 
told  that  there  are  questions  which  af?ect  the  en- 
tire industry — legislative  and  trade — and  that  these 
can  only  be  adequately  dealt  with  by  a  national 
body. 

The  Birth  of  the  Shoe  Manufacturers'  Association 
of  Canada 

In  1918,  the  Montreal  Boot  &  Shoe  Manufactur- 
ers' Association  had  this  question  under  considera- 
tion, and  the  result  of  negotiations  was  the  appoint- 
ment of  a  composite  committee  which  met  in  July 
in  Montreal,  at  which  representatives  from  various 
parts  of  the  Dominion  were  present.  The  meet- 
ing discussed  the  question  of  a  national  association 
of  manufacturers  and  a  committee  was  appointed  to 
make  arrangements  for  a  special  convention.  This 
was  held  in  December  of  the  same  year  in  Mon- 
treal. It  was  largely  attended,  the  result  being  the 
formation  of  the  Shoe  Manufacturers'  Association 
of  Canada  The  objects  of  the  association  arc:  To 
Ijromote  and  foster  the  interests  of  those  individu- 
als, firms,  i)artnerships  and  corporations  engaged 
in  the  manufacture  of  boots  and  shoes  in  the  Do- 
minion of  Canada;  lo  encourage  the  formation  of 
local  shoe  manufacturers'  associations;  to  reform 
abuses  existing  in  the  trade;  to  secure  freedom  from 


unjust  or  unlawful  exactions;  to  dif¥use  to  its  mem- 
bers accurate  and  reliable  information;  to  procure 
uniformity  in  the  customs  and  usages  of  the  trade; 
to  encourage  export  business;  and  to  promott 
friendly  intercourse  among  members. 
Manufacturers'  Association  Behind  the  Shoe  Fair 

Mr.  F.  S.  Scott,  M.  P.,  was  elected  president,  an 
office  he  still  holds.  The  first  annual  meeting  was 
held  in  January  this  year  at  Quebec,  when  many 
matters  of  policy,  such  as  a  campaign  of  national 
advertising,  were  decided  upon.  The  meeting  was  an 
emphatic  success,  thanks  to  the  co-operation  of  the 
manufacturers  of  Quebec. 

The  resolution  to  stage  a  show  and  hold  a  con- 
vention was  the  outcome  of  a  meeting  of  the  manu- 
facturers and  the  National  Shoe  Retailers'  Associ- 
ation held  in  Montreal  in  December.  This  meeting 
discussed  a  number  of  questions  of  mutual  interest 
— an  example  of  the  get  together  spirit  which  leads 
to  the  smooth  working  of  both  sections  of  the  in- 
organizations. 

The  association  has  been  active  in  many  depart- 
ments, not  the  least  being  that  of  giving  close  at- 
tention to  legislation  affecting  the  industry.  Pure- 
ly trade  subjects,  such  as  stamping  shoes,  cartons, 
charges  for  cases,  etc.,  have  been  dealt  with,  and  the 
question  of  business  opportunities,  particularly  for 
export,  has  not  heen  forgotten. 

Retailers  Backwards  in  Organization  Work 

The  history  of  retail  associations  in  Montreal  is 
a  somewhat  varied  one,  and  it  is  hoped  that  the 
forthcoming  convention  will  ])ut  new  life  not  only 
into  the  Montreal  association  but  also  into  those  of 
other  cities. 


THE 
HOUSE 

QUALITY 


(Registered) 


A/Tanufacturing  Furriers, 
Importers  of  Women's 
Ready- to -Wear  Garments 
and  Specialists  in  Fine  Foot- 
wear. 


Fairweathers  Limited 

St.  Catharine  St.  at  Peel 

_  Toronto         Montreal  Winnipeg 


''There  is  but  one  Slater  SHOE'' 
VISITORS  TO  THE 

National  Shoe  Retailer's 
Convention  and  Style  Show 

^^IN  MONTRFAT. 


LOOK  FOR 
THE  SIGN  OF 
THE  SLATE 


Booth  46 


You"SwillDbe  cordially 
welcomed  and  you  are 
invited  to  make  this 
booth   your  headquarters 


The  Slater  Shoe  Company 

MONTREAL  Limited 


Montreal^  July  13-17 th 


At  the 
Shoe  and  Leather 

Fair 

Visiting  Shoe  Men  will  find  it  to 
their  advantage  to  visit  Booth 
No.  85,  Foch  Ave.,  and  see  our 
interesting  display  of  samples 
for  their  coming  needs  in  Wo- 
men's Welts,  Turns  and  McKays. 

We  also  take  this  opportunity 
to  extend  to  you  an  invitation  to 
visit  our  plant — the  largest  ex- 
clusive Women's  Shoe  Factory  in 
Canada. 

May  we  look  for  you? 


Kingsbury  Footwear  Co. 

Limited 

679  La  Salle  Ave.     -  Montreal 


PERFECT 

in  every  sense  of  the  word. 


The  Perfect  Counter 

A  fibre  counter  that  puts  a  distinctive 
quality  into  your  shoes  which  becomes 
apparent  when  the  wear  is  strenuous, 
giving  an  excellent  fit,  unequalled 
comfort  and  satisfaction. 

Try  the  ''Perfect"  and  you'll  endorse 
our  statements. 


Meet  Us  At  The 

SHOE  FAIR  IN  MONTREAL 

JULY  13—17 


PERFECTION  COUNTER  LIMITED 


699  Letourneux  Ave.,  Cor.  Ernest  Street 

MONTREAL 


Agents  for  Quebec  City  : 
Dupere  &  Garant,  610  St.  Valier  St. 


MAPLE 

LEAF 
BRAND 

LEATHER 


Don't  Go 
to  the 
Montreal  Show 
Without 
Visiting 
us  at 
Booth  103 


Anglo  Canadian  Leather  Co.,  Limited 

THE  LARGEST  SOLE  LEATHER  TANNERS  IN  THE  BRITISH  EMPIRE 

Montreal  Toronto  Quebec 
Huntsville     and  Bracebridge 

BIGGEST  and  BEST 


Page 

Beginning  July  13th,  1920 

The  Thirteenth  Booth 


"13" 


A  Significant  Number 
at  the  Montreal  Fair 

The  LUCKY  Number 

DO  NOT  MISS  IT 

It  will  be  worth  the  Effort 
Find  out  why 

THE   NUMBER  IS  THIRTEEN 


age  135 


At  The  Style  Show 


Montreal 

July 

13-17 


FoOtw  r 

in  Cana 
July,  !!»' 


^1 


1 


An 

Invitation 


We,  of  the  Citadel  Leather  Company,  extend 
the  most  cordial  invitation  to  you  and  your 
friends  to  visit  us  while  at  the  **Show." 

In  our  booth  we  will  have  on  display  a  com- 
plete range  of  kid — all  weights,  all  grades,  all 
colors.   We  think  they  will  interest  you. 

We  eagerly  look  forward  to  renewing  the  old 
friendships,  or  perhaps  to  establish  some  plea- 
sant new  ones. 

May  we  look  for  you? 


CITADEL  LEATHER  CO.,  LIMITED 

MONTREAL  AND  QUEBEC 


II 


OPPORTUNITY  AWAITS  YOU 

This  season  is  bound  to  be  the  largest  in  the  history  of  the  Shoe  Repair  Business.  Are  you 
prepared  to  take  full  advantage  of  the  opportunity?  Shoe  Repair  Outfits,  MADE  IN 
CANADA,  can  be  installed  on  very  easy  terms.  There  is  a  size  to  suit  your  requirements. 

—A  POST  CARD  KISQlllRY  WILL  BRING  YOV  FULL  PARTICULARS— 

United  Shoe  Machinery  Co.  of  Canada  Limited    -  Montreal 

TORONTO  KITCHENER  QUEBEC 

90  Adelaide  Street  West  46  South  Foundry  St.  28  Demers  Street 


To  the 


Jobbing  Trade 


'Xa  Duchesse" 


McKay  Shoes  for  Women  and 
Turn  Slippers  for  Men  will  ap- 
peal to  you  on  their  merits  as 
high  grade  footwear.  You  need 
look  no  further  for  good  shoes. 


QOrp/^T  \  T  T'/T'VT/^  IW  ^omen*s  Comfort  Shoes,  Cushion 
or  EiV^lr\L/lZ/li>IVjr  liM    Insoles,  Turns  and  McKay  Sewed 


J.  . —  ,  ,_. — ,. —  


OUR  BOOTH  AT  THE 
SHOE  FAIR  IS  ...  . 
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^^La  Duchesse^^  Shoe  Co. 

MONTREAL 


REGISTERED 


year 
|nada 

,1920 


Note 
the 

Address 


An  Invitation 


— is  extended  to  the  Nation- 
al Shoe  Retailers  of  Can- 
ada to  visit  the  Miner  Shoe 
Co.  while  in  Montreal. 

We  believe  we  can  inter- 
est you  by  showing  you  a 
range  of  very  fine  footwear 
ready  for  immediate  ship- 
ment. We  should  also  like 
you  to  look  over  our  stock 
for  Fall  delivery.  It  is  an 
excellent  example  of  up-to- 
date  footwear  for  all  the 
family  at  prices  which  indi- 
cate real  value. 


Page  I'ix. 


78  St.  Peter  Street 

Main  1684 


The  Miner  Shoe  Co.,  Limited 

MONTREAL     OTTAWA      QUEBEC  TORONTO 


Agents  for  the  Celebrated 
MINKR  RUBBr:R  FOOTWEAR 


MANUFACTURERS 

Of  Women's 
Bal  and  Butt 
"Turns" 

Low  Cut 

Mr.  Simeon  Desroch 
Proprietor 

Also  women's  Dongola  Shoes,  Oxfords, 
Colonial  Ties,  and  nearly  all  the  same 
lines  in  patent  leathers — A  few  lines  of 
Common  Sense  Shoes  for  elderly  people, 
are  here  as  well. 

In  the  children's  lines  we  are  going 
ahead  tremendously  and  covering  the 
whole  Dominion  of  Canada. 


Visitors  to  the  Fair  should  come 
and  see  our  factory  they  will  be 
welcome  and  can  look  over  our 
samples,  so  getting  more  acquainted 
with  the  reason  for  our  turn  over 
of  3,000  pairs  a  week. 


Hector  Shoe  Enreg. 

719-21-23-25  Panet  Street 
MONTREAL,  QUE. 

East  6649 


The  Linen  House  of  Canada 

EXTENDS  TO  YOU  A  HEARTY  WELCOME 


Since  1866  we  have  specialized  in  Real  Irish  Linens,  until  to-day 
we  have  a  continent-wide  reputation.  During  your  stay  in  Montreal 
we  heartily  invite  you  to  inspect  our  beautiful  stocks  of  Real  Irish 
Linen  without  any  obligation  to  purchase. 

DINNER  SERVED  DAILY  12  TO  2  P.M. -50c. 


Hair   Dressing   and    Manicure   Parlors,    Rest  Rooms,  Post  Office, 
General  Information  Bureau,  etc.,  etc. 


JAS.  A.  OGILVY'S,  Limited 

St.  Catherine  St.  W.,  Montreal 


H.  O.  MCDOWELL  #VklAI 

IMPORTERS  llU°«Ol)  JOBBERS  W/J 
V        MANUFACTURERS^^jrj^  SALES  AGENTS  K 


July 


FACTORY  AND  BRANCH 

37  FOUNDRY  ST.  S. 

KITCHENER.  ONT. 


Representing 
American  Lacing  Hook  Co. 

Waltham,  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works 
Chicago,  111. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Boston,  Mass. 
Ceroxylon,  the  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

Boston,  Mass. 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 

Cincinnati,  O. 
Shoe  Machinery 

Hazen,  Brown  Co., 

Brockton,  Mass. 
Waterproof  Box  Toe 
Gum,  Kubber  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  S'taying,  etc. 
Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 

Factory  Supplies, 
Needles,  etc. 

[.  Spaulding  ft  Sons  Co., 

N.  Rochester,  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Ont. 

Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Welting, 
etc. 

Safety  Utility  Economy  Co., 
Boston,  Mass. 
Electric    Heating  Equip- 
ment 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


BRANCH 
566  ST.  VALtER  STREET 

QUEBEC 


THE  LARGEST  SHOE  FACTORY  SUPPLY    HOUSE   IN  CANADA 


MAIN  OFFICE 
154  NOTRE  DAME  ST.,  W. 
MONTREAL 


The  week  of  July  i2th  to  17th  is 
going  to  be  a  great  time  for  getting 
together.  We  will  renew  old  friend- 
ships, make  new  ones  and  get  new 
ideas. 

We  will  be  there,  Booth  i  i  7,  where 
you  will  find  one  member  of  our 
staff,  at  least,  always  on  hand. 

Our  organization  will  be  ''at  your 
service,"  and  we  hope  to  see  you  at 
the  Coliseum  and  also  at  our  new 
home,  154  Notre  Dame  St.  W. 


INTERNATIONAL  SUPPLY  CO. 


Montreal 


Kitchener 


Quebec 


aMlMlMlMIMIMl'ijaMIMIiy{liy{IMIMIMIMI^^ 


Meet  Us  At  The  Fair 


MONTREAL 


JULY  13-17 


WE  shall  be  pleased  to  give 
you  a  welcome  at  our 
Booth.  You  will  find 
we  have  much  to  interest  you 
in  our  samples,  for  they  re- 
present footwear  that  is  the 
product  of  seasoned  experience 
and  a  knowledge  of  the  fine 
points  in  shoe  manufacture. 

We  look  with  confidence  to 
meeting  a  great  number  of  our 
good  friends  and  customers.. 

Don't  Forget!   Booth  No. 

56 

Daoust,  Lalonde  &  Co. 

LIMITED 

MONTREAL  QUEBEC 

Branch:  Metropolitan  Shoe,  Co.,  91  St.  Paul  St  ,  Montreal 


\ 


Men's  and  Women's  Welts  and  McKays 


IF  you  are  seeking 
to  build  up  trade 
that  will  stay  with 
you  by  sheer  merit 
of  the  merchandise 
you  sell,  then  these 
three  lines  of  foot- 
wear should  be  in- 
cluded in  your  stock. 
"Dalaco  Patricia 
and  Metropolitan' 
have  served  the  pub- 
lic so  well  and  ac- 
quired such  an  in- 
creasing volume  of 
business  for  the 
dealer  that  they  are 
essential  stock  for 
every  progressive 
shoe  business. 


Men's  and  Women's  Welts  and  McKays 

Daoust,  Lalonde  &  Co. 


LIMITED 


MONTREAL  QUEBEC 

Branch :  Metropolitan  Shoe  Co.,  91  St.  Paul  St.,  Montreal 
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See  Us  at  the  Fair 

BOOTH  122 

We  cordially  invite  you  to  visit  us.     Let  us 
help  make  your  trip  to  Montreal  an  out- 
standing success 

ROBIN  BROS. 

LAST  Manufacturers 
Carrier  &  Gilford  Sq.  -  Montreal 


We  are  Specially  Equipped  to  Manufacture 

Paper  Boxes  for 
Boots  and  Shoes 

And  we  supply  the  largest  shoe  manufact- 
urers in  Canada.     Why  not  address  us 

your  inquiries? 

"THE  HOUSE  OF  SERVICE" 

The  King  Paper  Box  Co.,  Limited 

EVERYTHING  IN  PAPER  BOXES 

In  Writing,  State  Dimensions  and  Quantity  Required. 
864  Lasalle  Ave.,  Montreal  Phone  Lasalle  440  and  2085 


July,  1920 


FOOTWEAR    IN  CANADA 
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e 
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SMARDON  SHOE  CO. 

LIMITED 


MANUFACTURERS  OF 

HIGH  CLASS 
FOOTWEAR 
FOR  WOMEN 


We  look  forward  with 
pleasure  to  meeting  our 
customers  and  friends 
in  Montreal  during  the 
Exhibition. 


BOOTH  87 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^   iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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FOOTWEAR    1  x\i    CAN  A  D  A 


July,  1930 


Where  La  Parisienne  Shoes  Are  Made 

The  Queen  of  Ladies  High  Class 

Footwear 

A  modern  plant  with  modern  equipment  employing 
the  most  skilful  workers  and  expert  operators  from 
the  sole  cutting  room  to  the  finishing  department  in 
the  making  of  La  Parisienne  fine  Welts  and  Turns 

You  are  invited   to  visit   our  Factory  during  the 
Style  Show,  July  13—14—15—16-  17. 

OUR  BOOTH  IS  NO.  86 
La  Parisienne  Shoe  Co.,  Limited 

Montreal,  Canada 


July,  1920 


FOOTWEAR   IN  CANADA 
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^^Made  in  Canada'* 

GLAZED  KID 

of  the  highest  quality 


John  R.  Evans  Leather  Co.^  Ltd. 


BOOTH  No.  4 


Store  and  Warehouse: 

214  Lemoine  St.,  Montreal 

Factory :   COTE  ST.  PAUL 


TT^  HE  demand  for  glazed  kid  of  character  to  meet  the  largely  in- 
I  creased  demand  for  leather  of  this  class,  following  the  marked 
development  in  the  production  of  fine  shoes  in  Canada,  has 
made  it  necessary  to  increase  the  facilities  for  supplying  the  Can- 
adian trade  with  this  class  of  stock.  The  shortage  of  fine  leathers 
abroad  and  the  problem  of  transportation  has  seriously  handicapped 
Canadian  shoe  manufacturers  in  the  past.  The  John  R.  Evans  Com- 
pany is  in  a  position  to  supply  all  requirements  of  the  trade. 
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FOOTWEAR    IN  CANADA 


July,  1920 


L.  B.  Holliday  &  Company,  Ltd. 

Huddersfield,  England 

Aniline  Dyes  and  Coal  Tar  Products 


To  the  Leather  Industry: 

Can  you  guarantee  your  colored  leathers? 

Do  you  realize  that  such  a  statement  would  very  likely  influence  an  increase  in 
your  business? 

Today  men  come  to  you,  demanding  an  ironclad  guarantee — Can  you  cope  with 
their  demands? 

You  can  if  you  are  properly  equipped. 

The  equipment  you  use  and  the  ability  of  your  men  are  both  very  important  fac- 
tors. 

Yet  they  are  both  dependent  upon  the  dyes  and  colors  you  use. 
Dyestufifs  that  are  absolutely  guaranteed  will  therefore  help  3'ou  guarantee  your 
product. 

Then  why  not  try  L.  B.  Holliday  &  Company    for   your   next   order   for  Dyes, 
Colors,  etc. 

The  following  is  a  list  of  our  products   which   are   of   particular   interest   to  the 
Leather  Trade  and  which  can  be  shipped  from  Canadian  stocks. 

CHROME  LEATHER  BLACK  G.  NEW  PHOSPHINE  R. 

CHROME  LEATHER  TAN  2-G.  AURAMINE  O.  CONC. 

CHROME  LEATHER  BROWN  G.  ORANGE  IL 

BASIC  TAN  O.  PONCEAU  G. 

BASIC  DARK  BROWN  P.  BRILLIANT  BORDEAUX  2-B. 

MAGENTA  POWDER.  ACID  PRUNE  V. 

METHYL  VIOLET  2-B.  CONC.  NAPHTHOL  BLUE  BLACK  10-B. 

FRENCH  BLACK  2938.  NAPHTHYLAMINE  BLACK  H. 

CHRYSOIDINE  R.  CONC.  LIGHT  ACID  BROWN  L. 

BISMARCK  BROWN  R.  CONC.  DARK  ACID  BROWN  L.  R. 

FAST  RED  A.  NIGROSINE  W.  S. 


Call  on  us  at  the  Leather  Fair,  July  13th- 17th— STAND  32 


Product  Samples,  Patterns,  and  all  particulars  from 

L.  B.  HOLLIDAY  &  CO.,  LIMITED 

Canadian  Office  and  Warehouse  : 
179  COMMON  ST.         -  MONTREAL 

Orders  Supplied  Direct  from  Canadian  Stocks  New  Products  will  be  added  from  time  to  time 


DON'T  FORGET 

To  visit  our  New  Quarters 
It  may  mean  money  to  you 


Jobs  Our  Specialty 


Special  Offer  for  "Fair"  Week  Only— 

5,000  Pairs  of 
Men's  Goodyear  Welt  Boots 

Made  of  No.  1  Side,  Black  or  Tan.  Ten  different  lasts 
to  choose  from.  Our  competitors  ask  for  the  same  shoe, 
$1.00  more.  This  is  the  opportunity  to  save  your  ex- 
penses while  in  town.  We  shall  sell  these  shoes  during 
convention  week  only  at — 

$5.45  Net,  30  Days 

Sizes  5/2^9  or  6m  10 

To  appreciate  these  values  you  should  come  in  and  see  for  yourself 

SINGER'S  FIT  RITE  SHOE  CO.,  Limited 

362  Notre  Dame  St.  West,        -  MONTREAL 

WINDSOR  CAR  PASSES  THE  DOOR 


otwear 
Canada 

ly,  1920 


JOBBERS!  ATTENTION! 


Page 


f  In 


F.  X.  LEBLANC 

is  contemplating  acquiring  the  Estate 

of 

J.  B.  A.  GORBEIL 

Shoe  Manufacturer. 

Look  for  our  next  announcement  in 
August  Issue  of 'Footwear'* 


597-611  De  Lanaudiere 


MONTREAL 


Phone  St.  Louis  8866 


"A  WORD  TO  THE 

WISE 
IS  SUFFICIENT" 


Two  of  my  latest  lines  which  can- 
not be  surpassed  by  anything  now 
manufactured  in  stitchdowns. 

A  visit  to  my  plant  during  your 
stay  in  Montreal  will  be  very 
greatly  appreciated. 


PETER  BRAUNSTEIN 

29  William  Street 

MONTREAL 


See  us  at  the  Shoe  Fair 


in  Ca 
July 


BOOTH  70 

also  at 

ROOM  20 

Windsor  Hotel,  July  12  to  17 

CLARK  BROS.  LTD. 

ST.  STEPHEN         N.  B. 


Footwear 
in  Caiiadc 

Fuly,  1920 


THE  STYLES  CHANGE 


But  Retailers  and  the  Public  know  that  the 


QUALITY  OF 

ACTON  SHOES 

IS  ALWAYS  THE  SAME 

They  are  built  on  sound  lines  and  retailers  can  rely 
on  obtaining  style  and  good  workmanship. 

Acton  Shoes  are  favorably  known  throughout  East- 
ern Canada.  We  are  now  completing  arrangements 
for  making  them  more  widely  known 

IN  THE  WEST 

Retailers  who  buy  our  lines  can  unreservedly  re- 
commend the  goods  to  their  customers. 

The  drive  in  the  West  is  certain  to  command  success 
for  the  reason  that  the  goods  are  of  the  highest  grade. 

The  Only  Waterproof  Leather  Boots  on  the  Market 

We  invite  your  inspection  of  our  lines  at  Booth  58  at  the  Styles  Show 

ALFRED  LAMBERT,  INC. 

14-16  Notre  Dame  Street  West        -  MONTREAL 

Tannery  and  Factory :  ACTON  SHOE  CO.  Acton  Vale,  P.  Q. 


:tailersi 


The  most  interesting 
feature  of  the  Show 


will  be  found  at 


LOOK  FOR  AND   EXAMINE  CAREFULLY 

THE  NEW 

WELTS 


MADE  BY 


Standard  Welt  Co.,  Limited 

MONTREAL 


Footv 
in  Cai 

July,  19^ 


1920 


The  Globe  Pillow  Welt 


Page  14 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  ^Velt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  shoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess, but  the  Out  Sole  is  soft  and  flexible,  such  as 
required  for  a  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

''Meet  us  at  the  Shoe  Fair" 
40  Haig  Ave. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

Selling  Agent* 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 


THE  WAY 

the  Child's  Foot  is  grbwing 

OBE  PILLOW  WELT 

The  Result  of  30  Years  Experience 


An  Invitation 

Your  stay  in  Montre- 
al will  not  be  complete 
without  a  visit  to  our 
plant  at  16-20  St. 
George  Street.  Here 
in  the  oldest  establish 
ed  die  factory  in  Can- 
ada you  will  find  a 
l^enuine  welcome,  be- 
sides many  things  of 
deep  interest  to  every- 
onc  engaj^ed  in  the 
shoe  trade.  May  wc 
loo'k  for  you? 


To  Shoe  Manufacturers 
and  Allied  Lines 

IF  ITS  A  DIE— WE  MAKE  IT 

We  offer  an  unexcelled  service  in  the  manufac- 
ture of  quality  dies.  Our  Corrugated  Steel  Die  is 
protection  for  both  worker  and  employer.  If  we're 
not  making  your  dies,  send  us  a  pattern  and  com- 
pare our  work  and  delivery. 

Established  60  Years 


7;iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii!iiii!iiiiiiiiiiiiiiiiii^^^ 


16-20  ST.  GEORGE  STREET 


JAMES  CLELAND,  REG'D. 

MONTREAL,  QUE. 


S.  LEVENE,  Managing  Director 


MADE   IN  CANADA 


Our  line  of  Channel  Cements,  Sole  Laying 
Cements,  Chrome  Cements,  and  Surefold 
is  a  quality  line. 

The  first  consideration  given  to  their  make- 
up is  QUALITY. 

You  may  depend  on  them  being  as  good  a 
Cement  as  can  be  made. 


Boston  Blacking  Company 

152  McGill  Street,  MONTREAL,  Canada 


BLUE  BIRD  CAFE 

BLEURY  &  ST.  CATHERINE  STS. 

Montreal's  Leading  Restaurant 


Dinner  and 
Supper  with  II 
Revue 

Convert  Charges 


The 
Dansant 

Every  Afternoon 
4  to  6  p.m. 


Music  by  YERKE'S  Orchestra  Cafe,  Personnel,  under  ALBERT  BOUCHE,  Mana<^er 


^]^mmm  mi  -Htb  mh®<B  Fair 

^©Mh.w>y  mm§.  Mmm  nm-m  ^b^ut 
m'hmt  IE).  %  IF«  C©mmtmir^  ms'B 
iSLf)  2©:r  th,B  p2'©£im£;^at;ii  h^i-i^sir 

i-^USiM  li®  wMmt  a  g©®tl  t^^mut®!" 
sMdmii^  ^J®  tSa^s  ^Ih®'!^ 
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DUCLOS  &  PAYAN 

Ed.  R.  Lewis  45  Front  St.  East,  Toronto  Ontario  Selling  Agent 
Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  City 

Tannery  and  Factory :  ST.  HYACINTHE,  P.Q. 

Sales  Office  and  Warehouses  :  224  LEMOINE  STREET,  MONTREAL 


Where 
D.  &  P.  Counters 
Are  Made 


Not  a  Secret 


Tiles'^  Is  jm®  ^@€i'(gt  afe®mt  tfe® 

(eaiTfa^tmaaj  g@a@(gt(Bdl  ila^r^B  aim 
'hm\Bs>  ©If  w®i?Ikm(im  wSa© 
teiD^^v"  jiD'-w.  ^ms'i  lilfiiitp  h'mt  at 
mB^aas  m  ipir©(£lmi(St  iiafjlla  am 
qp.iiffi^/'— g©  mmai?©Taii— tlhat  mm 


Let  us  quote  you 
on  your  require- 
ments for  finest 
Upper  and  Sole 
Leathers. 


DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  45  Front  St.  East.  Toronto.  Ontario  Selling  Agent 
Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  City 

Tannery  and  Factory  :  ST.  HYACINTHE,  P.Q. 

Sales  Office  and  Warehouses  :  224  LEMOINE  STREET,  MONTREAL 


STEEL  DIES,  SHOE  STAMPS, 

Shoe  Lining  Markers, 

RUBBER  and  BRASS  STAMPS  For  All  Purposes 

Stencils,  Marking  Inks  and  Supplies,  Numbering  Machines 

One  of  the  oldest  Stencil  and  Steel  Die  manufacturing  establishments 

in  Canada. 

MONTREAL  STENCIL  WORKS,  Limited 

ESTABLISHED  1875  221-223  McGlH  St,    Montreal  Xel.  Main  1434  &  6616 


Colonial  Hide  Company 

Montreal,  P.  Q.  Ottawa,  Ont.  St,  John,  N.  B. 

Quebec,  P.  Q.  Peterboro,  Ont.  Windsor,  N.  S. 

Three  Rivers,  P.  Q. 

MONTREAL  PACKER  HIDES 

COUNTRY  and  CITY  HIDES  and  CALFSKINS 

All  close-trimmed,  thoroughly  fleshed 

Horse  Hides,  Sheep  Skins  and  Fleece  Wool 

Both  our  PACKER  and  our  COUNTRY  HIDES  are  delivered  to  the  tanners:-- 
Switches  and  dewclaws  off,  well  fleshed  of  excess  meat,  thoroughly  cured. 

VISITORS  TO  CONVENTION  are  cordially  invited 
to  inspect  our  hidehouse  at  274-280  Wellington 
St,,  Montreal,  and  see  our  equipment  and  methods 

If  you  have  nottester^  out  ^Tolonial''  Hides,  try  a  car  and  compare  yields 


MADE  IN  CANADA 


R  CO  IS  TK  H  K  D 


ENGLISH    ARCTIC  SLIPPERS 

SOLD  BY  ALL  GOOD  JOBBERS  ANDMADEIN  CANADA  BY 

MONTREAL  SLIPPER  &  GAITER  CO. 

287-291  NOTRE  DAME.  W..  MONTREAL 


THE 

EASTERN  SHOE  MFG.  CO.,  LTD. 

150  Frontenac  Street  Montreal 

MANUFACTURERS  OF 

HIGH    CLASS    FOOTWEAR  IN 
MISSES',  CHILD'S  AND  INFANT'S 
McKAYS 


Embracing  distinction  in  quality 
and  workmanship 
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STANDARD 
SCREWED 
SHOES 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

.  A.  COTE  &  SON 

LIMITED 


McKAY 
SEWED 
SHOES 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

HYACINTHE 

QUE. 


Manufacture  lines  of  Staple  McKay  Shoes  in  Men's,  Boy's,  Youth's,  Little  Gent's,  and  Children's,  as  well  as  a  Strong  Line  of  Heavy  Work- 
ing Shoes,  out  of  best  Chrome  Tanned  Side  Leathers,  on  Foot  Fitting  Lasts,  at  reasonable  prices.  Standard  Screwed  Soles,  Stitch  Aloft,  Natural 
Finished  Bottoms,  so  that  buyer  can  see  the  nature  of  leather,  and  know  what  he  is  buying.     THAT'S  THE  LINE  FOR  YOU. 


Brodie's 


PATENT  FLOUR 


An  ideal  adhesive  for  all  shoe 
manufacturing  requirements. 

It  is  clean  and  smooth  work- 
ing, and  for  fine  work  can  be 
easily  reduced  by  simply  add- 
ing water.  Let  us  send  you 
samples  and  prices. 


Ws  free  from  lumps 


WRITE  US  TO-UAY 


Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


V.D.tVRMSTROM0 

lENGRAVERoF  FINE  STEEL  STAMPS  &.DIES  | 
230,  c>-^>NES;jMONTREAL.PHo/y^  675 

ICR^^^C^^I^   e  QU  E-  c)   C^^^  ''^AIN 
MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
&ADO  AN  ARTISTIC  FINISH  TO  YOUR  SHOES* 
•  WHICH  WILt  INCREASE  YOUR  SALES- 


Tanners^  Oils  &  Greases 

An  Oil  for  Every  Tannage 

Moellon  Degras 
Stuffing  Grease 
Acid  Fat  Liquors 
Sulphonated  Cod  Oils 
Sulphonated  Castor  Oil 
Sulphonated  Neatsfoot  Oils 


Made  to  any  specification  from 
Canadian  Products  at  Farnham,  Quebec 


Salem  Oil  &  Grease  Co., 

of  Canada,  Limited 

Farnham,  Quebec 


For  Better  Lines  of 

WHITE  CANVAS  SHOES, 
FELT  SHOES  and  SLIPPERS, 
GAITERS  and  LEGGINGS, 
RUBBERS,  Etc., 

Our  Service  Has  Stood  the  Test. 
WE  SOLICIT  A  TRIAL  ORDER 

La  Maison  Girouard  Limitee 

(E.  T.  Shoe  Co.)      ST.  HYACINTHE,  QUE. 


To  the  Visiting  Delegates 

Our  Name  is  not  on 
the  Programme,  but 

We  are  With 
You  in  Spirit 

Ask  any  Montrealer  Why! 

Laporte  Martin 

Limitee 

Wholesale  Grocers 

Govt.  Authorized  Importers 

584  St.  Paul  St.,  West  of  McGill,  -  -  Montreal 

Telephone  Main  3766 
hstablished  1870 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniii 


Universal  Model  F.F.  Finisher 
We  make  all  sizes  and  models  of  Finishers 


Visitors 
to  the  Shoe  Fair 

are  mostly 
men  interested 
in  money-making  ideas 


A  permanent  exhibit  of  Money-Making 
Shoe  Machinery  may  be  seen  at  our 
Factory,  128  Queen  Street,  Montreal.  A 
few  minutes  will  take  you  there. 

Every  exhibit  is  not  at  the  Fair.  The 
one  illustrated  above  is  not. 


Universal  Shoe  Machinery 

of  Canada,  Limited 


128  Queen  St. 


Montreal 


Ontario  Representatives: — Adams  Bros.  Harness  Mfg.  Co.,  Ltd, 
781  King  St.  West,  Toronto 
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If  you  intend  visiting 


THE  BIG  SHOE  FAIR 


AT 


MONTREAL 

July  13  - 17, 1920 

We  extend  to  you  our  cordial  greetings  and  trust  you  will  call 
and  make  yourself  at  home  at  our  BOOTH  No.  116.  This  Fair 
is  going  to  be  the  biggest  thing  of  its  kind  ever  held  in  Canada. 

Come  to  the  BIG  FAIR  in  the  BIG  CITY 


L.  H.  PACKARD  &  CO.  LIMITED 


MONTREAL 


M.  LABRECQUE. 

PRESIDENT 

ESTABLISHED  1891 


MANUFACTURERS  OF 


562  LA  SALLE  AVE. 

We  Have  a  Well  Equipped  Plant 

For  making  Every  Description 
of  Lasts  Fillers  and  Followers 

WE  ALSO  MANUFACTURE  WOOD  AND  PAPER  PATTERNS 


We  Invite  Your  Inquiries  as  to  Prices 
and  Quality  of  Work. 


Why  Not  Pourquoi  Pas 


FOR 

The  Third  Annual  National  Shoe  Retailers'  Convention 

IN  1921 


«  

ill-  %,  o-l ici'Li^s- 


Will  be  there  to  greet  you 

at 

BOOTH  NO.  1 

' 'First  in  Order — 

Foremost  in  Service" 

W^HEN  you  visit  Canada's  Second  An- 
^  nual  Shoe  and  Leather  Exhibition 
and  the  Canadian  Shoe  Retailers'  Con- 
vention, make  our  booth  your  meeting 
place  to  keep  appointments  with  your 
friends.  It's  an  easy  number  to  keep 
in  mind  and  an  easy  booth  to  locate — 
ridit  beside  the  bureau  of  information. 

You  know  the  boys  with  "Footwear  in  Canada" 
and  the  boys  know  you.  They  will  want  to  see 
you  there,  welcome  you  and  participate  with  you 
in  the  biggest  event  in  the  history  of  the  Canadian 
Shoe  Industry. 

Come  over  any  time— the  oftener  the  better. 

Canada's  Great 
National  Shoe  Journal 
wants  to  meet  you  there. 


Montreal  Office  : 

Board  of  T rade  Building. 


July,  1920 


FOOTWEAR   IN  CANADA 
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J.  A.  McCAUGHAN  &  SON 

6S9  Champlain  Street  MONTREAL 


We  are  counting  upon 
the  pleasure  of  many  new 
acquaintances  at  the 
Shoe  Fair. 

Our  Booth  Number  is 

101 


J.  A.  McCaughan 


A.  Bedard 


We  Manufacture  a  Medium  Line  of 

Women's,  Misses'  &  Children's  Footwear 


The  McCaughan  Factory  and  Officei  at  680  Champlain  St.,  Montreal 


FOOTWEAR  IN  CANADA 


July,  1920 


United  Last  Company^  Limited 

FACTORY  AND  EXECUTIVE  OFFICE 

MAISONNEUVE       -       -  MONTREAL 


MAKERS  OF 

Model  Lasts 

That  Sell  Shoes 


We  have  the  Largest  and  Best  Equipped  Last  Factory 

in  Canada 

We  handle  in  conjunction  with  our  Last  Factory  the 
most  extensive  Upper  Pattern  Department 
in  the  Dominion 


Our  Booth  Number  at  the  Style  Show  is  1 1 5 


Surface  Kid 

''Glazed  Horse" 


T3EAUTIFULLY  pliable  and  with  glove-like 
-'^grain — Surface  Kid  is  particularly  suitable 
for  dressy  shoes. 

It  rivals  the  beauty  of  Real  Kid  and  is  very 
much  cheaper. 

Made  in  Sides  or  Fronts — Black  and  Colors 

You  are  invited  to  visit  us  at 
the  Convention  at  Booth  No. 

22 

Lucien  Borne 

Head  Office  :  491  St.  Valier  St.,  Quebec 

Montreal  Office  :  225  Lemoine  Street 


Patented 
Dec.  30th,  1913 


Footw 
in  Can 

July,  1 


Patented 
Oct.  26th,  1915 


Better  Shoes  Follow 

The  Use  of  The 
Vulco-Unit  Box  Toe 


No  matter  how  good  the  shoes  you  are  now  making 
may  be  the  introduction  of  the  Vulco-Unit  Box  loe 
will  further  add  to  their  value.  This  it  will  do  by  in- 
suring style,  economy  and  greater  wear  to  the  highest 
degree. 

Further  embodying,  as  it  does,  moisture  and  perspira- 
tion proof  qualities  the  style  and  form  of  the  shoe  is 
preserved  in  spite  of  the  hardest  wear.  Try  the  Vulco- 
Unit  Box  Toe  for  better  Shoe  satisfaction. 


Beckwith  Box  Toe  Limited 

Sherbrooke,  Quebec 


"anada 
'•.  1920 


Page  16f 


A.  E.  MAROIS,  Pre.. 


ALFRED  MAROIS,  B.ScA.,  C.E.,  Vice-Pre.. 


We  invite  the  JOBBERS  to  inspect 
our  lines  of 

Men's   Women's    Boys'  Misses' 
Youths'    and  Children's 


Be  sure  and  see  us  at  the  Convention 
We  are  at  Booth  No.  53. 

A.  E.  MAROIS  LIMITED 

Office:  559  to  565  St.  Valier  St.  Factory:  10 to  20  Arago  St. 

Montreal  Sample  Room:  Shaughnessy  Bldg.,  137  McGill  St. 

QUEBEC 


Illlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 


One  of  our 

"Special"  Lines 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiip^ 


We  also  have  a  Special  line 

of 

Women's  and  Boys' 
McKAYS 


yyiiiiiiiiiiiiiiiiiiii 


The  J.  B.  Drolet  Co. 


_  Limited 

I  585  St.  Valier  Street 


QUEBEC 


lUI  Illlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^^ 


The 
Big 

Shoe 
Fair 


At  Montreal  in  the  month  of  July 
The  Shoe  Fair  opens,  don't  pass  it  by. 

There  in  Kitchener  Avenue  our  Booth  displays 
High  Grade  Shoes — the  best  in  McKays; 
Eureka  Shoe  Company  know  quality  pays. 

Booths — many— will  call  for  attention  we  know, 
In  number  sixty-seven  we'd  ask  you  to  go 
Get  ready  to  see  the  best  shoe  in  the  show. 

Fear  not  to  see  them  you  therefore  must  buy 
A  man  is  entitled  to  judge  by  his  eye; 

If  a  shoe  like  Eureka  isn't  value  that's  high. 
Really  no  shoe  is  worthy  to  buy. 


Booth 

No. 

67 


Mr.  Jobber— Ask  to  see  our  lines  of 
Brogue  Bals  and  Oxfords 

on  12/8  and  1418  Heel 


Six 
Good 
Lasts 
To 

Choose 
From 


Long  Toe  Last,  18/8  Louis  Heel. 
Long  Toe  Last,  16/8  Cuban  Heel. 
Medium  Toe  Last,  17/8  Louis  Heel. 
Medium  Toe  Last,  14/8  Cuban  Heel. 
Short  Toe  Last,  15/8  Louis  Heel. 
Sport  Last,  12/8  Sport  Heel. 


LAST  NO.  30 


Write  direct  to  us  for  Quotations  and  Samples 

Jobbing  Trade  Only 


EUREKA  SHOE  CO.,  LIMITED 

THREE  RIVERS,  QUE. 


JOBBERS 


Goodyear  Standard   Men's  (Plain) 


?fs?r„V"A?  Booth  No.  60 


Manufacturers  of 

Heavy  Working  Shoes,  Misses'  and  Children's 
Hockey  and  Sporting  Shoe  SpeciaHst 

J.  E.  SAMSON  ENR. 

20  Arago  Street  -  -  .  Quebec 


Visiteurs 
A  La  Foire  De  Chaussures 

L'invitation  la  plus  cordiale  vous  est  offerte 
de  venir  nous  voir  a 

I'Edifice  McGill 

coin  de  La  rue  Notre  Dame  Quest  et  McGill, 
quand  vous  serez  a  Montreal 

Nous  ne  sommes  pas  exposants  a  la  Foire, 
mais  a  cette  occasion  nous  y  apportons  tous 
nos  meilleurs  souhaits  et  cooperation. 


The  Miner  Rubber  Co.,  Limitee 

Edifice  McGill,  MONTREAL 


July,  1920 
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Quebec  the  Romantic — The  Battleground  that 
Made  Canada  a  British  Colony 

Since  the  Days  of  the  Immortal  Wolfe  the  City  of  Quebec  has  Held 
a  Warm  Place  in  the  Hearts  of  All  Canadians — One  of  the  Most 
Attractive  Tourist  Cities  on  the  Continent  —  Wonderful  Commercial 

Development  in  Later  Years 


The  associations  of  the  City  of  Quebec  are  more 
historical  and  romantic  than  commercial.  The  men- 
tion of  the  name  of  the  ancient  city  recalls  memor- 
ies of  historical  events  from  its  foundation  in  1608 
by  Samuel  de  Chaniplain — the  sufferings  of  Bre- 
bouef  and  other  missionaries;  the  death  of  Wolfe, 
and  many  later  events  which  form  a  part  of  the 
history  of  the  Dominion. 

The  city  and  province  have  figured  largely  in 
the  annals  of  our  country,  and  Quel)ec's  explor- 
ers, soldiers,  educationists  and  politicians  have  made 
their  influence  felt  in  the  development  of  the  entire 
Dominion.  The  spots  of  historic  interest  are  com- 
memorated by  suitable  tablets  and  monuments,  and 
in  this  connection  we  might  mention  the  work  of 
the  National  Battlefields'  Commission  for  preserv- 
ing the  Plains  of  Abraham  and  the  Cove  Fields, 
and  transforming  them  into  a  large  park. 

Quebec  too  is  noted  for  its  many  and  lieautiful 
churches.  From  an  aesthetic  point  of  view,  the  city 
is  splendidly  situated.  Looking  from  the  famous 
Dufiferin  Terrace,  182  feet  above  the  lower  town,  a 
wonderful  panorama  of  river,  bay  and  mountain 
slopes  is  unfolded.  These  and  other  attractions 
have  been  the  means  of  drawing  numerous  visitors 
from  every  part  of  the  American  continent  and 
from  Europe. 

Quebec's  Harbor  a  Great  Industrial  Asset 

The  city  too  has  of  late  years  made  wonderful 
strides  in  industrial  achievements.  It  is  fortunate 
in  having  an  excellent  harbor,  extending  many  miles 
from  where  the  Chaudiere  river  empties  into  the 
St.  Lawrence,  and  with  many  miles  of  river  front- 
age. During  recent  years  large  improvements  have 
been  carried  out  to  the  docks,  giving  much  greater 
facilities  for  both  the  European  passenger  trade  and 
for  the  shipment  of  freight.  On  the  Levis  side  in 
particular  the  shipbuilding  industry  has  been  devel- 
oped to  a  remarkable  extent.  Quebec  has  also  made 
noteworthy  progress  in  other  industries,  including 
the  shoe  and  leather  trades. 

The  various  industries  cover  a  very  wide  range, 
and  efforts  are  now  being  made  to  secure  the  estab- 
lishment of  plants  of  a  character  which  are  -not 
largely  represented. 

The  city  indeed  is  showing  a  considerable  enter- 
prise in  the  development  both  of  the  shipping  and 
industrial  interests,  there  having  l)cen  an  awaken- 
ing in  this  respect  during  the  last  few  years. 

The   policy   of   the    Provincial    Government  lias 


been  in  the  direction  of  developing  the  resources 
not  only  of  the  city,  but  also  of  the  province.  This 
particularly  applies  to  the  enormous  forests  and  min- 
eral wealth.  The  success  of  that  policy  is  seen  in 
the  development  of  the  lumber,  pulp  and  paper  in- 
dustries, which,  aided  by  the  abundant  supply  of 
cheap  water  po,wer,  have  progressed  beyond  all  ex- 
pectations. Millions  of  dollars  have  been  invested, 
within  the  last  few  years,  in  the  manufacture  of 
pulp  and  paper.  Plants  have  risen  in  various  parts 
of  the  province,  being  assured  of  an  abundant  sup- 
ply of  material.  The  rise  of  the  pulp  and  paper 
industry  has  been  in  fact  the  largest  development 
of  any  industry  within  the  province  in  later  years. 
There  is  no  province  in  Canada  which  has  such 
wonderful  resources  of  electric  power,  and  these 
have  been  and  are  being  developed  to  a  remarkable 
degree.  The  hydro  electric  plants  are  among  the 
finest  on  the  North  American  continent,  and  visit- 
ors from  all  parts  of  Canada  and  the  United  States 
are  constantly  inspecting  these  developments,  which 
have  enabled  the  province  to  go  forward  in  the  util- 
ization of  her  resources. 

Value  of  Exports  Trebled  in  Ten  Years 

The  population  is  now  108, H6G,  of  which  French- 
speaking  constitute  96,138,  and  English  12,338.  The 
growth  of  the  port  will  be  seen  from  the  following 
figures:  • 

Year  Exports  Imports 

1910   $7,389,264  $10,997,788 

1911   •.  .     6,801,418  11,235,169 

1912    8,705,694  14,381,237 

1913    9,978,522  16,327,447 

1914    7,360,225  11,664,373 

1915    3,941,303  10,663,787 

1916    12,838,368  17,127.084 

1917    10,607,145  17,045,759 

1918    17,160,988  16,885,730 

1919    33,868,480  18,357,439 

Quebec  has  14  chartered  banks  doing  business, 
and  some  of  them  have  branches  all  over  the  city. 
The  value  of  the  clearings  for  the  last  five  years  are 
as  follows: — 

Year  191.-,  $158,325,906 

Vear  1916   192,163,703 

Vear  1917    213,505,336 

Year  I9IS    33a.90(),890 

Year  1919    390.9S:i,48:! 
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The  Evolution  of  the  Footwear  Industry 


In  his  address  of  welc(jnie  at  the  Annual  meeting' 
of  the  Shoe  Manufacturers'  Association  of  Canada  in 
January  last,  Mr.  H.  V.  Gale  described  the  city  of 
Quebec  as  the  cradle  of  the  Canadian  shoe  industry. 
The  city  has  for  many  years  been  identified  with 
the  shoe  and  tanning  industries;  and  indeed,  is  prob- 
al)ly  the  oldest  tanning  centre  in  the  history  of  Can- 
ada. Both  these  industries  form  a  very  important 
section  oif  the  commerce  of  Quebec,  it  l)eing  esti- 
mated that  :iO()()  people  are  employed  in  shoe  mak- 
ing, with  a  yearly  pay  roll  of  about  two  million  dol- 
lars. 

As  in  Montreal,  the  industry  has  undergone  a 
great  change,  there  being  within  later  years  a  de- 
cided trend  towards  specialization.  Firms  whicli 
started  making  general  lines  are  now  devoting  th'eir 
attention  to  particular  goods,  thus  making  for  bet- 
ter shoes  and  decreased  cost  of  production.  Speak- 
ing generally,  the  manufacturers  of  Quebec  spec- 
ialize on  the  heavier  classes  of  shoes,  making  almost 
exclusively  for  the  jobbers'  trade.  Comparatively 
few  firms  which  were  established  at  the  commence- 
ment of  the  era  of  making  shoes  by  machinery  are 
now  in  existence.  The  names,  however,  of  Ritchie 
and  Marsh  stand  out  as  prominent  exceptions  in 
this  connection. 

The  Advent  of  Mechanical  Methods 

Researches  show  that  before  18G7  hand-made 
shoes  only  were  made.  In  that  year  Messrs  Bresse 
&  Cote  opened  a  small  factory  on  Abraham  Hill, 
using  the  pegging  machine.  This  partnership  lasted 
only  a  few  months,  Mr.  Bresse  continuing  on  his 
own  account  in  a  factory  on  St.  Paul  Street;  while 
Mr.  Cote  went  to  St.  Hyacinthe.  where  he  founded 
the  firm  of  J.  &  M.  Cote  which  is  in  existence  to- 
day. Mr.  Bresse  proved  himself  a  very  enterpris- 
ing manufacturer  and  commanded  an  extensive 
trade. 

Another  prominent  name  in  the  industry  is  that 
of  J.  &  J.  Woodley,  who  commenced  operations  on 
.St.  Joachim  street.  At  one  time  the  Woodley  fac- 
tory had  a  very  large  l)usiness,  making  as  many  as 
2000  pairs  a  day. 

Paul  Couture  was  another  of  the  early  pioneers 
and  Binet  &  Laroche  started  a  factory  in  18G9. 
Coming  to  a  later  date,  we  find  the  names  of  Ritchie 
(1877)  and  Marsh  (1880).  Mr.  Ritchie  was  in  the 
earlier  year>  in  association  with  the  Woodley  firm, 
while  Mr.  Marsh  was  associated  with  Mr.  Policy. 
Quite  a  new  numl)er  of  firms  started  up  in  the  1880 
and  18<.io  ])ci-i()ds,  these  including  O.  Goulet,  Luc 
Routier,  The  J.  M.  Stobo  Co.,  Ltd.,  Gale  Brothers, 
and  A.  I''..  Marois,  Ltd. 

T''crc  are  about  l!0  shoe  factories  in  Quebec,  in- 
chulinj,  those  making  moccasins.  The  majority  nf 
tluHi  arc  concentrated  in  the  district,  of  which  St 
\  ali(  r  street  is  the  pivot.    This  street  at  one  time 


used  to  be  the  great  leather  centre,  and  there  are 
still  a  number  of  tanning  firms  and  the  agents  of 
tanning  firms  on  this  thoroughfare. 

Within  the  last  three  or  four  years  considerable 
additions  have  been  made 'to  existing  factories,  and 
other  firms  have  also  started  putting  up  new  factor- 
ies. One  of  these  which  will  be  occupied  during 
the  present  month  is  that  of  tlie  Gosselin  Shoe, 
Reg'd.,  which  will  be  under  the  direction  of  Mr. 
G.  (iosselin,  formerly  with  Ludger  Duchaine. 
This  is  a  very  substantially  built  factory  of  four 
storeys.  The  firm  will  manufacture  a  general  line 
of  footwear,  and  hope  to  commence  with  an  output 
of  .50  cases  per  week. 


Eighteen  Years'  Development 

The  rise  of  the  Quebec  shoe  industry  will  be 
seen  from  the  following  official  figures  for  the  cal- 
endar years  1900.  1910,  1917,  and  1918.  While  the 
capacity  has  increased  more  than  twofold  from  1910 
to  1918,  the  numl)er  of  factories  has  diminished,  the 
tendency  thus  being  to  concentrate  in  larger  units. 
The  numlier  of  employees  has  decreased  by  nearly 
one-half,  due  no  doubt  to  the  introduction  of  more 
efficient  machinery.  ,\t  the  same  time,  salaries  and 
wages  have  considerably  increased,  for  although  the 
aggregate  sum  as  compared  with  1900  has  not  ma- 
terially advanced,  yet  taking  the  number  of  em- 
ployees in  1900  and  1918.  respectively,  the  salaries 
and  wages  have  nearly  doubled.  The  cost  of  mater- 
ials has  naturally  gone  up,  while  the  value  of  the 
output  has  increased  about  one  and  a  half  million 
dollars. 
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An  Interesting  Reminiscence 

One  of  the  outstanding  figures  of  the  Canadian 
shoe  industry  is  Mr.  John  Ritchie,  the  founder  of 
the  John  Ritchie  Co.,  Ltd.,  Quebec.  He  is  one 
of  the  oldest  manufacturers  in  the  country,  if  not 
the  oldest:  still  active,  although  not  participating 
to  the  same  extent  in  the  direction  of  affairs  of 
the  shoe  industry. 

In  an  interview  with  a  representative  of  FO(JT- 
WEAR,  Mr.  Ritchie  .gave  some  of  his  reminiscences 
of  the  early  days  of  manufacturing  in  Quebec.  It 
was  a  question,  he  said,  as  to  whether  J  &  J.  Wood- 
ley  or  Bresse  &  Cote  were  the  first  people  to  manu- 
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facture  shoes  in  a  large  way.  At  any  rate,  it  was 
only  a  matter  of  months  as  to  the  date  of  the  es- 
tablishment of  their  factories.  Mr.  Ritchie  became 
identified  with  the  shoe  business  in  1877.  joining 
Mr.  Woodley.  who  had  previously  been  in  the  re- 
tail business.  A  little  later  Mr.  Ritchie  founded 
the  firm  which  l)ears  his  name.  In  those  days  the 
main  machines  for  manufacturing  were  in  existence, 
but  they  were  crude  as  compared  with  those  of 
to-day.  They  consisted  of  sewing,  pegging,  trim- 
ming and  stoneing  machines,  the  edging  machine 
coming  later.  At  that  time  there  was  a  great 
quantity  of  custom  made  shoes  sold.  The  .great 
run  was  on  what  were  known  as  prunella  goods, 
prunella  gaiters  being  sold  in  very  large  quantities. 
Many  of  these  goods  were  plain  prunella,  with  a 
leather  tip.  In  the  winter  felt  shoes  were  worn 
with  rubbers  over  them.  At  the  time  Mr.  Ritchie 
came  into  tlie  shoe  business,  prunella  shoes  were 
losing  their  popularity. 

There  were,  said  Mr.  Ritchie,  two  main  divisions 
in  the  manufacturing  branch  of  the  industry — the 
li.ght  shoe  trade,  and  the  heavy  goods  for  farmers 
and  wnrkiiK'ii.  When  he  started  in  1S7'.),  he  manu- 
factured the  lighter  grade  of  shoes — pebi)Ie  and 
i)right  \)uf(  in  women's,  and  Inif?  in  men's.  There 
was  practically  only  one  width,  and  in  the  early 
part"  of  his  business  career  there  were  no  half 
sizes,  l)ut  these  soon  came  into  vogue. 

Within  five  years  of  the  establishment  of  Mr. 
Ritchie's  firm  quite  a  few  factories  came  into  the 
field,  many  of  these  being  started  by  superintendents 
or  foremen  who  had  learned  the  business  in  other 
factories. 

As  j'ears  went  on  there  was  a  distinct  change  on 
the  lines  of  specialization,  factories  who  made  gen- 
eral lines  finding  it  more  profitable  to  specialize 
in  some  particular  goods. 

"You  cannot."  said  Mr.  Ritchie,  "obtain  perfec- 
tion in  the  manufacture  of  every  line,  and  the  prac- 
tice of  the  old  days  of  a  man  making  a  child'- 
cache.  and  also  a  man's  boot  has  been  replaced 
by   concentration   on   special  lines." 

The  Good  Old  Days— Jobbers'  Price  85c 

As  showing  the  immense  increase  in  the  cost 
of  producing  goods.  Mr.  Ritchie  stated  that  they 
used  to  be  able  to  make  a  woman's  shoe  from 
the  cutting  and  fitting  room  to  the  finishing  at  a 
cost  of  less  than  30c  per  pair;  whereas  the  cost  is 
now  from  three  to  four  times  that  amount.  For 
many  years  the  average  price  of  goods  to  the  job- 
ber was  8,5c  per  pair.  This  gradually  increased  to 
.$1.35.  and  was  now  about  $.5.00  Of  course  the 
goods  of  to-day  are  of  a  much  l)etter  class  than 
those  sold  at  the  lower  cosis^  c|uoted.  At  the  same 
time,  comparing  qualities,  he  estimated  that  the 
value  to-day  of  the  shoes  sold  at  say  85c  would  be 
about  $3.00.  The  average  wage  per  week  of  the 
operatives  when  he  started  l)usiness  was  $7.00  per 
week,  but  this  increased  from  $9.00  to  $14  00.  As 
to  the  packing  of  goods,  Mr.  Ritch  ie  said  that  one 
of  his  first  recollections  was  seeing  a  man  tramp- 


ling goods  down  in  a  case  in  order  to  get  them 
into  the  space.  Many  of  the  goods  were  packed 
without  any  wrapping,  while  in  other  instances 
long  strips  of  paper  were  placed  between  the  lay- 
ers of  the  shoes. 

During  the  early  part  of  his  business  career. 
Mr.  Ritchie  spent  considerable  time  on  the  road, 
and  he  recalled  the  fact  that  he  sometimes  was  six 
weeks  on  a  sleigh  journey.  Travelling,  he  said, 
was  a  pretty  severe  task  in  those  days,  although 
there  were  some  excellent  and  comfortable  hotels 
which  compensated  in  some  degree  for  the  con- 
ditions under  which  travelling  had  to  be  done. 

When  Mr.  Ritchie  commenced,  most  of  the  lea- 
ther used  was  obtained  from  local  tanneries.  The 
city  of  Quel)ec  had  always  been  prominent  as  a 
tanning  centre,  although  the  introduction  of  chrome 
tannage  had  made  a  considerable  difference  to  the 
trade  in  the  city.  At  the  time  lie  spoke  of,  oak 
l)ark  tannage  was  in  vogue,  Quebec  sending  a  large 
amount  of  leather  abroad.  It  was  then  generally 
black  leather  that  was  made.  Most  of  the  factor- 
ies were  run  by  steam,  "although,"  said  Mr.  Ritchie, 
"there  is  a  well  authenticated  story  of  a  factory 
which  was  run  by  an  old  white  horse,  literally  1)y 
horse  jiowcr." 


Shoe  Retailing  in  Quebec 

The  city  of  Quebec  has  a  number  of  well  equip- 
ped and  furnished  shoe  stores.  Some  of  these  are 
of  the  older  style  doing  a  family  trade,  while  others 
are  of  the  modern  type,  with  elaborate  decorations 
and  fine  window  trims.  Naturally  the  majority  of 
the  proprietors  are  French-Canadians,  the  English- 
speaking  section  being  mainly  in  the  upper  town. 
Two  of  the  oldest  established  are  W,  Jacques  & 
Sons  and  Louis  Bilodeau,  Reg'd,  The  first  named 
was  originally  estal)lished  by  J.  Woodley.  one  of 
the  first  manufacturers  in  Quebec;  then  it  came,  in 
1873  under  the  management  of  Messrs.  Marsh  & 
Jacques,  the  first  named  being  the  founder  of  the 
W.  A.  Marsh  Co.,  so  that  the  firm  of  W.  Jacques  & 
Sons  was.  in  its  inception,  connected  with  two  of 
the  pioneers  of  the  manufacturing  l)ranch  of  the 
industry.  The  firm  was  sulisequently  controlled  by 
Mr.  W.  Jacques,  Mr.  Marsh  joining  Mr.  Policy  in 
manufacturing,  and  it  is  now  in  the  hands  of  his 
two  sons.  Messrs.  W.  C.  and  A    J.  Jacques. 

in  the^  course  of  a  chat  with  a  representative  of 
FOOTWEAR.  Mr.  W.  e\  Jacques  referred  to  the 
.great  changes  in  retailing  which  had  taken  place  in 
his  recollection.  In  those  days  the  stores  had  no 
such  elaborate  windows  as  exist  to-day;  at  night 
they  were  closed  by  putting  up  wooden  shutters 
secured  by  iron  cross  bars. 

The  goods  were  either  hung  on  the  ceiling,  or 
stored  in  drawers,  accordin  j  to  size,  tlie  top  por- 
tion of  the  nest  of  drawers  servin.g  as  a  counter. 
There  was  no  stand.ard  widths  of  shoes.  Nearly 
every  retailer  was  a  custom  trade  shoemaker,  a 
jnan's  hand  made  shoe  retailing  for  about  $;?  50. 
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The  Manufacturing  Industry  of  To-day 


One  of  the  most  up-to-date  factories  in  Quebec 
City  is  that  occupied  by  A.  E.  Marois,  Limited,  on 
St.  Valier  Street.  It  was  especially  planned  by  Mr. 
Marois  and  is  a  fine  example  of  a  modern  i)laiU 


A.  E.  Marois,  President 

with  spacious  and  well-equipped  offices.  It  contains 
altogether  180,000  square  feet  of  space,  being  six 
stories  high,  and  so  laid  out  as  to  involve  a  mini- 
nu'.ni  amount  of  lost  motion  in  manufacturing.  The 


business  was  established  in  1899  by  Mr.  Paul  Tour- 
igny,  who  was  afterwards  joined  in  partnership  by 
Mr.  Marois,  then  superintendent  for  W.  H.  Polley. 
I     I9i;i  Mr.  Marois  bought  out  the  business,  which 


Alfred  Marois,   B.A.Sc,  C.E.,  Vice-President 

was  continued  under  the  name  of  Tourigny  &  Ma- 
rois. In  February,  1919,  it  was  converted  into  a 
limited  liability  company,  with  the  title  of  A.  E. 
Marois,   Limited.    The  officers  are:  President,  Mr. 


The  up-to-date  six- 
storcy  factory  of 
A.    E.   Marois,  Ltd. 
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A.  E.  Marois;  vice-president,  Mr.  Alfred  Marois; 
secretary-treasurer,  Mr.  L.  J.  B.  Lepine,  and  super- 
intendent, Mr.  C.  E.  Lepine. 

The  company  manufacture  welts,  McKays  and 
standard  screw  goods,  and  have  an  output  of  5,000 
pairs  per  day,  which  are  sold  exclusively  to  job- 
bers. The  business  has  grown  to  a  considerable 
extent,  the  new  plant  afTfording  facilities  for  the 
rapid  shipment  of  goods. 

The  company  is  represented  on  the  road  by  Mr. 
H.  Hymmen,  and  also  by  Mr.  P.  M.  GofT,  of  To- 
ronto. 

Children's  Shoe  Manufacturing  Co. 

The  Children's  Shoe  Manufacturing  Company,  1  1 
Belleau  street,  manufacturing  misses,  children's  and 
infants'  McKays,  is  of  recent  origin,  being  estab- 
lished in  May,  1918.  The  output  is  2,000  pairs  per 
week,  which  is  double  the  original  capacity.  The 
factory  is  40  ft.  x  40  ft.,  three  storeys  high. 

Mr.  G.  A.  Carpentier  and  L.  Bloudeau  arc  the 
proi^rietors.  Both  of  these  gentlemen  were  witli 
Lachance  &  Tanguay,  the  former  for  thirteen  year.s 
and  the  latter  for  foutreen  jears. 

Mr.  Joseph  Tanguay 

Mr.  Joseph  Tanguay  is  a  well-known  figure  in 
the  shoe  industry  of  the  city.  He  has  had  a  long- 
experience,  having  been  foreman  for  the  John  Rit- 
chie   Company    for   twelve    years,    and    also  fore- 


Jos.  Tanguay 

man  for  Lachance  &  Tanguay,  and  superintendent 
of  the  old  Rock  Shoe  Company,  which  he  left  to 
engage  in  business  on  his  own  account  in  March, 
1916  Mr.  Tanguay  has  a  spacious  factory  on  St. 
Dominique  street,  where  he  manufactures  McKays, 


standard  screw,  imitation  welt,  hockey  and  sporting 
lioots  and  shoes.  He  also  makes  a  special  line  of 
lumberman's  boots.  The  capacity  of  the  factory  is 
G,000  pairs  a  week,  and  this  will  be  extended  to 
8,000  pairs  a  week  when  an  addition  which  is  being- 
made  to  the  factory  is  completed.  The  employees 
total  165.  Mr.  All^ert  Tanguay  is  the  superintend- 
ent. 

Gale  Bros.  Ltd. 

Established  in  1905,  the  firm  of  Gale  Brothers, 
Ltd.,  518  St.  Valier  Street,  has  so  increased  its 
iiutput  that  li\  e  extensions  to  the.  factory  have  been 
necessary.  The  plant  consist  of  three  buildings,  one 
75  ft.  X  40  ft.,  another  100  ft.  x  .30  ft.  and  a  third, 
53  ft.  X  40  ft.,  all  of  five  floors,  and  all  connected 
with  each  other.  The  output  of  1500  pairs  per  day 
comprises  a  complete  range  of  women's,  misses'  and 
children's  fine  McKays,  which  are  sold  to  the  job- 
bing trade  only. 

Mr.  H.  V.  Gale,  the  president,  takes  a  leading 
|)art  in  the  shoe  n-iai-iufacturing  industry,  lieing 
president  of  the  Shoe  Manufacturers'  .-Vssociatiot-i 
of  Quebec. 

Mr.  .'\.  E.  Parent  is  the  secretary-treasurer,  Mr. 
J.  Hatch  superintendent,  and  Mr.  George  Wilson 
sales  manager. 

Lachance  &  Tanguay 

Lachance  &  Tanguay  are  manufacturers  of  me- 
dium grade  women's  shoes,  having  their  plant  on 
Bigaouette  avenue.  The  firm  was  originally  known 
as  Brunet,  Lachance  &  Tanguay,  with  a  factory  on 
Crown  street,  and  after  its  dissolution  the  new  firm 
of  P.  C.  Lachance  and  L.  Tanguay  removed  to 
Loretto,  P.  Q.,  where  they  manufactured  for  three 
or  four  years.  The  next  move  was  back  to  Quebec 
City,  a  new  factory  having  been  built  for  this  pur- 
l)ose.  The  firm  formerly  manufactured  general  lines, 
hut  recently  have  gone  into  the  women's  trade  ex- 
clusively, selling  to  jobbers  only.  I^ast  year  an 
extension  was  made  to  the  factory,  and  it  is  now 
of  four  stories  on  a  site  of  140  x  40  ft.  The  pro- 
duction is  about  4,000  pairs  per  week,  Mr.  W.  h. 
b'rancis  is  the  sales  representative. 

J.  B.  Drolet  Co.  Ltd. 

Tlie  J.  B.  Drolet  Con-ip"any,  Limited,  is  one  nf 
the  new  firn-is  in  Quebec  making  for  retail  trade, 
tlieir  lines  being  mens  Goodyear,  women's  McKays 
and  boys"  goods. 

Established  in  19i:!,  the  factory  was  removed 
two  years  ago  from  Colomb  street  to  the  ])resent 
site — 583  St.  Valier  street,  where  the  company  occu- 
Iiies  a  three-storey  building.  The  capacity  is  from 
L500  to  1,800  per  day. 

The  president  of  the  company  is  Mr.  J.  11.  Drn- 
Ict;  vice-president,  J.  Chouinard;  secretary,  Mr. 
Hector  Drolet,  and  superintendent,  Mr.  Jules  Dro- 
let. 
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0.  Goulet 

III  IHH."),  Mr.  <).  (joulet  established  his  present 
l)i:siiiess  in  partnership  with  Mr.  Migner,  so  that 
he  is  one  of  the  old  school  of  Quebec  shoemakers. 
In  fact  his  connection  dates  further  back  than  this, 
as  he  was  at  one  time  in  the  employ  of  Mr.  Bresse, 
one  of  the  pioneers  of  the  industry  as  we  now 
know  it.  The  partnership  with  Mr.  Migner  was  dis- 
solved after  ff)ur  years,  and  Mr.  Goulet  then  took 
as  partner  Mr.  V.  Garant,  who  remained  with  him 
for  several  years.  When  this  second  partnership 
was  dissolved,  Mr.  Goulet  continued  in  business  on 
his  own  account.  During  nearly  the  wliole  of  this 
time  operations  have  l)een  carried  on  at  the  plant 
on  St.  Valier  street,  where  men's,  boys'  and  wom- 
en's luedium  grade  welts,  and  boys',  youths',  little 
gents,  and  misses  McKays,  standard  screw,  pegged 
and  infants'  McKays  are  turned  out.  The  factory 
is  an  extensive  one,  having  three  flats  and  two 
wings.  The  employees  number  2.")().  Mr.  Goulet  has 
two  of  his  sons  in  the  business. 

J.  E.  Samson,  Regd. 

Mr.  J.  E.  Samson  is  interested  in  four  factories, 
two  of  which  he  owns,  and  he  was  formerly  pro- 
prietor of  the  other  two.  Operating  as  J.  E.  Sam- 
son, l\eg'd.,  be  produces  hockey  shoes,  standard 
screws,  and  McKay  goods  in  one  plants  while  in 
a  second  heavy  staples  are  manufactured.  The  prin- 
cipal plant  is  on  Arago  street.  Mr.  Samson  is  also 
interested  in  .\.  E.  Jobin,  Ltd.,  makers  of  men's 
Goodyear  welts  and  women's  medium  McKays;  and 
the  firm  of  O.  Bisson,  manufacturers  of  misses  and 
children's  McKays  and  standard  screws.  Mr.  Sam- 
son has  had  a  long  experience  In  the  shoe  business, 
having  l)een  associated  with  J.  H.  Larochelle,  1. 
Duchaine  and  the  old  Rock  Shoe  Company.  The 
business  was  established  six  years  ago  and  has  con- 
tinued to  make  progress.  In  the  East  and  West 
the  firm  deals  with  the  retailers  as  well  as  to  the 
jobbers,  but  in  the  Provinces  of  Queliec  and  On- 
tario jobbers  only  are  supplied. 

Ludger  Duchaine 

The  business  of  Ludger  Duchaine  was  establish- 
ed in  1907  on  Commissioners  street,  and  six  years 
later  the  factory  was  removed  to  59:!  St.  Valier 
street.  It  is  a  three-storey  building,  GO  x  16.").  The 
daily  output  was  originally  from  :!()  to  :!5  cases  per 


week,  and  this  has  now  been  increased  to  from  70 
to  HO.  Mr.  Duchaine  makes  a  general  line  of  med- 
ium McKays  and  men's  welts,  together  with  child- 
ren's goods.  He  sells  to  jolibers  only,  and  employs 
175  to  200  hands.  Mr.  J.  A.  X^rdifi  is  the  sales 
manager. 

Luc  Routier 

Mr.  Luc  Uoutier  has  a"  factory  on  Colomb  St., 
Quebec,  which  was  established  in  190;i.^JPhe  busi- 
ness was  formerly  owned  by  Mr.  T.  Lachance,  for 
whom  Mr.  Routier  was  manager  for  six  years.  The 
lurnoxer  is  l)etween  500  and  (iOO  i)airs  \ie.r  day.  l''or- 
nierly  Mr.  Routier  made  a  general  line  of  goods, 
but  he  now  turns  out  men's,  boy's,  youth's  and  little 
gents,  footwear  in  McKays  and  standard  screws. 
'I"he  trade  is  with  jobbers  only. 


Lagace  &  Lepinay 


Lagace  &  Lepinay,  of  22  St.  .\nselme  street,  is 
one  of  the  more  modern  firms  of  Quebec  City, 
being  established_j2l_liiljL_-S5r.  J.  P.  Lagace  was  for 
se\enteen  years  connected  with  the  John  Ritchie 
('omi)any,  and  is  a  thoroughly  practical  man.  act- 
ing as  superintendent  of  the  factory.  Mr.  Lepinay 
looks  after  the  office  and  the  financial  end  of  the 
business. 

The  lirm  (jriginally  started  on  St.  Valier  street, 
and  in  191()  moved  tri  the  present  location,  the  fac- 
tor}'  l)eing  of  4  str)reys  on  a  site  180  x  72  feet. 
The  original  production  of  1200  pairs  per  day  has 
just  about  doubled,  and  when  the  extension,  now 
in  course  of  erection,  is  completed,  the  capacity 
will  be  increased  by  1,200  pairs.  The  lines  made 
are  men's  Goodyear  welts  and  women's  McKays, 
which  go  to  the  jobbing  trade.  There  are  about 
425  employees. 

Tlie  lirm  did  a  certain  amount  of  export  trade 
with  I'rance. 

The  John  Ritchie  Company 

There  is  no  more  widely  known  firm  in  the 
shoe  trade  than  that  of  the  John  Ritchie  Company, 
Limited.  Mr.  Ritchie  is  one  of  the  pioneers  of  the 
in(lu^try,  and  one  of  the  few  men  now  living  who 
was  connected  with  the  business  in  the  period 
when  it  emerged  from  the  custom-made  method  to 
that  of  manufacturing  on  a  large  scale.  He  was, 
in  his  early  days,  connected  with  the  firm  of  Wood- 


2  3  ■i'i^Maiau'' 


Well-equipped  plant 
of    Ludger  Duchaine 
—Output    70    to  80 
cases  per  week. 


Inly.  1 '.):?() 
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ley,  and  from  the  day  that  he  established  the  pre- 
sent tirm  it  has  made  continuous  progress.  Mr. 
Ritchie  is  now  taking  a  well-earned  rest,  although 
he  still  visits  the  factory-  and  takes  an  interest  in 
the  business. 

Established  in  1879,  the  original  output  was  com- 
paratively small,  and  it  has  grown  to  about  2.400 
pairs  per  day  of  standard  men's  welts.  The  fac- 
tory is  2()0  X  14.)  ft.,  a  new  wing  ha\-ing  been  just 
completed.  Mr.  J.  E.  Warrington  is  the  manager 
of  the  business,  with  Mr.  M.  J.  Sheehy  as  superin- 
tendent.   About  450  people  are  employed. 

The  shoes  are  made  for  the  jobbing  trade,  and  a 
considerable  export  trade  has  1)een  done. 

Bertrand  and  Thibault 

Among  the  comparatively  new  ^hoe  manufactur- 
ing firms  of  Quebec  City  is  that  of  Bertrand  and 
Thibault,  104  Montmagny  street,  manufacturers  of 
women's,  misses'  and  cPf'ildren's  fine  and  medium 
McKays,  and  gents'  ai)(l  little  gents'  McKays  and 
standard  screws.  The  firm  was  established  in  .April. 
1016,  and, their  outpu-t  has  grown  from  \2  cases  to 
50  cases  i)er  week./  The  factory  is  a  well-equipped 
plant  on  a  site  of  140  ft.  x  40  ft. 

Mr.  Bertrand  takes  an  interest  in  ci\ic  affairs, 
being  alderman  for  the  City  of  Quebec. 

The  superintendent  is  Mr.  L.  C.  Robitaille.  There 
are  about  80  employees. 

Duchaine  and  Perkins 

Duchaine  &  Perkins,  of  195  Crown  street,  are 
the  successors  of  T.  Duchaine,  who  was  in  business 
for  twenty-five  years.  The  present  concern  was 
started^Jn_J_90I,  the  partners  being  Messrs.  J.  .\. 
Duchaine  (who  is  the  son  of  Mr.  T.  Duchaine)  and 
John  Perkins.  The  factory  is  quite  an  extensi\e 
one.  on  a  site  120  ft,  x  175  ft.  with  an  extension  71 
ft.  long.  From  350  to  400  hands  are  employed.  The 
original  capacity  of  2,000  pairs  per  day  has  increas- 
ed to  3,000  pairs  per  day.  The  lines  handled  are 
Goodyear,  welts  for  men.  McKays  for  women, 
misses'  and  children.  The  firm  make  for  jiil)bers 
only. 

Wm.  A.  Marsh  Co.  Ltd. 

The  Will  iam  A.  Marsh  Co.,  Ltd.,  427  St.  Valier 
street,  is  one  of  the  older  firms  in  Quebec,  bein.g 
established  in  1880  by  the  late  Mr.  \V.  .\.  Marsh. 
The  firm~TF  crecllled  with  being  the  first  manufac- 
turers of  Goodyear  welts  in  the  city,  and  has  gradii- 
ally  built  up  a  very  extensive  business,  with  the 
result  that  the  factory  has  had  to  be  extended  from 
time  to  time.  At  present  the  output  is  about  1,20;) 
pairs  per  day  of  men's  and  vvomen's  McKays.  The 
c  )mpany  sells  to  the  jobbing  trade  and  large  re- 
tailers, the  goods  being  distributed  from  coast  to 
coast. 

Mr.  Fred  W.  Marsh  is  the  president,  Mr.  David 
Marsh,  managing  director,  Mr.  Robert  Stanley, 
secretary-treasurer,  and  Mr.  John  Dunbar,  super- 
intendent. Messrs.  H.  E.  Graham  and  W.  H.  Marsh 
represent  the  firm  on  the  road. 


Successful  Organization  Work 

Quebec  is  well  provided  in  the  matter  of  trade 
organizations.  The  Shoe  Manufacturers'  Associa- 
tion is  an  old  established  body,  its  main  duties  being 
to  adjust  matters  as  between  employers  and  em- 
ployees—  Union  labor  is  very  strong  in  Quebec — and 


L.  S.  Deschenes,  President  Quebec 
Shoe  Retailers 

alsf)  to  discuss  trade  questions  as  they  affect  the 
manufacturers.  The  following  arc  the  officers: 
President,  Mr.  H.  \' .  Gale;  vice-president,  Mr.  C.  E. 
Lepinay;  directors:  Messrs.  Samson.  J.  Sheehy,  L. 


H.   V.   Gale,  President  Quebec  Shoe 
Manufacturers 


Duchaine,  T.  Lessard,  and  1'.  Bertrand,  with  Mr. 
J.  S.  Langlois  secretary. 

The  shoe  retailers  have  ;ilso  an  association, 
which  holds  occasional  meetings.  Mr.  L.  S.  Des- 
chenes is  the  president. 

Then    the   tanners   have   an    organization  whicli 
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looks  after  their  special  interests.  The  tannini^  in- 
dustry is  an  important  one,  both  in  the  city  and  the 
province,  and  from  time  to  time  there  arise  ques- 
tions which  afTect  the  interests  of  the  members. 
At  the  convention  of  the  Shoe  Manufacturers'  As- 
sociation held  in  Quebec  in  January,  the  tanners 
entertained  the  delegates  to  luncheon. 


States  firms  have  also  their  selling  agents  in  this 
district.  It  should  be  mentioned  that  there  are  a 
large  number  of  tanneries  distributed  throughout 
the  province,  many  of  them  being  of  a  compara- 


The  Quebec  Jobbing  Trade 


Queliec  does  a  consideral)le  wholesale  business 
in  shoes,  although  the  trade,  generally  sjieaking,  is 
to  retailers  in  the  province  of  Quebec  and  in  certain 
French-Canadian  districts  in  r)ntario  and  the  East 
One  of  the  larger  firms,  J.  H.  Larochelle  &  Fils, 


Geo.   Brown,  of  Brown,   Rochette  Ltd. 

Ltd  ,  was  ;it  one  time  engaged  in  nianufacturmg. 
Other  important  jobbers  are  the  Paquet  Co.,  Ltd., 
Brown,  Rochette.  Ltd.,  Charles  E.  Slater,  Ltd.,  Louis 
Beaubien,  Ltd.,  J.  H.  Begin,  Reg'd.,  and  T.  Du- 
chaine. 


The  Quebec  Tanning  Industry 


Lucien  Borne,  prominent  Quebec  tanner 

tively  small  character,  but  in  the  aggregate  they 
form  an  industry  which  figures  prominently  in  the 
jjrovince's  commercial  activities. 

.\11  descriptions  of  upper  leather  are  nianufac- 


From  a  very  early  period  the  City  of  Quebec  ha> 
been  associated  with  the  tanning  and  leather  in- 
dustries. These  form  a  by  no  means  unimportant 
section  of  the  commerce  both  of  the  city  and  of 
the  province.  A  visit  to  the  St.  Valier  street  dis- 
trict affords  evidence  of  the  extent  of  the  hide 
.-ind  leather  business.  'I'lie  repri'sentatives  of  the 
chief  provincial  tanneries  have  offices  here,  while 
tanners  in  other  parts  of  tlie  Dominion  and  United  - 


A.  Scott,  the  well-known  and  popular 
leather  man 


turcd.  Among-  the  principal  tanners  and  agents  may 
be  mentioned:  Lucien  Borne,  i.  A.  Scott,  Edgar 
Shee,  Edgar  Clement,  Limited,  Oscar  C  lement. 
Reg'd.,  N.  Fortier,  and  W.  Cantin. 


Footwear  for  the 
Whole  Family 

Established  since  1885,  we  are  putting  out  one 
of  the  best  general  lines  of  footwear.  Only 
high  grade  workmanship  and  the  most  reliable 
materials  are  employed  in  the  production  of 
our  shoes  ;  and  our  prices  are  right. 

For 

Men,  Youths,  Boys, 
Women,  Misses,  Children, 

Infants 

St.  Screw  McKay 
Pegged  Goodyear 

TO  JOBBERS  ONLY 

ONESIME  GOULET 


575  St.  Valier  Street 
QUEBEC,  P.Q. 
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Let  Us  Supply  You 

 in  the  following  


Leathers  or  Shoe  Findings 


GLAZED  KID 

Black  and  all  colors. 
SIDE  LEATHERS 

All  grades,  all  weights,  all 
right. 

GLOVE  LEATHER 

Grain  and  splits,  all  kinds, 
all  colors. 


Our  stock  of  shoe  findings  is  most  ex- 
tensive, and  includes  Buttons,  Bows, 
Fabrics,  Topping,  Drills,  Twills,  Cot- 
tons, Cork  Screws,  Flannels,  Cotton 
Threads,  Ducks,  Poplin. 

Get  in  touch  with  us. 


Pierre  Blouin  Reg'd 


QUEBEC :  60  Colomb  St.     MONTREAL  :  59  St.  Peter  St. 

Canadian  Representatives  : 

Standard  Kid  Mfg.  Co.,  Boston  The  Thomas  Lake  &  Whiton  Inc.,  Boston 


We  extend  a  cordial  invitation  to  all 
our  friends  to  visit  us  at  the  Con- 
vention. Our  lines  of  Women's  Fine 
McKays  in  Brown,  Grey  Suede, 
White,  Bronze,  Black,  Camel  and 
Midnight  Blue  Kids  can  be  seen  at 
Booth  No.  96. 

Lachanee  &  Tanguay 

70  Bigaoueite  Street  Quebec 
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Manufacturers  of 


Goodyear  Welts  and  McKays 


FAMILY  trade  presents 
a  mighty  nice  propo- 
sition to  the  merchant 
able  to  meet  it  success- 
fully. And  many  are 
meeting"  it  successfully 
with  stock  generously 
filled  with  L.  &  L.  Shoes. 

If  they  are  doing  it,  why 
not  you? 

Anyway,  make  it  a  point 
to  drop  in  and  see  us  when 
on  the  big  excursion  to 
Quebec  from  Montreal. 
We'll  show  you  just  what 
we  mean. 


22  St.  ANSELME  ST. 

QUEBEC 


Meet  Us  At  The  Fair! 
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Seeing 


IS 


Believing 

and  everyone  who 
sees  the  Duchaine 
line   is  convinced 


HE  striking  feature  connected  with 
these  shoes  is  their  convincing  ap- 
pearance.   And  that  their  appear- 
ance does  not  behe  their  true  qual- 
ities is  shown  by  the  persistency  of 
their  repeat  sales. 
By  their  appearance  they  sell  themselves. 
By  their  wearing  qualities  they  stay  sold. 
If  you  have  not  yet  seen  them,  let  us  know.  You 
will  readily  be  convinced.    The  Duchaine  lines 
include  Welts,  and  Medium  McKays  for  Men, 
Women,  Boys  and  Youths. 


SEEING  our  new  range  of  samples  is  BELIEVING  that  Style, 
Quality  and  Price  are  combined  to  steadily  increase  the 
volume  of  your  business. 


We  Sell  the  Jobbers  Only 

LUDGER  DUCHAINE 


593  St.  Valier  Street 


QUEBEC  CITY 


Remember  Booth  61 

These  lines  will  be  exhibited  in  above 
booth  at  the  Montreal  Shoe  Fair, 
July  13-17,  together  with  our  best 
lines  in  Workmen's  Boots  and  Gen- 
eral Medium  McKays. 


47P — Our  Bushmen's  Spe- 
cial. No  loop  in  the 
strings  to  catch  in  the 
stumps. 

A  Splendid  Boot  for 
Hunting. 


APP'OFOR 


No.  15P— Men's  Hockey 
Boot  with  unbreakable 
laces. 

The  perfect  comfort  in  a 
Skating  Boot. 


No.  15P — Showing  our  New  Ankle  Support.  You 
can  pull  on  the  ankle  strap  as  you  like,  the  facing 
will  not  rip.  Note  how  it  is  protected. 


PAT  APP  DfOR 


BOOTH  61,  YES 

and  we  will  take  orders  for  Fall  in  any  of  our  lines 


JOS.  TANGUAY,  QUEBEC 


mmmmmm 
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OUR  SHOES  have  style  and  finish 
at  a  right  price  for  the  Jobbers^ 
who  are  cordially  invited  to  see  our 
new  samples,  which  are  now  ready 
for  next  season. 

Prompt  delivery  and  satisfaction 
guaranteed. 


Bertrand  &  Thibault 

Manufacturers  of  McKAY  SEWN  SHOES 
For  WOMEN,  MISSES,  CHILDREN  and  INFANTS 

104  Montmagny  Street  QUEBEC 


The  shoe  and  leather  manufacturers 
and  jobbers  and  other  advertisers 


in  this  issue  of 


S3  f  "pi  Si  /°|  : 


want  your  business 

Their  reputation  is  a  guarantee  of  good  service 
and  fair  dealing 

Hugh  C.  MacLean  Publications: 


Footwear  in  Canada 

Contract  Record  and  Engineering  Review 
Electrical  News 
Canada  Lumberman 

Canadian  Woodworker  and  Furniture  Manufacturer 


Western  Lumberman 

Western  Canada  Contractor  and  Builder 
Western  Canada  Coal  Review 
The  Commercial 


JOBBERS 

Have  You  Seen  Our  New  Line 
Of  Men's  Goodyear  Welts  ? 


In  addition  to  our  splendid  selling  MacKay's  for  men,  women,  boys,  misses  and  chil- 
dren, we  are  now  turning  out  men's  Goodyear  Welts.  These  should  be  of  particular 
interest  to  Jobbers  who  are  looking  for  a  good  welt  at  the  right  price. 

Our  Footwear  is  well  known  throughout  the  trade  for  its  uniformly  high  quality  of 
materials  and  workmanship,  while  the  style  and  serviceability  are  but  added  features 
which  insure  a  quick  and  profitable  turnover. 

In  order  to  prove  the  merits  of  our  shoes  we  will  gladly  send  samples  for  your  inspec- 
tion.   Write  to-day. 


Duchaine  &  Perkins 

QUEBEC 

Montreal  Sample  Room 
E.  T.  Bank  Building  St.  James  Street 


ftwcar 
laiiada 
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See 


Goodyear  Welt 


Footwear 


IN 


Process  of  Manufacture 


AT 


The  Shoe  Fair 

Montreal 

July  13-17,  1920 

A  Rare  Opportunity  to  See  a  Few  of  the  Wonderful  Machines 
Used  in  Manufacturing  this  Popular  Type  of  Footwear. 

EXPERTS  WILL  EXPLAIN  ALL  DETAILS. 


Watch  for  the 


Trade-Mark 


United  Shoe  Machinery  Co.  of  Canada^  Limited 

Montreal 


Toronto 


Kitchener 


Quebec 


July,  1920 
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OUR  NEW 

Shoe  Findingfs 

DEPARTMENT 

is  now  ready  to  supply  you  with  the  follow- 
ing shoe  requisites 

Shoe  Laces  

all  kinds  and  lengths. 

Shoe  Dressings 

including  the  well  known  brands  of 

Ralston' s,  Tilley's,  Packard's,  Nugget, 
2  in  One,  Domestic  and  Whittemore's, 

Insoles,  Arch  Supports 

and  General  Shoe   Repair  Materials 
OUR  SALESMEN 

are  now  out  with  samples  and  a 
trial  order  will  convince  you  that  we 
have  the  right  goods  at  the  right 
prices,  and  can  give  })0u  Service. 

We  Specialize  in  Overgaiters 
and  Infant's  Soft  Soles 

Davies  Footwear  Co>,  Limited 

SHOE  FINDINGS  DEPARTMENT 
60-62  FRONT  ST.  WEST  TORONTO,  ONTARIO 
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Samples  of  our  Stock  Lines  of 


Women^s  High  Grade  Welts 


will  be  on  exhibit  in 


BOOTH  No.  92 

At  Montreal  Style  Show 
— =  July  13-17  =— 

We  invite  your  inspection 


Canadian  shoes  limited 

TORONTO,  CANADA 


IBEAL  BROS.,  LTD.! 

I  52  Wellington  Street  East  TORONTO,  ONT.  | 

lllllllil 

Findings  and  Supplies 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 


Your  coming  winter 
business  will  de- 
mand a  shoepack  of 
B.  B.  brand  quality. 
Don't  be  satisficfl 
with  inferior  grades. 
Our  No.  407  should 
be  a  profitable  sell 
er  for  you. 


We  can  give  you  a  prompt  service 
in  a  full  range  of  shoe  findings  and 
store  supplies.  Repair  men  will  find 
complete  ecjuipment  for  the  shop 
and  a  comprehensive  display  of  up- 
to-date  shoe  machinery  at  our  ware- 
room.;.  Let  us  quote  you  on  a  new 
e(|nipment. 

See  us  lor  sole  and  upper  leather 
for  renairiny. 


Repairing  Machinery 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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YOU  will  have  a  chance 
to  see  some  very  new 

Shoe  Styles 

FOR  FALL 

in 

BOOTH  No.  45 

Will  you  do  us  the  honor  of  a  visit  to 
quietly  smoke  a  cigar  or  cigarette  ? 

Visit  us  as  often  as  you  can.  Send  your 
mail  and  telegrams  there  ;  in  other  words 
make  it  a  meeting  place  for  you  and  your 
friends  every  day. 

The 

John  McPherson  Company,  Ltd. 

HIGH  GRADE  SHOE  MANUFACTURERS 

HAMILTON,  .  ONTARIO 
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Naugahyde  Bags  as  Trade  Builders 

Men  and  women  everywhere  who  de- 
mand distinctive  higgage  will  want 
Naugahyde  Bags.  These  new  bags 
are  waterproof,  smart  and  durable. 
They  are  made  in  attractive  styles, 
in  sizes  for  both  men  and  women. 
Every  bag  has  the  finest  of  brass  fit- 
tings and  specially  selected  linings. 
There's  not  a  stitch  or  seam  anywhere 
in  a  Naugahyde  Bag.  The  material 
is  first  fitted  carefully  over  the  steel 
frame  of  the  bag,  then,  by  a  special 
process,  the  seams,  joints  and  corner 
reinforcements  are  all  fused  together 
into  one  piece.    The  result  is  a  bag 


that  can  stand  the  hard  knocks  of 
modern  travel  and  yet  keep  its  smart 
appearance. 

Naugahyde  is  a  durable  and  water- 
proof material.  Its  handsome  black 
surface  can  be  wiped  clean  with  a 
damp  cloth.  Its  compbsition  and  the 
process  of  manufacture  make  it  an 
exclusive  product. 

Every  Naugahyde  Bag  is  backed  by 
the  reputation  of  the  oldest  and  larg- 
est Rubber  organization  in  Canada. 
For  full  information  as  to  sizes  and 
prices,  write  to  the  nearest  Dominion 
Rubber  System   Service  Branch. 


Dominion  Rubber  System  Service  Branches 

Located  at 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford,  London, 
Kitchener,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina,  Saskatoon, 
Edmonton,   Calgary,   Lethbridgo,   Vancouver  and  Victoria. 
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The  reaction  which  had  been  an- 
Steadyl  ticipated  in  the  shoe  industry  for 

some  months  seems  to  have  ai- 
rived  and  to-day  there  is  some  evidence  of  panic. 
When  we  say  "some"  we  mean  that  a  few  people  ap 
pear  to  have  lost  their  heads,  and  to  have  rvm  amuck, 
so  to  speak,  quite  regardless  of  the  effect  their  preci- 
pitate action  may  have  on  the  trade  as  a  whole. 

Surely  this  is  a  time  when  every  shoeman  should 
keep  his  head.  Let  us  remember  that  our  industry, 
like  all  other  industries,  is  regulated  by  the  inexorable 
law  of  supply  and  demand.  Remembering  this  let  us 
ask  ourselves  whether  the  conditions  of  either  supply 
or  demand  can  possibly  be  tjiaterially  different  to-day 
from  what  they  were  a  month  ago  or  three  or  six 
months  ago.  And  if  they  are  not — and  how  can  they 
be — where  is  the  necessity  for  any  panicky  feelings  r" 

On  the  other  hand  let  us  also  stop  to  think  that 
there  never  was  a  time  in  the  history  of  the  shoe 
business,  when  concerted  action  on  the  part  of  retail- 
ers to  refuse  all  shipments  would  not  have  thrown 
the  industry  into  confusion. 

In  a  word  the  retailers  control  the  situation.  It 
they  cancel  orders  right  and  left  then  we  shall  have 
chaos.  If  they  keep  their  courage  and  continue  to  buy 
steadily  and  cautiously  we  shall  come  out  all  right. 
If  there  is  to  be  a  recession  in  prices  let  it  be  done. 


decently  and  in  order  and  without  ruining  financially 
half  the  men  in  the  business. 

If  the  retailers  refuse  to  accept  orders  let  us  not 
forget  that  many  manufacturers  and  wholesalers  are 
driven  to  the  wall.  Their  business,  like  the  retailer's, 
depends  on  a  constant  turnover.  Some  way  or  other 
manufacturers  must  have  an  outlet  for  their  product 
but  what  a  fatal  thing  it  would  be  if  the  suggestion 
of  a  manufacturer,  the  other  day,  were  carried  out, 
viz.,  the  retail  of  shoes  by  the  manufacturer  at  whole- 
sale prices.  The  whole  organization  of  shoe  retailing 
would  be  shot  to  preces  in  twenty-four  hours. 


The  Gr«»at 
Event 


The  event  of  the  year  in  "Shoe- 
dom"  will  be  staged  at  Montreal 
on  the  13th,  14th,  15th,  16th  and 
17th  of  this  month,  and  every  man  and  woman  con- 
nected in  any  with  the  shoe  business  should  make 
plans  to  be  there.  Retailers,  in  particular,  have  pos- 
sibly the  finest  opportunity  that  has  ever  offered  to 
get  a  correct  perspective  of  this  lusty  Canadian  in- 
dustry. No  usual  excuse  should  keep  any  retailer  at 
home.  If  there  is  no  other  way,  close  your  store  and 
take  a  week's  holiday.  Viewed  from  the  proper  angle 
the  cost  of  attending  the  Montreal  show  and  conven- 
tion is  a  gilt-edged  "Investment"  that  will  continue 
to  yield  handsome  dividends  far  into  the  future. 

And,  further,  don't  leave  your  clerks  at  home,  your 
young  men  with  whom  the  near-future  success  of  the 
shoe  trade  rests,  now  is  the  time  to  educate  them. 
A  week  at  the  Montreal  show  and  convention  will 
give  them  a  wonderful  fund  of  sound  information  not 
obtainable  elsewhere.  In-so-far  as  it  is  reasonably 
possible  arrange  for  your  staff — the  retailers  of  to- 
morrow— to  get  a'  chance  at  this  free  information. 

There  is  no  use  doing  things  by  halves.  A  job 
worth  doing  is  worth  doing  well.  The  executives 
and  committees  have  worked  with  wonderful  vigor 
that  this  show  and  convention  may  be  a  grand  suc- 
cess. It  now  rests  with  you. 
Make  a  week  of  it ! 


How  to  Kill 
Business 


When  there  is  a  temporary  de- 
pression in  business,  there  is  al- 
ways a  tendency  to  wait  for  the 
public  to  start  the  ball  rolling  instead  of  going  out 
and  meeting  them  more  than  half  way.  The  retailer 
has  worries  on  his  mind  and  begins  to  take  it  for 
granted  that  the  community  does  not  want  shoes.  He 
gets  the  germ  of  pessimism  into  his  system  and  be- 
gins to  think  negatively,  neglecting  the  one  course 
which  will  remedy  his  difficulties,  namely,  vigorous, 
positive  salesmanship.  The  attitude  of  the  retailer 
reacts  upon  the  attitude  of  the  public.  If  he  is  doubt- 
ful and  hesitant,  it  will  tend  to  produce  the  same  state 
of  mind  in  his  customers,  while  if  he  is  optimistic  and 
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energetic,  he  will  infect  his  customers  with  the  sanit 
ideas. 

The  fact  is  that  there  arc  many  retailers  at  the 
])rcsent  time  who  are  thinking-  so  much  about  theii 
difficulties  and  dangers  that  they  are  forgetting  to  sell 
shoes.  Shoes  at  the  present  time  won't  sell  them- 
selves, but  they  can  be  sold — and  not  necessarily  by 
slashing  prices.  Some  reduction  in  ])rices  may  be  re 
quired  on  certain  lines,  but  a  good  shoe  can  be  sold 
at  a  fair  price.  The  public  has  been  hesitating  to  buy 
footwear  this  spring,  but  they  won't  go  barefoot  im- 
less  their  pockets  are  empty.  Nothing  but  poverty 
will  kill  the  demand  for  footwear  for  more  than  a  very 
limited  period.  There  is  every  reason  to  believe  that 
the  public  must,  before  long,  provide  themselves  with 
the  shoes  which  they  delayed  purchasing  for  reasons 
of  economy.  In  the  meantime,  don't  let  the  retailer 
wait  for  his  customers  to  take  the  initiative,  but  let 
him  go  out  gunning  after  business.  Instead  of  filling 
his  mind  with  worries  regarding  calamities  which  will 
never  happen,  let  him  do  some  tall  thinking  about  the 
turn-over  he  can  make  while  his  competitor  is  hesi- 
tating on  the  fence. 


An  Opportunity  Tn  addition  to  all  other  reasons 
for  Economical  ^o  be  added  the  "economic" 

Buying  reason  for  every  retailer  visiting 

the  Montreal  Convention  and  Show.  The  shoe  trav- 
ellers who  have  been  covering  Canada  during  the  past 
three  months,  found  the  retailers,  in  the  main,  not 
willing  to  commit  themselves  to  full  contracts.  As  a 
result  manufacturers  and  wholesalers  are  carrying  a 
smaller  volume  of  orders  on  their  books  than  for  some- 
time in  the  past. 

What  will  be  the  natural  result?  First,  the  manu- 
facturer will  look  about  for  ways  and  means  of  re- 
ducing costs.  This  means  that  he  would  willingly 
dispense  with  the  expense  of  sending  his  travellers 
out  again  for  some  time.  Second,  being  anxious  to 
turn  his  stock  into  money  he  may  be  inclined  to 
"meet"  the  retailer  in  the  matter  of  price  on  the.  theor)- 
that  half  a  loaf  is  better  than  no  bread. 

We  understand  the  sales  forces  of  the  dififerent 
exhibitors  will- be  on  the  ground,  full  strength,  ready 
to  do  business.  It  certainly  looks  as  if  it  would  be  a 
golden  opportunity  for  the  retailer  to  meet  the  manu- 
facturers while  they  are  in  this  present  mood. 


Business  ideals  of  to-day  are  sup- 
Cancellations  J  .     U    U  i.^ 

^       .  posed  to  be  better  than  they  were 

and  Ethics  '  / 

a  f|uartcr  century  ago.  Honesty 

is  the  best  policy"  is  a  maxim  that  no  one  disputes. 
"A  bargain  is  a  bargain"  is  the  acknowledged  stan- 
darrl  whether  we  deal  with  friend  or  enemy.  Is  there 
not  s(jine  evidence  that  we  arc  getting  away  from 
oilr  ideals  in  the  footwear  industry  to-day?  We  re- 
fer more  ])articularly  to  the  numerotis  canceUations 


of  orders  that  are  reported  within  the  past  few  weeks. 

It  is  our  opinion  that  quite  a  number  of  shi])ments 
have  been  refused  for  which  there  was  no  moral  or 
legal  excuse.  This  statement,  however,  acknowledges 
the  fact  that  some  refusals  are  justified.  The  other 
day  a  manufacturer  made  a  shipment  in  June  thai 
had  been  ordered  for  January.  If  in  such  a  case  the 
retailer  honestly  felt  he  could  not  sell  this  stock  it 
was  surely  within  his  moral  right  to  cancel  ])art  of 
the  order  at  least. 

On  the  other  hand  we  heard  of  another  ordei-, 
stamped  with  the  dealer's  name,  which  the  dealer  did 
his  best  to  cancel.  Another  story  tells  of  a  shipment 
to  the  West  that  was  held  for  three  weeks  waiting 
to  see  what  turn  events  would  take,  and  then  re- 
turned. 

As  we  see  the  situation  to-day  the  retailer  must 
ask  himself  two  questions.  (1)  Is  it  in  accord  with 
the  golden  rule  that  I  cancel  this  order?  and  (2) 
What  ef¥ect  will  my  cancellation,  and  others  like  it, 
have  on  the  industry?  The  answers  to  these  two 
questions  should  regulate  his  future  actions. 


The  Land 
We  live  In 


Canada  is  the  safest  country  in 
the  world  to  live  in  at  the  pres- 
ent time.  That  statement  is  made 
advisedly — and  who  is  the  Canadian  who  will  disa- 
gree? In  Canada  there  is  less  tendency  toward  radi- 
cal socialism  than  in  Great  Britain  or  France,  less 
hysteria  than  in  the  States,  less  political  disturbance 
— governmental  or  popular — than  in  any  country 
which  took  part  in  the  Great  War 

And  now  she  stands,  a  nation,  on  the  threshold  ol 
a  new  and  fateful  era  with  the  destinies  of  a  country 
of  untold  possibilities  in  her  hands.  We  cannot  esti- 
mate our  material  resources,  nor  can  we  measure  our 
moral  potentialities.  One  thing  we  do  know,  we  havt 
greater  opportunities  and,  therefore,  greater  respon- 
sibilities, than  were  ever  presented  to  any  country 
of  equal  population  at  any  period  in  the  world's  his- 
tory. Canada  is  young  at  a  time  when  it  is  good  to 
be  young.  She  has  at  her  disposal  the  experience  oT 
the  older  nations,  and  what  they  accomplished  labor- 
iously, through  experimentation,  she  can  carry  out 
with  ease  and  expedition  in  the  light  of  what  she  has 
learned  from  them.  Science  has  opened  up  for  her 
means  of  development  that  even  a  decade  ago  were 
undreamed  of.  The  engineer  has  supplied  her  with 
new  tools  of  industry  and  new  methods  of  transpor- 
tation ;  the  chemist  has  shown  her  how  great  re- 
sources, which  were  formerly  considered  worthless, 
can  be  turned  to  purposes  which  will  revolutionize 
many  industrial  operations.  When  all  this  new  know- 
ledge has  been  applied  and  adapted  to  our  purposes, 
it  will  enable  us  to  increase  our  efificiency  many  times, 
and  we  believe  it  is  safe  to  say  that  Canada  has  the 
()l)portunity  to  break  all  records  for  progress  and  de- 
velopment within  the  next  twenty-five  years. 
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Final  Program  of  Footwear  Convention  and 
Style  Show  in  Montreal,  July  13  -  17 


MONDAY 
Registration 
Executive  meeting  and  reception  of  reports. 

TUESDAY 
8.45  a.m. — Community  Singing. 
9.00  a.m. — Registration  of  Delegates. 
0.30  a.m. — Call  to  order. 

Devotional  Exercises. 

Address  of  Welcome — Mr.  Geo.  G.  Gales,  Chairman,  Vice- 
President  of  National  Shoe  Retailers'  Association  and 
Chairman  of  Convention  Executive. 

Mr.  C.  R.  LaSalle,  member  of  National  Shoe  Retailers'  Asso- 
ciation Executive. 

Replies — Mr.  W.  T.  Fegan,  President,  National  Shoe  Retailers' 
Association. 

10.00  a.m. — Business  Session  : 

(1)  Minutes  of  Last  Convention. 

(2)  President's  Address. 

(3)  Secretary's  Report. 

(4)  Treasurer's  Report. 

(5)  Report  of  Executive  Committee. 

11.00  a.m. — Appointment  of  Standing  Committees: 

(1)  Nominations. 

(2)  Resolutions. 

(3)  Audit  (Finance). 

11.30  a.m. — Address — "Financial  Situation,  Immediate  and  Future." 
12.00  a.m. — Address — "Canadian  Shoe  Industry." 
12.30  a.m. — Announcements  and  adjournment. 
2.30  p.m. 

to  — Official  opening  of  the  Shoe,  Leather  and  Allied  Trades  Fair. 
•1.00  p.m. 

4.00  p.m. — Sight-seeing  trip  by  auto   (for  ladies  only).     Taking  in  the 
to  principal  places   of  interest,  including  churches,  parks,  resi- 

C.OO  p.m.    dences,  statues.  Chateau  de  Ramsay  and  main  thoroughfares. 

S.OO  p.m. — Gala   night   at   Exhibition    Hall.     Special    Band    Concert  by 
to  Grenadier  Guards  Band  and  free  distribution  of  souvenirs  to 

11.00  p.m.    the  guests  by  the  Exhibition. 

WEDNESDAY 

a  m. — Community  Singing. 

S).30  a.m. — Address — "Advertising  from  a  Shoe  Retailer's  Standpoint." 

10.00  a.m. — Address — "The  Leather  Situation,"  by  Mr.  Joseph  Daoust. 

10.00  a.m. — Complimentary  Style  Show  for  (ladies  only)  in  the  Windsor 

to  Hall. 
12.30  p.m. 

10.30  a.m. — Paper — "How  to  Keep  Tab  on  Your  Stock." 

Paper,  15  minutes.     Discussion,  20  minutes. 

11.05  a.m. — Paper — "How  to  Buy  Under  Existing  Conditions,"  by  E.  A. 
Stephens,  Ottawa. 

Paper,  15  minutes.     Discussion,  20  minutes. 

11.40  a.m. — Paper — "Dressing   Windows — How    to   make   them    work  for 
you,"  by  H.  E.  Groves,  Montreal. 
Paper,  15  minutes.     Discussion,  20  minutes. 

12.15  a.m. — Announcement  and  adjournment. 

12.45  p.m. — Manufacturers  and  Retailers'  luncheon  to  discuss  present-day 
problems  of  mutual  interest.    Chairman,  F.  S.  Scott,  M.P. 
Special   complimentary    luncheon    to     (ladies    only)    at  the 
Ritz-Carlton  Hotel. 


2.30  p.m. 
to 

3.30  p.m. 

3  .30  p.m, 
to 

5.30  p.m. 


-Special  musical  programme  at  the  Exhibition  Hail. 


-Auto  ride  and  visit  to  factories   (ladies  and  gentlemen) 


7.00  p.m. — Annual  banquet  to  the  members  of  the  National  Shoe  Re- 
tailer's' Association  of  Canada  by  the  exhibitors  and  hosts. 

8.00  p.m. — Theatre  party  (ladies  only) 

8.00  p.m. — Exhibition  Hall  open  to  the  general  public  with  Band  Con- 
cert. 

8.00,  p. m.-3!-^t>ecial  meeting  of  the  Retail  Shoe   Salesmen  in  Convention 
Hall. 

t-RIZE  WINDOW  DISPLAY  COMPETITION: 

During  the  day  the  judges  of  the  Special  Window  Displays  will  visit 
the  different  stores  and  award  prizes  to  successful  contestants.  Prizes 
tT  be  presented  at  Style  Show  Thursday  evening. 


HAS  a.m. 
!>.30  a.m. 

9.30  a.m. 
to 

12.00  a.m. 
10.00  a.m. 

10.30  a.m.- 

11.05  a.m.- 

11.40  a.m.- 

12.15  p.m. 


THURSDAY 

-Community  Singing. 

-Address — "Better  Merchandising  with  Reference  to  the  Ef- 
fect Special  Sales  Have  Upon  One's  Business,"  by '  F.  W. 
Stewart,  Cluett-Peabody  Co.,  Montreal. 

—  (I^adies  only)   Visit  to  large  stores.  ' 

-Address — "Co-operation  in  the  Shoe  and  Leather  Industry," 
by  Mr.   JIcFarland,   Brampton,  Ont. 

-Address — "Why   Your   Books   Should   Be  Audited." 
Address,  15  minutes — Discussion,  20  minutes. 

-Paper  "How  Should  Retailers  Pay  Their  Clerks  and  How 

Best  to  Secure  their  Co-operataon,"  by  Mr.  W.  Devlin. 
Paper,  15  minutes — Discussion,  20  minutes. 

-Paper — "Diplomacy     in     Salesmanship    from     the  Retailers' 
Standpoint,"  by  C.  R.  LaSalle,  Montreal. 
Paper,  15  minutes — Discussion,  20  minutes. 


-Paper — "How  Best  to  Keep  Stock  Clean, 

London,  Ont. 
Paper,  20  minutes. 


by  Rowland  Hill, 


12.30  p.m. — Announcement  and  Adjournment. 


12.45  p.m. 
to 

2.30  p.m. 

2.30  p.m. 
to 

."  30  p.m. 

3.30  p.m. 
to 

6.00  p.m. 

8.00  p.m.- 
to 

10..30  p  m. 

8.00  p.m.- 

11.00  p.m.- 
to 

2.00  a.m. 


8.45  a.m. 
9..30  a.m.- 


— Commercial  Travellers'  Luncheon  and  C_)rgaiiizatioii  Meeting, 


—Special  Musical   Programme  at  Exhibition   Hall.  " 

-Carriage  Drive  to  summit  of  Mount  Royal,  Garden  Party  to 
members  of  the  N.  S.  R.  A.  and  lady  guests,  under  the 
auspices  of  the  exhibitors  and  host;. 

-Living  Model  Show  in  the  Windsor  Hall,  open  to  the  mem 
bers  of  the  N.S.R.A.  and  their  lady  guests.  Special  musical 
programme  and  fancy  dancing. 

-Exhibition  Hall  open  to  the  iiulilic,  with  Band  Concert. 

-Complimentary  Informal  L'ance  in  the  Rose  Hoom  of  the 
Windsor  Hotel,  tendered  to  the  members  of  the  N.S.R.A., 
with  special  musical  programme  and  buffet  supper. 

FRIDAY 

-Community  Singing. 

-Paper — "Refunds  and  Exchanges  as'  Between  Retailer  and 
Consumer.  ' 

Paper,  15  minutes — Discussion,  20  minutes. 

-Paper — "Co-operation  Amongst  Retailers  in  Small  Centres." 
Paper,  15  minutes — Discussion,  20  minutes.  .i 

-Reports  ;  Nominations. 

Resolutions. 
Auditors 
-Next  Place  of  Convention. 
-Unfinished  Business. 
-Adjournment. 

-Exhibition  Hall  open  to  the  public  with  special  musical 
programme. 


10.00  a.m.- 
10.35  a.m. 

11.00  a.m.- 

11.30  a.m.- 

12.30  a.m.- 

2.30  p.m. 
to 

6.00  p.m. 

7.00  p.m. — Sight-seeing  trip  to  Quebec,  on  steamer  ~  "Montreal,"  with 
musical  programme,  dancing  and  buffet  supper.  On  arrival 
at  Quebec  auto  drive  to  the  shrine  of  St.  Anne  de  Beaupre. 
Lunch  at  the  historic  Kent  House,  and  in  the  afternoon  visit 
to  Montmorency  Falls,  Quebec  Bridge,  Plains  of.  Abraham, 
and  other  historic  places  of  national  interest. 

SATURDAY,  Montreal  Day 
-Gathering  of  all  Shoe  Workers. 

-Grand  Parade  to  the  Exhibition    Building,  headed  by  Gren- 
adier Guards  Band. 


8.30  a.m. 
9.00  a.m. 

10.00  a  m. 
to 

12.30  a.m. 

2..30  p.m. 
to 

(;.00  p.m. 

2.30  p.m.- 
to 

5.30  p.m. 

8.30  p.m. 
to 

10.00  p.m. 


— Band  Concert  at  the  Kxhibitioii  Building. 

-Exhibition   Building  open  to  the  public,  with  special  musical 
programme.  ^ 

-Field  Day  at  Delorimer  Park  to  the  Employees  of  the  Allied 
Trades  Factories.  .  ■ 

Dancing,  Races,   Baseball,  Tug-of-war  and  Games. 

-Exhibition  Hall  open  to  the  public  with  special  Baitd  Concert, 
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Chatham  Shoeman  Adopts  Self-Service  Plan 

Opens  New  Basement  Store  Where  Customer  Can  Make  His  Own  Selection— Shoes 
Placed  on  Racks  and  Ticketted— Clearing  House  for  Main  Store 


GEO.  W.  COWAN,  of  Chatham,  Ont.,  believes 
in  keeping  things  moving  when  it  comes  to 
conducting  a  modern,  up-to-date  shoe  store. 
His  idea  of  a  successful  business  is  a  business 
that  will  go  to  the  length  and  trouble  to  create  new 
and  appealing  features  for  the  buying  public.  In  this 
respect  he  has  introduced  to  Chatham  people  an  in- 
novation in  shoe  selling.  This  new  feature  is  a  base- 
ment shoe  store  opened  in  his  present  shop  this  spring. 

It's  similar  to  the  self-serve  plan,"  said  Mr.  Cowan, 
when  referring  to  the  new  department.  "The  shoes 
are  placed  on  racks,  tickets  are  attached  with  the 
prices  and  sizes  plainly  marked;  the  customer  can 
choose  for  himself  without  the  assistance  of  a  clerk, 
and  often  does  so,  leaving  nothing  for  the  clerk  to 
do  but  wrap  the  goods  and  make  the  change." 

A  Self-Serve  Selling  System 

It  is  virtually  a  Self-Serve  Selling  System,  and 
therein  pleases  the  fancy  of  many  who  like  to  rely 
on  their  own  sense  of  judgment  when  buying  shoes. 
And  it  also  makes  easier  the  task  of  the  clerk  who 
often  has  to  guess  at  the  need  of  the  customer  who 
only  gives  a  scant  description  of  the  particular  boot 
or  shoe  he  desires. 

The  customer  does  not  know  what  is  in  the  boxes 
on  the  shelves  until  the  shoes  are  placed  before  him, 
thus  it  is  no  fault  of  his  if  the  clerk  has  to  make 
many  trips  and  take  down  several  pairs  of  shoes  be- 
fore the  customer  finds  the  ones  he  has  in  mind. 
Very  few  customers  can  name  ofif-hand  the  make  or 
shape  of  shoe  he  wants. 

The  racking  of  the  goods  in  the  basement  store 
meets  this  difficulty.  Footwear  for  men  is  placed 
down  one  side  of  the  department,  and  ladies'  foot- 
wear along  the  other  side,  while  children's  boots  and 
shoes  are  racked  at  each  end  of  the  shop.  Placed  on 
shelves  back  of  the  racks  are  boxes  of  shoes  combed 
from  the  stock  on  the  main  floor  and  held  in  readi- 
ness for  placing  on  sale  as  the  racks  are  cleared. 

Featuring  a  Continuous  Sale 

It  is  Mr.  Cowan's  intention  to  conduct  a  continu- 
ous sale  of  this  stock  in  the  basement  store.  Regu- 
larly the  stock  on  the  main  floor  is  gone  over,  remov- 
ing all  odd  lots  and  broken  sizes.  These  are  properly 
ticketed  and  boxed  till  it  is  desired  to  place  them 
on  the  racks.  In  this  way  room  is  made  for  the  new 
lines  and  complete  lots  coming  in. 

"Saturday,  before  Empire  Day,  was  one  of  the 
biggest  days  we  have  ever  had  in  the  history  of  the 
store,"  Mr.  Cowan  enthusiastically  remarked,  in 
speaking  of  the  new  venture.  "The  main  floor  was 
busy,  and  a  steady  stream  of  people  passed  in  and 
out  the  basement  store  all  day.  And,"  he  continued, 
"it  has  been  much  the  same  way  ever  since  the  new 
department  was  opened." 

That  Chatham  peoi)lc  ai)preciatc  this  effort  of  the 
Cowan  Shoe  Store  to  reduce  the  higher  cost  of  foot- 
wear is  evidenced  by  the  j)atronage  given  the  base- 
ment store.  Many  customers  l)Uy  a  pair  of  dress  shoes 
on  the  main  floor  and,  going  to  the  basement  store. 


bu}'  a  pair  of  sale  boots  for  common  wear,  pleased  at 
tile  advantage  thus  afi'orded. 

A  Modern,  Up-to-date  Store 

The  Cowan  shoe  store  is.  perhaps,  the  most  up- 
to-date  store  in  Chatham,  or,  for  that  matter,  any 
city  of  its  size  in  Ontario.  Mr.  Cowan,  its  proprietor, 
has  been  in  J;he  shoe  business  since  1877,  and  is  thor- 
oughly conversant  with  every  phase  of  the  business. 
His  whole  business  career  has  been  spent  in  Chatham 
and  his  wide  acquaintance  has  gained  him  many 
friends. 

Since  1891  he  has  occupied  his  present  store.  In 
his  choice  of  a  location  he  displayed  shrewdness  in 
picking  a  central  spot  on  the  main  street.  Coupled 
with  this  is  the  value  to  be  derived  from  the  crowds 
favoring  his  side  of  the  street. 

It  is  a  well-known  fact  that  crowds  will  favor  one 
side  of  a  street  in  any  city  or  town.  It  may  be  the 
side  the  post  office  is  on,  or  it  may  be  the  side  shaded 
from  the  sun.  At  any  rate  the  prevailing  tendency  is 
to  favor  one  side  more  than  the  other.  In  this  re- 
spect the  Cowan  Shoe  Store  is  located  to  the  best 
advantage . 

Two  well-dressed  windows  with  their  tastefully 
arranged  displays  draw  attention  to  the  store  front. 
The  door  is  well  set-in  from  the  street,  and  a  display 
stand  occupies  the  V-shaped  space  leading  to  the 
entry.  A  large  findings  case  stands  to  the  left  as  you 
enter  the  door,  while  another  show  case  sits  opposite 
the  door  and  heads  the  row  of  seats  that  lead  down 
the  centre  of  the  store. 

To  the  right  of  the  door  is  the  stairway  leading 
to  the  basement  with  the  sign  above  it,  "The  Base- 
ment Store."  In  the  turn  at  the  foot  of  the  stairs 
is  a  glass  and  white  enamel  drinking  fountain  placed 
for  the  convenience  of  customers. 

Two  parcelling  counters  occupy  the  centre  of  the 
main  floor,  one  placed  about  half  way  down  the  floor 
and  the  other  at  the  back.  At  the  rear  are  two  double 
shelve  racks  and  back  of  them  the  offices. 

Unbroken  Line-up  of  Shoes  in  Shelves 

A  pleasing  feature,  as  one  glances  down  the  two 
walls  of  shelving,  is  to  see  the  unbroken  line-up  of 
boxed  shoes. 

When  a  pair  of  shoes  are  taken  down  the  cover 
is  reversed  and  placed  on  the  bottom  of  the  box  and 
the  box  placed  back  in  position ;  thus  preserving  the 
continuity  of  the  boxes  and  allowing  of  no  unsightly 
open  spaces. 

But  the  empty  boxes  are  not  allowed  to  remain. 
If  the  original  shoes  are  not  returned  the  box  is  re- 
placed with  another  of  the  same  line  of  stock. 

Distinctive  Silent  Salesmen 

Another  unique  feature  of  the  store  is  four  silent 
salesmen  placed  in  the  shelving  and  extending  even 
with  the  ends  of  the  shoe  boxes. 

Tlu'se  salesmen  arc  placed  at  equal  distances  down 
tlic  walls,  two  on  each  side.  The  inside  of  each  is 
trimmed  with  white  and  draped  with  folded  white 
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Geo.  W.  Cowan's  new  Base- 
ment Department,  on  the 
Self-Serve  Plan.  Shoes  are 
Plainly  Tagged  as  to  Size 
and  Price.  Note  Racks  with 
Price  Tickets  ranged  along 
either  side 


I 


cloth.  Each  salesman  carries  its  own  individual  dis- 
play. There  is  one  for  gents',  shoes,  another  for 
ladies'  slippers,  the  third  for  children's  shoes,  while 
the  fourth  is  devoted  to  a  display  of  the  latest  in 
ladies'  seasonable  styles.  An  electric  light  placed  at 
the  top  of  each  salesman  illuminates  the  displays. 

Efficient  Clerks  and  Courteous  Service 

Two  signs  with  the  wording  "What  You  Want 
M  ore  is  Quality,"  and  "Good  Service  and  Good 
Shoes."  are  displayed  at  well  chosen  distances  along 
the  face  boards  of  the  shelving,  each  sign  making  its 
appearance  in  three  or  four  different  places.  And  in 
order  that  this  motto  of  good  service  may  be  lived  up 
to  a  large  and  efficient  force  of  sales  clerks  look  after 
the  sales.  Heading  this  force  are  Mr.  Cowan  and  his 
son,  Robert  H.  Cowan,  who  has  been  associated  with 
his  father  in  the  business  since  his  return  from  over- 
seas. 

Either  Mr.  Cowan  or  his  son  takes  pains  to  see 
that  the  customer  receives  attention  upon  his  entry. 
If  the  clerks  are  all  busy  one  or  the  other  of  these  two 
gentlemen  approach  the,  waiting  customer  politely, 
inquiring  if  they  are  being  served  and  if  they  are  not 
will  either  wait  on  them  or  invite  them  to  be  seated 
till  someone  can  do  so. 

This  little  attention  often  contents  a  customer  who 
might  otherwise  feel  annoyed  at  a  short  delay  before 
being  served. 

Among  the  different  lines  of  shoes  carried  in  stock 
by  this  store  are  Regal,  Slater,  and  Bell  for  men ; 
Smardon,  Onyx  and  Bell  for  ladies,  and  such  favorite 
lines  as  Classic  and  Hurlbut  footwear  for  children. 
Besides  these  lines  all  other  seasonable  goods  are 
carried  in  stock  to  meet  the  different  demands. 

Large  Shoe  Repairing  Trade 

An  up-to-date  shoe  repairing  plant  is  installed  on 
the  second  floor  of  the  store.  This  department  has 
been  a  feature  of  the  store  for  several  years,  but  a 
year  ago  Mr.  Cowan  found  that  this  phase  of  the 
business  had  so  increased  that  he  installed  a  Good- 
year stitching  machine  to  take  care  of  the  trade.  He 
also  has  a  delivery  service  at  the  disposal  of  this  de- 
partment that  calls  for  and  delivers  repairing  when 
desired . 

The  repair  department  proves  a  very  profitable 
feature  of  the  business  and  three  shoemakers  are  kept 
busy  the  year  round.  Inter-office  communication  be- 
tween the  main  floor  and  the  shoe  repair  department 


is  had  by  means  of  a  small  elevator  for  the  carrying 
of  the  repairing,  and  a  speaking  tube  near  the  shaft 
serves  for  the  sending  and  receiving  of  messages. 

Cost  System  Installed 

In  this  modern  shoe  store  each  day's  I)usiness  is 
accounted  and  recorded. 

"We  have  an  up-to-date  cost  system  in  use  in  the 
store,"  states  Mr.  Cowan.  "All  stock  is  tagged,  marked 
with  its  classification  and  other  office  figures.  When 
a  clerk  makes  a  sale  he  initials  the  tag  and  returns  it 
to  the  office ;  thus  at  the  end  of  each  day  we  know 
just  how  much  of  each  line  of  goods  has  moved, 
what  every  department  has  done  and  what  each  clerk 
has  accomplished." 

In  this  way  Mr.  Cowan  keeps  in  touch  with  the 
business,  and  with  this  method  of  cost  accounting 
creates  far  better  efficiency  among  the  sales  force. 

Judicious  advertising  is  entered  into  by  this  store. 
Newspaper  advertising  is  favored,  as  well  as  circular, 
letters  in  their  proper  season.  The  advertisements  are 
written  by  a  capable  ad-writer,  and  in  the  newspa- 
per ads.  the  prices  are  well  brought  out.  The  sub- 
ject matter  contains  only  straightforward,  common- 
sense  statements,  blatant  promises  and  far-fetched 
phrasing  being  carefully  avoided. 

"Shoes  that  Satisfy,"  is  the  slogan  carried  in  this 
advertising,  and  the  services  rendered  by  this  enter- 
prising shoe  store  tend  in  every  particular  to  fulfill 
the  aim  Mr.  Cowan  has  in  view. 


Ames-Holden  Rubber  Boot  Co.  Building  at 
Kitchener,  Ont. 

THE  Ames-Holden  Rubber  Boot  Co.,  Limited, 
Capitalized  at  $5,000,000.  is  building  a  rubber 
factory  at  Kitchener,  Ont.  to  manufacture 
rubber  boots  and  heavy  rubbers  for  farmers, 
lumbermen,  workmen,  etc.  Lighter  rubber  footwear 
and  canvas  rubber  solid  shoes  will  be  made  in  the  new 
extension  to  the  Ames-Holden-McCreadv  factory  in 
Montreal. 

The  property  known  as  the  Orphanage  property, 
situated  at  the  corner  of  King  and  Wilmot  streets, 
in  the  city  of  Kitchener,  has  been  secured,  together 
with  a  large  piece  of  adjacent  ground  from  the  Lang- 
Tanning  Company  Limited,  on  which  it  is  proposed 
to  erect  a  modern  plant  similar  in  construction  to  that 
of  Ames-Holden  Tire  Co.,  Limited. 
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Shoe  Travellers  Catch  Organization  Idea 

Enthusiastic  Banquet  Shows  Attitude  of  Ontario  Men— Hearty  Support  for  Shoe  Fair 

— Big  Toronto  Representation  Expected 


rn|'^  H  K  Ontariu  branch  of  the  Nati(jnal  Shoe  &  Lea- 
I       ther  Travellers'  Association  held  a  very  suc- 
JL       cessful  and  enjoyable  banquet  at  the  King  Ed- 
ward Hotel,  Toronto,  on  the  evening  of  Mon- 
day, June  28,  the  president  of  the  branch,  Mr.  Jas.  Hef- 
fering,  presiding.    There  were  about  seventy-five  men 
present,  and  the  spirit  displayed  bodes  fair  for  the  suc- 
cess of  the  organization.    The  eats  were  good  ,the' 
music  was  excellent,  and  everybody  was  sociable.  Mr. 
Frank  Oldfield's  singing  contributed  to  the  evening's 
enjoyment  and  Mr.  Chas.  Newton,  a  former  Ontario 
man  and  now  a  buyer  for  one  of  the  iMg  de])artmental 
stores  in  Winnipeg,  also  rendered  solos  which  were 
greatly  appreciated. 

One  of  the  reasons  for  holding  the  banquet  was  in 
order  to  give  the  travellers  an  opportunity  of  hearing 
from  Mr.  Doig  about  the  arrangements  for  the  coming 
Shoe  Fair  in  Montreal.  There  'were  other  speakers 
on  the  programme  who  had  many  interesting  things 
to  say,  however.  The  chairman  first  called  upon  Mr. 
Warren  T.  Fegaii,  president  of  the  National  Shoe  Re- 
tailers' Association  of  Canada. 

Mr.  Fegan  said  that  his  association  had  had  their 
difficulties  in  building  up  their  organization  and,  no 
doubt  the  travellers  would  meet  the  .same  troubles. 
One  of  the  questions  they  were  frequently  asked  when 
looking  for  new  members  was  "What  do  I  get  out  of 
this?"  This  attitude  was  one  of  the  things  that  hin- 
dered and  hampered  organization  work.  If  an  associ- 
ation was  to  succeed  selfish  motives  must  be  relegat- 
ed to  the  background  and  the  members  should  ask, 
"What  can  I  put  into  this?" 

Mr.  Felton,  of  the  Alexander  Hamilton  Institute, 
gave  a  very  interesting  and  inspiring  address,  deal- 
ing with  the  problem  of  salesmanship.  He  pointed  out 
that  the  prime  test  of  the  successful  salesman  is  his 
faith  in  himself.  No  matter  how  many  rebuffs  he 
might  get,  no  matter  how  often  he  was  cold-shoulder- 
ed, the  man  with  complete  self-confidence  was  bound 


Just  about  to  ;:tart  i'or  Montri.al 


to  win  out  in  the  Itjng  run.  If  he  has  not  got  this 
confidence,  you  might  give  a  salesman  the  best  line 
manufactured  and  the  best  territory  on  God's  green 
footstool,  and  still  he  would  fail  to  bring  in  the  orders. 

Mr.  I<"elton  then  brought  out  the  value  of  training. 
The  old  idea  that  a  man  had  to  serve  an  ai)])rentice- 
ship  for  a  long  number  of  years  and  that  he  must  be 
grey-headed  before    he  could   properly   represent  a 


house  had  passed  away.  The  new  idea  Was  that  a  man 
should  be  trained  in  his  particular  line  of  endeavor 
and  trained  early.  A  man  ought  to  be  able  to  make  a 
good  income  by  the  timt;  he  had  reached  the  age  of 
twenty-five.  For  that  purpose  training  was  necessary, 
no  matter  how  or  where  he  got  it. 

The  chairman  then  called  upon  Mr.  Doig,  who 
spoke  with  an  eloquence  and  enthusiasm  that  drew 
the  applause  of  his  hearers.  He  dwelt  on  Canada's 
possibilities  and  the  opportunities  which  are  ours  if, 
as  Canadians,  we  have  the  vision  to  appreciate  them. 
Looking  back  twenty-five  years,  one  could  see  the 
great  development  that  had  taken  place  in  Canada. 


James  Heffering,  President  Ontario  Branch 
Shoe  Travellers'  Association 

Could  anyone  imagine  that  the  progress  of  the  last 
quarter  of  a  century  meant  that  we  had  reached  the 
limit  of  our  growth?  No!  Far  greater  things  lay 
ahead  than  were  behind  us,  both  for  the  nation  as  a 
whole  and  for  our  own  industry.  Canada's  shoe  in- 
dustry had  developed  with  the  country.  Not  long  ago 
it  was  in  a  more  or  less  crude  state,  but  now  its  effic- 
iency had  increased  and  its  methods  improved  until  it 
was  producing  as  fine  shoes  as  were  manufactured 
anywhere. 

Mr.  Doig  also  told  briefly  how  the  plans  for  the 
Shoe  and  Leather  Fair  had  been  formulated  and  de- 
veloped ;  how  it  had  been  at  first  suggested  to  stage 
only  a  small  affair;  and  how  it  had  finally  been  decided 
to  go  at  it  in  a  big  way.  One  of  the  most  encouraging 
features  of  the  whole  undertaking,  he  said,  was  the 
unanimous  support  accorded  by  every  branch  of  the 
industry.  Mr.  Doig  outlined  what  was  in  store  for 
visitors  to  the  shoe  fair.  The  entertainments  were  to 
be  most  elaborate  and  costly.  They  had  $40,000  at 
their  disposal,  as  revenue^  from  the  booths,  etc.,  and 
they  were  going  ahead  to  spend  it.  No  doubt  they 
would  be  criticized  for  the  way  in  which  the  fair  was 
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handled.  There  was  always  bound  to  be  criticism, 
but  they  had  done  the  best  they  could,  having  no  pre- 
cedent and  no  experience,  and  it  was  a  lot  better  to 
be  criticized  for  doing  something  than  doing  nothing. 

The  final  arrangements  for  the  Fair  are  covered 
elsewhere  in  this  issue,  but  we  are  sure  that  what 
Mr.  Doig  told  the  travellers  at  their  banquet  will  bring 
a  full  representation  of  them  from  Toronto. 

Mr.  J.  W.  Jupp,  secretary-treasurer  of  the  Nation- 
al Shoe  Retailers'  Association,  was  asked  to  make 
some  remarks.  Mr.  Jupp  had  a  cheering  message  to 
give.  Reports  from  all  sections  of  the  country,  he 
said,  were  most  optimistic,  and  the  indications  were 
that  the  attendance  at  the  convention  and  fair  would 
come  up  to  their  highest  expectations.  One  thing  he 
wanted  to  make  sure  of  was  that  Toronto  would  hold 
up  its  end,  and  that  there  would  be  a  delegation  of 
them  at  Montreal  that  would  do  credit  to  the  trade  of 
this  city.  He  also  thanked  the  travellers  for  the  co- 
operation they  had  shown  in  boosting  the  convention 
and  hoped  the  retailers  might  be  able  to  return  the 
compliment  in  some  way. 

Mr.  Martin,  of  the  Canadian  Consolidated  Rubber 
Co.,  was  called  upon  by  the  chairman  to  tell  why  the 


travellers  should  have  an  association.  The  object  of 
organizing  was,  Mr.  Martin  said,  contained  in  one 
word,  "Co-operation."  Everyone  had  some  faults. 
The  manufacturers  had  their  faults,  the  retailers,  too, 
had  theirs,  and  even  the  travellers  had  a  few.  The  trav- 
ellers, however,  had  the  best  opportunity  of  seeing 
both  sides  of  the  case.  They  could  carry  the  troubles 
of  the  retailer  to  the  manufacturer  and  the  troubles 
of  the  manufacturer  to  the  retdiler.  What  they  want- 
ed to  do  was  to  get  together  and  discuss  these  things. 
It  would  be  a  good  thing  if  the  travellers  would  tell 
each  other  of  their  difificulties,  the  troubles  they  had 
with  their  customers.  It  often  happened  that  a  man 
got  a  wrong  slant  on  a  proposition,  but  by  working 
together  they  could  help  each  other  to  get  the  right 
viewpoint. 

Mr.  Hefifering  reminded  the  travellers  that  Mr. 
Savage,  the  chairman  of  the  Montreal  organization, 
had  requested  that  they  attend  in  a  body  on  July  12 
to  make  preparations  for  the  completion  of  their  na- 
tional organization.  The  meeting  was  to  be  held  at 
12  o'clock  noon,  and  it  was  up  to  everyone  to  be  there. 
On  Tiiesday  the  management  wanted  the  travellers 
to  meet  in  a  body  and  march  to  the  Coliseum. 


Bringing  Up  Father— Jiggs  Will  Sure  Attend  the  Convention 


With  apologies  to  Geo.  McManus. 
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Big  Banquet  Preliminary  to  the  Shoe  Fair 


AN  outline  of  the  arrangeniPiits  made  for  the 
Styles  Show  and  Retailers'  Convention  was 
given  at  a  banquet  held  at  the  Windsor  Ho- 
tel, Montreal,  on  the  evening  of  June  23rd. 
'iliis  was  very  largely  attended  by  representatives  of 
the  shoe,  leather  and  allied  industries,  Mr.  G.  Gales 
presided,  It  was  clear  from  the  programme  outlined 
that  the  delegates  will  have  a  very  busy  time. 

Mr.  Warren  T.  Fegan,  president  of  the  National 
Shoe  Retailers'  Association,  who  was  the  first  speaker, 
told  of  what  was  being  done  in  Toronto.  He  said  they 
had  arranged  a  programme  which  would  interest 
every  retailer.  As  an  association,  they  had  endeavored 
to  elevate  retailing  to  a  higher  plane,  and  he  thought 
the  results  would  justify  their  efiforts.  The  shoe  busi- 
ness to-day  was  run  on  a  different  and  better  basis 
than  ever  before.  There  was  undoubtedly  a  little  un- 
easiness just  now  in  the  business  world,  but  they  had 


Mr.  Warren  T.  Fegan,  President, 
National  Shoe  Retailers'  Association 


great  faith  in  Canada,  and  if  they  worked  together 
with  the  object  of  making  the  best  of  things  he  was 
convinced  that  a  satisfactory  solution  of  conditions 
would  be  found. 

Mr.  J.  W.  Jupp,  of  Toronto,  stated  that  the  Re- 
tailers' Association  had  had  a  very  busy  time  dealing 
with  different  pjiases  of  the  luxury  tax..  Correspond- 
ence was  coming  in  from  all  parts  of  the  Dominion, 
and  the  promises  of  attendance  at  the  convention  were 
very  numerous.  The  programm.e  outlined  included 
matters  which  were  of  interest  to  retailers  from  many 
points  of  view.  The  membership  of  the  Association 
was  increasing  in  a  very  gratifying  way.  Toronto,  he 
.said,  would  bring  a  delegation  to  the  convention  that 
would  astonish  some  of  their  Montreal  friends. 

Mr.  P.  A.  Doig  emphasized  the  fact  that  although 
a  full  programme  of  entertainments  was  provided,  the 
educational  side  would  not  be  neglected.  Spontane- 
ous responses  from  coast  to  coast  indicated  that  the 


show  and  convention  would  be  one  of  the  greatest 
events  of  its  kind  ever  held  in  Canada.  It  would 
indicate  that  Canada  could  supply  practically  every- 
thing that  the  shoe  trade  required.  Mr.  Doig  then 
went  on  to  refer  to  the  attacks  made  on  the  industry, 
stating  that  they  had  been  branded  as  profiteers, 
which  was  absolutely  false.  Many  of  the  statements 
were  either  without  foundation,  or  were  based  on  half 
truths.  Some  papers  had  gone  so  far  as  to  look  upon 
the  shoe  trade  as  a  group  of  brigands,  whereas  the 
fact  was  the  industry  was  anxious  to  develop  the  re- 
sources of  Canada.  If  they  could  get  a  more  intelli- 
gent idea  of  their  industry,  the  money  spent  on  the 
convention  would  have  been  well  spent.  He  was  cer- 
tain that  the  visitors  from  the  United  States  would 
l)e  surprised  at  the  size  and  completeness  of  the  show. 
No  one  could  have  foreseen  that  they  would  have 
been  able  to  secure  $40,000  for  such  an  event,  and 
he  was  certain  that  the  money  would  be  well  expend- 
ed.   Mr.  Doig  also  stated  that  the  .show  would  be 


I  tell  you  I  will  go  to  the  Montreal  Convention 


Open  to  the  public,  without  charge,  on  Wednesday, 
Thursday,  Friday  and  Saturday  evenings  and  Satur- 
day morning  and  afternoon.  It  is  intended  to  send  out 
a  large  amount  of  literature  and  tickets  to  the  retail- 
ers, which  could  be  distributed  to  their  customers. 

Reporting  on  the  banquet  on  the  evening  of  July 
14th,  Mr.  Doig  stated  that  600  reservations  have  been 
made,  and  that  no  more  than  this  number  would  be 
available.  Sir  Lomer  Gouin  had  promised  to  attend, 
Sir  George  Foster  had  been  invited,  and  they  hoped 
to  have  speakers  who  were  prominent  in  the  shoe 
trade.    '  ' 

On  the  evening  of  the  14th  there  would  also  be  a 
ladies'  party  at  the  theatre. 

Mr.  R.  L.  Savage,  chairman  of  the  Travellers' 
Committee,  stated  that  on  July  15th  the  travellers  will 
dine  at  the  Windsor  Hotel,  and  it  was  hoped  to  have 
an  attendance  of  250.  The  travellers  had  also  taken 
in  hand  the  arrangements  for  Saturday,  July  17th. 
Visits  would  be  arranged  to  the  various  factories,  on, 
the  14th,  and  on  the  17th  a  feature  would  be  a  pro- 
cession of  shoe  employees  to  the  Coliseum,  where  an 
an  entertainment  would  be  given,  and  in  the  afternoon 
games  at  Delorimier  Park,  with  Jazz  Band,  etc.,  etc. 

Mr.  H.  McKean,  secretary  of  the  Ontario  Shoe 
Travellers'  Association,  told  of  what  was  being  done 
in  Toronto  with  regard  to  the  formation  of  the  Trav- 
ellers' Association.  He  said  it  was  hoped  to  form 
various  l)ranches  throughout  the  provinces  and  to  dis- 
cuss questions  of  interest  to  the  men  on  the  road.  He 
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thought  the  retailers  had  done  excellent  work,  espe- 
cially towards  securing  the  alteration  of  the  original 
budget  proposals. 

Mr.  F.  W.  Knowlton  stated  that  all  the  space  had 
been  allotted  for  the  show.  The  idea  was  to  group  the 
leather  and  findings  trade  in  the  booths  situated  on 
either  side,  the  centre  aisles  being  devoted  to  the  shoe 
industry,  with  the  dif¥erent  grades  of  shoes  classified. 

Mr.  J.  A.  Beaudry,  chairman  of  the  Press  Commit- 
tee, said  that  it  was  intended  to  issue  a  daily  bulletin 
under  the  direction  of  Mr.  W.  Healey.  This  bulletin 
would  be  contributed  to  by  representatives  of  Foot- 
wear in  Canada,  the  Shoe  and  Leather  Journal  and  the 
Prix  Courant. 

Messrs.  C.  R.  LaSalle,  H.  Gibbins,  C.  Higgins. 
Manson,  of  Toronto,  Mr.  E.  Amburst,  of  Kitchener, 
Louis  Adelstein,  J.  Daoust  and  A.  Marois,  of  Quebec, 
also  spoke.  Mr.  Marois  stated  that  the  industry  at 
Quebec  anticipated  receiving -a  large  number  of  visi- 


The   very  latest   photo   of   Mr.   J.    W.  Jupp, 
the  genial  secretary-treasurer 


tors  and  that  they  would  Ije  extended  a  very  hearty 
welcome. 

it  was  stated  by  Mr.  Doig  that  25  contestants 
would  take  part  in  the  window  display  contest,  and 
that  $400.00  would  be  awarded  in  prizes.  The  living 
model  styles  show  at  the  Windsor  Hotel  was  receiv- 
ing the  co-operation  of  all  the  large  Montreal  firms. 
The  retail  salesmen  would  hold  a  convention  on  Wed- 
nesday evening,  at  which  there  would  be  a  first-class 
speaker  conversant  with  the  subject  of  retail  selling, 
and  this  would  be  followed  by  a  supper.  The  con- 
vention would  also  co-operate  with  the  manufacturers 
in  their  national  advertising  compaign.  Moving  pic- 
tures would  be  taken  of  many  of  the  events  and  these 
would  be  distributed  to  the  theatres  throughout  the 
Dominion. 

Mr.  W.  Fegan  also  outlined  the  programme  of  the 
convention,  given  in  detail  elsewhere. 

i  Every  Shoeman  is  expected  to  do  his  duty —  ! 
j      that  includes  bringing  your  wife  along.  | 


Post-Graduate  Courses  in  Practipedics 

As  in  past  years,  The  Scholl  Mfg.  Co.,  through 
its  Educational  Department,  has  arranged 
for  a  series  of  courses  in  Practipedics  to  oc- 
cur during  th'e  coming  warm  months.  These 
courses,  which  will  be  under  the  auspices  of  the  Amer- 
ican School  of  Practipedics,  of  Chicago,  will  be  resi- 
dent courses  of  one  week  duration  and  will  be  held 
in  several  cities  of  the  United  States  and  Canada. 
The  courses  are  so  arranged  that  they  are  in  the  na- 
ture of  post-graduate  work  for  those  who  have  al- 
ready taken  the  home  study  course  in  practipedics, 
while  they  form  a  complete  practipedic  course  for 
those  who  have  not  taken  the  home  study  course. 
In  other  words,  the  graduate  practipedist  obtains  an 
opportunity  to  see  and  do  real  clinical  work  and  to 
have  the  lessons  already  learned  made  clearer  through 
actual  demonstration,  while  the  shoe  man  or  woman 
who  has  not  taken  the  home  work  can  learn  the  whole 
science  within  the  week  and  can  obtain  his  or  her  di- 
ploma as  a  practipedist  at  the  conclusion  of  the  course. 

The  courses  over  the  whole  range  of  practipedics, 
including  anatomy  and  osteology  of  the  feet  and  legs, 
studies  of  deformities  and  their  causes,  mechanics  of 
the  feet  and  legs,  foot  disabilities  and  their  scientific 
correction,  shoe  fitting,  fitting  of  corrective  appli- 
ances, plaster  cast  making,  dissection  of  foot  and  leg 
cadavers  and  lectures  on  the  science  of  selling  and 
handling  customers.  It  is,  in  highly  condensed  form, 
a  complete  course  in  trade  building  for  shoe  stores. 

There  is  no  charge  made  for  these  courses  what- 
ever. They  are  given  by  the  Scholl  Mfg.  Co.,  to  the 
shoe  men  and  women  because  that  firm  believes  it  is 
to  its  advantage,  as  well  as  to  the  advantage  of  all,  to 
have  every  shoe  man  and  woman  educated  in  the 
science  of  the  human  foot. 

The  Canadian  courses  will  be  held  as  follows : 
Montreal,  day  and  evening  classes,  August  2nd  to 
6th  inclusive.    Toronto,  day  and  evening  classes,  Aug- 
ust 9th  and  13th  inclusive. 

Those  wishing  to  enroll  for  any  of  these  courses 
should  promptly  forward  their  applications  to  the  near- 
est office  of  the  Scholl  Mfg.  Co.,  or  to  the  principal 
office,  213  W.  Schiller  St.,  Chicago. 


Canadian  Representatives  to  National  Leather 
and  Shoe  Findings  Association 

MR.  S.  L.  Mccracken,  president  of  the 
Western  Canadian  Leather  and  Shoe  Find- 
ers' Association,  intends  attending  the  con- 
vention of  the  National  Leather  and  Shoe 
Findings  Association,  which  is  being  held  at  Cincin- 
nati, Ohio,  July  12-16.  Walter  Wait",  secretary  of  the 
Canadian  association,  will  be  glad  to  arrange  reserva- 
tions for  any  Canadian  members  desirous  of  being 
IM-esent  at  this  convention.  Mr.  Wait  reports  that  all 
their  members  are  feeling  optimistic  concerning  fu- 
ture business  conditions  in  the  West.  Returns  comin-- 
in  from  all  parts  of  Alberta  reveal  the  fact  that  copi- 
ous rains  have  been  saturating  the  grain  fields.  These 
reports  are  particularly  gratifying  in  as  much  as  ad- 
verse reports  of  impending  damage  to  crops,  through 
lack  of  moisture,  had  just  started  to  dribble  in  froln 
Southern  Alberta,  but  crops  are  now  practically  as- 
sured in-so-far  as  moisture  is  concerned,  and  afl  Al- 
berta is  now  planning  ahead  for  splendid  business  this 
fall  and  winter. 
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Fair  Management  Ready  for  Word  "Go!" 


AFTER  a  lot  of  hard  work  the  arrangements  for 
the  Styles  Show  and  Retailers  Convention  in 
Montreal  are  complete,  although  they  are  sub- 
ject to  a  little  adjustment.  Air.  P.  Doig,  the 
manager,  is  anxious  to  remove  an  impression  in  cer- 
tain quarters  that  room  and  board  is  to  be  provided 
for  visitors  when  in  Montreal.  This  would  be  impos- 
sible. What  the  committee  in  charge  of  the  Conven- 
tion and  Shoe  I-'air  undertake  to  do  is  to  provide,  free, 
all  official  entertainments;  that  is,  banquets,  auto  trips, 
mountain  trips,  informal  dances,  style  show,  and,  of 
course,  entrance  into  the  Shoe  Fair. 

In  a  circular  to  the  manufacturers,  Mr.  Doig  press- 
es home  the  practical  end  of  the  show.  He  points  out : 
"Ist.  Many  of  the  orders  which  were  placed  in  the 
early  part  of  the  season  for  fall  delivery  have  since 
been  definitely  cancelled  or  the  customer  has  request- 
ed that  same  be  held  for  confirmation,  which  means 
that  the  fall  placing  has  been  very  light. 

"2nd.  The  retailers  throughout  Canada  have  had  a 
Dominion-wide  clearance  sale  in  order  to  reduce  their 


Mr.  F.  S.  Scott,  M.P.,  President  of  Canadian 
Shoe  Manufacturers'  Assn.,  which  has 
backed  the  Fair  to  the  limit 


stocks,  and  they  have  been  successful  in  doing  so, 
which  means  that  thcv  will,  sooner  or  later,  reciuire 
more  goods. 

"In  view  of  these  two  outstanding  facts  would  it 
not  be  wise  for  shoe  manufacturers  exhibiting  at  the 
Fair  to  make  arrangemenrs  lo  have  their  sales  stafif 
present  in  force  and  be  in  a  position  to  quote  definite 
prices  for  fall  delivery?  We  are  .sure  that  with  a  un- 
ited eff(jrt  on  the  part  of  manufacturers  it  is  ])ossible 
to  instil  into  the  minds  of  the  retailers  who  will  be 
in  attendance  that  they  should  take  advantage  of  the 
oj)]K;rtunity  affortled  by  the  National  Shoe  Retailers' 
Associaticjn  convention  and  Styles  .Show  to  ])lace  or- 
ders at  that  time." 

The  visits  U)  (Juebec  and  the  .Saguenay,  on  July 


16th  wi;i  be  well  worth  while.  Mr.  W'.  A.  Eaiie,  tiie 
Cna.rman  of  the  ccmmittee,  wli  j  has  made  very  ade- 
(|uate  arrangements,  states  that  the  steamer  ''Mon- 
treal" will  leave  at  7.00  p.m.,  Friday,  arriving  at  Que- 
bec the  following  morning.  The  day  is  to  be  spent  in 
sight-seeing  trips  around  this  historic  old  French  city, 
including  a  visit  to  the  famous  Shrine  of  Ste.  Anne 
de  15eaui)re,  Montmorency  Falls  and  Quebec  Bridge. 
The  programme  includes  a  musical  concert,  informal 
dance  and  buffet  supper  on  the  boat  going  and  com- 
ing with  luncheon  aand  tea  while  in  Quebec,  under 
the  auspices  of  the  committee.  Returning,  the  steamer 
will  leave  Quebec  at  6.00  p.m.  Saturday,  arriving  in 
Montreal  Sunday  morning  in  time  for  all  train  and 
boat  connections.  The  fare  for  the  round  trip  is  $10.15, 
meals  and  berth  extra. 

Western  delegates,  in  making  transportation  ar- 
rangements to  and  from  the  conventi()n,  .^hould  bear 
in  mind  that  special  facilities  will  be  ofifered  lo  them 
to  leave  Toronto  by  steamer  on  Sunday,  July  Uth. 
arriving  Montreal  Monday  evening.  This  trip  includes 
the  Thousand  Islands  and  the  descent  of  all  the  rap- 
ids. The  fare  for  the  round  trip,  Toronto  to  Montreal, 
and  return,  including  meals  and  berth,  is  $36.00. 


New  Shoe  Manufacturing  Concern  in  Gait,  Ont. 

TIIF  Yale  Shoe  Co.,  of  Gait,  who  will  manufac- 
ture men's  and  boys'  medium  priced  McKays, 
have  stated  that  their  samples  will  be  ready 
by  the  middle  of  July.  Mr.  Frank  Englert,  a 
director  of  the  company,  will  be  superintendent.  He 
has  had  a  varied  experience  in  the  shoe  business, 
having  had  full  charge  of  the  E.  R.  Raid  Company  of 
Rochester,  New  York,  for  ten  years,  manufacturing 
welts  and  turned  McKays.  For  the  last  six  years 
he  has  been  with  Getty  &  Scott,  of  Gait.  Mr.  Grant 
Malcolm  will  be  the  business  and  financial  manager 
of  the  company,  as  well  as  a  director.  He  has  a  good, 
general  knowledge  of  the  shoe  industry,  having  aud- 
ited books  for  several  large  shoe  companies  in  the 
province.  Mr.  Frank  Delafield,  another  director,  is 
sales  manager  of  the  company.  He  also  has  been  with 
Getty  &  Scott  for  many  years. 


The  Shoe  Manufacturers'  National  Advertising 
Campaign 

THE  committee  of  the  Shoe  Manufacturers  As- 
sociation having  in  charge  the  National  Adver- 
tising Campaign  for  the  purpose  of  educating 
the  public  as  to  the  true  merits  of  Canadian- 
Made  Footwear,  had  expected  to  have  this  campaign 
well  under  way  before  this  date. 

An  important  detail  of  the  committee's  plan  was  a 
large  port-folio  designed  to  give  full  and  complete  in- 
formation as  to  the  scope  of  the  campaign.  This  port- 
folio, promised  by  the  publisher  for  an  early  delivery, 
has  been  greatly  delayed  by  the  acute  shortage  of 
])ai)er,  and  the  committee  has  decided  to  hold  back  its 
publicity  in  the  magazines  and  newspapers  until  a  com- 
plete outline  of  its  plans  could  be  given. 

The  advertising  campaign  will  be  started  in  all  of 
the  leading  magazines  and  newspapers  in  good  time 
for  I^^all  selling,  and  the  portfolio  will  be  sent  out  to 
all  retailers  in  advance  of  this  campaign. 

Through  a  misunderstanding,  the  first  of  the  series 
of  advertisements  appeared  in  June  Footwear,  although 
the  campaign  was  not  ready  to  be  launched. 
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Manufacturers  and  Retailers  Discuss 
Cancellations 

THE  question  of  cancellations  is  just  now  one  of 
great  interest  to  retailers  and  manufacturers. 
The  original  budget  proposals  and  the  wave  of 
price  cutting  in  the  United  States  resulted  in 
many  Canadian  retailers  unloading  their  goods  at  re- 
duced prices.  This  action  in  turn  caused  other  retail- 
ers to  lose  confidence  in  the  market,  with  the  result 
that  wholesalers  and  manufacturers  received  a  very 
large  number  of  cancellations. 

This  naturally  embarrassed  the  manufacturers,  to 
])ut  it  mildly,  and  action  has  been  taken  to  deal 
promptly  with  the  situation.  A  largely  attended  meet- 
ing- of  shoe  manufacturers  was  held  in  Montreal  on 
June  23rd,  when  the  whole  position  was  reviewed. 

Following  this,  at  the  dinner  held  the  same  even- 
ing at  the  Windsor  Hotel  in  connection  with  the 
Stales  Show,  the  question  was  again  very  frankly 
discussed.  It  was  brought  up  by  Mr.  Doig,  who  de- 
clared that  the  present  erratic  conditions  were  not 
based  on  ordinary  market  conditions,  and  those  re- 
tailers who  were  wise  would  early  provide  for  their 
fall  requirements.  Those  who  had  sent  in  recent  can- 
cellations would  probably  find  that  prices  would  later 
advance,  and  that  there  would  be  difficulty  in  replac- 
ing the  orders  which  they  had  cancelled.  The  prices 
of  some  manufacturers  to-day  were  not  really  normal 
prices.  Mr.  Doig  further  declared  that  while  retailers 
had  been  anxious  to  obtain  deliveries  to  the  utmost  on 
a  rising  market,  it  was  now  unfair  on  the  part  of  cer- 
tain retailers  to  cancel  their  orders  on  what  they  re- 
garded as  a  falling  market. 

The  subject  was  also  dealt  with  by  Mr.  J.  Daoust, 
who  had  earlier  presided  at  the  meeting  of  the  manu- 
facturers.  He  stated  that  these    cancellations  were 

I  At  the  Beardmore  Picnic  I 

i  I 
j        Scotch-broth  voice  through  megaphone: —  j 

I  "Do  ye  ken  where  Harry  Willis  is?"  s 

j  Voice  from  crowd: —  = 

j  "It's  no  Harry  Willis  you  want,  Davy.  It's  ' 

J  Harry  Lauder."  I 

i  

more  general  than  were  supposed^,  and  that  some  ac- 
tion must  be  taken  at  a  very  early  date  to  meet  the 
situation.  He  considered  that  the  cancellations  were 
an  injustice  to  the  manufacturers.  The  conditions  to- 
day were  purely  temporary,  and  he  stronglv  advised 
retailers  to  think  twice  before  they  cancelled. 

The  manufacturers  of  Quebec  and  Toronto  were 
also  to  be  asked  to  consider  this  subject,  and  the  reso- 
lutions passed  by  Montreal,  Toronto,  and  Quebec 
would  then  be  referred  back  to  the  Executive  of  the 
Shoe  Manufacturers'  Association  to  act  upon  them. 
He  was  certain  that  the  action  of  certain  retailers  in 
cancelling  would  react  upon  the  retailers.  The  can- 
celled goods  would  have  to  be  disposed  of  in  some 
\va\'.  It  might  be  as  in  IJoston,  by  opening-  stores  to 
disi)ose  of  the  manufacturers'  products  or  by  the  sale 
at  lower  prices  to  other  retailers.  They  would  see  that 
such  action  must  have  an  effect  on  the  business  of  the 
retailers  in  general.    He  was  certain  that  some  dras- 
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tic  action  must  be  taken  by  the  manufacturers  in  or- 
der to  relieve  the  situation.  The  manufacturers  desir- 
ed to  work  in  co-operation  with  the  retailers.  Person- 
ally, he  had  great  confidence  in  the  future,  and  he 
strongly  advised  retailers  not  to  give  their  goods  away 
or  they  would  be  the  losers. 

Mr.  Louis  Adelstein,  president  of  the  Montreal 
.Shoe  Retailers'  Association,  suggested  that  a  joint 
meeting  of  the  Retailers'  Association,  and  the  manu- 
facturers should  be  held  to  consider  the  subject.  He 
was  convinced  that  the  majority  of  retailers  did  not 
desire  to  do  anything  which  would  be  unjust  to  the 


manufacturers.  He  believed  that  it  was  the  minority 
of  retailers  who  had  sent  in  the  cancellations. 

Mr.  Daoust,  for  the  manufacturers,  suggested  that 
the  Retailers'  Association  should  hold  a  meeting  to 
discuss  the  subject,  and  then,  if  necessary,  the  manu- 
facturers would  be  glad  to  haye  a  conference  with  the 
retailers.  He  reiterated  the  view  that  it  was  to  the 
mutual  interest  of  both  sections  to  work  together. 

Mr.  W.  T.  Fegan,  president  of  the  National  Shoe 
Retailers'  Association,  endorsed  the  idea  of  a  joint 
meeting,  and  said  that  he  would  be  very  glad  to  do 
everything  in  his  power  to  this  end. 


London  Firm  Celebrates  Its  Twentieth  Anniversary 


From  parcel  boy  to  proprietor  oi  the  largest  West- 
ern Ontario  store  devoted  exclusively  to  footwear,  is 
a  brief  way  of  outlining  Mr.  Rowland  Hill,  senior's, 
business  experience. 

In  this  day  of  "changing  jobs"  Mr.  Hill's  story  of 
how  he  became  parcel  boy  for  London's  oldest  shoe 
firm,  worked  his  way  up  until  he  became  chief  clerk, 
and  stayed  with  the  same  firm  for  twenty  years,  shows 
one  of  his  chief  characteristics  of  to-day,  "stick-to-it- 
iveness." 

A  Secret  of  Business  Success — Making  Friends 

It  was  on  the  12th  of  May,  1900,  in  a  little  store, 
16  X  16  ft.,  removed  from  the  main  shopping  district 
that  Mr.  Hill  finally  opened  up  for  himself.  Here  he 
met  success  from  the  very  beginning  and  found  that 
he  had  made  more  friends  than  he  had  realized  in 
those  years  he  had  put  in  as  head  clerk  for  the  firm 


Rowland  Hill 


where  he  had  learned  the  l)usiness.  Mr.  Hill  smiles 
as  he  looks  back  at  those  early  days  and  recalls  how 
he  felt  when  he  had  his  first  $100.00  day. 

Very  soon  he  realized  that  he  had  a  real  hold  on 
worth  while  trade.  Just  ten  months  from  the  opening 
of  his  little  shop  an  o])portunity  arose  which  he  was 
fjuick  to  grasp.  Kight  in  the  very  heart  of  London's 
business  section  a  shoe  man  by  the  i?amc  of  R.  Kirk- 
jjatrick  wanted  to  sell  out.    A  deal  was  made,  and 


l)usiness  commenced  at  the  new  location,  189  Dun- 
das  St. 

From  the  beginning  a  definite  policy  of  giving  the 
customer  real  value  was  followed.  The  words  "Re- 
liable Footwear"  were  early  adopted  as  a  business 


Rowland  Hill,  Jr.,  and  Clarence  Hill,  who  are  in  the  footwear 
'     business  with  their  father 

slogan,  and  now  "Rowland  Hill,  Reliable  Footwear" 
is  a  most  common  expression  with  London  shoe  pur- 
chasers. 

"Strictly  Cash" 

One  other  striking  characteristic  of  the  Rowland 
Hill  business  is  the  "strictly  cash"  system  to  all  pur- 
chasers. A  few  years  ago  the  approbation  evil  was 
entirely  cut  out.  While  Mr.  Hill  is  to  be  congratu- 
lated on  the  firm  stand  he  has  taken  in  his  "cash 
only"  and  "no  approbation"  policies,  he  is  just  as 
firm  in  his  opinion  that  it's  a  customer's  right  to 
change  their  mind  about  a  purchase  and  get  a  refund 
of  the  price  paid. 

A  few  years  after  the  opening  of  the  larger  store, 
extra  accommodation  was  needed  to  look  after  the 
growing  business,  and  an  alteration,  taking  in  the 
rear  half  of  the  building,  was  made.  Soon  this  was 
found  to  be  too  small,  and  alterations  have  been  made 
from  time  to  time  till  now  the  firm  has  reached  its 
capacity  as  far  as  available  floor  space  is  concerned. 

The  entire  three  floors  of  the  building  are  used 
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Rowland    Hill's    store  v/as 
tastefully  decorated  for  th^ 
anniversary  celebration. 


to  hold  the  large  stock.  On  the  main  floor  only  the 
selling  stock  is  kept,  while  the  upper  two  floors  carry 
the  reserve.  The  reserve  of  the  rubber  and  tennis 
shoes  is  kept  in  the  basement. 

An  up-to-date  repair  department  is  located  on  the 
second  floor,  where  "service  and  satisfaction"  is  guar- 
anteed. Here,  too,  is  located  a  complete  card  writing 
outfit.  All  the  cards  and  tickets  used  are  made  on 
the  premises. 

On  a  balcony  at  the  rear  of  the  main  floor  is  the 
cash  and  business  office.  Cash  and  parcel  basket  car- 
riers are  used  to  carry  all  parcels  and  cash  to  this 
office. 

This  store  is  one  of  the  finest  appointed  in  this  part 
of  Ontario,  the  arrangement  of  stock,  seating,  light- 
ing, etc.,  being  sttch  as  to  make  the  handling  of  a 
large  trade  quick  and  efficient. 

Just  about  thirteen  years  ago  a  branch  store  was 
opened  in  the  eastern  section  of  the  city.  This  store 
has  also  been  a  success  from  the  first  day.  Mr.  F. 
McGillivray  is  the  capable  manager,  and  has  been 
v.ith  the  firm  for  many  years. 

Mr.  Hill  has  associated  with  him  two  sons,  Row- 
land, Jr.,  and  Clarence,  as  well  as  a  loyal  staff  of  em- 
ployees which  Mr.  Hill  considers  second  to  none. 


While  Mr.  Hill  is  a  firm  believer  in  adv-ertising 
and  uses  the  local  papers  extensively,  extravagant 
claims  and  freak  sales  are  never  indulged  in.  Th? 
firm  has  won  its  present  success  by  selling  only  what 
be  truthfully  called  "Reliable  Footwear,"  backed  u  > 
by  the  fullest  guarantee  of  satisfaction  in  every  pair 
that  leaves  the  store.  Each  sale  is  made  with  the  idea 
of  creating  confidence  and  bringing  the  customer  back. 
Banks  on  "Made  in  Canada"  Goods 

The  firm  caters  to  the  trade  of  the  whole  family 
and  a  most  complete  stock  is  carried.  "Made  in  Can- 
ada" goods  have  always  had  first  place  in  these  stores, 
the  firm  having  the  sole  agency  for  the  "Empress" 
shoes  for  women,  and  the  "Astoria"  shoes  for  men. 
besides  carrying  many  other  well-known  Canadian- 
made  shoes. 

To  celebrate  the  20th  anniversary  of  the  business 
attractive  bargains  were  featured  for  each  day  of  the 
celebration  week.  As  these  were  all  seasonable  lines 
and  marked  at  big  reductions  the  result  was  record- 
breaking-  business. 

The  store  and  windows  were  brightly  decorated 
for  the  occasion  with  artificial  flowers  and  vines.  A 
special  feature  which  proved  a  pleasing  success  was 
the  use  of  a  big  Edison  phonograph. 


Look  happy,  don't  they?     The  Toronto  staff  of  Ames-Holden-McCready,  Ltd.,  had  a  big  time  at  their  annual  picnic 
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An  Opportunity  to  Cash  In  on  Export  Trade 


■By  Gordon  Spencer*- 


T 11  ERE  are  two  words  that  Imlk  in  all  discus- 
sions of  Canada's  future — export  trade.  Can 
we  stave  of¥  the  period  of  depression  that  has 
1)een  predicted  for  the  world  at  larj^e  as  the 
inevitable  result  of  the  war  ?  It  dei)ends  very  lars^ely 
upon  our  ability  to  increase  our  ex])ort  trade,  to  ach- 
ieve a  stronger  hold  on  markets  abroad.  Can  we  right 
our  balance  of  trade  and  get  exchange  pegged  down 
to  ])ar?  Again,  it  depends  to  a  very  considerable  de- 
gree on  our  success  in  exploiting"  new  market  for  the 
products  of  our  factories  and  farms. 

Which  brings  us  to  a  conversation  that  took  place 
between  a  Canadian  business  man,  who  was  associated 
with  the  Canadian  Trade  Mission,  and  a  prominent 
Belgian  manufacturer.  The  Canadian  had  gone  on  a 
pilgrimage  to  Lens  to  see  the  ground  over  which  the 
forces  of  the  Dominion  had  fought  so  bravely  and 
where  so  many  had  laid  down  their  lives.  In  the 
rather  ricketty  "char-a-banc"  that  conveyed  them  tn 
the  historic  ridge,  he  met  the  Belgian  and  fell  into 
conversation.  The  Canadian  was  astounded  at  the 
ruin  that  had  l)een  wrought  at  Lens — a  once  prosper- 
ous city  of  35,000  people  reduced  to  a  rubbish  heap. 
Perhaps  not  even  Ypres  can  show  as  complete  a  de- 
gree of  ruin  as  shell-ridden  Lens.  The  Belgian  smil- 
ed grimly  at  the  Canadian's  comments. 

"Ruin!"  he  declared,  "Yes,  it  is  pretty  much  all  the 
same  through  the  country  where  the  Hun  set  his  heel 
— my  country  as  well  as  France.  But  this  that  we  see 
to-day  is  only  the  surface  destruction.  Think  of  the 
damage  that  has  been  done  in  a  way  that  the  eye 
cannot  see.  To  industry  for  instance." 

The  Canadian  settled  down  in  a  corner  of  the 
lurching  char-a-banc  to  listen  and  his  companion,  af- 
ter a  moment  of  gloomy  intro-spection,  continued: 

"We  are  trying  to  unra\el  the  tangle  and  get  a 
start  at  building  up  again,  but  it  seems  ahnost  im- 
possible.   In  my  own  line  we  estimate  that  the  loss 
is  forty-two  million  dollars." 
"What  business  are  you  in  ?" 

"I  am  a  shoe  manufacturer,"  said  the  Belgian.  "If 
the  shoe  industry  can  show  a  bill  against  the  war  of 
that  magnitude,  what  do  you  suppose  the  bill  of  all 
Europe  would  be?" 

"But  surely  you  can  rebuild  it  now?"  said  the 
Canadian. 

"Many  of  our  factories  are  destroyed.  The  ma- 
chinery has  been  removed  or  has  deteriorated  through 
disuse.  We  are  desj^erately  short  of  leather — in  fact, 
all  raw  materials.  Our  trade  connections  are  broken 
down,  the  exchange  situation  is  chaotic,  confidence 
is  destroyed.  Everything,  in  fact,  is  at  odds  and  ends. 
And  through  it  all,  luirojie  calls  des])erately  for  shoes." 
The  Canadian  turned  the  ccjnversation  eagerly  into 
the  channel  that  held  chief  interest  for  himself. 

"There  is  no  doubt  then,  that  a  market  exists  for 
shoes,  say.  from  my  own  ccnmtrv  ?  We  could  sell 
over  here  all  that  we  could  make." 

"Sell  sh()(■-^?  During  the  war  the  owner  of  a  good 
i;air  of  leather  shoc^  in  Cermany  went  in  fear  ol  his 
life.  I'rum  what  1  lu'ar  things  are  not  a  great  deal 
better  now.  W'liat  do  you  sn])|)ose  the  condition  is  in 
Austria  and  Hungary,  in  the  newly  formed  countries, 

*Of  (iooilyiar  Tire  aii'l   KiibKcr  Co..  Torfjiilo. 


in  Russia?  The  Russians  could  absorb  the  output  of 
all  the  shoe  factories  the  world  over.  Just  as  soon  as 
trade  is  reo])ened  with  Russia — it  will  be  soon,  I 
think — there  will  be  a  market  ojjened  up  like  a  bot- 
tomless ]nt." 

"Just  how  are  you  fixed  over  there?"  went  on  the 
llelgian.  "Are  you  Canadians  in  a  position  to  help  us 
out?" 

"I  am  afraid,  '  the  Trade  Commissioner  confessed, 
"that  we  are  not.  In  fact,  I  have  a  suspicion  that  the 
figures  would  show  that  we  actually  import  more 
shoes  than  we  exjjort.  And  you  see  we  are  short  of 
material,  too.   Hides  and  leather  are  short." 

"\\  hat  are  you  going  to  do  about  it?"  queried  the 
Belgian. 

A  Great  Opportunity  for  Canada 

What  are  we  going  to  do  abcjut  it?  That  is  a  j)ert- 
inent  question.  There  is  unquestionably  a  tremendous 
opjjortunity  to-day  for  the  building  up  of  a  huge  ex- 
port trade  in  footwear,  if  the  industry  in  Canada  can 
be  develo]:ied  to  meet  it.  The  United  States  is  alreadv 


Montreal  is  an   ideal  city  for  a  convention. 

in  the  field  and  it  is  reported  that  this  year  there  will 
l)e  a  three  million  dollar  increase  in  Uncle  Sam's  bill 
against  Europe  for  boots  and  shoes.  And  that  figure, 
considerable  as  it  is,  must  be  regarded  purely  and  sim- 
ply in  the  light  of  a  beginning.  With  the  civilized 
world  short  about  seven  million  pairs  of  shoes  (which 
is  what  it  figures  out  at),  trade  possibilities  are  with- 
out limit.  What  is  Canada's  share  going  to  be  ? 

But  the  figures  already  given  do  not  mark  the 
absolute  limit  of  possibilities.  WHien  Europe  is  again 
sup])lied — a  matter  of  year.s — there  is  still  the  Orient 
waiting.  The  possibilities  of  selling  shoes  in  the 
crowded,  backward  East  are  absolutely  illimitable. 
The  Beckoning  Finger  of  the  East 
It  is  an  old  saying  that  although  the  magnetic 
compass  points  north,  the  trade  compass  turns  unerr- 
ingly to  the  west.  A  Chinese  gentleman  in  whose 
hearing  this  remark  was  i)assed  recentl}',  replied  with 
a  bland  smile: 

"Make  no  mistake,  gentleman.  I'o-dav  the  com- 
pass of  world's  needs  points  due  east.  East,  never 
forget  it !" 

"^'ou  ha\e  no  idea  of  what  the  Chinese  market 
will  mean  to  the  next  generation,"  he  went  on.  "The 
sleeping  giant  is  beginning  to  rouse  and  stretch. 
When  China  fully  awakens,  gentlemen,  the  one  branch 
of  vvvvy  American  and  luiro])ean  business  house  that 
will  come  first  will  l)c  the  Chinese  ofifice.  There  is 
going  to  be  a  mad  scraml)le  for  the  market  tha't  opens 
up,  e\-en  if  }'ou  do  not  realize  it  now." 

A  few  .\ears  ago  15,000  Chinese  went  to  Jajjan  to 
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IF 

If  you  can  dream  and  not  make  dreams  your  master; 

If  you  can  think  and  not  make  thoughts  your  aim ; 
If  you  can  meet  with  Triumph  and  Disaster 

And  treat  those  two  imposters  just  the  same. 
If  you  can  bear  to  hear  the  truth  you've  spoken 

Twisted  by  knaves  to  make  a  trap  for  fools, 
Or  watch  the  things  you  gave  your  life  to,  broken. 

And  stoop  and  build  ''em  up  with  worn-out  tools  : 


If  you  can  make  one  heap  of  all  your  winnings 

And  risk  it  on  one  turn  of  pitch-and  toss. 
And  lose,  and  start  again  at  your  beginnings 

And  never  breathe  a  word  about  your  loss  ; 
If  you  can  force  your  heart  and  nerve  and  sinew 

To  serve  your  turn  long  after  they  are  gone. 
And  so  hold  on  when  there  is  nothing  in  you 

Except  the  will  which  says  to  them :  "  Hold  on  ! 

If  you  can  fill  the  unforgiving  minute 

With  sixty  seconds'  worth  of  distance  run. 

Yours  is  the  Earth  and  everything  that's  in  it. 

And  -  which  is  more — you'll  be  a  man,  my  son  ! 


Kipling. 


study  the  lousiness  methods  of  the  aggressive  and 
wideawake  Japs.  By  a  gradual  drifting  process  this 
was  cut  down  to  10,000,  but  that  number  stayed  on, 
studying-  in  the  universities  of  Japan  and  imbibing  in- 
formation on  the  methods  by  which  the  sons  of  Nip- 
pon apply  the  methods  and  the  standards  of  the  West 
to  the  conditions  of  the  East.  They  are  now  drifting 
back  to  China  and  their  influence  will  be  felt.  To-day 
every  Chinese  political  programme  contains  Western 
education  as  a  leading  plank.  The  distaste  for  the 
ways  of  the  "foreign  devils"  has  passed.  China  is  out 
to  learn . 

It  is  impossible,  of  course,  to  estimate  what  the 
Ch  inese  market  will  be  capal^le  of  absorbing'  in  the 
way  of  footwear,  but  it  is  no  exaggeration  to  suggest 
that  the  day  is  coming  when  the  number  that  is  fixed 
as  the  total  of  the  world's  shortage  to-day — seven  mil- 
lion pair — ^can  be  fed  to  the  land  of  the  Poppy  with- 
out glutting  the  market.  There  is  food  for  thought 
there. 

The  people  of  the  East  for  the  most  part  go  bare- 
foot to-day,  or  use  light  sandals.  The  Western  shoe 
is  a  novelty  to  the  yellow-skinned  races.  There  are 
elements  at  work  that  will  serve  as  educational  forces, 
however.  The  return  of  the  Jews  to  Palestine — sons 
of  the  ten  tribes  trooping  back  to  live  once  more  in 
the  land  to  which  Moses  led  their  forefathers — will 
be  a  tremendous  factor;  for  those  immigrants  to  Zion 
will  be  from  Europe  and  America,  and  they  will  take 
with  them  their  Western  ways  and  Western  dress. 
The  valley  of  the  Jordan  will  be  planted  by  sturdy 
young  Hebrews  with  feet  incased  in  comfortabfe 
shoes  with  the  stamp  of  Montreal,  or  Fredericton,  N. 
B.,  or  Brockton,  Massachusetts.  This  will  be  a  fac- 
tor in  the  education  of  the  East. 


l'"urthermore,  there  are  thousands  of  dusky-skinned 
soldiers  scattered  through  all  Oriental  countries — Mor- 
occo, Egypt,  Arabia,  India,  China — who  fought  in  the 
Great  War  and  who  became  accustomed  to  the  shoes 
of  the  West.  These  influences  will  gradually  bring 
about  the  introduction  of  footwear  in  the  densely-peo- 
pled countries  of  Asia. 

AVhen  it  comes  down  to  a  question  of  how  Canada 
can  "cash  in"  on  this  tremendous  opportunity,  it  is 
realized  that  there  are  grave  difficulties.  There  are 
nearly  two  hundred  shoe  factories  operating  in  Can- 
ada to-day,  many  of  them  of  considerable  size  and  ex- 
tensive equipment. 

The  fly  in  the  ointment  is  the  lack  of  raw  ma- 
terial. Leather  is  one  of  the  commodities  that  the 
world  is  most  in  need  of  at  the  present  time.  The 
fact  that  hides  are  a  by-product  goes  a  long  way  to 
account  for  the  shortage.  The  stock  man  raises  anim- 
als for  the  market  and  what  he  realizes  on  the  hides 
is  so  much  extra.  Unfortunately  this  leads  to  careless- 
ness, both  in  branding  and  skinning.  The  ])ercentagc 
of  hides  ruined  or  materially  damaged  from  one  or 
the  other  cause  is  altogether  too  high.  Even  before 
the  war,  the  supply  of  leather  was  dropping,  while, 
of  course,  the  demand  for  shoes  was  mounting  in  an 
almost  dizzy  spiral.  Records  compiled  from  the  fig- 
ures available  in  thirty-three  countries  showed  that 
in  190?  there  were  442  head  of  cattle  for  every  thou- 
sand of  i)0])ulation.  In  1913  this  had  declined  to  420 
head  per  thousand.  Since  then  we  have  had  five  years 
of  destructive  war  and,  although  figures  are  not  a\ail- 
able,  it  is  a  fact  that  the  supply  has  been  alarmingly 
depleted.  Nor  can  any  immediate  relief  he  anticipated. 

The  shoe  industry  has  been  forced,  as  a  result, 
to  utilize  the  necks  and  bellies  of  hides  for  soles,  un- 
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suital)le  though  they  are  in  some  respects.  In  the 
United  States  they  are  experimenting-  with  shark  and 
seal  skins,  with  the  idea  of.  finding  substitutes  for 
leather. 

There  has  been  a  distinct  increase,  of  course,  in 
the  use  of  composition  soles.  During  the  past  twelve 
months  over  three  million  pairs  of  composition  soles 
ha\  e  been  made  in  Canada.  There  are  many  factories 
making  soles  of  this  description  and  a  number  of  dif- 
ferent varieties — rubber,  fibre,  pulp,  paper,  etc.  It  is 
a  significant  fact  that  the  use  of  composition  soles  has 
spread  more  readily  in  Canada  and  the  United  States 
than  in  any  other  country.  As  far  as  can  be  gleaned 
from  such  figures  as  are  available  -Canada  leads  the 
L"nitcd  States  in  this  way,  comparatively  speaking. 

The  reason  is,  in  a  sense,  a  psychological  one.  The 
Canadian  and  the  American  are  not  adverse  to  new 
ideas  or  new  things.   They  can  be  easily  persuaded 
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The  wives  realize  the  value  of  the  Convention  and  Show. 
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to  try  something  different.  In  the  countries  of  the  old 
world,  the  people  are  not  as  prone  to  try  the  new  ar- 
ticle. This  industry  is  bound  to  develop  in  rapid 
strides  in  Canada  and  it  is  probable  that  our  success 
in  capturing  export  trade  in  footwear  will  hinge  to 
some  extent  on  this  development.  The  use  of  other 
than  leather  soles  releases  leather  and  makes  pos- 
sible a  much  larger  output  in  other  leather  goods. 

The  shoe  manufacturers  of  Canada  are  keenly  alive 
to  the  opportunity.  The  world  has  tramped  itself  al- 
most shoeless  in  the  wake  of  Mars,  and  the  chance  to 
build  an  export  connection  that  will  endure  is  being 
grasped  by  the  more  enterprising  of  Canadian  firms 
as  fully  as  is  possible  under  the  circumstances.  It  is 
not,  however,  a  problem  entirely  for  the  manufacturer. 
Every  Canadian  citizen  should  be  interested.  It  would 
mean  much  to  the  country  if  this  industry  were  deve- 
loped in  line  with  the  huge  opportunities  that  offer 
— larger  factories,  more  employment,  an  improved 
balance  of  trade,  foreign  gold  coming  back  to  us  in 
exchange  for  this  joint  product  of  ranch  and  factory. 
All  Canadians,  in  fact,  should  be  prepared  to  do  every- 
thing in  their  power  to  help.  They  can,  first,  buy 
Canadian  shoes  and  decrease  our  imjjortations  which 
are  larger  than  they  should  be.  And  second,  they 
can  accei)t  more  generally  the  idea  of  new  materials 
and,  in  fact,  any  other  measures  that  may  be  neces- 
sary to  create  increased  i)roduction  in  the  face  of  a 
leather  shortage. 

A,  m.  ««  "»  «.,  ...  ....  ....  ....  ....  ...  ...  ..  >.  ..  ...  ...  ...  ..  »•!• 
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Ladies  will  be  heartily  welcomed  at  the  Mont-  ■ 
real  Convention.  A  splendid  program  is  being  ! 
prepared  for  their  entertainment. 


Well-Known  Shoe  Traveller  Passes 

THE  death  of  Mr.  Fred  A.  Macfarlane  occurred 
on  Wednesday,  June  9th,  at  his  hcjme  at  St. 
Catharines,  Ont.  He  had  just  reached  home  on 
the  ])revious  Saturday,  after  having  completed 
his  trip  to  the  Pacific  Coast.  Mr.  McFarlane  had  been 
selling  Just  Wright  shoes  for  twelve  years,  first  for 
the  American  factory  at  Rockland,  Mass.,  covering 
the  whole  of  Canada,  and  since  1912  for  the  St.  Tho- 
mas factory,  covering  the  different  territories.  Two 


The  late  Mr.   Fred  A.  Macfarlane 


or  three  years  ago  he  was  called  to  the  American  fac- 
tory to  take  care  of  a  portion  of  the  territory  in  the 
Middle  West,  which  was  formerly  covered  by  his 
brother.  Alec.  Macfarlane,  who  died  four  years  ago. 
After  travelling  that  territory  for  a  year  he  was  re- 
called to  Canada,  and  has  since  been  covering  the  ter- 
ritory from  Kingston  east  through  the  Maritime  Pro- 
vinces, and  for  the  past  three  seasons,  from  Fort  Wil- 
liam west  to  the  coast. 

Mr.  Macfarlane  was  exceptionally  well  known  to 
the  trade  throughout  Canada  and,  we  understand, 
was  looked  upon  as  one  of  the  best  equipped  sales- 
men in  his  knowledge  of  shoes. 

British  Firm  Catering  to  Canadian  Trade 

Infants'  Footwear,  Limited,  the  well-known  Brit- 
ish concern  which  has  its  headquarters  at  Infoot  House, 
London,  E.C.I.,  England,  has  a  live  Canadian  branch 
in  London,  Ont.,  with  offices  in  the  Greene-Swift 
Building.  They  specialize  in  babies'  nursery  and 
dress  shoes  of  dainty,  and  exclusive  designs.  Among 
their  lines  are  soft-sole  shoes  in  white  kid,  tan  and  scar- 
let Persian  leather,  emerald  green  leather,  pink,  blue 
and  white  suede,  red  and  white  plush,  silk,  poplin, 
wool,  etc.  They  also  sell  hard-sole  shoes,  and  "Bunny" 
boots  in  genuine  rabbit  skin.  Children's  gaiters  are 
aiKjther  of  their  attractive  products. 

The  company  carries  a  stock  in  Canada  and  gives 
sjjccial  attention  to  small  orders  for  immediate  de- 
livery. 
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Up-to-the-Minute  Equipment  and  System 
in  Montreal  Repair  Shop 


ONE  of  the  most  modern  shoe  repair  stores  in 
Montreal  is  that  of  the  Canadian  Shoe  Re- 
pairing Company,  llleury  Street,  Montreal. 
Mr.  M.  Sigler,  the  manager  of  this  company, 
has  been  engaged  in  the  shoe  repairing  business  for 
the  last  fifteen  years.  Associated  with  Mr.  Sigler  is 
Mr.  M.  Rubenstein,  who  also  has  had  quite  a  num- 
ber of  years'  experience  in  the  shoe  repairing  industry. 
Starting  out  on  a  small  scale  Mr.  Sigler  has  developed 
his  business  to  such  an  extent  that  it  now  requires  a 
staf¥  of  six,  four  of  which  are  shoemakers,  to  cope 
with  the  work. 

The  front  portion  of  the  store  is  occupied  by  a 
22  ft.  U.  S.  M.  repair  outfit,  a  screen  separating  the 
work-room  from  the  rest  of  the  store.  The  repair 
machine  is  driven  by  a  3  h.p.  motor.  Chairs  are  con- 
veniently placed  along  opposite  walls,  while  maga- 
zines are  provided  for  those  customers  waiting  for 
immediate  repairs.  The  back  portion  of  the  store  is 
occupied  by  a  counter  and  shelves.  The  reeciving  and 
issuing  of  shoes  for  repairs  is  done  over  this  counter, 
while  the  shelves  behind  the  counter  are  for  shoes 
that  have  been  repaired.  When  a  customer  come.-i 
in  with  boots  to  be  repaired  they  are  immediately 
handed  over  to  the  workmen  who  place  them  in  a 
rack  directly  behind  their  bench.  When  the  workman 
has  completed  his  work  on  the  shoe  it  is  handed 
back  to  the  clerk,  who  places  it  in  the  rack  provided 
for  this  purpose.  Opposite  the  counter  a  rack,  con- 
taining shoe  findings,  is  situated.  In  this  connec- 
tion Mr.  Sigler  states  that  he  does  a  very  good  busi- 
ness in  findings. 

A  feature  of  the  store  is  a  sign  on  which  is  printed 
in  large  letters  "Walk  in  with  a  limp  and  you'll  walk 
out  without  it." 

The  tagging  system  for  the  identification  of  the 
shoes  left  for  repair  is  slightly  different  to  those  used 
in  other  Montreal  repair  stores.  The  tag,  which  is 
made  in  three  sections,  shows  on  one  side  the  repairs 
to  be  made.  When  a  customer  brings  in  a  pair  of 
shoes  a  mark  (or  marks)  is  placed  on  the  tag  indi- 
cating the  work  to  be  done.    The  price,  name,  and 


address  of  the  customer,  and  also  the  date  the  shoes 
are  to  be  ready,  are  written  on  the  tag.  The  top  and 
centre  portions  are  then  turned  over  to  the  workman. 
The  bottom  portion  is  given  to  the  customer.  When 
the  repairs  have  been  completed  the  workman  tears 
off  the  centre  portion  before  returning  the  shoes  to 
the  clerk  to  be  placed  in  the  finished  rack.  The  top 
portion  is  placed  with  the  goods  in  this  rack.  At 
the  end  of  the  day's  work  the  workmen  turn  over 
their  tags  to  Mr.  Sigler,  who  checks  them  with  the 
ones  on  the  shoes  in  the  finished  rack.  By  this  tag- 
ging system  mistakes  are  practically  impossible. 

Another  feature  of  the  store  is  the  large  window 
in  front  which  afifords  ample  light  for  the  workmen. 
The  store  is  lit  by  six  100  watt  nitrogen  filled  lamps. 

The  following  is  a  list  of  prices  charged  by  Mr. 
Sigler  for  all  kinds  of  repairs: 

Men's  Neolin  soles  and  heels,  nailed  or  sewed.  .$3.00 
Men's  leather  soles  and  heels,  nailed  or  sewed.  .  3.00 

Men's  half  soles  and  heels,  nailed  or  sewed   2.25 

Ladies'  full  soles  and  heels,  nailed  or  sewed  ....  2.50 
Ladies  half  soles  and  heels,  nailed  or  sewed....  L75 

Rubber  heels  50 

Latches  20c  and  up 

Back  stays  50c  and  up 

Heel  lining   75c 

Leather  heels,  men's   50c 

Leather  heels,  ladies  ■.  ...  '.   35c 

New  heels,  ladies  $L50 

New  heels,  men's   75c 


A  New  Type  of  Finishing  Machine 

The  Universal  Shoe  Machinery  Company  of  Can- 
ada, Montreal,  are  now  manufacturing  a  new  type  of 
finishing  machine — Model  F.  R.  Special  attention  has 
been  given  to  the  fan  which,  instead  of  being  fastened 
to  the  pipes  of  the  finisher,  is  bolted  to  one  of  the 
legs.  This  tends  to  eliminate  vibration.  Care  has 
been  taken  to  construct  well  cast  legs  which  give  ex- 
tra strength  to  the  frame.  Another  feature  is  the 
bracket  through  the  middle  of  the  machine,  which 
gives  added  support  to  the  shafting.  The  bearings 
are  of  the  type  used  on  the  best  class  of  motors  and 
are  self-oiling.  A  machine  of  this  type  has  been 
shipped  to  the  Adams  Brothers  Harness  Manufactur- 
ing Company,  Winnipeg,  to  be  used  in  their  show- 
room. 


The  Canadian  Shoe  Re- 
pair Shop  has  a  22  it. 
U.S.  M.  outfit.  A  screen 
separates     the    work  room 
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The  Expenses  of  Retailing  Shoes 

 By  Elmore  Peterson*  

THKRI'^.  seems  tu  be  a  lack  of  an  iiUelligent 
understanding  of  the  expenses  of  retailiing, 
not  only  on  the  part  of  merchants  themselves, 
but  also  on  the  part  of  the  general  public.  So 
many  people  do  not  seem  to  understand  that  it  costs 
something  to  distribute  goods;  that  there  is  a  margin 
between  the  cost  of  merchandise  to  the  merchant  and 
the  sellng  jjrice  to  the  consumer  that  must  be  account- 
ed for.  But  of  these  facts,  the  most  important  is, 
what  (jught  that  margin  to  be,  and  how  may  it  be  de- 
termined ? 

"The  retail  merchant  has  two  distinct  kinds  of 
direct  outlay :  the  cost  of  gOods  and  the  cost  of  con- 
ducting business.  The  cost  of  goods  includes  the 
purchase  of  invoice  price  plus  all  exjK'nses  of  incom- 
ing transportation  charges,  such  as  freight  and  dray- 
age,  express  and  parcel  post.  All  of  these  constitute 
the  merchant's  purchase  price,  because  only  after  the 
goods  reach  the  store  can  the  actual  expense  of  sell- 
mg  begin. 

Nine  Classifications  of  Expenses 

The  costs  of  conducting  business  may  be  computed 
under  nine  heads:  Buying  expense,  selling  expense, 
delivery  expense,  management,  office,  fixed  charges, 
upkeep  and  depreciation,  incidentals,  and  interest  on 
net  worth.  It  is  possible  to  reduce  these  nine  heads 
to  six  by  combining  office,  management  and  buying 
into  one  group,  and  including  delivery  exj^ense  with 
incidentals,  but  it  is  not  i)ractical  to  have  fewer  than 
six  classifications  of  these  expenses. 

"When  the  actual  money  spent  for  any  one  or  all 
of  these  items  has  been  determined,  the  percentage 
should  be  figured  upon  sales,  not  costs.  If  it  cost's  30 
per  cent,  to  do  business,  that  should  mean  30  per  cent, 
of  sales. 

Business  Cost  on  Shoe  Sales  23  Per  Cent. 

"There  is  often  a  question  as  to  what  that  per  cent, 
should  be.  As  far  as  it  has  been  possible  to  determine, 
the  cost  of  doing  business  approximate  the  following 
normal  percentages,  with  some  ranging  both  above 
and  below:  Groceries,  18  per  cent,  of  sales;  hardware, 
18 ;  implements,  20 ;  shoes,  23 ;  dry  goods,  30,  and 
jewelry,  36  per  cent  of  sales. 

"These  ])ercentages,  based  on  sales,  will  cover  the 
expenses  of  retailing  in  efficient  establishments,  leav- 
ing a  small  margin  of  2  to  3  per  cent,  net  profit  per 
turnover. 

Turnover  of  Merchandise  Important 

"Turnover  of  merchandise  is  the  all-important  con- 
sideration for  the  retail  merchant  because  by  increas- 
ing the  turnover  the  margin  of  net  profit  may  remain 
the  same  and  the  aggregate  amount  of  profit  for  the 
year's  busness  be  increased.  Turnover  means  the 
cost  of  goods  sold  divided  by  the  average  investment 
in  stock  at  cost  prices. 

"No  merchant  can  ho])e  to  succeed  in  business 
until  he  knows  at  the  close  of  each  day's  business 
whether  that  day  has  made  him  a  profit  or  not.  This 
information  can  only  be  secured  by  adccpiate  records 
and  their  intelligent  interpretation. 

Advertising  True  Motive  Power 

"Aclvertising  is  the  true  motive  ])ower  of  every 
store,    It  is  said  of  nations,  'VVhei'e  there  is  no  \  ision 
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the  peojjle  perish.'  Paraphrased,  it  may  a])i)ly  to  busi- 
ness: 'Where  there  is  no  advertising  the  business  will 
]K'rish.' 

"Advertising  means  to  give  notice,  to  make  known, 
and  the  big  job  advertising  has  to  d(j  is  to  pre])are  the 
way  for  the  sale  by  bringing  people  to  the  store,  by 
keeping  their  trade,  and  by  securing  new  customers. 

"To  be  elTective,  every  bit  of  advertising  must  be 
tested  by  the  following  specifications:  1.  It  must 
have  real  life.  2.  There  must  be  a  reason  for  it.  3. 
It  must  convey  a  definite  idea.  Listing  goods  and 
printing  commonplace  stories  about  ordinary  merch- 
andise is  worse  than  no  advertising  at  all.  Most  re- 
tail advertisements  give  about  as  much  information 
as  an  inventory  and  are  just  as  interesting  to  read. 

"The  three  common  and  best  advertising  mediums 
for  the  retailer  are:  1.  The  store  windows.  2.  The 
local  newspapers.  .  3.  The  store  arrangement  and 
appearance  :  and  their  imjjortance  follows  in  the  order 
named. 

Best  Advertising  Medium  is  Store  Window 

"The  best  medium  is  the  store  window,  which,  like 
any  other  ad,  must  tell  a  story  and  get  it  across. 
Windows  are  positive  and  negative ;  like  the  poles  of 
a  magnet,  they  either  attract  or  re])el.  When  variet- 
ies of  rrierchandise,  show  bills,  dead  flies  and  du.st  are 
allowed  to  congregate  in  a  window  together,  that 
window  will  not  bring  customers  into  the  store.  On 
the  contrary,  it  will  send  them  away  to  the  live  mer- 
chant's store  where  the  windows  invite  and  attract. 

"The  next  best  medium  is  the  local  newspaper, 
and  when  a  merchant  thinks  it  does  him  no  good  as 
a  means  of  publicity,  the  trouble  is  usually  with  the 
merchant,  not  the  i^aper,  so  use  it  wisely.  To  use  a 
newsapai^er  wisely  in  advertising  the  advertiser  should 
know  first  of  all  the  size  and  character  of  the  circula- 
tion of  the  paper  in  order  that  he  may  write  his  copy 
intelligently. 

The  Shoe  Merchant  Should  Write  All  Copy 

"It  is  absolutely  essential  that  the  ad  be  written  by 
the  store  doing  the  advertising  and  not  by  the  pub- 
lisher because  the  publisher  can't  possibly  know  the 
goods  of  the  store,  nor  is  he  supposed  to  know  it.  His 
business  is  to  sell  space  and  it's  up  to  the  merchant 
to  write  the  copy. 

"What  is  good  copy?  Copy,  before  being  submit- 
ted to  the  compositor,  may  be  tested  by  the  following: 
"1.  It  must  be  simple,  easy  to  read,  correct.  2.  It 
must  have  news  value.    3.    It  must  aim  to  sell. 

Effective  Ads  Carry  Real  Information 

"Ads  to  be  effective  must  carry  real  information 
and  not  generalities  and  meaningless  nothings  as  'un- 
equaled  values,'  'we  save  you  15  per  cent.'  or  'boys' 
pants,  one-half  off.'  In  order  that  they  may  be  easily 
read  plenty  of  white  space  should  be  used.  A  half- 
page  ad  filled  with  8-point  matter  is  worthless  for 
advertising  purposes,  because  it  will  not  be  read. 

"Say  nothing  but  the  truth.  Advertising  that  does 
not  establish  confidence  is  worse  than  useless  be- 
cause untruthfulness  never  begets  confidence  and  dis- 
honesty destroys  trade. 

"Copy  should  have  news  value  and  ads  should  be 
changed  often.  S])asmodic  advertising  is  of  little 
\alue  and  only  |)ersistent  publicity  is  profitable  for 
tlie  retail  store.  Yesterday's  ad  is  of  no  value  for  to- 
day's business,  for  yesterday's  paper  is  the  hardest 
article  to  find  in  the  houschoUL 
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Business  Records  are  Your  Guide  and  Compass 

 By  Professor  Melvin  T.  Copeland,  Ph.D.*  


SHOE  retailers  and  other  tradesmen  are  greatly 
handicapped  so  declares  Professor  Copeland,  by 
not  keeping  books  or  not  knowing  how  to 
analyze  their  accounts.  He  advocated  wide- 
awake methods  to  meet  the  sharp  competition  of  the 
chain  stores.  Professor  Copeland  commented  on  the 
modest  beginning  of  the  Business  Research  Bureau 
and  their  early  efforts  to  get  a  fundamental  under- 
standing of  business  transactions.  wSince,  the  magni- 
tude of  business  problems  and  the  responsibility  of 
the  assumption  of  them  had  quickened  their  appre- 
ciation of  what  fields  were  open  for  their  investiga- 
tions.   The  Bureau  has  been  in  existence  eight  ye^rs. 

Two  discoveries  of  fundamental  significance  were 
made,  at  an  early  stage  in  the  work,  so  declared  Prof. 
Copeland.  First,  the  discovery  that  a  surprising  num- 
ber of  merchants  did  not  keep  any  books,  and  that 
among  those  that  did  keep  books,  there  was  no  abso- 
lute uniformity  as  to  the  way  in  which  they  accounted 
for  expenses.  The  second  was  that  a  good  many  re- 
tailers were  keenly  interested  in  learning  the  cost  of 
doing  business  in  the  trade  generally,  in  order  to  im- 
prove their  own  methods. 

Our  primary  object  has  been  achieved ;  we  have 
learned  fully  as  many  facts  as  could  have  been  hoped 
for.  We  have  been  highly  gratified,  furthermore,  in 
this  trade  and  the  others  that  we  have  investigated, 
to  find  that  so  many  other  merchants  could  also  usi' 
those  records  for  practical  commercial  purposes.  For 
example,  we  received  a  telegram  one  day  from  a  shoe 
merchant  from  one  of  the  large  cities  asking  us  to 
send  him  a  reply  by  wire,  stating  the  common  figure 
for  rent  that  we  had  found  in  our  investigations.  We 
complied  with  his  request  and  later  he  advised  us  that 
he  wanted  this  information  for  use  in  settling  the 
terms  for  a  new  lease  for  his  store.  In  another  case 
a  shoe  retailer  learned  from  us  that  he  had  a  stock- 
turn  of  less  than  once  a  year  and  that  he  had  an  ab- 
normally high  expense.  This  indicated  to  him  im- 
mediately a  danger  that  seriously  threatened  the  pros- 
perity and  even  the  continued  existence  of  his  busi- 
ness. 

We  have  frequently  found  merchants  who  were 
operating  their  business  at  a  loss  without  knowing  it. 
For  example,  we  received  a  report  from  a  shoe  re- 
tailer last  summer  which  showed  a  gross  profit  of 
seventeen  per  cent,  and  a  total  expense,  as  he  figured 
it,  of  twelve  per  cent.  This  was  so  abnormally  lov,' 
and  the  figures  seemed  so  incomplete  that  we  made 
further  inquiry.  We  found  that  several  substantial 
items  had  been  overlooked.  The  result  was  that  the 
complete  statement  showed  a  total  operating  expense 
of  twenty-four  per  cent,  of  net  sales.  Instead  of  a  net 
profit  of  five  per  cent,  the  store  was  actually  losing 
seven  per  cent,  of  its  sales.  It  is  by  no  means  an  un- 
usual experience  for  us  tf)  receive  reports  like  this. 

Considerable  Detail  Work  Involved 

"The  records  which  we  are  keeping  call  for  cpute 
a  lot  of  detail.  Never-the-less,  many  of  the  questions 
business  men  write  to  us  about,  require  even  greater 
detail  than  we  have.    In  the  course  of  t-'me  it  seem  ^ 

'Director  of  the  Hureau  af  Business  Research  at  Hatvard  tJnivev- 
sity,       Dehvered  before   N.S.R.A.  Convention. 


likely  that  it  will  be  desirable  to  have  more  details 
than  are  now  ke])t,  in  order  to  make  these  records 
most  useful  in  store  management.  When  this  work 
was  first  undertaken,  we  ex])ected  to  be  able  to  com- 
plete our  inquiries  in  the  retail  shoe  trade  in  five  or 
six  years.  We  planned  to  drop  the  subject  at  that 
point  so  as  to  be  able  to  devote  all  our  resources  to 
other  matters.  Because  of  the  heavy  demand  for  our 
services  in  other  fields,  last  year  we  had  i)ractiical!y 
decided  to  drop  our  efiforts  as  far  as  the  shoe  retail 
stores  was  concerned.  When  we  came  to  consider  the 
matter  more  carefully,  however,  we  found  that  there 
were  quite  a  number  of  merchants  who  wished  to 
send  in  their  re])orts  each  to  be  checked  in  the  office. 
These  merchants  also  wanted  to  have  a  statement  of 
the  average  cost  of  doing  business  at  large.  We  also 
believed  for  the  next  few  years,  at  least,  it  would  be  of 
advantages  for  our  own  purposes,  to  have  annual 
figures  on  operating  expenses  in  the  various  trades 
which  we  were  studying.  Therefore,  we  changed  our 
nrnd  and  decided  to  collect  these  annual  reports." 

The  opportunities  for  the  further  development  of 
this  research  are  tremendous.  Every  day  we  receive 
letters  asking  for  facts  and  records  of  one  sort  or  an- 
other. Opinions,  the  bureau  cannot  give,  much  as  we 
would  like  to.  It  is  the  function  of  the  bureau  to 
gather  reliable  unbiased  facts  in  an  intelligible  form, 
and  it  cannot  safely  venture  opinions  that  are  based 
u])on  facts." 


Don't  miss  the  opportunity  of  visiting  the  Shoe  Fair 


"There  are  also  tremendous  opportunities  for  the 
retailers  to  take  advantage  of  the  facts  and  figures 
already  availabble.  I  have  often  heard  a  merchant 
complain  loudly  regarding  interferance  with  his  bus- 
iness, or  regarding  outside  conditions,  when  in  reality 
the  causes  for  most  troubles  were  right  in  his  own 
store.  Several  years  ago  I  happened  to  call  on  a  re- 
tail grocer  in  the  suburb  of  one  of  our  large  cities 
where  the  chain  store  competition  was  particularly 
severe.  This  mafl  \vas  asleep  upstairs  above  his  own 
store  in  the  middle  of  the  afternoon.  His  store  w;!s 
being  run  by  a  boy.  This  retailer  complained  mo.  t 
bitterly  of  the  chain  store  comjjetition.  I  found  als',) 
numerous  other  grocers  in  the  city  who  were  wide 
awake  and  had  found  methods  of  ccnn])cting  effectively 
with  the  chain  stores.  This  particular  retailer  can 
ne\er  in  the  world  check  chain  store  competition  by 
liis  present  methods.  The  same  experience  has  been 
repeated  in  many  other  instances.  1  have  concluded 
that  in  a  large  majority  of  cases  the  iniproxement  oi 
business  conditions  must  begin  at  honic.  If  there  is 
misunderstanding  and  hostile  criticism  by  the  ])ublic. 
it  is  generally  the  fault  of  the  merchants  themselves. 
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for  not  forseeing  the  conditions  and  not  explaining  the 
facts  frankly  to  the  public  before  it  is  too  late." 

Methods  Need  to  be  Improved 

Continuing,  Prof.  Copeland  stated  that  he  believed 
there  were  some  merchants  who  still  were  not  fully 
awake.  He  is  firm  in  his  convictions  that  there  is 
still  opportunity  for  improvement  in  retail  shoe  store 
methods.  For  instance,  in  the  matter  of  stock-turn, 
the  average  figure  for  stock-turn  in  stores  giving  re- 
ports in  1918  was  1.7  times  per  year.  This  was  prac- 
tically the  same  figure  our  books  had  shown  for 
preceeding  years,  he  emphasised.  This  condition  is 
representative  of  the  workings  of  the  better  class  shoe 
stores;  that  is  stores  whose  proprietors  are  sufficiently 
live  as  to  keep  records  and  books.  Less  progressive 
retailers  would  show  a  less  percentage  of  stock-turn. 
Enough  stores  are  turning"  their  stock  2.5  times  a 
year  to  indicate  that  the  rate  of  tmn  should  be  much 
faster  than  the  average  merchant  is  now  getting.  As 
the  shoe  business  is  a  two-season  afl^air  it  would  seem 
only  natural  that  the  shoe  merchant  would  turn  his 
stock  at  least  once  a  season  or  twice  a  year,  said  Prof. 
Copeland.  This  would  be  only  sound  management. 
In  fact  with  the  large  element  of  style  ri.sk  in  the  shoe 
trade  at  the  present  time,  a  rate  of  stock-turn  sub- 
stantially greater  than  twice  a  year  would  appear 
essential.  The  risks  of  sudden  drops  in  prices  and 
depreciation  of  stocks  on  hand  are  reasons  for  allowing 


for  a  high  rate  of  stock-turn.  This  is  a  matter  of 
careful  and  conservative  buying. 

"Our  reports  from  the  progressive  stores,  the 
records  of  which  we  alone  keep,,  show  that  the  cost 
of  doing  business  in  the  retail  shoe  store  for  1918  was 
23.9  per  cent,  of  net  sales.  The  cost  is  high  and  it  is 
hard  to  recommend  how  to  lower  it.  Nevertheless, 
the  public  interest  which  has  come  to  be  directed  to 
the  retail  shoe  trade,  should  be  sufficient  stunulus  for 
the  shoe  merchant  to  take  up  this  problem  anew." 

Summing  up  Prof.  Copeland  said  : 

In  some  cases  the  expense  has  been  increased  to 
increase  the  service.  This  .shibboleth  of  service  has 
been  prominent  of  late.  Service  is  essential.  Dis- 
tinction should  be  made  between  quality  and  quantity 
service.  It  is  possible  to  give  "Al"  service  without 
substantially  increasing  expense.  Courtesy,  careful 
stock  selection,  reliable  advice  to  customers  as  to 
character  of  goods  handled  is  first  quality  of  service. 
The  customer  wants  this  service  and  the  cost  is 
nothing.  On  the  other  hand,  employment  of  additional 
clerks,  catering  to  give  more  frequent  deliveries,  and 
the  extravagant  extension  of  credit — this  service  is 
expensive  in  the  long  run — will  react  to  the  detriment 
of  the  business.  Quality  service  is  harder  to  render 
than  that  of  quantity ;  yet  it  is  obtained  with  little 
expense  and  with  moderate  prices  it  is  the  best  means 
in  the  long  run  of  building  up  good-will. 
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Happenings  in  the  Shoe  and  Leather  Trade 
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to  5,000  soles  per  day.  The  firm  is  occupying  the  lower 
floor  of  the  Crown  Hat  Building. 

R.  J,  Johnston,  shoe  repairer,  has  recently  started  busi- 
ness in  Gravenhurst,  Ont. 

The  shoe  repairers  of  Ottawa  have  some  differences  of 
opinion  among  themselves  as  to  whether  their  shops  should 
be  shut  down  every  evening  at  eight  o'clock.  One  peti- 
tion was  presented  to  the  Board  of  Control  asking  that  an 
early-closing  by-law  be  passed  and  another  declaring  that 
this  was  not  the  general  sentiment  of  the  shoe  repairers 
and  that  the  first  petition  should  be  ignored.  The  matter 
was  turned  over  to  the  city  clerk  to  investigate. 

Mr.  A.  W.  Hoi¥er,  the  Shoe  Man,  Elmira,  Ont,  has 
sold  his  retail  shoe  store  on  Arthur  St.  to  Mr.  Albert  Steinke, 
who  on  July  1,  came  into  possession  of  the  business.  Mr. 
Hof¥er  has  for  some  time  been  conducting  both  a  shoe  man- 
ufacturing and  retail  business.  He  is  discontinuing  the  re- 
tail end  in  order  to  devote  his  entire  attention  to  his  manu- 
facturing operations.  The  line  upon  which  he  is  concen- 
trating is  infants'  shoes. 

The  upper  storey  of  the  shoe  factory  building  at  Ac- 
ton, Ont.,  which  was  blown  of?  in  the  storm  last  December, 
is  Ijeing  rebuilt.  In  the  meantime,  however,  Mr.  Gourlay, 
who  had  entered  into  an  agreement  with  the  corporation 
to  operate  a  shoe  factory,  has  decided  to  remove  his  plant. 

("has.  McGillivray,  l)oot  and  shoe  merchant,  of  Simcoe, 
Ont  ,  died  at  his  home  in  that  town  recently,  following  a 
l)ricf  period  of  confinement  to  bed.  Mr.  McGillivray  was 
a  prominent  citizen  of  Simcoe  and  was  chairman  of  the  local 
board  of  health. 

Ernest  Johnson,  representing  Ekins,  Son  &  Percival,  of 


Nathan  Buckler,  shoe  merchant,  Toronto,  has  sold  his 
business  to  Samuel  Sigal. 

Real  Pelletier,  shoe  retailer.  Three  Rivers,  has  regis- 
tered.   The  firm  name  is  Pelletier  &  Cloutier. 

Thos.  Brown,  merchant,  of  Collingwood,  is  discontinu- 
ing his  boot  and  shoe  department, 

Saul  Walker,  shoe  merchant,  Hamilton,  Ont.,  has  adver- 
tised his  business  for  sale. 

Peter  Braunstein,  shoe  manufacturer,  Montreal,  has  re- 
cently registered. 

Dion  &  Fontaine,  shoemakers,  Montreal,  have  dissolved 
jjartnership.    Ernest  Fontaine  continues  the  business. 

Phillipe  Beland,  shoe  maker,  St.  Quentin,  among  others, 
suffered  loss  in  a  serious  fire  here  recently. 

J.  J.  Davis,  shoe  merchant,  Toronto,  has  sold  to  Wn;. 
Babitch. 

Harry  Lucas,  shoe  repairer,  Toronto,  has  sold  to  D 
Rynders. 

The  United  Leather  Co.,  Montreal,  has  been  dissolved. 
The  Citadel  Leather  ("o.  has  recently  registered  in  Que- 
bec. 

Anthf)ny  McLaughlin,  shoe  repairer,  I'enetanguishene, 
Ont.,  lias  sold  out. 

The  Riverdale  Sluje  Shine,  7:!4>^  and  7r,2  Queen  St.  E, 
has  been  registered. 

The  Comfort  Children's  Footwear  Co.,  Ltd.,  St.  Hya- 
cinthe,  P.Q  ,  has  obtained  a  charter. 

Cut  Soles,  Limited,  is  llic  name  of  a  concern  recently  or- 
ganized at  Gait,  Out.  (  ut  soles  of  all  sizes  will  be  manu- 
factured, and  it  is  estimated  the  </Ut|)Ut  may  run  from  4,000 
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England,  has  established  a  temporary  office  in  Toronto.  His 
company  are  manufacturers  of  men's  high  grade  shoes. 

Ross's,  11  Macnal)  St.,  North,  Hamilton,  have  opened 
a  branch  shoe  store  at  IDd  Locke  St,  South.  As  a  me- 
mento of  the  event  a  doll  was  presented  to  every  person 
purchasing  a  pair  of  children's  shoes  the  day  of  the  open- 
ing. 

A  summons  has  been  issued  against  S.  A.  and  K.  N. 
Saba,  proprietors  of  the  Manhattan   Shoe   Co.,   13:i  Yonge 


•-l-tTO  MONTREAL! 


The  walking  is  good  on  all  roads  leading  to  the  Montreal  Convention 
lllllllllllllllllllllllllllllllllllllllllllllllllllllllillllllllliy^ 

St.,  Toronto,  for  an  alleged  infraction  of  the  Combines  and 
Fair  Prices  Act. 

The  Griffin  Shoe  Company  of  Ingersoll,  Ltd.,  have  taken 
out  letters  patent  of  incorporation  and  are  authorized  to 
carry  on  Inisiness  as  shoe  manufacturers  and  dealers. 

Shannon  &  Grant,  of  Hamilton,  Ont  .  recently  put  on  a 
sale  to  clear  out  their  shoe  stock,  having  decided  to  dis- 
continue the  footwear  end  of  their  retail  business. 

Controller  R.  H.  Cameron,  manager  of  General  Lea- 
ther Goods,  Ltd.,  Toronto,  has  sold  his  factory  at  1191  Bath- 
urst  St.  to  Maher  &  Company  for  $7;!, 000.  The  controller 
has  purchased  tlic  Old  Langmuir  property,  north  of  the 
hill,  on  the  same  street,  and  will  almost  immediately  com- 
mence wor':  (  n  a  new  factory. 

Peter  Goldman,  shoe  repairer,  has  recently  registered 
under  the  name  of  \'ictoria  Shoe  hospital,  Montreal. 

R.  J.  Henderson  has  been  appointed  sales  manager  and 
buyer  fo""  NaTiiim  Cummings,  wholesaler,  Montreal.  Mr. 
Henderson  v\  as  for  three  years  shoe  buyer  for  the  mail  order 
department  of  the  Robert  Simpson  Co.,  of  Toronto. 

R.  1'..  Jam-csnn,  president  of  the  Dominion  Rubber  Sys- 
tems, Mrintrtal.  left  for  Vancouver,  on  May  28th  to  attend 
the  annual  niPf-tin.L;  of  the  Canadian  Manufacturers'  Associa- 
tion. Wr.  ;amieson  is  a  memlier  of  the  executive  of  the  asso- 
ciation. 

The  Canadiati  i '(intoiidatcd  Rubber  Company,  Limited, 
Montreal,  hpve  ])nrchased  from  the  Northern  Electric  Com- 
pany, Limited,  their  factory  at  the  corner  of  Guy  and  Notre 
Dame  Streets,  Montreal.  .'Mterations  are  now  being  made 
to  this  building,  which  when  completed,  will  be  used  for 
the  manufacture  of  rubber  footwear.  Tlje  output  of  this 
new  factory  will  ]>c  apprf)xiniately  7,000  pairs  per  day. 

Mr.  ().  H.  \ogt,  of  ihe  Great  West  Felt  Co.,  Elmira, 
Ont.,  has  latterly  not  been  in  the  best  of  health  and  is  at 
present  taking  the  re->t  cure  in  the  Muskoka  district.  wluTr 
the  northern  air  is  iiroving  benedcial  to  him. 

The  Williams  Shoe  C'o.,  Brampton,  have  completely 
renovated  their  factory  from  the  basement  up.  They  are 
also  changing  their  plant  so  that  (joodyear  welts  and  Mc- 
Kays will  be  in  one  department  and  all  standard  screw 
nailefl  lines  in  another  se|)arate  depart  inrnl , 

Congratulations  to  Mr.  Kenneth  I).  Marlatt,  who  has 
recently  taken  to  himself  a  wife.  Miss  Margaret  Rosalie 
Macdonald.     Mr.    Marlatt   earni'd   for  himself  IukIi  military 


distinctions  in  France  and  is  now  coming  into  a  further 
reward.  He  is  a  son  of  Mr.  Marlatt,  of  Marlatt  &  Armstrong, 
Oakville,  Ont. 

H.  E.  Engel,  the  owner  of  two  general  stores  and  one 
shoe  store  in  Hanover.  Ont ,  and  the  most  prominent  in  the 
town,  died  recently  at  the  age  of  .53  years.  Mr.  Engel  was 
born  at  Poole.  Ont.,  and  had  been  in  business  in  Hanover  for 
27  years. 

L.  F.  Jackson,  who  coveri  the  Maritimes  for  the  Blach- 
ford  Shoe  Manufacturing  Co.,  has  joined  the  ranks  of  the 
benedicts,  having  been  married  to  Miss  Hattie,  at  Park 
Hill,  Ont.,  on  June  16. 

Mr.  Guthrie,  a  prominent  New  Zealand  leather  jobber, 
is  at  present  on  a  visit  to  Canada,  looking  over  the  leather 
situation. 

E.  Arnyot  is  now  covering  the  Province  of  Quebec,  out- 
side the  city  of  Montreal,  for  Chas.  A.  .\hrens,  of  Kit- 
chener. Mr.  L.  M.  Savage  represents  the  same  company  in 
the  city  of  Montreal. 

The  United  Shoe  Machinery  Company  have  recently 
moved  their  Kitchener,  Ont.,  staff  to  new  and  larj^er  quar- 
ters at  46  Foundry  St.,  where  they  occupy  the  whole  ground 
floor  and  basement.  This  gives  them  double  the  floor  space 
they  had  at  their  former  location. 

H.  Presho  has  lately  joined  the  staff  of  the  United  Shoe 
Machinery  Co.  at  Kitchener,  and  is  taking  c^e  of  territory 
formerly  covered  by  G.  L.  Garois,  who  has  been  transferred 
to  the  sales  department  in  Montreal. 

Friends  of  Dan  Matchet,  who  was  formerlj'  superinten- 
dent of  Sterling  Brothers.  London.  Ont..  will  regret  to 
learn  that  he  is  dangerously  ill  at  St.  Joseph's  Hospital  in 
that  city. 

Laurie  Bros,  have  recently  opened  an  up-to-date  shoe 
repair  establishment  at  209  King  St..  Fredericton.  N.  B. 

S  E,  Wygant.  manager  of  the  Walk-Over  Boot  Shop 
in  Montreal,  has  been  appointed  manager  of  the  Walk-Over 
Boot  Shop  in  BufYalo.  Mr.  F.  K.  Wynkie.  assistant  man- 
ager of  the  Toronto  store,  has  succeeded  Mr.  Wygant  in 
Montreal. 

\'ictor  Lachambre.  western  representative  of  La  Par- 
isienne  Shoe  Company  Limited,  Montreal,  has  just  returned 
to  Montreal,  from  a  very  successful  business  trip  through 
the  Western  Provinces.  Mr.  Lachambre  intends  staying  in 
Montreal  until  after  the  Shoe  and  Leather  fair. 
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Trade  Mark. 


KEEPS  WHITE  SHOES  WHITE 

WHENEVER  you  sell  a  pair  of  white  boots  or 
shoes  you  have  a  customer  for  "  BLANCO." 
Whenever  you  sell  a  tin  of  "BLANCO"  you  have 
made  a  satisfied  customer — one  who  will  return  again 
and  again. 

For  "BLANCO"  is  an  eminently  satisfactory 
article — it  is  the  White  Cleaner excellence. 

It  does  tJie  work  it  is  intended  to  do  and  does  it 
thoroughly  and  well—  without  trouble. 

So,  when  you  order  )  our  stock  of  White  Footwear 
order  their  inseparable  companion 


"  Keeps  ivJiite  shoes  white!' 
The   profit   is  as    satisfactory    as  the  article  itself. 
Order  NOW  from  your  Jobber 

Made  only  by 

Joseph  Pickering  &  S  ns,  Ltd.,  Sheffield. 
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MIISCISTR--^  OF 


The  Disposal  Board  have 

STOCKS 

lying  in  the  United  Kingdom  and 

AVAILABLE  FOR  EXPORT 

OF 

Engineering  Stores 


Ferrous  and  Non-Ferrous 

Metals 
Plant  and  Machinery 
Steam  Engines  and  Boilers 
Factory  Stores 
Machine  Tools 
Railway  Material 
Contractors'  Stores 
Medical  Stores 


Electrical  Instruments  and 

Machinery 
Chemicals  and  Explosives 
Motor  Vehicles 
Agricultural  Machinery 
Aircraft 
Furniture 

Textiles  and  Clothing 
Motor  Boats,  etc.,  etc. 


BOOTS    AND    LEATHER  EQUIPMENT 


Buyers  should  instruct  their  representatives  in  the  United  Kingdom  to  com- 
municate with  D.  B.  8,  Canadian  Export  Department,  Ministry  of  Munitions 

Cable  address:  "DISPEXPORT,  MUNORCIZE,  LONDON" 
Whitehall  Place,  London  S.W.,  England. 
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Acme  Soles  Earn  Money  for  You  

They  Save  Money  for  Your  Customers 

Anything  that  aids  in  reducing  personal  outlay  by  giving  longer, 
satisfactory  service,  is  always  welcomed  these  days. 

In  this  case  it  refers  to  Boot  and  Shoe  Soles. 

That's  why  we  want  you  and  your  customers  to  know  all  the 
good  points  about  Dunlop  "Acme"  Soles. 

Advantages  Accruing  to  You  in  Selling  "Acme"  Soles 

and 

Advantages  Accruing  to  Your  Customers  in  Buying 

"Acme"  Soles 

You  cement  the  patronage  of  high-class  trade  to  your  store. 

People  who  see  the  reason  for  using  these  Soles  will  see  the  rea- 
son for  buying  other  good  things  from  you. 

Your  margin  of  profit  on  repair  jobs  with  ''Acme"  Soles  is  larger 
because  you  can  conscientiously  charge  adequate  prices,  know- 
ing that  you  include  real  money's-worth  value  in  every  job. 
Then,  you  can  save  time  in  attaching  them,  because  they  are  easy 
to  work. 

Their  value  is  apparent.   Most  people  can  readily  appreciate  it, 
as  soon  as  the  most  salient  features  are  pointed  out. 

Dunlop  ''Acme"  Soles  come  in  all  sizes,  and  in  practically  any 
desired  thickness;  also  in  sheet  form. 

There  are  three  colours — Black,  White  and  Tan — an  assortment 
adequate  to  match  all  shoe  colours. 

The  texture  of  these  Soles  is  fine  and  tough,  so  that  they  will  trim 
smoothly  and  polish  readily. 

"Acme"  Soles  are  also  easy  to  sew,  and  are  guaranteed  to  hold  the 
stitches  and  not  to  crack. 

These  Soles  save  the  expense  of  rubbers.    They're  also  neat, 
clean,. smart-looking,  and  comfort-giving  as  well  as  durable. 

"ACME"  Soles  wear  longer  than  leather.  Are  damp  proof.  Pre- 
vent slipping.  Cushion  the  feet  on  hard  walks.  Are  restful  and 
substantial,  and  they,  combined  with  "Acme"  Whole  Heels  or 
"Peerless"  Half  Heels,  make  it  possible  for  one  to  walk  quietly. 

Dunlop  Tire  &  Rubber  Goods  Co.,  Limited 

Head  Office  and  Factories:  TORONTO 
Branches  in  the  Leading  Cities. 
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Adams  Shoe  Company,  Limited    23 

Ahrens,  Limited,  Chas.  A   14 

Aiid  &  Son  5»i-57 

Ames.   Holden.    McCready    (i4 

Anglo-Canadian    Leather    Co..    Ltd  12'i 

Armstrong,  \V.  D  149 

Beal  Bros.,  Limited  182 

Beardmore  &  Company   7 

Beckwith  Box  Toe,  Limited    ISU-Go 

Bennett  Limited  

Bertrand  &  Tihault  17S 

Blouin,  Pierre,  Regd.   174 

Blue    Biid    Cafe   145 

Borne,  Lucien  15f^ 

Boston   Leather   Stain   Company    .32-33 

Breithaupt    Leather    Company.    Limited    ...  6 

Brown  &  Son,  E  205 

Boot  &  Shoe  Workers'   Union   210 

Boston   Blacking  Company   145 

Braunstein,   Peter  140 

Brodie  &   Harvie   140 

Canadian    Footwear    Company    61 

Canadian  Phillips  Company    12 

Canadian    Shoes,    Limited   182 

Caron   Advertising   Signs   Company   210 

Castle  Kid  Company,  Inc   20 

Champion  Shoe  Machinery  Co  21") 

Charbonneau    &    Deguise    45 

Children's    Footwear,    Limited    50 

Citadel  Leather  Company,  Limited  .  .  .  124-1"25 
Clarke  &  Company,  Limited,  A.  R.  ...  10-11-222 

Clarke   Bros  141 

Cleland,  Jas  144 

Colonial  Hide  Company  148 

Columbus  Rubber  Co.  of  Montreal,  Ltd. .  .  44 
Commission     of    the     Provincial  Exhibition 

of  Quebec   City  153 

Conaway-Wadsworth   Pattern  Co.,  Ltd   40 

Cote,  J.  A.  &  M   C7 

Cote  &  Son,  A.  A  140 

Cummings,    Nathan    62-63 

Curtis-Leger  Fixture  Company   215 

Daoust,  Lalonde  &  Co.,  Ltd  132-133 

Davies   Footwear   Comjiany,   Limited   ISl 

Deshler  Broom  Factory   217 

Decorative    Fixture    Company   215 

Dominion  Rubber  System  3-184 

Dominion   Shoe   Com])any,   Limited    60 

Drolet    Company,    Limited,    The    J.    li.    ...  101 

Duchaine,   Ludger  170 

Duchaine   &    Perkins   179 

Duclos  &  Payan  146-147 

Dufresne   &   Locke,   Limited    42-43 

Dunlop  Tire  &  Rubber  Company,  Limited..  209 
Duiiont    &    Frere    55 


Eastern    Shoe    Mfg.    Company    148 

Edwards   &    Edwards    212 

Eureka  Shoe  Company,  Limited   162 

Evans  Leather   Co.,   Ltd.,  John   R   137 

Fairweathers   Limited    119 

Fischel    Bros.    Shoe    Company    36 

Fortuna  Machine  Company      220 

Franklin   Machine  Company    ...   220 

Freeman   Company,   Louis  G   218 

Gagnon,   Lachapelle   &   Hebert    37 

Galibert.  Paul  71-76 

Getty   &   Scott,    Limited    26-27 

Globe   Furniture  Company.   Limited    1(! 

Goodyear  Tire  &  Rubber  Co.  of  Can.  Ltd.  28-29 

Globe   Shoe   Company    144 

Goodrich  &  Company,   Hazen    I!   213 

Goulet,   Onesime    173 

Hecht    Fixture    Company    24 

Hector    Shoe    F.nreg   129 

Hinde  &i  Dauch  Paper  Company   212 

Holliday  &  Co.,  Ltd.,  L.  B   13S 

Hopkins   &   Ellis    34 

Industrial   Export  Company  of  Can..  Ltd...  41 

Infants'  Footwear,  Limited   10 

International   Supply   Company    ...    f   131 

Kelley  &  Company,  Thomas  A   217 

Kenworthy    Bros,    of    Canada    Limited    ....  221 

Kingsbury    Footwear    Co.,    Limited    121 

King    Brothers    Compaiiy,    Limited    213 

King    Paper    Box    Company.    Limited    134 

Lachance  &  Tanguay    174 

Lady  Belle  Shoe  Co.,  Ltd.   ...   9 

"I-a   Duchesse"  Shoe  Company    127 

Lagace  &  Lepinay   ''75 

Lambert,   Inc.,  Alfred    142 

Lander  Bros.  Company   220 

Landis   Machine  Company    218 

Lang   Tanning    Company    2'^' 

La   Parisienne   Shoe   Company,   Limited    .  . .  130 

Laporte  Martin   Limitee   150 

Le Blanc,  F.  X   140 

Lennox  &  Co.,  John   19 

Le    Maison    Girouard    149 

Marois  Limited.  A.  E   160 

McCaughan  &  Son,  J.   -\   j55 

McPherson  Company.   Limited.  John   18.3 

Melius  &  Cowley    214 

Millner   Company    217 

Miner  Rubber  Company,  Limited   4S-1(H 

Miner  Shoe  Company,  Limited    128 

Minister  Myles  .Shoe  Company.  Limited   ...  5 

Ministry   of   Munitions   208 


Modern  Artificial   Flower   Company    214 

Montreal    Last    Company    152 

Montreal    Moccasin    Company,    Limited    ...  '16 

Montreal  Slipper  &  Gaiter  Company    148 

Montreal  Stencil  Works   ]4S 

Morse-Redden  Inc   217 

Murray  .Shoe  Company,  Limited    IS 

Narrow    Fabric    Company    213 

National    Cash    Register    Company    iill 

New   Castle  Leather  Co.,   Inc   31 

New  Shoe  Machinery  Company    220 

.\ew  York  Wood  Heel  Company   213 

Nursery  Shoe  Company,  Limited   22 

Ogilvy's   Limited,   Jas.   A   130 

Packard  &  Company,  L.  H   152 

Panther   Rubber   Company,    Limited    2 

Parsons  &  Son,  Limited,  C   12 

Perfection  Counter,  Limited    122 

Perkins    &    McNeely    213 

Pickering   &    Sons,   Josejjh    207 

Regina    Shoe    Company,    Limited    58-59 

Rena   Footwear   Company,   Limited    70 

Robin   Bros   134 

Robinson    Company,    Limited,    James    .  .  .  .51-54 

Robson  Leather  Company,  Limited    13 

Salem   Oil   &  Grease  Company    149 

Satnson    Enr.,   J.    E   163 

Shoe  &  Leather  Fair  and  Convention   47 

Signry  Limited   16 

Singer's  Fit  Rite  Shoe  Company,  Limited   .  139 

Sisman   Shoe   Company,   Ltd.,   The   T   21 

Slater   Limited,    Geo.   A   49 

Slater  Shoe  Company,  Limited   120 

Smardon    Shoe    Company,    Limited    135 

Spaulding  &  Sons  Company,  Inc.,  J   17 

Standard    Kid    Mfg.    Company    4 

Standard  Welt  Company,   Limited    143 

Star    Shoe    Company,    Limited    46 

1  anguay,  Jos   177 

Taylor-Forbes  Company,  Limited   212 

Tetratilt  Shoe  Mfg.  Company,  Limited   .  .  .  68-69 

Textile  Manufacturing  Co.,  Ltd   212 

Tillsonburg  Shoe  Company,  Limited    15 

United  Last  Company,   Limited    156 

United   Shoe   Machinery    Co.   of   Can.,  Ltd. 
 126-180 

United    States    Hotel    213 

Universal   Shoe   Machinery   of  Canada  Ltd. .  151 

Williams  Shoe  Limited   8 

Wright  &  Company,   E.  T   30 


YOUR 
STORE 
FRONT  and 
WINDOWS 

are  the  strongest 
mediums  for  attract- 
ing trade,  gaining 
the  public  good  will 
and  approval,  and 
clinching  sales. 


Caron  Advertising 
Signs  Co. 

391  Bleury  St  MONTREAL 


SIGNS 

and 

SHOW- 
CARDS 

are  a  necessary  as- 
set to  good  store 
fronts  and  window 
displays.  Ask  for 
estimates. 
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The  N.  C.  R.  Printing  Plant 

One  of  the  largest  and  best  private 
print-shops  in  the  world 


THIS  big  plant  occupies   one   of   the   21    buildings  of 
The    National    Cash    Register    Company's  factory 
at  Dayton. 

It  is  maintained  by  the  Company  to  make  supplies  which 
will  enable  users  of  N.  C.  R.  systems  to  get  the  utmost 
service  from  their  National  Cash  Registers. 

The  demand  from  hundreds  of  thousands  of  merchants 
who  are  using  National  Cash  Registers  keeps  this  big  plant 
busy,  day  in  and  day  out,  printing  statement  books, 
saleslips,  and  other  supplies. 

It  is  a  big  industrial  plant  in  itself. 

The  building  where  it  is  housed  has  a  floor  space  of  more 
than  81,000  square  feet.  It  employs  hundreds  of  men 
and  women.  It  includes  a  complete  photo-engraving  and 
electro  typing  shop,  and  a  bindery.  It  is  equipped  to 
print  anything  from  a  salesman's  name  card  to  the  most 
intricate  color  printing.  The  machinery  is  valued  at  many 
thousands  of  dollars. 

Every  year  it  turns  out  nearly  6,000,000  pounds  of 
printed  matter. 

This  is  just  one  of  the  things  which  The  National  Cash 
Register  Company  does  in  order  to  better  serve  users  of 
the  N.  C.  R.  system. 

The   National    Cash    Register   Co.  of  Canada,  Limited 

BRANCH  OFFICES  : 

Calgary  ,  714  tSeeond  Street,  W. 

London  351)  Dundas  Street 

Edmonton   5  McLeod  iJidg. 

Ottawa   30U  Bank  ;  treet 

HaUfax  100-102  Granville  street 

Quebec   133  St    I'aul  Street 

Hamilton  14  Main  Street.  E. 

Regina    1820  CornwaU  Street 

Montreal  122  .St.  Catherine  Street.  W. 

Vancouver   524  Pendei  Street,  W. 

Toronto   40  Adelaide  Street 

St.  John  86  Prince  William  Stieet 

Saskatoon  2(15  Third  Avenue,  S. 

Winnipeg  213  McDermot  Avenue 

FACTORY:  TORONTO,  ONTARIO 
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SHOE 
LACES 


MADE  IN 
CANADA 


Supply 

Shoe  Manufacturers  and  Wholesale  Trade 
only 

Textile  Manufacturing  Co.,  Ltd. 

439  Wellington  Street  West 
TORONTO 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  tlie  seal. 


4.  — They  save  time  in  packing. 

5.  — They  save  storage  space. 

G. — They     liave     strong  adver- 
tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"  explains  all — write  for 
it. 


The  Hinde  &  Dauch   Paper  Co. 

of  Car.nda  Limitrd 
TORONTO  ONTARIO 


Edwards  &  Edwards 


TANNERS 
OF 


SHEEPSKINS 


FOR 


Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

EDWARDS  &  EDWARDS 


Head  Office  and  Sale  Rooms 


Ta 


nneries 


27  Front  E.  Toronto       Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 
Represented  by 

JOHN  McENTYRE  UD. 'S,S\i^ii';C'Qjt. 


Cobbler 
Sets 

Made  in  Canada 

Our  line  is  most 
comprehensive,  in- 
eluding  small 
Home  repair  out- 
fits, Adjustable 
Fittings  and  Heavy 
durable  lasts  with 
Stands  for  Cob- 
blers' use. 

Carried  in  stock  by  Hardware  Jobbers  and  Dealers 
in  Shoe  finding  Specialties. 
Our  prices  are  right. 

Some  dealers  neglect  this  section  of  their  business, 
o'lhers  make  it  a  dividcr.d  payer. 

1ayiqr-F)rbes  (qmpany 

'  ■*■  T-,^   LIMITED 

Head  Off  !ce^Wor}^3 

GUELPH 


winnipeg 
Reqina 
.  Caloart^ 


TORONTO  MONTREAL  VANCOUVER 

Hamilton,  London  .Windsor,  Ottcjwa 


Quebec 

S'JOHN 

Halifax 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  diflance  of  the  shopping  di^ridt,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
European  plan  only.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


I 


Blind  Eyelet 

Shoe  Laces 

Finished  with  the  Nufashond 
Fabric  Tip — the  neatest  ever 
invented.  Never  catches  in 
the  eyelets.  Won't  come  off. 
Order  from  your  jobber. 
Samples  upon  request. 

THE  NARROW  FABRIC  CO. 

READING,  Pa. 


Nufashond 


Fabric  Tip^ 


We  design  manufacture  and  export 

FINE  WOOD 
^00.^  HEELS 


EST'D 
1895' 


of  Every  Description 

New  York  Wood 
Heel  Company 

25-29  Quincy  Street 

Brooklyn,  New  York 


HAZEN  B.  GOODRICH  &  CO. 

HAVERHILL  -  MASSACHUSETTS 


MANUFACTURERS 

MEN'S  &  WOMEN'S  SLIPPERS,  OXFORDS,  PUMPS 


THE 


Established  1863 


KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturers  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  Flexible  and  Wax  Splits  for  Home  and 
Export  Trade 


Pan  American 

KID 

Seal  Brown  and  Black 


Perkins  &  McNeely 

Philadelphia 


Canadian   Repitsmlativt  — 


Ed.  R.  LEWIS 

45  Front  St.  E.,  TORONTO 
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Flower  Container 

Something  entirely  new,  made  of  hard  pressed 
papier  mache  and  finished  with  a  heavy  coat  ol 
nnhreakable  composition  and  rehef  ornamenta- 
tion. Can  be  had  in  Green,  Bronze,  Tiffany  or 
Old  Ivory  finish.  Very  durable  and  guaranteed 
washable. 

Send  for  Circular 

MELIUS  &  COWLEY 

Entire  14th  Floor,  Medinah  Building    -  CHICAGO 


Send  for 
Catalogue 


MELCO  DE  LUX 
Glass  Shoe  Display  Sets 

.\re  the  vjry  latest  and  must  attrariive  fixtures 
that  you  can  get.  We  picture  here  our  set  No. 
1110  making  use  of  triangular  glass  shelves  in 
connection  with  our  square  stands.  Our  circular 
will  show  you  sets- just  right  for  your  windows. 

Glass  hixtures,  like  diamonds  are  graded.  Some 
are  clear  and  pure,  some  are  clouded  and  poorly 
moulded.  The  difference  between  the  clear  and 
clouded  is  that  one  make  is  protected  from  the 
fire  and  fumes,  while  the  other  is  not.  Hence, 
the  difference  in  color.  You  will  find  no  mould 
mark  cr  seams  on  Melco  De  Lux,  neither  will 
you  find  any  discolored  or  clouded  glass,  ^^elco 
Ue  Lux  is  made  by  the  new  process.  Do  not  ac- 
cept the  inferior  kind.  Get  the  best  for  less 
money. 


A  T  TRA  C  Tl  V EN  ESS 


Did  that  word  and  big  type  draw  your  e5'es?  Then  half  of  the  (sales)  battle  is  over  in  proving  to  you,  you  need 
something  in  your  windows  to  draw  your  customer's  eye.  ' 

How  monotonous  a  window  full  of  shoes  is.  A  spray  or  bouquet  of  Modern  Artificial  Flowers,  seasonable,  will 
relieve  that  sameness  and  create  an  attraction.  Coincidently  they  look  more  carefully  in  your  window  and  your 
sales  battle  is  half  over. 

We  are  selling  many  of  the  largest  stores  in  Canada,  stores  like  T.  Eaton  Co.,  Toronto  and  Winnipeg,  Holt 
Renfrew  &  Co.,  Ltd.,  Goodwins  Ltd.,  Montreal,  Henry  Morgan  &  Co.,  Montreal,  Hudson's  Bay  Co.,  Walk  Over 
Shoe  Stores,  F.  W.  Robinson  &  Co.,  Ltd  ,  Hamilton,  and  many  others.  Then,  say  we,  why  can  we  not  satisfy 
you  and  assist  your  Display  manager? 

Are  you  on  our  mailing  list?  If  not,  send  us  your  name  and  get  our  catalogue  every  season.  Fall  catalogue  ready 
now. 

Our  Mr.  Arnold  J.  Abrams,  has  been  travelling  in  Canada  from  Halifax  to  Victoria  with  Artificial  Flowers 
and  Window  Decoratives  for  over  six  years,  and  knows  the  needs  and  will  help  you  with  your  window  plans 
without  charge.  Send  for  our  latest  catalogue  and  if  you  order,  same  will  be  given  personal  service  and  guar- 
anteed quality. 

Our  full  Autumn  line  on  display  at  the  L  A.  D.  M.  Convention  in  Detroit,  Booth  54-62,  July  12-13-14-15. 


Modern  Artificial  Flower  Co. 

Importers  and  Exporters  and  Manufacturers  of 
Artificial  Flowers,  Wickerware,  Papier  Mactie  and  Decoratives 

840  W.  NORTH  AVE,        -       CHICAGO,  ILL. 
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Sales 
Promoters 


There  is  dignity  and  distinctiveness  in 
Curtis-Leger  fixtures  which  make 
them  extremely  effecti.e  in  promoting 
sales. 


Show  Window  Valances  and  floor 
coverings  are  a  necessity  to  finished 
windows.  We  can  offer  immediate  de- 
livery of  40  new  fall  designs.  Send 
for  our  Valance  photos  and  prices. 

Our  illustrated  catalogue,  which 
shows  the  complete  line  of  store  fix- 
tures and  equipment  which  we  manu- 
facture, will  be  gladly  mailed  you  up- 
on request.  Fifty  years  experience  is 
your  guarantee  of  satisfaction. 

Curtis  -  Leger  Fixture  Co. 

225  West  Jackson  Blvd.        Established  1869 

CHICAGO,  U.S.A. 


Wonderful  Wood  Fixtures 

Xothlng  in  I'le  vvav  of  fixtures  ha?  ever  made  such  a  decided 
liit  as  the  period  design  wood  fixtures  now  so  universally  used. 
They    have   the   ^reat   ad\"antage   of   l)eauty    and  jjracticahihty. 

NEW  CATALOG 

The  catalog  pictured  above  is  just  off  the  press.  It  shows  you 
the  very  last  word  in  modern  window  fixtures.  We  want 
every  display  man  and  merchant  to  have  a  copy — send  for 
ycurs  today. 

DECORATIVE  FIXTURE  CO. 

1600  S.  Jefferson  St.  -  CHICAGO:  Illinois 


Midde  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Dtpartmental  Stores — in  miniature- 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
traile.  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


IPpMMERCIAL 

^^^^      K40V/U.m  riNANClAL.CDmiUCJU  s. 

><M>AiT>Ai«  wovtru-^to.  OHUI  vut, 
Over  33  years  in  its  field 

"CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG.  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Picific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results."— "TH  F 
COMMERCIAL." 

Branches  at 

Vancouver.  Toronto,  Montreal.  Chicago,  New  York,  London,  Eng. 
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The  Trade  -  Mark  Does 
Not  Matter,  so  Long  as 
The  Union  Stamp  is  There 

That's  what  the  Union  people  look  for  when 
they  are  buying  shoes.  They  recognize  a 
trade-mark  and  know  it  as  the  manufactur- 
er's official  stamp,  but  they  are  more  interest- 
ed in  seeing  if  the  shoes  are  made  by  fellow 
Union  Workers.  That's  why  it  makes  no  dif- 
ference whose  shoes  you  are  carrying,  pro- 
vided the  Union  Stamp  is  there. 

You  do  not  want  to  antagonize  the  great 
Union  buying  public — you  want  it  coming  to 
your  store.  Why  not  make  sure  of  it  by  hav- 
ing the  Union  Stamp  on  all  the  shoes  you  buy? 

BOOT  AND  SHOE 
WORKER'S  UNION 

246  Summer  Street         Boston,  Mass. 

Affiliated  with  the  American  Federation  of  Labor 


COLLIS  LOVELY  -  Gen'l  President 
CHAS.  L.  BAINE    -    Gen'l  Sec'y-Treas. 
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Buyers  and  Dealers 

In  all  kinds  of 

Belt,  Welt,  Saddle,  Scrap 
Leathers  and  Offal 

WE  BUY  AND  SELL 

All  Kinds  of  SOLE  LEATHER 
Tannery  Offal  and  Scrap  Leather 

Also  ROUGH  SPLITS  of  all  kinds 


Consignments  Solicited 


Let  us  know  what  you  have  to  offer.    We  will 
help  you  market  your  accumulations 

Correspondence  Solicited 

Morse-Redden  Inc. 

50  South  St.,  Boston,  Mass.,  U.S.A. 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
days,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Whalebone  Barber  Whisks 


Until  the  "FAMOUS  WHALEBONE  BARBER 
WHISK"  was  patented  there  were  no  Barber 
Whisks  that  gave  satisfaction.  All  difficulties 
have  been  overcome  in  the  WHALEBONE  and 
we  guarantee  every  one  of  them.  SOLD  TO 
JOBBERS  ONLY. 

We  also  manufacture  the  celebrated  DESHLER 
HIDE  BROOMS  which  are  especially  adapted 
for  sweeping  and  cleaning  Hides.  Users  of  Hide 
Brooms  should  get  in  touch  with  us.  Every 
broom  guaranteed.  References:  All  the  Lead- 
ing Hide  Dealers  and  Packing  Houses  of  the 
United  States. 

We  are  the  sole  manufacturers  of  above  named 
Articles.    Watch  for  our  circular  letters. 

Deshler  Broom  Factory 

DESHLER,  Nebr. 


Electric  Buffer  Dryers 
Electric  Treeing  Irons 
ElectricHeating  Devices 


All  sold  subject  to  your  approval 
after  thirty  days  free  trial. 


Write  today  for  full 
particulars 


Millner  Company 

1706  N.  12th  St.,  St.  Louis,  Mo. 
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Landis  Outfits  are  Money-Makers 


■Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.  Write  for  com- 
plete catalogue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  Machine  Co.,  isis  n.  25th  st.,  St.  Louis,  U.S.A. 


This 

Heel  Breast  Scourer 

Gives  a  Line  to  Heels  Not  Ob- 
tainable on  any  Other  Machine 

It  will  scour  any  Vertical  Shaped  Heel  Breast  re- 
gardless of  height  of  heel  or  shape  of  shank.  Pro- 
duces a  perfectly  sanded  breast,  with  any  grade  of 
abrasive  and  reduces  loss  of  abrasives  to  a  negligible 
amount. 

The  convenience,  economy,  quality  of  work  and 
adaptability  of  this  machine  commend  it  to  every 
shoe  manufacturer.    Why  not  get  further  particulars 


-now: 


The 


Louis  G.  Freeman  Co, 


Cincinattiy  Ohio 


INTERNATIONAL  SUPPLY  CO.,  Kitchener,  Ont.— Montreal,  Que. 
MFRS.  SUPPLIES  CO.,  St.  Louis,  Mo.— Milwaukee,  Wis. 
MARKEM  MACHINE  CO.,  Boston,  Mass. 
O.  J.  LOCKE  CO.,  New  York 
SCHUSTER,  EHRLICH  y  CIA.,  Buenos  Aires,  Argentine  Rep.,  S.  A. 
ERNST  ENNA,  Copenhagen 
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A  Shoe  Merchant 


Every  customer  for  a  new  pair  is  a  prospect  for  the  repair 
department. 


With  a 

Champion  Shoe  Repair 

Department,  said 

By  installing  the  shoe  repair  department  behind  a 
glass  partition,  customers  can  look  right  into  the  repair 
shop  and  see  how  the  work  is  done.  I  would  put  the 
Stitcher  right  up  near  the  glass  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outfit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  Any  live 
merchant  could  start  rig;ht  in  making  such  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  leave  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  repair  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 
ment. 

Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 

Jf  m 

Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 

Over  20,000  Champion  Machines  of  various  types 
in  use— That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of: 

Seven  different  types  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 
Forty  dififerent  models  of  Repair  Outfits,  consisting  of  Stitchers 
and  Finishers. 

Two  distinct  types  of  Nailing  Machines. 
Many  difYerent  Models  of  Finishers. 
A  complete  line  of  Double  Tread  Tire  Machines. 
Many  labor  and  material  saving  auxiliary  machines. 


Universal    Model    Curved  Needlt 
and  Awl  Shoe  Stitcher  —  heated 
by  gas,  gasoline,  or  electricity. 


1  CHAMPION  SHOE  MACHINERY  CO.,  372341  F«rest  Park  Bvd.,  St.  Louis,  Mo. 

!  Please  send  me  particulars  about  a  shoe  store  repair  department. 


Name   Street 

City   State 
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7oTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Asents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Shoe  Tools  and  Findings 


BOSTON  BURNISHERS 

Made  in  2  sizes 


TRI-ANGS 


For  protecting  heels  from  wearing  out  too  quickly.  Manu- 
facturers of  a  large  and  complete  line  of  tools  and  findings  for 
shoe  repairer  and  shoe  store. 

The  New  Shoe  Machinery  Company 

PROVIDENCE,  R.I.,  U.S.A. 

Distributors  for  British  Columbia: 

B.C.  LEATHER  &  FINDINGS  COMPANY  LIMITED 

VANCOUVER,  B.C. 

Distributors  for  Provinces  of  Saskatchewan, 
Alberta  and  Manitoba: 

THE   GREAT    WEST    SADDLERY  COMPANY 

Winnipeg  Edmonton  Saskatoon  Calgary 


All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.I. 
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*The  Feeling  of  the  Feet  is  Reflected  in  the  Face" 

Therefore    -  Wear 


INSOLES 

Ask  the  Man  Who  Is  Wearing  Them— HE  KNOWS 

KENDEX  will  not  shrink  or  swell  or  hold  moisture.  It  is  fast  color  and  will 
not  stain  a  white  hose.  It  positively  overcomes  the  burning,  stinging  sensation  so 
often  experienced  where  other  insoles  are  used.  It  will  relieve  callouses.  It  comes  in 
uniform  thicknesses  and  is  easy  to  work.    It  works  dry. 

Have  you  seen  the  KENDEX  sock  lining  and  heel  pads  made  in  four  colors, — 
tan,  brown,  pearl  grey,  and  white.   Write  for  samples. 

Felt  Piece  Goods 

Felt  Heel  Pads 

Felt  Tongue  Linings 

Felt  Combined  with  Imitation 
Leather 

HAVE  YOU  A  LINE  OF  SHOES  WITH  KENDEX  INSOLES? 

Visit  our  booth  No.  125  at  the  Shoe  Fair  in  Montreal,  July  13th  to  17th.  Our  dis- 
play will  include  shoes  of  all  kinds  featuring  KENDEX.  You  will  also  find  KEN- 
DEX in  many  lines  there  shown  by  the  leading  manufacturers. 

KENWORTHY  BROTHERS 

OF  CANADA  LIMITED 

ST.  JOHNS,  P.  Q. 

Represented  by  HORACE  D'ARTOIS       -       -       224  Lemoine  St.,  Montreal,  Que. 
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From  the  Air 


19  2  0 


'I'lu-  ularit  of  the 
largest  makers  of 
patent  leather  is  here 
shown  by  airi)lane 
from  a  height  of 
alHjul  2,000  feet. 


A.  R.  Clarke 

&  Co.,  Limited 
TORONTO 

Montreal    Quebec 

We  cannot  suggest  a  better  place 
for  your  holiday  than  the  Shoe 
Fair  and  Convention — 

MONTREAL,  JULY  13-17 


Note  the  patent  skins 
undergoing  our  spe- 
cial sun  drying  pro- 
cess. This  is  one  of 
the  features  respons- 
ible for  Clarke's  pre- 
cedence. 


"From  coast  to  coast  the  shoemen  came 
By   rail,    by   boat  —  by  aeroplane." 


Vol.  X.  No.  8 


Hugh  C.  MacLean,  Limited,  Publish 


ers 


Toronto,  August,  1920 
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Panther  Rubber 

Soles 


and 


Heels 


That  Panther  Composition  Soles  and  Heels  have  attained  wide 
popularity  is  shown  by  their  constantly  increasing  sales. 

Each  successive  season  bigger  orders  are  placed  for  'Tanther" 
because  their  durability  gives  the  public  more  wear  for  their 
money,  brings  the  dealer  more  custom  to  his  store,  and  enables 
the  manufacturer  to  build  a  shoe  on  a  better  and  stronger  founda- 
tion. 

Panther  Composition  Soles  and  Heels  are  tested  and  guaranteed 
by  the  makers.  They  are  light  in  weight,  tough  in  quality,  will 
not  ''pull  out"  and  are  made  in  all  colors. 

When  you  think  of  soles  and  heels,  think  of  "  Panther." 

Panther  Rubber  Co.,  Ltd. 

SherhrookCf  Que. 
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The 

Naugahyde 

Bag 

Seamless  Rivetless 

Naugahyde  is  not  an  imitation  leather.     It  has 
an  individuahty  and  character  all  its  own. 

The  Naugahyde  bag  is  made  by  a  special 
vulcanizing  process  without  seams  or  rivets  — 
ALL  IN  ONE  PIECE. 

The  Naugahyde  bag  is  a  money  maker  for  the 
shoe  man — an  additional  line  that  brings  a 
good  class  of  customers  and  profits. 

For  full  information  as  to  styles  and  prices,  write  to  the 
nearest  Dominion  Rubber  System  Branch. 

DOMINION  RUBBER  SYSTEM  LIMITED 

SERVICE  BRANCHES  AT 

Quebec  Montreal 

Hamilton  Brantford 

North  Bay  Fort  William 

Regina  Saskatoon 

Edmonton  Vancouver 


Halifax 
Ottawa 
Kitchener 
Winnipeg 
Calgary 
Victoria 


St.  John 
Toronto 
London 
Brandon 
Lethbridge 
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HYAWATHA 

SLIPPER  MOCCASINS 

Advantages  of  Mill 
Wool  Felt  Linings 

^  They  are  equal  in  warmth  to  a 
fleece  lining  in  winter. 

^  The  nap  is  not  long  enough  to 
cause  inconvenient  warmth  and 
perspiration  in  summer. 

^  The  close  woven  warp  is  much 
stronger  than  a  knitted  fleece 
lining. 

^  By  sewing  and  pasting  intact  to 
the  leather,  the  weight  and  weave 
holds  the  slipper  in  shape,  and 
eliminates  the  annoyance  of  bagg- 
ing in  the  toe,  which  is  certain  to 
occur  with  a  loose  lining. 

^  Appearance  plus  quality  makes 
sales.  This  feature  adds  both 
to  our  line. 


Manufactured  by 

The  Montreal  Moccasin  Co.  Limited 

10  Shamrock  Ave.,  Montreal 
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Start  Right! 


BENNETT 

DEPENDABLE  COUNTERS 


When  you  put  a  BENNETT  Counter 
in  your  shoe  you  have  laid  the  foundation 
for  a  nicely  shaped,  comfortable  and  well- 
wearing  shoe. 

It  has  been  conceded  that  the  counter  is 
the  most  vital  part  of  the  shoe.  Choose 
wisely!  Make  the  BENNETT  your 
standard! 


BENNETT  LIMITED 

28  King  St.  East                     MAKERS  OF  SHOE  SUPPLIES  59  St.  Henry  Street 

Kitchener                               CHAMBLY  CANTON,  P.Q.,  CANADA  Montreal 

Made  in  Canada  by  the  largest  shoe  fibre  makers  in  the  British  Empire. 
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We  invite  the  at- 
tention of  Canadian 
Shoe  Manufacturers  to 
the  representative  line  of 
AMERICAN  WELTING. 

To  those  Canadian  manufacturers 
already  numbered  among  our  cus- 
tomers we  extend  our  appreciation  and 
the  hope  that  we  may  continue  to  serve 
them.  From  the  balance  of  the  trade  we  respectfully 
solicit  an  opportunity  to  demonstrate  our  claim  that  this 
high  grade  product  is 

"The  Welting  of  Ultimate  Economy 

BROCKTON  RAND  COMPANY 

BROCKTON,  MASS.,  U.S.A. 
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Outlasts 
the  Shoe 

This  is  the  claim  we 
make  for  the  D  &  P 
Counter. 

An  experience  o  f 
forty-five  years  en- 
ables us  to  manufac- 
ture a  counter  of  ex- 
ceptional merit  and 
durability. 

Shoes  that  have  the 
reputation  of  being 
able  to  stand  up  under 
the  most  severe  tests 
of  wear  and  tear,  will 
invariably  be  found 
built  up  with  the  D  & 
P  Counter. 

Let  long  service  and 
pleased  customers  be 
your  guide  in  making 
your  choice. 

We  refer  you  to  the 
manufacturer  who 
uses  them. 

Samples  on  request. 


DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  45  Front  St.  East,  Toronto;  Ontario  Selling  Agent 
Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  Cily 

Tannery  and  Factory:        ST.  1H[ YACINTHET  P.Q. 
Sales  Office  and  Factory  :  224  LEMOINE  STREET,  MONTREAL 
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Little  Acorns  with  Mighty  Oal 

Possibihties 


CANADA'S  largest  wholesale  shoe 
house  was  not  always  so.  It  was 
one  of  those  little  acorns  with  mighty 
oak  possibilities,  which,  under  proper 
guidance,  developed  and  reached  the 
position  it  holds  to-day. 

During  this  time,  too,  the  House  of 
Robinson  has  seen  the  development  of 
other  acorns — customers  of  ours — mer- 
chants who  have  linked  up  their  business 
with  ours — taken  advantage  of  our  ser- 
vice— sold  our  products — and  grew. 

Use  our  ''In-Stock"  facilities  lor  the 
coming  season.     Let  us  co-operate  with 

you  for  Bigger  Business. 


James  Robinson  Co.^  Ltd. 

SPECIALISTS  IN  FINE  FOOTWEAR 

MONTREAL 
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For  Greater  Business  Next  Fall 

and  Winter 


SELECTED  from  the  market's 
choicest  offerings,  the  Robinson 
range  for  the  Fall  and  Winter  Trade 
has  met  with  wonderful  response.  You 
are  well  advised  to  give  them  your  in- 
spection promptly.  They  embrace  every- 
thing from  the  most  stylish  models  to  the 
heaviest  goods  in  Men's,  Women's  and 
Children's,  including  a  complete  assort- 
ment of  Felts  and  Rubbers 

For  present  assorting  orders  in  White 
Footwear,  we  are  fully  prepared  to  handle 
your  requirements  with  the  promptness 
and  efficiency  you  demand. 


James  Robinson  Co.^  Ltd. 

SPECIALISTS  IN  FINE  FOOTWEAR 

MONTREAL 
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These  Shoes  need  only  a  Window  Showing 
to  Clean  them  Out  at  a  Real  Profit 


Order  a 
few 
Sizes 
Then 

Re-order 


700 — Exactly  as  drawing — $5.00 


703 — Exactly  as  drawing — $5.00 


READY  TO  SHIP 


You  should  be  interested  in  these  snappy  comfortable 
models  that  will  suit  a  remarkable  percentage  ot  your 
trade.    The  values  allow  a  good,  easy  profit. 


700— Women's  Black  Kid  8" 
bal,  imitation  tip,  low 
heel  with  plate.  $5.00. 

704— Women's  Black  Kid  8" 
bal,  imitation  wing  tip, 
Cuban  heel  with  plate, 
neatly  perforated.  $5.25. 


702—  Women's  Black  Kid  8" 
bal,  imitation  tip,  low 
heel  with  rubber  top  lift. 
$5.25. 

703—  Women's  Black  Kid  8" 
bal,  imitation  tip,  Cuban 
heel,  with  plate.  $5.00. 


Terms  Net  30  Days.      Sizes  2}4  to  7.      We  Invite  You  to  Request  Samples 


Montreal 


153  Peel  St. 

-    P.  Q. 


J- 
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Sept.  1  St. 

— starting  date  for 
"Made  in  Canada"  Shoe 
Advertising  Campaign 

Every  detail  of  the  MADE  IN  CANADA  SHOE 
ADVERTISING  CAMPAIGN  now  beinf*  perfected 
— it  will  be  launched  to  the  General  Public  on 

SEPTEMBER  1st,  1920 


Address 

Communications 

to  Secretary, 

National  Advertising 

Committee, 

Shoe  Manufacturers 

Association 

of  Canada, 

Bank  of  Hamilton 

Bldg.,  Toronto. 


The  Shoe  Manufacturers  Association  of  Can- 
ada ask  the  co-operation  of  the  retailers — 
without  whom  the  campaign  cannot  be  the 
success  it  should  be.  But  your  hearty  co- 
operation, and  that  of  every  dealer  in  Can- 
ada, will  mean  SUCCESS  by  bringing  about 
a  new  attitude  on  the  part  of  the  General 
Public  towards  every  branch  of  this  impor- 
tant industry— the  MAKING  and  SELLING 
of  shoes. 


Shoe  Manufacturer's  Association  of  Canada 
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*> 

Styles  that  Attract  Trade 
Shoemaking  that  Holds  Trade 

The  unusual  individuality  of  Hopkins  &  Ellis  styles  has  a  fascinat- 
ing appeal  to  well  dressed  women.  The  touch  of  tomorrow  always 
to  be  found  in  these  shoes  makes  them  decidedly  attractive  to 
women  who  dress  their  feet  in  up-to-the-minute  styles. 

Made  by  painstaking  turn  workmen  of  leathers  of  proven  quality, 
they  present  a  real  business-winning  combination. 

HOPKINS  &  ELLIS 

Haverhill,  Massachusetts,  U.S.A. 
BOSTON  OFFICE  108  LINCOLN  STREET 
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Womens'  Turns 


A  word  of  thanks  to 
all  our  good  friends  and 
customers  who  visited 
our  booth  while  at  the 
Fair  and  a  hope  that 
those  unable  to  attend 
will  get  in  touch  with 
us  now  for  samples  and 
price  lists,  etc. 

An  early  placing  of 
all  orders  is  earnestly 
advised  to  ensure  a 
prompt  delivery. 

Daoust,  Lalonde  &  Co.,  Limited 

MONTREAL,  P.  Q. 
Branch:  Metropolitan  Shoe  Co.,  91  Paul  St.  East        -        -  MONTREAL 


Men  5  and  Women's  Welts  and  McKays 


1 


MHrttpttiitnn 

Men's  and  Women's  Welts  and  McKays 
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I  Shoe  Pattern  Service 

I  Our  New  Factory  Offers  an  Exceptionally 

I  PROMPT  SERVICE 


WE  CAN  TAKE  CARE  OF  ALL  YOUR  REQUIREMENTS 
BECAUSE  OUR  PATTERNS  COMPRISE  THE  VERY  NEWEST 
CREATIONS  IN  FOOTWEAR  OF  ALL  KINDS 


COMPLETE  SATISFACTION  GUARANTEED 

Conaway-Wadsworth  Pattern  Co. 


I    223  McGILL  STREET- 


LIMITED 


ROOMS  11  AND  12  I 


I   MONTREAL,  QUE.  Gus  Lossman,  Manager  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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"Taplin  Natural  Tread  Shoes" 

The  wheels  are  turning  in  our  new  model  factory  at  Belleville,  where  nothing  but 
this  well-known  and  highly  approved  line  will  be  made.  Now,  for  the  first  time,  we 
are  able  to  offer  to  the  trade  this  line  of  shoes  with  our  services. 

This  year  our  supply  will  be  limited  and  we  would  be  pleased  to  hear  from  Re- 
tailers already  interested  whose  wants  will  be  supplied.  Our  President,  Mr.  Taplin, 
will  this  fall,  make  a  special  trip  through  Canada  for  this  purpose.  ' 

Only  two  lasts  are  used — "Natural"  and  "Semi  Natural,"  in  9 
widths  and  all  sizes.  Leathers,  style  of  lasts,  etc.,  etc.,  never 
change — consequently  no  depreciation  in  value  of  stock.  We 
carry  "in  stock"  lines  at  factory  to  replace  sizes  on  a  day's  notice. 
Make  your  business  a  protection  to  your  customers  and  thus  secure 
for  your  town  a  name  for  yourself  that  is  different. 

Our  Golf  Shoe  will  Interest  You 


Taplin  Natural  Treads  are  the  only  shoes  "Made  in  Canada" 
approved  by  the  Hygiene  Committees  of  the  Y.W.C.A.  of  the 
United  States  and  Canada,  and  are  recognized  by  the  Medical  Pro- 
fession as  scientifically  perfect.  Testimonials  from  highest  au- 
thorities available. 

Our  "System"  will  let  your  customers  and  others  know  when 
"Natural  Treads"  are  in  town. 

Some  high  class  store  in  your  town  will  secure  our  Agency. 
Will  it  be  the  other  fellow?    Write  for  more  information. 


BECISTERED 


Natural  Tread  Shoes  Limited 

Head  Office  and  Model  Retail  Store,  310  Yonge  St.,  Toronto,  Ont. 


August,  1920 
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Are  Now  Sold  in 
IJj  Canada 

Ever  since  the  return  of  Canadian  soldiers  from  Europe,  shoe  dealers  and  re- 
pair men  throughout  the  country  have  been  deluged  with  inquiries  for 
Phillips'  Military  Soles  and  Heels.  They  wore  Phillips'  on  the  long  marclips 
along  the  hard  paved  roads  of  France,  and  now  they  need  them  on  Canadian 
sidewalks  and  pavements.  Phillips'  Military  Soles  and  Heels  have  been 
adapted  to  light  and  civilian  shoes.  You  are  missing  a  big  share  of  this  trade 
if  your  stock  does  not  contain  Phillips'  Military  Soles  and  Heels. 

Distributors  to  the  Trade. 

Canadian  Phillips  Company 


370K  College  Street 


Toronto 


"EUREKA" 


9693.  Women's  9  Black  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

9694.  Women's  9  Brown  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

WRITE  DIRECT  TO  US 
FOR  QUOTATIONS  AND  SAMPLES 

Our  salesmen  are  now  visiting  the  jobbing  trade  with  a 
complete  hne  of  our  new  styles  for  Fall.  See  our  latest 
production  on  Last  65. 

JOBBING  TRADE  ONLY 


EUREKA  SHOE  CO,  LIMITED 


THREE  RIVERS,  QUE. 
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Svsi-em 


The 


AMES  HOLDEN 


11 


Brand  of 


Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 


Manufactured  and  sold  by 


Ames  Holden  McCready,  Limited 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  London,  Winnipeg,  Regina,  Saskatoon, 

Edmonton,  Calgary,  Vancouver. 


li 
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Sole  Leather  Prices  Will  Be 
Firm  for  Fall  Delivery 

Because 

1.  THERE  IS  NO  SURPLUS.— While  factories  have  been  buy- 
ing less,  shoe  repairers  have  been  buying  more. 

2.  High  prices  of  labor  and  materials  offset  slight  decHne  in 
heavy  sole  leather  hides. 

3.  High  exchange  rate  on  all  tanning  materials  and  hides  enter- 
ing through  U.  S.  A.  ports. 

4.  Universal  increase  in  ocean  and  rail  freight  rates. 

5.  There  has  been  no  overproduction. 

We  feel  that  buyers  of  shoes  would  do  well  to  cover  for 
their  fall  requirements  NOW. 

The  Breithaupt  Leather 

Company,  Limited 

Manufacturers  of 
**  The  Standard  of  Canadian  Sole  Leather  '* 

SALES  OFFICES: 

KITCHENER     TORONTO     VANCOUVER     MONTREAL  QUEBEC 

TANNERIES  AT: 

PENETANG  HASTINGS  KITCHENER  WOODSTOCK  BURKS  FALLS 
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Sound  Merchandise 

at  rock  bottom  prices 


T 


HE  jobber  will  find  ample  opportunity  for  pro- 
fitable turn-over  in  our  splendid  line  of  Men's, 
Youths'  and  Boys'  shoes. 

There  is  no  better  time  than  right  now  to  get  in 
touch  with  us.  We  believe  we  can  make  you  very 
attractive  quotations. 

Ask  us  about  our  Women's  McKays. 


No.  46 


LAGACE  &  LEPINAY 

QUEBEC 


No.  50 


BOOST 


Our  High  Class  Lines  of 

Men's,  Women's,  Boys'  and  Youths' 
WELTS  and  MEDIUM  McKAYS 


These  shoes  meet  all  the  requirements  of  jobber  and  dealer,  and  will  net 
you  liberal  profits  and  give  you  a  rapid  turnover. 

They  are  lines  of  footwear  which  are  reliable  in  service  and  embody  all 
the  essentials  of  correct  style  and  quality  materials. 

We  Sell  the  Jobbers  Only 

LUDGER  DUCHAINE 

593  St.  Valier  Street  QUEBEC  CITY 


August,  1920 
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First  For  Value 


Value  is  the  keynote  upon  which  the  consumer  is  going 
to  base  his  purchases  during  the  coming  season,  and  value 
is  the  keynote  upon  which  Tillsonburg  shoes  are  built. 

The  wave  of  extravagance  has  apparently  passed  its  crest 
and  the  trend  towards  sensible  styles  and  true  value  is  al- 
ready to  be  noted. 

The  merchant  with  a  stock  of  goods  representing  the 
most  in  value  is  undoubtedly  in  for  the  bulk  of  the  season's 
business. 

Overall  movements  and  sandal  campaigns  need  have  no 
qualms  for  him  because  he  is  on  the  side  of  the  great  army 
of  consumers  who  are  now  demanding  Value  First. 

Let  the  Tillsonburg  Line  lead  you  to  greater  business. 


MEN 


BOYS 


YOUTHS 


Your  Jobber  Can  Supply  You 


Tillsonburg  Shoe  Co.,  Limited 


Makers  of  Men's,  Boys',  Youths',  Lads', 
Medium  and  High  Grade  Staple  Shoes 


Tillsonburg, 


Ontario 
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MINISTEOfof 
JNiUNITIONS 


0K  Order  c/'ifAe'^SB^ass**''^ 'Disposal Hoard 

Government  Property 
— FOl^  SALE 


i 


FACTORIES 

AERODROMES 

BUILDING  MATERIAL 

FURNITURE 

DOMESTIC  EQUIPMENT 

MACHINERY 

POWER  PLANT 

STEAM  PLANT 

ELECTRICAL  PLANT 

AGRICULTURAL  MACHINERY 

ROAD  BRIDGES 

RAILWAY  MATERIAL 

DOCK  MATERIAL 

etc. 


CONTRACTORS'  STORES 
TEXTILE  GOODS 
CLOTHING 
BOOTS  AND  SHOES 
MEDICAL  STORES 
FERROUS  AND  NON-FERROUS 
METAL 

CHEMICALS  AND  EXPLOSIVES 
RIVER  AND  CANAL  CRAFT 
MOTOR  LAUNCHES  AND 

STEAMERS 
MISCELLANEOUS  STORES 
etc. 


i 


Note. — A  special  Export  Dept.  of  the  Disposals 
Board  has  been  set  up  to  meet  the  convenience  of 
Exporters  and  Foreign  Buyers.  Enquiries  should 
be  addressed  to  the  EXPORT  DEPT.,  DBS, 
MINISTRY  OF  MUNITIONS,  WHITEHALL 
PLACE,  S.W.I. 


For  further  particulars  of  Government  Property 
for  sale  see  "Surplus,  price  by  quarterly  subscrip- 
tions of  2s  post  free,  payable  in  advance  to  the 
Director  of  Publicity,  Ministry  of  Munitions, 
Whitehall  Place,  S.W.I. 
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No.  274 — Havana  Brown  Kid,  lea- 
ther Cuban  heel  and  plate. 
Widths  A  to  D. 


"Fit  for  a  Queen." 

Always  in  good  taste, 
showing  the  latest  in  lasts, 
leathers  and  patterns,  and 
carrying  with  them  an 
abundance  of  real  shoe 
satisfaction — such  is  the 
verdict  of  dealers  handling 


Regina  "  and  "Diana 

Shoes  for  the  Well-Dressed  Woman 


If  you  were  one  of  the 
many  who  saw  and  ad- 
mired these  shoes  at  our 
booth  in  Montreal,  we 
believe  you  will  agree 
with  this  verdict.  If,  how- 
ever, you  were  not  at  the 
Fair,  it  will  give  us  great 
pleasure  to  send  you  our 
samples.  Get  in  touch 
with  us  early. 


No.   275  Havana   Brown,  turn, 

French  effect  with  Louis  heel  and 
plate.    Widths  A  to  D. 


The  Regina  Shoe  Co.,  Limited 

MONTREAL,  QUE. 
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DON'T  PLAGE  YOUR  ORDERS  FOR 

White  Canvas  Goods 

Before  Seeing  Our  Samples  and 
Getting  Our  Prices 


TRADE  BUILDERS 


Every  D  &  L  shoe  sale 
means  a  customer  made. 
A  customer  who  recog*- 
aizes  the  shoe  as  being" 
distinctly  above  the  av- 
erage— a  customer  you 
can  number  among-  your 
permanent  patrons.  It 
is  in  this  way,  the  much 
desired  "steady  trade" 
is  built  up — and  main- 
tainedo 


Our  Men's  and  Wo- 
men's Goodyear  Welts, 
\Vomen's  McKays,  Men's 
Slippers  and  Women's 
Comfort  Turns,  Misses', 
Children's  and  Infants' 
Stitchdowns  all  merit 
your  closest  inspection. 
We  should  like  to  send 
you  samples. 


DUFRESNE  &  LOCKE 

Limited 

MONTREAL 
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LENNOX 

"The  Slipper  House  of  Canada 


99 


lllllllllillllllllllllllllllllllllllllllllllllllllllllllllllllll^ 

In  Stock  for 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 


The  largest  assortment  yet  shown  in 
shppers  for  the  whole  family. 

In  Canadian  and  English  manufac- 
ture, in  plaid  Arctic  cloths,  velvets  and 
felts,  in  Juliets  and  Koseys.  Slippers  will 
be  scarce  this  Fall,  so  it  will  pay  you  to 
get  your  requirements  while  yet  avail- 
able. We  have  just  received  a  nice  as- 
sortment of  the  celebrated  Sir  H.  W. 
Trickett  slippers  in  plaids  and  velvets  for 
men,  women  and  children. 

Write  us  for  a  sample  order. 


JOHN  LENNOX  &  CO. 

18-20-22  KING  EAST,  HAMILTON 

BOOTS  AND  SHOES—STYLISH  AND  STAPLE 

ilililllllllilllllllllllilll^   I  I  Illlllllllllllllllilllllilllllllllllllllllllllllllllllllllli^^  Illlllllllllllllllllllll  Illllllllllllll  Illlllllllllllllllllllllllllllllllllllllllllllll  Ill  II  Ill  IIIIIIIUIIIII  Illlllllilllllllllllllllllllllllll 


iuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  liiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiii  ill  iiiiiiiiiiii  iiii  I  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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Approved ! 

Many  were  the  expressions  of 
pleasure  which  our  display  at 
the  Style  Show  called  forth.  It 
was  a  great  satisfaction  to  us  to 
know  that  once  again  ''Cana- 
dian Footwear"  had  won  the 
approval  of  Canadian  Shoemen, 
It  means  of  course  that  ''Cana- 
dian Footwear"  McKdiys,  Turns, 
Oxfords,  Pumps  and  High  Boots 
are  to  figure  prominently  in  the 
coming  season's  business.  Why 
not  get  in  touch  with  us  now  ? 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

Canadian  Footwear  Co. 

Limited 

Montreal 

Salesroom:  36  St.  Genevieve  St.         Factory:  Pointe-Aux-Trembles 

■iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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H.  O.  MCDOWELL 


supply 

JOBBERS 
SALES  AGENTS 


H.  N.  LINCOLN 


FACTORY  AND  BRANCH 
37  FOUNDRY  ST.  S. 

KITCHENER,  ONT. 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


566  ST.  VALIER  STREET 

QUEBEC 


THE  LARGEST  SHOE  FACTORY  SUPPLY    HOUSE   IN  CANADA 


Representing 

American  Lacing  Hook  Co. 

Waltham,  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works 

Chicago,  111. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Boston,  Mass. 
Ceroxylon,  the  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

Boston,  Mass. 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 

Cincinnati,  O. 
Shoe  Machinery 

Hazen,  Brown  Co., 

Brockton,  Mass. 

Waterproof  Box  Toe 
Gum,  Rubber  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  Staying,  etc. 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 
Factory  Supplies, 
Needles,  etc. 

|.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Ont. 

Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Welting, 
etc. 

Safety  Utility  Economy  Co., 

Boston,  Mass. 
Electric  Heating  Equip- 
ment 


MAIN  OFFICE 
154  NOTRE  DAME  ST..  W. 

MONTREAL 


No  matter  what  you  have  to  mark — Leather,  Imitation  Leather,  or 
Cloth — we  can  show  you  how  to  do  it  to  the  best  advantage. 

We  repreisent 

MARKEM  MACHINE  CO. 

BOSTON,  MASS. 

The  only  firm  that  makes  a  business  of  MARKING  MACHINES 
for  Cartons,  Tags,  Linings,  Cloth  or  Leather 

EMBOSSING  MACHINES  for  top  facings  etc. 

The  Master  Printing  and  Embossing  Machine 

will  print  your  labels  on  your  cartons  quicker  than 
labels  can  be  pasted.    Better   Work — Less  Cost. 

PARTS,  INKS  and  COMPOUNDS  in  stock. 


PURITAN  MANUFACTURING  CO. 

BOSTON,  MASS. 

Exclusive  Manufacturers  of 
WAX  THREAD  SEWING  MACHINES,  CHAIN  STITCH 
for  Fair  Stiching,  Closing,  Vamping,  (1,  2  or  3  needle) 
Back  Stay  (1,  2  or  4  needle)  Tip  Stitching,  Top  Facing 

Patentee  of  the 
POOLE  PROCESS  for  GOODYEAR  INNER  SOLES 
a  better  Innersole  at  Less  Cost 

Our  stocks  of  Puritan  Parts,  Needles  and  Awls  are  Complete 


There  is  only  one  CEROXYLON 

Made  by  the  CEROXYLON  CO.,  Boston,  Mass. 
Of  course  there  are  Imitations  but  the(  Genuine  CEROXYLON 
is  the  only  Liquid  Wax   that  lubricates   the   thread  while  sewing 
and  sets  the  stitch  after. 

It  is  the  Perfect  Liquid  Wax.        We  are  sole  Canadian  Agents 
In  Stock  at  Both  Offices 
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LANG'S 
REAL 

SCOURED 

OAK 

LEA  THER 
LASTS 
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We  Will  Be  Responsible  to 
Your  Customers 
For  The  Wear  of  These  Soles 


^Y^OU  can  now  give  your 
*  customers  shoes  with  a 
written  guarantee  of  sole 
wear. 

Shoes  with  soles  guaran- 
teed to  outwear  any  other 
kind  of  sole. 

Read  the  Neolin  Sole  Guar- 
antee Tag  on  the  opposite 
page.  It  is  the  strongest 
guarantee  we  know  how  to 
write.  It  gives  your  custom- 
ers, in  black  and  white,  our 
faith  in  Neolin  Soles.  It 
shifts  all  the  responsibility 
for  Neolin  Sole  quality  to 
our  shoulders.    It  dismisses 


at  once  from  your  custom- 
er's mind  any  question  as  to 
sole  wear  —  because  if  the 
soles  do  not  wear,  the  cus- 
tomer gets  a  new  pair  free. 

The  easy  sale  of  shoes 
carrying  such  a  guarantee 
as  this  is  apparent.  See  that 
an  adequate  part  of  your 
stock  is  Neolin  Soled,  with 
the  Neolin  Sole  Guarantee 
Tag  attached  to  each  pair. 

Our  Sole  and  Heel  Depart- 
ment will  gladly  give  you  the 
names  of  manufacturers 
who  are  supplying  shoes  with 
the  Neolin  Sole  Guarantee. 


The  Goodyear  Tire  and  Rubber  Co.  of  Canada,  Limited 

TORONTO,  ONTARIO 
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Vaughan^s  Ivory  Sole  Leather 


COST  NO  MORE  THAN  OTHER  GOOD  SOLES 


GEORGE  C.  VAUGHAN 

TANNERIES 

96  Foster  Street, 

PEABODY         -      .  MASS. 
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The  Best  Recommendation 
You  Can  Have 

is  the  Testimony  of  Users 

So  consistently  is  New  Castle  Kid  used  in  the  highest 
grade  brands  of  footwear,  that  we  can  with  confidence  say 
"Judge  It  by  Its  Users." 

No  haphazard  methods  could  have  produced  a  Kid  with 
the  invariable  qualities  of  New  Castle.  Its  excellence  and 
constant  use  by  the  best-reputed  shoe  manufacturers  are  the 
direct  results  of  adhering  to  a  high  standard  in  the  selection, 
working  out,  and  trimming  of  every  skin. 

For  Quality  and  Economy  you  Cannot  Equal 
New  Castle  Kid 

BLACK    WHITE  COLORS 


New  Castle  Leather  Company  Inc. 

NEW  VOUK 

BOSTON  MONTIiEAL,.  CAN.  CHICAGO 

an^  fhe  'Principal  £oat/ior  and  S/ioo  Conlros  Cilery u^/tero 
Factory,  Wilmington, Del. 
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The  Globe  Pillow  Welt 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  Welt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  sKoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess, but  the  Out  Sole  is  soft  and  flexible,  such  as 
required  for  a.  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

Selling  Agenti 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 


THE  vwor 

the  Child's  Foot  is  jfrbwing 

OBE  PILLOW  WELT 

The  Result  of  30  Years  Experience 


TO  RENT  IN  TORONTO 


Space  here 
k     for  rent 


MacLeun  Uuilding,  Aflclaiilr'Si.  H  csl 


Commit 

Hugh  C.  MacLean 


Show  Room  or 
Warehouse 
Space 


The  second  floor  of  this  modern  building 
— about  6,000  feet — light  4  sides — 
sprinkler  system — low  insurance — pas- 
senger and  freight  elevators — convenient 
location- -most  attractive  building  of  its 
class  in  the  city. 


347  Adelaide  St.  West,  TORONTO,  Ont, 
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We  can  Supply  you  with  Every  Need  of 

Blacking,  Stains,  Waxes,  Dressings, 
Cyclone  Bleach,  Etc. 


Ultra  Edge 

One  setting  edge  ink 

Uneeda  Edge 

The  King  Edge  Ink 

For  a  one  or  two  setting  edge 

Russet  King  Edge 

One  and  two  setting  for  russet  and  tan 
colored  shoes. 

King  Edge  No.  31  (Natural) 
Model  First  Setting 

A  stain  for  two  setting  edges 

Black  Diamond  Heel 

For  heels.     Made  in  all  colors. 

Colored  Heel  Stains 
Black  Diamond  Shank 
Black  Bottom  Dye 

A  dye  for  heels,  shanks,  top  pieces  and 
bottoms 

Striping  Dye 

Black  and  russet 

Cyclone  Bleach  (Made  in  Canada) 

For  removing  those  glucose  spots,  water 
stains  and  discolorations  on  soles  and 
giving  perfect  results  in  finishing 

Magic  Stain 

For  oak  and  union  leather.  Removes 
those  glucose  spots,  water  stains  and 
discolorations,  and  makes  a  hard,  smooth, 
uniform  finish. 

244  Sediment  Stain 

For  making  white  oak  bottoms 

Filling  Wax 

American  Eagle  Polish 

Gold  Bond  Polish 

For  stain  and  black  bottoms 

Slickum 

A  gum  to  use  where  a  high  polish  is 
wanted  on  a  paint  bottom 

Mevercheck 

Used  before  scouring  to  fill  and  makf 
a  solid  heel 

Vamp  Dye 
Black  Tip  Dye 
Spirit  Black  Dye 
Welt  Dye 

Black  and  russet 


Look  Over  this  List  and  Send  in  Your 

Naphtha  Black 

For  raw  edges  of  vamps  and  tips 


Nonesuch  Filler 

A  filler  to  use  in  place  of  wax  for  heels 
and  bottoms 

Everbright  Kid  Dressing 

For  kid,  kangaroo  and  chrome  stock 

Colorless  Dressing 

For  colored  stock 

Gun  Metal  Dressing 

Made  for  dull  and  medium  bright  finish 

Dressing 

For  all  kinds  of  upper  leather 

Enamel  Finish 

For  heels  and  edges,  in  white  and  all 
colors 

Rubber  Stain 

F'or  making  velvet  bottoms 

Improved  Sediment  Stain 

A  stain  finish  to  take  the  place  of  paint 
or  wax  finish ;  will  cover  all  kinds  of 
leather 

Paragon 

A  wax  stain  for  shanks  and  foreparts 
-   on  black  and  colored  shoes 

Paragon  Thinner 
Redoakunion  Thinner 
Redoakunion 

A  paint  stain  for  all  kinds  of  leather 

Bottom  Stains 

Of  all  kinds 

Grain  Bottom  Cleaner 
Fakes 

Satin  Gloss 
Glossene 

Viscolene 

For  shoe  bottoms 

Ivory  Wax 

White,  red,  brown  and  black 

White  and  Black  .Edge  Wax 
Ivory  Expedite  Wax 
Liquid  Wax 

For  making  high  gloss  polish  over  all 
kinds  of  bottom  finish 

Auto  Treeing  Composition 
Cutting  Board  Dressing 


Order 

Thread  Lubricator 
Hold  Tap  Sticker 

Apply  a  coat,  lay  on  your  tap  and  let 
dry 

Oil  Remover 

Removes  oil  spots  and  stain  from  leather 

Patent  Leather  Repairer 

Ruby  Filler  No.  1 
Cutter  "  2 
Flow    "  3 

Finishing  Room  and 
Dressing  Room  Supplies 
Baby  Cow  Polish 

A  friction  polish  for  russet  leather  of  all 
colors 

Upper  Edge  Stain 

For  the  raw  edge  of  black  or  russet 
leather 

Tanners'  Finish 

For  staining  and  uniforming  all  colored 
upper  leather  stock 

Russet  Leather  Repairer 

Liquid  repairer 

Crayon  Repairer 

Made  in  all  colors  to  suit 

Ooze  Calf  Cleaner 
Grain  Leather  Finish 
Leather  Filler 
White  Canvas  Dope 
Side  Lining  Cement 
Veneering  (Black) 
Veneering  (Russet) 
Inner  Sole  Stiffener 
Colorless  Stitch  Gloss 
Patent  Leather  Cleaner 
Russet  Leather  Cleaner 
White  Canvas  Cleaner 


Boston  Leather  Stain  Company 

109  Purchase  Street  Boston,  Mass.,  U.S.A. 

Sole  Canadian  Agents : 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 
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NOW! 

You  saw  the  Aird  exhibit  at  the  show.  You 
examined  thoroughly  both  the  pro- 
cess and  the  product.  You 
admired  the  style  and 
the  workmanship 
of  the  shoe 
and 

Their  Price  Surprised  You 

NOW! 

If  you  saw  in  the  Aird  Line  the  unusual 
business  possibilities  that  have  been  at- 
tracting jobbers  and  retailers  for  seasons 
past — and  you  decide  to  link  up  with  the 
House  of  Aird — then  your  visit  to  Montreal 
will  have  been  of  both  profit  and  pleasure. 

See  Our  Line  at  Your  Jobbers.      We  Sell  to  Jobbers  Only, 

AIRD  &  SON 

REGISTERED 

Montreal 
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HYDRO  CITY 

The  Solid«AlI«Leather  Shoe 

There  are  many  good  reasons  why  you  should  handle  the 
Hydro  City  Line. 

Their  solid-all-leather  construction  is  one  of  them.  The  fact 
that  you  can  give  the  customer  greater  dollar  for  dollar  value 
is  another.  Comfort  is  another. 

So  is  their  popularity,  their  all  year  round 
selling  qualities,  their  ability  to  create  and  hold 
new  trade — these  are  some  of  the  tributes  which 
merchants  have  associated  with  the  handling  of 
Hydro  City  Shoes. 

We  solicit  your  business  wholly  on  the  know- 
ledge of  past  seasons'  successes  and  the  assur- 
ance of  the  same  success  in  the  future. 

HYDRO  CITY  SHOE  MFRS. 


KITCHENER 


Limited 


ONTARIO 


OSHAWA 


CAMADA 


TANNERS  AND  CURRIERS 


Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 

MONTREAL  OSHAWA  QUEBEC 
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Women's  High  Grade  Welts 


Standardized  Styles,  Leather 
and  Manufacture 

Gives 

Maximum  Factory  Produc- 
tion at  Minimum 
Factory  Cost. 


We  invite  your  enquiries 


Canadian  Shoes  limited 

TORONTO,  CANADA 


Infants'  Footwear,  Limited 

Infoot  House,  London,  E.C.I,  England     Canadian  Branch:  Greene-Swift  Bdg.,  London,  Ont. 


BABIES^  NURSERY  AND  DRESS  SHOES  OF 
DAINTY,  NOVEL  AND  EXCLUSIVE  DESIGNS 

SOFT-SOLE  SHOES  in  White  Kid,  Tan  and  Scarlet  Persian  Leather, 
Emerald  Green  Leather,  Pink,  Blue  and  White  Suede,  Red  and  White 

Plush,  Silk,  Poplin,  Wool,  Etc. 

HARD-SOLE  Shoes  in  sizes  1-6,  Tan  and  Black.    BUNNY  BOOTS,  in 
Genuine  Rabbit  Skin,  Natural  and  White. 

CHILDREN'S  GAITERS  in  White,  Black,  Tan,  Scarlet  and  Green  FELT, 
also  in  White,  Tan  and  Red  Woolly-Wear. 


PLACE   YOUR   IMPORT  ORDERS  FOR  FALL  AND  WINTER  REQUIREMENTS  NOW. 

WE  CARRY  STOCK  IN  CANADA  AND  GIVE  SPECIAL  ATTENTION  TO 
SMALL  ORDERS  FOR  IMMEDIATE  DELIVERY. 

INFANTS'  FOOTWEAR,  LIMITED,  Greene-Swift  Bdg.,  London,  Ont. 
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Better 
Display 
Will  Sell 
More  Shoes 


It  will  pay  you  to  use 
these  new  attractive  Mel- 
co  De  Lux  Glass  Fixtures 
in  your  window.  They 
will  increase  the  appear- 
ance of  the  shoes  100%. 

We  have  a  wide  variety 
of  different  complete  sets 
to  fit  any  windows.  Mel- 
co  De  Lux  Glass  Fixtures 
come  in  a  wide  variety  of 
designs  with  square,  plain 
or  round  fluted  standards. 


MELCO  DE  LUX  GLASS  SHOE  FIXTURES 

Glass  Fixtures,  like  diamonds,  are  graded.  Some  are  clear  and  pure,  some  are  clouded  and  poorly  moulded.  The  difference  between 
the  clear  and  clouded  is  that  one  make  is  protected  from  the  fire  and  fumes,  while  the  other  is  not.  Hence  the  diflEerence  in  color.  You 
will  find  no  mould  mark  or  seams  on  Melco  De  Lux,  neither  will  you  find  any  discolored  or  clouded  glass.  Melco  De  Lux  is  made  by  the 
new  process.     Do  not  accept  the  inferior  kind.     Get  the  best  for  less  money. 

Valances,  Window  Rugs,  Plush,  Wood  and  Metal  Fixtures,  Etc. —  Write  for  Catalogue. 

MELIUS  &  COWLEY,        14th  Floor,  Medina  Building,  CHICAGO 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiM 


The  performance  of  a  shoe  is  often  dependent  upon  the  service  given  by 
the  box  toe  inside  the  shoe.  It  is  poor  economy  to  use  cheap  box  toes. 
The  Vulco-Unit  Box  Toe  will  outwear  the  ordinary  box  toe  many  times. 

USE  THE  GENUINE 


VULCO  %  UNIT 


BOX 


Apparatus,  Process  and 


TOE 


Products  Patented 


SOLD  ONLY  BY 


BECKWITH  BOX  TOE  LIMITED 

SHERBROOKE,  QUEBEC 
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Fleet  Foot  Shoes  don't  stick  around.  They  move  them- 
selves off  your  shelves. 

Because  Fleet  Foot  are  cool  and  comfortable,  sensible  and 
attractive— they  sell  and  repeat. 

Point  out  to  your  customers  the  wisdom  of  having  two  or 
more  pairs  of  Fleet  Foot  for  early  Fall  wear— one  pair 
for  rough  usage— one  for  dress.  They  will  appreciate  the 
suggestion. 


Dominion  Rubber  System  Service  Branches 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton, 
Brantford,  Kitchener,  London,  North  Bay,  Fort  William,  Winni- 
peg, Brandon,  Regina,  Saskatoon,  Calgary,  Lethbridge,  Edmonton, 

Vancouver,  Victoria. 
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At  the  Montreal  Fair 


The  Big  Convention- Fair  Held  in  Montreal 
a  Wonderful  Success — Closest  Co-operation 
Shown  Between  All  Departments  of  the 
Industry — Made-in- Canada  Footwear 
the  Equal  of  Any  in  the  World 

Thousands  of  Delegates  Acclaim  the  Convention  and  Show  Equal  to 
Their  Most  Optimistic  Expectations — Papers  and  Discussions  Cover 
a  Wide  and  Varied  Range  of  Shoemaking  Problems — Entire  Pro- 
gram Covering  a  Week  of  Work  and  Festivities  Carried  Out 
Without  a  Hitch  —  The  Exhibition  Itself  Conceded  Comparable  with 
the  Best  on  This  Continent — The  Canadian  Shoe  Manufacturing 
Industry  Recognized  as  One  of  the  Most  Important  in  the  Dominion 


Candidly,  the  Montreal  Convention  and  Shoe 
and  Leather  Fair  was  a  pronounced  success.  We 
say,  "candidly,"  because  the  trade  journalist  is, 
perhaps,  open  to  the  charge  of  being  such  an  in- 
veterate booster  where  conventions  and  co-opera- 
tive efforts  are  concerned  that  he  can  scarcely 
bring  himself  to  criticize,  even  when  criticism  is 
due.  He  prefers  to  dwell  on  the  praiseworthy 
features  of  an  event  of  this  kind  and  overlook  the 
blunders  and  omissions — which,  no  doubt,  is  the 
right  side  to  err  on,  though  the  effect  of  his  elo- 
quence may  at  times  be  somewhat  spoiled  by  some 
fellow  in  a  back  seat  roaring  "Bull!" 

However,  we  propose  to  discuss  the  conven- 
tion and  fair  very  frankly  and,  very  frankly,  let  us 
repeat,  it  was  a  pronounced  success.  It  was  en- 
tertaining, it  was  educational,  it  was  inspiring.  In 
all  that  gathering  we  did  not  meet  one  who  was 
not  willing  to  admit  that  he  had  reaped  pleasure 
and  benefit  from  his  presence  there.  Indeed  the 
unanimous  verdict  of  all  appeared  to  be  that  it 
was  the  finest  affair  of  its  kind  they  had  ever  at- 
tended. Comparisons  are  odious,  but  we  may  be 
forgiven  for  reporting  that  the  U.  S.  visitors  pre- 
sent declared  with  characteristic  candor  that  the 
Montreal  exhibition,  in  the  attractiveness  of  its 
displays  and  efficiency  of  its  arrangements,  went 
one  better  than  the  big  Boston  footwear  and  leath- 
er show  last  New  Year.  And  that  was  "some" 
compliment.  Let  it  be  remembered,  also,  that  it 
was  a  Canadian  show  from  start  to  finish.  Some 
United  States  firms  were  represented  among  the 
exhibitors,  but  it  was  essentially  and  overwhelm- 
ingly a  "Made-in-Canada"  affair. 

The  "Man  Who  Made  the  Fair" 

It  is  to  Mr.  Peter  Doig  that  the  greatest  cred- 
it must  go  for  the  success  of  the  fair.  He  under- 
took a  big  job — one  without  precedent  in  Canada 
— when  he  tackled  the  management  of  the  show, 


and  he  put  it  right  over.  Criticism  there  has  been 
— that  is  inevitable  while  human  nature  is  human 
nature — but  for  every  knock  there  were  a  hundred 
boosts,  and  the  convention  as  a  whole  was  not 
slow  to  show  its  appreciation  of  .Mr.  Doig's  ef- 
forts. As  often  as  he  rose  to  speak,  he  was  greet- 
ed with  cheers,  and  he  was  "JoUy-Good-Fellowed" 
every  time  there  was  an  opportunity — and  some- 
times when  there  wasn't.  Mr.  Doig  has  worked 
untiringly,  he  has  had  heavy  responsibilities  and 
innumerable  worries  upon  his  shoulders,  but  we 
think  he  must  now  feel  hiqiself  well  repaid  for  all 
his  toil  by  the  knowledge  that  he  has  been  instru- 
mental in  setting  a  precedent  in  the  field  of  indus- 
trial exhibitions  and  that  he  has  the  thanks  of  the 
men   of  the   Canadian   shoe   and   leather  industry. 

Another  man  whose  name  will  always  be  re- 
membered in  connection  with  the  Shoe  Fair  is  Mr. 
Geo.  G.  Gales.  Mr.  Gales  worked  in  double  har- 
ness with  Mr.  Doig  for  many  weeks,  abandoning 
his  own  private  interests  in  the  interests  of  the  in- 
dustry as  a  whole.  As  chairman  of  the  entertain- 
ment committee,  he  arranged  a  programme  which 
surprised  and  delighted  the  visitors  and  intermix- 
ed pleasure  with  business  in  such  a  judicious  pro- 
portion that  everyone  was  satisfied.  Personally, 
Mr.  Gales  appears  to  have  a  regular  mania  for 
work,  and  when  that  untiring  energy  of  his  is  in- 
jected into  the  affairs  of  the  National  Shoe  Retail- 
ers' Association,  of  which  he  is  (the  president- 
elect, we  feel  sure  it  will  result  in  uninterrupted 
progress  and  development  of  the  organization. 

It  is  iinnecessary  to  mention  the  work  of  Mes- 
srs. Warren  T.  Fegan,  Jas.  W.  Jupp,  and  the  mem- 
bers of  last  year's  executive  of  the  National  Shoe 
Retailers'  Association,  who  assisted  them.  Shoe 
retailers  throughout  Canada  know  what  they  have 
been  doing  and  how  well  they  have  done  it.  They 
have  not  spared  themselves  in  their  efforts  to  in- 
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"Footwear  in  Canada"  representatives  at  the  Convention-Fair — Seated,   left  to  right — T.   S.   Young,   general  manager;  Major 
Hugh  C.   MacLean,   President;   W.   R.   Carr,   Editor.     Standing,  left  to  right — W.   H.   Hughes;   F.   H.   Devenish;   G.   B.  P. 
Thomson;  G.  W.  N.  Day,  Montreal  Manager;   C.  G.  Brandt;  T.   E.  Turner;  A.  D.  MacLean. 


crease  tlie  membership  of  the  Association  and  to 
demonstrate  the  usefulness  of  the  organization  both 
to  those  who  were  already  members  and  those 
who  were  not  yet  converted  to  the  association  idea. 
But,  above  all  things  they  put  heart  and  soul  into 
the  work'  of  the  convention,  and  the  programme 
they  provided  was  a  veritable  mental  feast  for 
the  shoe  retailer.  Some  of  the  papers  presented 
were  nothing  short  of  classics  on  the  subjects  with 
which  they  dealt,  and  aroused  discussions  of  a 
most  interesting  and  valuable  character.  They  are 
to  be  found  elsewliere  in  these  pages,  and  we  trust 
every  retailer  will  read,  mark  and  inwardly  digest 
them,  for  in  them  is  to  be  found  much  that  is 
nourishing  and  stimulating. 

Conduct  of  the  Fair  a  Credit  to  the  Industry 

And  what  shall  we  say  of  Montreal — the  city 
of  the  river  and  the  mountain — of  l)eautiful  build- 
ings and  splendid  park.s — of  big  business  and  big 
men — Canada's  metropolis,  full  of  life  and  interest, 
throbbing  with  industrial  activity,  and  rcacliing  out 
to  attain  still  greater  things?  Montrealers  arc 
proud.  They  have  reason  to  be,  for  they  are  citi- 
zens of  no  mean  city.  It  is  a  vivacicnis,  picturesque 
city,  perhaps  a  trifle  coquettish,  but  always  hospi- 
table. An<l  what  a  welcome  the  shocmcn  of  Can- 
ada got   from   their   Montreal   brothers!  Everyone 


felt  at  home.  It  was  indeed  a  week  of  enjoyment, 
as  well  as  personal  profit.  But  let  it  be  said  to 
tlie  credit  of  the  Canadian  shoe  and  leather  in- 
dustry that  the  enjoyments,  the  pleasures,  and  the 
entertainments,  were  always  kept  within  those  lim- 
its which  self-respecting  men  prescrilie. 

The  Results 
One  of  the  first  questions  which  the  sceptic  will 
ask  regarding  the  convention  and  show — and  in- 
deed it  is  a  fair  one — is:  "Well,  what  have  you  ac- 
complished You've  had  a  good  time,  and  spent 
a  lot  of  money,  but  what  have  you  got  for  it?  Are 
you  any  further  forward  than  if  you  had  stayed  at 
home  and  minded  your  Inisiness?"  We  will  en- 
deavor to  answer  this  question  as  frankly  ;ind  fair- 
ly as  we  can.  The  first  thing  accomplished  is  a 
demonstration  of  the  strength  of  the  Canadian  shoe 
and  leather  industry.  Again  and  again  we  have 
heard  someone  declare,  "I  had  no  idea  the  Canad- 
ian shoe  manufacturers  could  put  up  an  exhibition 
like  this."  It  indeed  exceeded  the  expectations  of 
all — ev<fn  those  who  knew  something  of  the  brains, 
the  mi-ynty  and  the  labor  that  were  being  put  into 
it.  It  has  given  Canadian  shoemen  good  reason  to 
be  proud  of  the  industry  to  which  they  belong,  and, 
what  is  more  important,  it  has,  we  believe,  en- 
gendered a  spirit  of  greater  confidence  in  the  finan- 
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cial  stability  of  that  industry.  We  saw  no  signs  of 
panic  or  hysteria  among  the  shoemen  gathered  in 
Montreal.  On  the  contrary,  the  atmosphere  ap- 
peared to  be  one  of  cheerfulness  and  optimism, 
and  we  believe  that  was  the  spirit  that  all  carried 
away  w'th  *hem  from  the  convention. 

Canadian  Product  Second  to  None 

Further,  the  Great  Fair  demonstrated — if  such 
demonstration  were  needed — that  shoes  are  pro- 
duced in  Canada  which  need  not  take  second  place 
in  comparison  with  those  produced  in  any  other 
country.  There  were  shoes  displayed  by  Canadian 
manufacturers  which  were  absolutely  the  last  word 
in  style  and  finish — shoes,  both  men's  and  women's, 
which  we  believe  could  hold  their  own  in  any  ex- 
hibition— faultless  examples  of  the  shoemaking  art. 
Among  these,  it  may  be  mentioned,  were  hand- 
made fancy  turns,  which  are  now  being  made  in 
Canada  for  the  first  time. 

Creating  the  Bond  of  Friendship  Between  Manu- 
facturer and  Retailer 

One  of  the  most  advantageous  results  of  the 
convention  and  show  was  the  bringing  together  of 
the  various  branches  of  the  industry.  There  was 
scarcely  a  manufacturer  with  whom  we  came  in 
contact  who  did  not  remark  on  the  great  benefit  of 
meeting  and  making  the  acquaintance  of  his  custom- 
ers, personally  and  individually.  The  retailers  were 
equally  pleased  to  meet  the  men  from  whom  they 
buy  their  goods,  and  we  are  sure  that  coming  to- 
gether in  this  way  is  bound  to  create  a  broader- 
minded  attitude  in  both  elements  of  the  trade. 
When  there  are  differences  of  opinion — and  there 
have  been  some  between  retailer  and  manufactur- 
er— the  sensible  and  logical  thing  to  do  is  to  get 
together  and  discuss  the  contentious  points,  in  or- 
der, if  possible,  to  find  some  middle  ground  upon 
which  l>clh  jjarties  can  stand.  This  is  just  what 
the  manu'aclurer.?  and  retailers  had  the  opportun- 
ity of  doing  at  Montreal,  and  while  they  may  not 
in  every  case  have  managed  to  get  the  same  view- 
point, the  feeling  throughout  was  the  kindliest, 
and  each  got  a  better  understanding  of  the  other's 
position  and  difficulties. 

Possibilities  of  the  Travellers'  Organization 

All  these  things  the  Shoe  Fair  and  Convention 
has  brought  about  in  a  general  way,  but  another 
most  tangible  and  definite  result  obtained  is  the 
birth  of  a  strong,  vigorous  travellers'  association, 
with  a  membership  already  over  three  hundred. 
The  travellers  are  the  "corps  diplomatique,"  the 
ambassadors  of  trade,  and  by  united  effort  they 
have  the  opportunity  of  doing  more  for  the  cause 
of  co-operation  than  any  other  section  of  the  in- 
dustry. Their  organization  will  be  beneficial  not 
only  to  themselves  alone;  it  is  a  complement  of  the 
associations  of  the  manufacturers  and  retailers,  and 
may  be  made  the  link  that  will  bind  the  whole 
trarle  together  in  harmony  of  purpose  and  ideals. 

Have  the  results  of  the  Fair  and  Convention 


justified  the  undertaking?  Emphatically,  Yes!  We 
believe  the  time  and  money  spent  will  prove  to  be 
a  gilt-edge  investment,  paying  big  dividends.  Still, 
in  accordance  with  our  pledge  of  candour,  we  must 
endeavor  to  criticize,  constructively,  as  well  as  to 
praise.  Much  was  accomplished  at  the  convention, 
but  there  is  still  much  left  to  do — some  things 
which,  we  think,  it  would  probably  have  been  bet- 
ter to  discuss  while  the  retailers  and  the  other 
sections  of  the  industry  were  gathered  at  Mon- 
treal. The  first  is  the  difficult  and  ever-present 
problem  of  increasing  and  holding  membership. 
The  shoe  retailers  of  Canada,  it  must  frankly  be 
admitted,  have  not  shown  as  ready  a  disposition 
to  get  together  and  stick  together  as  might  be  de- 
sired. The  local  associations  in  many  of  our  towns 
and  cities  have  been  having  their  difficulties.  To 
get  the  men  together,  to  induce  them  to  attend 
meetings,  has  been  an  arduous,  and  sometimes  a 
fruitless,  task.  The  executive  may  be  as  live  as 
you  like — and  generally  is — they  may  work  liter- 
ally day  and  night  in  the  interests  of  the  trade — 
and  sometimes  do — but  the  most  important  objects 
of  organization  will  be  frustrated  and  little  will  be 
accomplished  for  the  general  elevation  of  the  trade, 
unless  the  individual  member  will  take  an  interest 
and  "do  his  bit."  This  is  the  great  problem  of  as- 
sociation work:  To  secure,  and  hold,  the  interest 
of  the  individual*  member.  It  is  a  problem  that  the 
National  Shoe  Retailers'  Association  will  have  to 
deal  with  and,  indeed,  will  never  be  done  dealing 
with,  if  the  organization  is  to  be  a  real  success. 
This  resolves  itself  into  the  questions  of  organiz- 
ing methods,  co-operation  or  affiliation  with  local 
associations,  membership  campaigns,  ate,  all  of 
which  are  matters  of  great  importance  and  require 
extended  consideration   and  unceasing  efforts. 

"Three  Leaves  Upon  One  Stem  Together  Grow" 
Another  matter  which  will  have  a  direct  and 
immediate  bearing  upon  the  progress,  and  prosper- 
ity of  the  industry  is  the  extent  of  the  co-operation 
between  the  three  sections — manufacturers,  travel- 
lers and  retailers — through  their  associations.  It 
is  a  matter  upon  wtiich  we  should  like  to  have 
heard  a  full  and  free  discussion  at  the  convention, 
because  we  think  it  would  have  been  possible  to 
enthuse  all  those  present  with  the  possibilities  of 
mutual  assistance  in  the  development  of  each  or- 
ganization and  the  elevation  of  the  whole  industry. 
The  executives  have  taken  up  the  question,  how- 
ever, and  we  look  to  l)ig  results  from  their  combined 
efforts.  It  is,  we  think,  one  of  the  most  encourag- 
ing features  of  the  whole  situation  that  these  three 
assaciations  provide  the  means  whereby  manufac- 
turers, travellers  and  retailers  can  get  together  and 
help  each  other  along  the  sometimes-difficult  path  of 
progress.  Each  organization  has  at  its  head  a  thor- 
oughly capable  and  energetic  executive;  they  are  off 
to  a  good  start  and  we  are  condent  that  they  will 
make  a  brilliant  finish,  in  triple  harness,  next  year 
at  the  annual  convention  and  fair. 
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At  the  Montreal  Fair 


PETER  DOIG 


"What  did  you  think  of  the  Sliow  ?" 

This  is  the  question  everybody  has  been  asking  everybody  else  ever  sincS  the  Shoe  Fair  in  Montreal. 

In  nine  times  out  of  ten  the  conversation  finishes  with  some  reference  to  one,  Peter  Doig,  the 
man  on  the  opposite  page — "The  Man  Behind  the  Show." 

It  is  only  fitting  to  make  special  reference  to  the  magician  who  made  dreams  come  true,  who 
made  facts  out  of  tlieories,     concrete  out  of  the  abstract. 

Making    The  Show 

"Making  the  Show"  was  no  small  achievement.  It  represented  weeks  of  dynamic  energy.  And  the 
motive  force  was  Peter  Doig. 

The  organization  work  on  the  Show  was  achieved  in  a  remarkably  short  space  of  time.  It  was 
only  in  January  last,  at  Quebec  City,  that  the  meeting  was  first  suggested.  Then  we  didn't  hear  any 
more  about  it  until  March.  And  the  actual  detailed  work  of  organization  was  not  commenced  until 
May  3rd! 

Things  are  done  on  such  a  big  scale  nowadays  that  the  average  man  is  becoming  blase — he  takes 
everything  for  granted.  Mr.  Average  Man  came  from  all  parts  of  Canada  and  some  parts  of  the 
States  to  attend  the  Shoe  Fair,  went  about  his  business,  booked  his  orders,  attended  some  of  the 
meetings  and  functions,  had  a  good  time,  said  it  was  "some  show,"  and  departed.  Mr.  A.  M.  is  re- 
minded by  "P'ootwear  in  Canada"  that  the  success  of  this  Show  was  the  outcome  of  specialized  effort, 
and  of  painstaking  and  sacrificing  work.  It  didn't  "just  happen."  It  was  the  result  of  living,  forceful, 
tireless  effort.  It  was  Peter  Doig.  It  was  Peter  Doig  and  his  man,  Henry — a  coalition  of  talent 
which  worked  wonders. 

Twenty-Nine  Committees  and  One  Hundred  Thousand  Letters! 

Ask  Mr.  Average  Man  to  serve  actively  on  one  committee  and  he  will  think  he  is  rendering  great 
service — and  so  he  is,  if  he  does  his  job!  But  Peter  Doig  had  to  organize,  detail  and  supervise 
the  work  of  no  less  than  twenty-nine  committees  and  sub-committees.  P)etween  times — in  moments 
of  comparative  relaxation — he  managed  to  send  out  upwards  of  one  hundred  thousand  letters,  circulars, 
and  cards — many  of  them  in  both  French  and  English.  Of  course  this  meant  work — and  sacrifice.  It 
meant  that  Peter  Doig  had  to  toil  early  and  late— often  until  the  small  hours  of  the  morning! 

The  success  of  Peter's  efforts  may  be  gauged  from  the  fact  thait  the  attendance  at  the  Shoe  Fair 
was  something  like  one  hundred  thousand. 

Concerning  Doig 

If  there  is  anybody  who  doesn't  know  much  aliout  Doig,  we  will  confide  in  them  the  fact  that 
he  is  sales  manager  and  a  director  of  the  Tetrault  Shoe  Manufacturing  Company. 

He  was  born  at  Montreal  in  1883.  Entering  the  leatlier  '  business  twenty-five  years  ago,  he 
identified  himself  with  the  Montreal  agent  of  A.  R.  Clarke  &  Company,  Limited,  whose  Montreal 
branch  he  took  over  thirteen  years  later.  In  1913  he  became  manager  of  the  Leather  Department 
of  H.  J.  Fisk  &  Company.  The  following  year  he  became  sales  manager  of  the  Star  Shoe  Com- 
pany, Limited.  He  has  been  one  of  the  moving  spirits  of  the  Tetrault  enterprise  for  the  last  two 
years. 

That's  all  there  is  to  the  personal  end  of  this  narrative.  We  are  speaking  not  so  much  of  the 
man  as  of  his  work. 

In  the  many  and  varied  arrangements  for  the  N.  S.  R.  A.  meeting  there  was  the  touch  of  the 
master-hand  in  things  both  great  and  small. 

Doig  set  himself  out  to  see  that  the  details  were  right — and  he  did  it — and  they  were  right. 
His  influence  was  paramount — his  presence  ubiquitous. 

"Theirs  Not  to  Reason  Why!" 

Speaking  of  his  influence,  one  cannot  easily  forget  the  dominating  personality  which  kept  six 
hundred  people  in  their  seats  on  the  night  of  the  big  banquet  at  the  Windsor  Hotel — kept  them  in 
their  seats — glued  them  to  their  seats — until  the  guests  of  honor  had  had  their  say.  Some  achieve- 
ment! And  Peter  Doig  is  one  of  a  very  few  people  who  could  have  pulled  it  off. 


Peter  Doig  is  a  young  man  yet— thirty-eight.  May  he  continue  the  good  work.  May  it  and 
he — the  work  and  the  man — flourish  together. 

Canada  needs  all  her  Peter  Doigs.  It  is  the  energy  and  virility  of  such  men  as  he  that  impart 
new  life  to  commerce  and  help  to  keep  this  little  old  terrestrial  globe  on  the  move. 
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At  the  Montreal  Fair 


Bird's-Eye  View  of  the  Big 
Week's  Proceedings 

The  Fair  was  officially  opened  on  Thursday 
afternoon  by  Mr.  F.  S.  Scott,  M.  P.,  president  of 
the  Canadian  Shoe  Manufacturers'  Association.  Mr. 
Scott  spoke  briefly,  expressing  the  hope  that  the 
convention  and  show  would  become  an  annual  event 
of  great  benefit  to  the  shoe  and  leather  and  allied 
interests.  He  was  delighted  with  the  splendid 
showing  made  by  the  exhibitors  and  declared  that 
the  displays  were  the  equal  of  any  he  had  ever 
seen  in  any  country. 

After  the  opening,  the  big  show  got  properly 
under  way,  and  from  then  till  the  end  of  the  week, 
nothing  lagged.  Every  day  was  full  of  interest  and 
activity.  We  are  reproducing  elsewhere  sets  of 
coupon  tickets,  which  were  supplied  the  ladies  and 
gentlemen.  These  tell  the  story  of  the  entertain- 
ment features  of  the  Fair.  The  ladies,  it  will  be 
seen,  were  particularly  well  looked  after.  They 
had  drives  and  sight-seeing  trips  and  theatre  par- 
ties, all  on  their  own  account,  besides  joining  with 
the  male  delegates  in  the  enjoyment  of  the  diver- 
sions of  the  Fair. 

At  Wednesday  noon  a  manufacturers'  and  re- 
tailers' luncheon  was  held  in  the  Rose  Room  of 
the  Windsor  Hotel,  Mr.  F.  S.  Scott,  M.  P.,  presid- 
ing. Following  the  refreshments,  a  number  of 
brief  addresses  were  delivered.  Mr.  Scott,  on  be- 
half of  the  manufacturers,  expressed  their  pleasure 
in  having  the  retailers  with  them  as  their  guests. 
It  was  a  part  of  the  great  get-together  movement,  he 
said.  All,  he  was  sure,  had  learned  the  law  that 
the  best  thing  to  do  in  case  of  differences  is  to  get 
together.  At  the  present  time  we  in  Canada,  along 
with  other  peoples  of  the  world,  were  confronted 
with  most  abnormal  conditions.  Great  difficulties 
faced  us  in  the  immediate  future  as  a  nation,  and 
many  were  the  problems  with  which  our  own  in- 
dustry had  to  contend,  but  he  felt  certain  that  this 
gathering  of  manufacturers,  retailers,  travellers, 
leather  men,  and  all  those  connected  with  the  shoe 
and  leather  industry,  would,  as  they  became  ac- 
quainted with  one  another,  result  in  great  benefits. 

Mr.  Scott  then  called  upon  Mr.  Jas.  Acton,  who 
made  a  few  brief,  humorous  remarks. 

Mr.  Peter  Doig,  who  was  the  next  speaker 
called  upon,  expressed  his  gratification  at  the  way 
in  which  visitors  to  the  fair  had  shown  their  appreci- 
ation. The  management  had  determined  to  set  a 
high  standard  this  year  and  they  trusted  that  in 
subsequent  years  those  who  followed  up  might 
iiave  as  good  or  even  lietler  results.  They  wanted  ti) 
make  this  event  a  credit  lo  the  industry.  The  shoe- 
men  of  Canada  had  never  fully  apjjreciated  them- 
selves, but  if  every  man  wlu)  visited  the  fair  car- 
ried home  two  impressions  with  him — one  that 
good  shi  es  were  l)eing  produc  ed  in  Canada,  and  llir 


other,  that  there  were  a  lot  of  mighty  fine  fellows 
in  the  shoe  and  leather  industry — the  convention 
and  show  would  have  accomplished  a  great  object. 

Mr.  W.  V.  Ecclestone,  of  the  T.  Eaton  Co.,  in 
a  brief  address,  declared  that  he  could  not  find 
words  to  express  his  appreciation  of  what  the 
me  1  of  the  Canadian  shoe  manufacturing  in- 
dustry had  accomplished.  It  had  been  his  privi- 
lege to  visit  many  style'shows  at  Boston,  Roches- 
ter and  elsewhere,  but  he  had  never  seen  anything 
to  surpass  the  Montreal  Fair.  All  who  had  been 
connected  with  it  deserved  the  highest  praise. 

Mr.  Jos.  Daoust,  who  was  then  called  upon, 
told  how  the  style  show  project  had  been  initiated, 
how  they  had  had  ofifers  from  an  American  organi- 
zation to  manage  it,  and  how  Mr.  Doig  had  finally 
been  selected  for  the  job. 

The  Banquet  a  Big  Event 

The  annual  banquet  of  the  National  Shoe  Re- 
tailers' Association  at  the  Windsor  Hotel  on  Wed- 
nesday evening  was,  of  course,  the  big  event  of  the 
week.  Seldom  has  anything  impressive  been  seen 
in  Canada.  Alderman  Dixon,  who  represented  the 
city  of  Montreal  in  the  absence  of  Mayor  Martin 
due  to  illness,  declared  that  it  was  by  all  odds  the 
finest  banquet  he  had  ever  attended,  with  the  one  ex- 
ceptio.i  of  that  tendered  the  Prince  of  Wales  on 
his  visit  to  Montreal.  The  concensus  of  opinion 
of  shoemen  was  that  it  was  the  most  wonderful  af- 
fair of  its  kind  they  had  ever  witnessed.  President 
Warren  T.  Fegan  was  in  the  chair,  and  Mr.  Peter 
Doig  did  the  honors  as  toastmaster  with  his  usual 
aplomb.  Sir  Geo.  Foster  was  the  speaker  of  the 
evening,  and  made  a  very  eloquent  and  inspiring 
address.  A  number  of  toasts  were  also  very  grace- 
fully proposed  and  replied  to,  and  splendid  musical 
entertainment  was  provided  by  New  York  and  Mon- 
treal artists.  The  banquet  is  mentioned  at  greater 
length  elsewhere  in  these  pages. 

And  After  the  Banquet! 

After  the  banquet  there  was  an  elaborate  af- 
fair at  the  Bluebird  Cafe,  in  which  the  entertainers 
who  had  been  present  at  the  banquet,  took  part. 

The  Grand  Style  Parade  on  Thursday  evening 
was  certainly  "some"  show.  The  Windsor  Hall, 
in  which  it  was  staged,  was  packed  to  the  doors,  and 
the  models,  who  were  arrayed  in  costumes  which 
we  will  not  attempt  to  describe,  were  given  a  very 
enthusiastic  reception.  The  fashion  displays  were 
interspersed  with  delightful  musical  items. 

The  style  creations  were  presented  by  Holt 
Renfrew's,  Fairweathers,  Ogilvy's,  Almy's  and  Du- 
puis  Freres'.  Footwear  to  match  the  gowns  was 
furnislied  by  the  exhibitors. 

FoUovv'ing  the  parade,  there  was  an  informal 
dance,  where  an  attendance  of  some  300  were  ex- 
;)(.i.to(l,  l)ul  it  h.nppened  that  over  1,000  turned  up. 

The  afternoon  of  Friday  was  set  aside  for  the 
delegates  lo  visit  the  Montreal  shoe  stores. 

The  Quebec  City  and  Saguenay  trip,  which  was 
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to  have  been  made  on  Friday  evening,  was  cancell- 
ed, owing-  to  the  fact  that  few  of  the  delegates 
were  inclined  to  make  the  extra  journey.  In  place 
of  this  feature,  an  automobile  trip  to  Dominion 
Park  was  planned,  where  supper  was  served,  and 
the  New  York  artists  who  were  to  have  taken  part 
in  the  Quebec  trip  put  on  their  musical  and  vaude- 
ville acts.  After  that  there  was  a  concert  by  Tha- 
vui's  l)and,  and  the  visitors  had  carte  1)lanche  to  all 
the  diversions  provided  by  the  park  management. 

Saturday  was  a  great  day.  It  was  Montreal  Day 
and  it  was  travellers'  day.  The  whole  programme 
was  under  the  direction  of  the  road  men  and  the  » 
fair  management.  At  8..U)  all  the  shoeworkers  of 
Montreal,  who  were  given  a  special  holiday  for  the 
occasion,  gathered  at  Lafontaine  Park,  and  at  9.00 
o'clock  the  Grand  Parade  from  Lafontaine  Park  to 
the  Coliseum  started,  headed  by  Grenadier  Guards' 
band,  with  banners,  flags  and  special  floats.  The 
coliseum  was  then  thrown  open  to  the  workers  for 
the  remainder  of  the  morning. 

In  the  afternoon,  a  l)ig  field  day  was  held  for 
the  employees  of  the  shoe  and  allied  trades  fac- 
tories, at  Delorimier  Park,  where  there  was  danc- 
ing, races,  baseball,  and  a  tug-of-war. 

In  the  evening  the  Coliseum  was  thrown  open 
to  the  public. 

Thus  ended  the  Great  Fair. 

The  Fair  a  Brilliant  Success 

Reminisences  of  the  great  Montreal  Shoe  Fair 
will  be  current  among  the  shoemen  of  Canada  for 
many  years.  It  was  a  brilliant  affair  from  start  to 
finish,  and  those  who  were  not  present  missed  a 
great  deal  of  pleasure  and  profit.  The  exhibition 
was  at  once  educational,  interesting  and  artistic, 
and  was  undoubtedly  the  finest  that  has  ever  been 
staged  by  any  single  industry  in  Canada. 

The  Coliseum,  in  which  the  Fair  was  held,  was 
splendidly  furnished  and  decorated,  and  the  en- 
tire arrangements  were  as  efficient  as  they  were 
tasteful.  There  were  140  booths  in  the  building  ar- 
ranged in  six  rows,  facing  upon  three  avenues  or 
aisles.  Each  booth  was  in  lattice  work,  enamelled 
white  and  entwined  with  smilax,  giving  the  illusion 
of  a  series  of  old  English  gardens.  The  furnish- 
ings were  very  varied,  according  to  the  tastes  of 
the  exhibitors,  but  in  each  case  there  was  ample  scope 
to  secure  the  effect  of  a  very  inviting  little  recep- 
tion room.  An  effective  ceiling  was  obtained  by 
alternating  strips  of  green  and  white  cheesecloth, 
and  the  whole  display  was  brilliant  with  flags  and 
bunting. 

In  this  artistic  setting,  the  manufacturers  and 
wholesalers  had  a  splendid  opportunity  for  attrac- 
tive exhibits,  and  one  and  all  they  took  advantage 
of  it.  The  goods  displayed  and  the  manner  of  dis- 
play were  equally  commendable.  Among  the  un- 
ique exhil)its  may  be  mentioned  that  of  the  Do- 
i!-.inion  Rubbcl  System,  who  demonstrated  the  en- 
tire process  of  the  manufacture  of  the  various  class- 
es of  rubber  footwear,  and  that  of  the  United  Shoe 


Machinery  Co.  of  Canada,  who,  in  conjunction  with 
the  Tetrault  Shoe  Mfg.  Co.  and  Ames-Holden-Mc- 
Cready.  Ltd.,  staged  a  complete  demonstration  of 
shoemaking  by  the  Goodyear  welt  process. 

Some  of  the  exhibitors  made  use  of  very  live 
publicity  methods,  the  Citadel  Leather  Co.  and 
Standard  Kid  Mfg  Co.  i^eing  particularly  outstand- 
ing in  this  respect.  Both  of  these  firms  had  very 
attractive  living  models,  in  unique  apparel,  who 
acted  as  their  "travelling  representatives"  in  the 
Coliseum,  and  aroused  a  great  deal  of  interest  and 
comment. 

The  various  exhibits  are  mentioned,  individual- 
ly, elsewhere,  and  it  is  sufficient  to  say  here  that  the 
fair  was  a  triumph  for  "Made-in-Canada"  footwear. 

A  Few  Personals 

To  speak  of  all  who  contributed  to  the  success 
of  the  Convention-Fair  would  require  more  spac^e 
than  we  can  give,  but  we  cannot  refrain  from  brief 
mention  of  two  or  three  of  the  most  prominent 
figures.  The  work  of  Messrs.  Dqig,  Gales,  Fegan 
and  Jupp  is  referred  to  elsewhere.  Of  the  others 
who  helped  "make"  the  show  and  into  whose  hands 
the  future  of  the  industry  has,  in  a  sense,  been 
entrusted,  may  we  add  the  following: 

•Ir.  F.  S.  Scott,  M.P.,  President  of  the  Cana- 
dian Shoe  Manufacturers'  Association,  is  a  "young" 
man,  and  one  who  is  likely  to  stay  young.  The 
vicissitudes  of  business  and  political  life  have  not 
robbed  him  of  a  certain"  boyishness  of  spirit,  and 
though  great  success  has  come  to  him,  earlier  than 
it  comes  to  most  men,  he  has  not  been  weighed 
down  with  seriousness  or  self-importance.  He  is 
slim,  amiable  and  approachable,  and  his  smiling 
exterior  might  deceive  the  unwary  as  to  the  keen 
edge  that  is  hidden  underneath. 

Mr.  Scott  is  a  convincing  speaker  and  very 
persistent  in  sticking  to  his  point  when  he  is  per- 
suaded of  its  rightness.  The  tariff  is  one  of  his 
favorite  topics,  and  one  on  which  he  has  spoken 
with  great  effectiveness  on  many  occasions  both  in 
parliament  and  in  public  meetings.  Incidentally, 
it  may  be  mentioned  that  Mr.  Scott  is  one  of  the 
youngest  members   in   the   House   of  Commons. 

The  new  secretary  of  the  National  Shoe  Retail- 
ers' Asociation,  Mr.  Howard  Blachford,  is  one  of 
the  youngest  of  Canada's  larger  shoe  retailers,  and 
one  of  the  most  prominent.  Mr.  Blachford  is  chuck 
full  of  enthusiasm  for  organization  work,  having 
taken  a  very  active  part  in  the  affairs  of  the  To- 
ronto Association.  He  was  one  of  the  outstanding, 
figures  at  the  Montreal  convention,  and  the  way 
he  buckled  down  to  work  there  gave  the  Nomina- 
tion Committee  the  idea  that  he  would  make  a  first- 
class  secretary.  Their  expectations  will  not  be  dis- 
appointed. 

Popular  ideas  of  typical  characters  are  general- 
ly, if  not  always,  at  fault.  The  typical  commercial 
traveller,  as  portrayed  in  the  popular  magazines, 
is  a  flashing,  dashing  "get-sales-quick"  artist,  who 
will  do  anything  from  asking  his  client's  daughter 
to  marry  him  to  taking  the  Sunday  service,  to  hook 
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George  G.  Gales 


Next  to  Peter  Doigthe  man  most  respons- 
ible for  the  success  of  the  Montreal  Con- 
vention-Show. Mr,  Gales  is  a  very  suc- 
cessful shoe  retailer  in  the  City  of  Montreal 
and  has  one  of  the  handsomest  stores  in 
Canada.  His  fellow  retailers  appreciate 
his  ability  too,  for  they  elected  him  presi- 
dent of  their  Association. 
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an  order.  Mixing  with  real  salesmen  proves  this 
character,  as  representing  the  average  commercial 
man,  to  be  purely  imaginary.  There  are  among 
the  travellers  a  great  many  men  of  exactly  the 
opposite  type.  The  new  vice-president  of  the  Na- 
tional Shoe  and  Leather  Travellers'  Association  is 
in  this  class.  Mr.  Chas.  E.  Fice  is  a  man  of  quiet 
temperament,  not  given  to  long  speeches  nor  ex- 
travagant promises,  but  with  an  air  of  sincerity  that 
commands  respect.  He  has  followed  the  road  for 
many  years  and  has  grown  gray  in  the  service, 
though  still  in  the  prime  of  life. 

Mr.  Fice  cannot,  physically,  be  placed  in  the 
same  class  as  his  colleagues,  Messrs.  Doig,  Hef- 
fering  and  Savage.  Any  one  of  them  would  out- 
balance him  on  the  scales,  but  while  they  have  the 
superiority  in  lateral  proportions,  he  has  it  over 
them  in  the  matter  of  height. 

Mr.  James  Heffering,  the  chairman  of  the  On- 
tario section  of  the  National  Shoe  and  Leather  , 
Travellers  Association,  is  just  plain  "Jim"  among 
the  uoys.  Everybody  knows  "Jin:"  and  "Jim" 
knows  everybody,  for  if  his  eye  dwells  on  your 
physiognomy  once,  he  won't  insult  you  the  next 
time  he  meets  you  by  forgetting  who  you  are.  He 
is  very  cordial  and  very  popular,  but  is  accustomed, 
when  occasion  demands  it,  to  speak  straiglit  from 
the  shoulder.  Beating  around  the  bush  is  not  his 
forte,  and  he  is  not  strong  on  frills. 

Since  the  travellers'  organization  was  started,  Mr. 
Heffering  has  been  a  very  hard    and  enthusiastic 


worker.  He  is  out  to  uphold  the  interests  of  the 
knights  of  the  grip,  and  will  do  it. 

Mr.  R.  L.  Savage,  chairman  of  tlie  Montreal  Sec- 
tion of  the  National  Shoe  and  Leather  Travellers' 
Association,  is  one  of  the  best-known  shoemen  in 
his  territory  and  a  man  of  influence  among  his  fel- 
low travellers.  As  a  salesman  he  has  had  wide  ex- 
perience and  a  high  value  is  set  upon  his  judgment. 

Mr.  Savage,  like  his  associates,  Messrs.  Doig  and 
Hefifering,  is  a  heavy-weight,  and  when  these  three 
get  on  the  end  of  the  rope,  we  imagine  any  op- 
ponents of  the  travellers'  organization  should  speed- 
ily be  brought  on  the  right  side  of  the  handkerchief. 

Nugget  Polish  Company 

Situated  on  the  west  side  of  the  hall  the  exhibit 
of  this  company  was  tastefully  embellished  with 
palms  and  flowers.  Shoe  dressings  of  all  colors 
were  shown  on  three  tables,  together  with  polish- 
ing outfits.  This  firm  is  making  a  specialty  of  their 
new  white  dressing,  and  artistic  cards  to  that  effect 
were  prominently  displayed.  A  feature  of  the 
booth  was  a  large  colored  picture  showing  a  boy 
shining  a  shoe  with  Nugget  polish.  Lattice  work 
was  used  in  the  rear  and  down  both  sides  of  the 
booth.  Pencil  boxes  for  the  kiddies,  together  with 
key-holders  and  bags  to  carry  away  souvenirs,  were 
issued  to  the  shoe  men.  Mr.  J.  Harris,  manager,  was 
in  charge  of  the  booth.  Associated  with  him  were 
Messrs.  L.  R.  Howard,  H.  W.  Parsons  and  A.  Pcr- 
rault. 


General   view  of   Booths   looking   along   ccniro   aisle   of  Coliseum 
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Aird  &  Sons  Distinctive  Display 

"Screens  Draped  with  Skins  and  Flowers  Everywhere — Montreal 
Firm's  Progressiveness  is  Reflected  in  Their  Attractive  Booth 


Comparatively  few  shoes  were  shown  by  this 
firm,  who  make  for  the  jobbing  trade  only.  The 
shoes  were  exhibited  on  two  racks  at  the  front  of 
the  booth  and  consisted  of  women's  McKays  and 
turns,  together  with  a  selection  of  slippers. 

The  decorations  were  most  effective.  The  booth 
was  a  regular  flower  show — flowers  everywhere.  On 
either  side  of  the  booth  was  a  screen,  and  between 
these  a  bank  of  flowers,  on  a  cork  base.  To  height- 
en the  effect,  the  lattice  work  at  the  back  was  cov- 
ered with  flowers,  a  standard  lamp  shedding  a 
splendid  light  on  these  decorations.  The  screens 
were  draped  with  skins,  while  a  chair  at  the  back 
was  covered  in  the  same  manner. 

The  firm  is  one  of  the  largest  in  Montreal  sel- 
ling its  product  from  coast  to  coast.  Mr.  Narcisse 
Gagnon,  the  owner,  was  previously  in  the  retail 
business  and  also  learned  the  practical  end  of  shoe- 


making.  He  indeed  comes  from  a  shoemaking  family 
having  three  brothers  eonnected  with  the  trade  in 
Montreal.  He  acquired  the  present  business  in 
1899.  It  has  continued  to  expand  at  such  a 
rate  that  the  original  small  factory  on  St.  Timothy 
Street  had  to  be  replaced  by  a  larger  one  on  the 
same  street.  Eight  years  ago  a  four  storey  and 
basement  factory  was  erected  at  482-84  Ontario  St. 
E.,  Montreal,  where  now  about  300  hands  are  em- 
ployed. The  annual  sales  total  about  a  million  and 
one  half  dollars. 

It  will  thus  be  seen  that  the  business  has  been 
built  up  by  persistent  efforts.  Mr.  Xarcisse  Gagnon 
takes  an  active  part  in  the  business,  assisted  by  his 
sons,  Messrs.  Wilfred  Gagnon  and  Emile  Gagnon. 

The  factory  is  exceptionally  well  equipped  in 
every  department.  It  is  an  example  of  a  first  rate 
modern  plant. 
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J.  &  T.  Bell's  Display  of  Fine  Footwear 

One  of  Canada's  Oldest  Shoe  Firms  Exhibits  Some 
Exquisite  Models  in   Men's  and  Women's  Lines 


One  of  the  oldest,  if  not  the  oldest,  firms  in  the 
Canadian  shoe  manufacturing  industry  is  that  of  J. 
&  T.  Bell,  Limited.  Founded  in  1814  by  Alexander 
Bell,  this  business  was  taken  over  by  Joshua  and 
Thomas  Bell  in  1884,  whence  it  derives  its  present 
name. 

In  1909,  a  stock  company  was  formed  whereby, 
in  1918,  Mr.  H.  E.  Moles,  up  till  then  vice-presi- 
dent an  J  managing  director,  became  president. 

At  the  entrance  of  the  booth  a  handsome  glass 
"Silent  Salesman"  showcase  set  forth  in  fitting  style 
the  choice  array  of  samples  which  this  firm  had  on 
view.  The  base  of  the  showcase  was  lined  with 
white  silk,  while  the  shelf  and  sides  were  draped 
with  rich  gold  plush.  In  this  case,  and  on  a  neat 
arrangement  on  tables  and  chairs  around  the  Imoth. 
was  exhibited  a  wide  range  of  boots  and  shoes  of 
various  classes,  prominent  amongst  which  are  the 
following  special  lines: 

Ladies'  brown  suede  calf,  chestnut  brown  kid 
circular  vamp  button  pump,  with  fancy  top  and 
small,  fiat  peart  buttons,  turn  sole,  full  Louis  heel; 
ladies'  patent  colt  circular  vamp,  beaded  tongue 
pump,  turn,  and  full  Louis  heel;  pump  with  black 
kid  foxing,  two  small  flat  pearl  buttons,  turn  sole, 
and  full  Louis  heel. 


Men's  Col.  No.  600  Russian  calf  bal.  welt,  three 
F.  C.  hooks. 

Mr.  H.  J.  Hudon,  of  Richmond,  P.  Q.,  was  Mr. 
Roy  C.  Fraser's  guest  during  the  show.  Mr.  Hudon 
has  been  buying  Bell  shoes  continuously  for  over 
forty  years,  and  is  still  going  strong. 

On  the  right  of  the  entrance  to  the  liooth  was 
a  large  earthenware  vase,  bearing'  a  handsome 
spray  of  artificial  flowers.  At  intervals,  along  the 
shelves,  pieces  of  fine  looking  top  grade  black  vici 
kid  took  the  place  of  D'Oylies,  while  the  lattice 
work  around  the  side  and  back  was  intertwined 
with  cut  flowers  and  ferns  in  abundance.  Two 
handsome  parlor  lamps  illuminated  the  booth,  cast- 
ing their  light  directly  on  two  suitably  posted  and 
beautifully  printed  cards,  bearing  the  legend  (on 
the  left)  "Support  the  Canadian  Boot  and  Shoe  In- 
dustry," and  (on  the  right)  "Get  a  hundred  cents 
on  the  dollar." 

Mr.  Charles  Dionne,  city  representative,  was  in 
charge  of  the  booth,  and  was  pleased  to  receive 
visits  from  many  friends,  all  over  Canada.  During 
the  exhibition,  the  staff  in  attendance  at  the  booth, 
led  by  Mr.  Dionne,  added  much  to  their  popularity 
by  distributing  to  all  visitors  a  handsome  leather 
bill  case. 
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Quebec  Tanner's  Imposing  Display 

Lucien  Borne  Has  a  Varied  Exhibit  of  "Glazed  Horse"  in 
Many  Colors  -  Advantages  of  this  Comparatively  New  Material 


Altliough  Quebec  City  has  many  tanners,  Lucien 
Borne  was  the  only  representative  from  the  ancient 
capital.  The  firm  was  established  in  1873  and  made 
general  lines  of  kid  until  1914,  when  it  was  decided 
to  go  into  the  manufacture  of  glazed  horse,  thus 
giving  to  the  trade  an  opportunity  to  obtain  a  leath- 
er replacing  kid,  at  a  smaller  cost.  The  advantages 
of  glazed  horse  are  its  pliability,  non-lial)ility  to 
scuf¥,    the    same    wearing  qualities  as  kid  and  its 


business,  and  Mr.  Joseph  Borne  manager  of 
the  tannery. 

The  exhibit  consisted  of  gl^azed  horse,  sides  and 
fronts,  with  samples  of  shoes  made  of  this  leather. 
At  the  back  uf  the  IjDoth  was  a  skin  of  wild  horse, 
on  which  was  painted  a  large  maple  leaf  wi'th  the 
name  of  the  firm  underneath.  At  either  side  was  a 
card  with  the  words  "Surface  kid,  glazed  horse, 
black  and  colors,  in  sides,  fronts  and  butts.  Splits 


comparative  cheapness.  The  finish  of  this  leather 
and  the  grain  obtained  by  a  special  tannage  makes 
it  comi)arable  with  any  kid  stock  of  best  quality. 

The  tannery  of  Lucien  Borne  is  at  Limoilou, 
near  Quebec,  the  main  nllice  being  at  -Ki'.)  St.  Valier 
Street,  Quebec. 

The  lirm  wa.s  established  by  Mr.  Lucien  I'drnc. 
Mr.    Lucien     II.    Borne    is   the    manager    of  the 


— gloves,  shoes,  moccasins."  The  sides  were  draped 
with  skins,  and  in  the  forepart  of  the  booth  was 
a  table  covered  with  skins  and  showing  a  number 
of  shoes,  with  labels  indicating  that  they  had  been 
made  from  glazed  horse  by  the  following  firms.  Du- 
cliaiiie  and  L'erkiiis,  A.  E.  Marois,  Ltd.,  Joseph  Tan- 
guay,  the  J.  B.  Drolet  Company  Ltd.,  Lachance  and 
Tangiiay,  Gale  Brothers,  Ltd.,  and  A.  E.  Marsh,  Ltd. 
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Canadian  Consolidated  Felt  Co.,  Ltd. 

An  Attractive  and  Interesting  Exhibit  of  Felt 
Footwear — Display  of  Wool  in  Felting  Process 


At  Booths  Nos.  29  and  30,  tlie  Canadian  Consol- 
idated Felt  Co.,  Ltd.,  Kitchener,  Ont.,  had  an  ex- 
hibit which  was  conspicuous  by  the  tastefulness  of 
its  lay-out  and  the  attractiveness  of  its  furnishings. 
It  was  in  charge  of  Mr.  E.  G.  Stuebing,  assisted 
hy  Mr.  J.  H.  VVuest,  l)oth  of  whom  arc  very  well 
known  to  the  trade,  and  it  proved  a  very  popular 
rendezvous    indeed    with    the    visiting-  retailers. 

One  of  the  most  interesting  features  of  the  ex- 
hibit was  a  display  of  wool  in  the  various  stages 
of  manufacture.  First  there  was  the  wool  in  the 
natural  greasy  state  as  taken  from  the  backs  of  the 
sheep;  then  it  was  shown,  a  niuch  whiter  and  more 
fragrant  material,  after  the  scouring  process.  In 
the  third  stage,  it  was  shown  after  l)eing  carded 
ready  to  be  felted,  beautifully  soft  and  white,  and 


were  tastefully  displayed — ranging  from  the  dain- 
tiest of  svlippers  to  heavy  felt  footwear  for  foot  pro- 
tection in  the  cold  days  of  winter.  It  may  be  men- 
tioned that  all  Kosey  Korner  Slippers  are  put  up 
in  cartons  which  are  quite  in  keeping  with  the  con- 
tents, having  very  attractive  fancy  floral  and  pic- 
ture effects.  Pennant  felts  in  very  pretty  colors 
were  also  shown. 

Mr.  N.  M.  Davison,  manager  of  the  Canadian 
Consolidated  Felt  Co.,  Ltd.,  stated  that  the  com- 
pany has  made  wonderful  strides  in  production  and 
are  turning  out  per  day  approximately  7,000  pairs 
of  Kosey  Korner  and  Dominion  Felt  Footwear. 

Their  several  well  known  lines.  Smart  Step  can- 
vas footwear,  Dominion  Feh  Footwear,  Kosey  Kor- 
ner slippers,  and  Dominion    Commercial  felt  have 


finally  the  samples  of  the  finished  product  were 
displayed — upper  felts  in  a  wide  variety  of  attrac- 
tive colors.  It  is  particularly  worthy  of  note  that 
the  Canadian  Consolidated  Felt  Company's  goods 
are  quite  unique  in  the  delicacy  and  beauty  of  their 
colorings.  The  shades,  produced  in  the  slipper  felts 
are  such  as  will  satisfy  the  tastes  of  the  most  ex- 
acting woman. 

Another  feature  of  the  company's  booth,  which 
was  at  once  unusual  and  attractive,  was  the  floor 
covering,  which  was  of  their  famous  frost-proof 
sole  felt,  in  a  black  and  brown  check  effect — the 
same  material  which  is  used  for  the  outsoles  of  Do- 
minion felt  footwear. 

A  number  of  the  company's  well-known  lines 


in  the  past  all  been  manufactured  in  one  factory, 
but  the  need  for  more  production  has  been  so  great 
that  the  company  has  made  all  arrangements  to 
operate  two  plants  and  -these  will  be  starting  up  in 
August.  One  plant  will  be  entirely  devoted  to  the 
manufacturing  of  Smart  Step  Canvas  footwear  and 
the  present  plant  will  be  devoted  to  Dominion  Felt 
footwear,  Kosey  Kt)rner  slippers  and  Dominion 
Commercial  felt  exclusively. 

This  increased  factory  service  will  enable  the 
Canadian  Consolidated  Felt  Company  to  provide 
even  better  quality,  belter  finish  and  mere  snap  to 
their  styles  than  in  the  past.  It  means  a  service 
that  will  be  surpassed  by  none  and  will  enable 
them  to  offer  to  their  customers  a  most  satisfac- 
tory arrangement  for  sorting  purposes. 
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DOMINION  RUBBER 

QUCBEO  LtMit£0 


The  Largest  Exhibit  at  the  Fair 

Dominion  Rubber  System  Had  Splendid  Display  of  Their  Products 
and   Complete    Demonstration   of  Rubber   Footwear  Manufacture 


Besides  the  manufacturing  exhibit  of  the  Cana- 
dian Consolidated  Rul)ber  Company,  The  Dominion 
Rubber  System  (Quebec)  had  a  display  of  the  fin- 
ished products  at  the  adjoining  booth,  No.  38,  and 
the  whole  exhil)it  was  the  largest,  and  one  of  the 
most  interesting,  in  the  Coliseum.  This  booth  also 
was  very  attractively  furnished  and  decorated.  The 
display  feature  was  a  handsome  showcase  in  which 
various  of  the  company's  lines  were  shown  to  ad- 
vantage. Along  the  top  of  the  partition,  on  one 
side,  little  tots'  white  rubbers  were  pleasingly  dis- 
played, while  on  the  other  side  were  tiny  bathing 
shoes  for  the  kiddies.  Just  at  the  entrance  of  the 
l)ooth  was  a  heavy  green  rubber  mat,  inlaid  in 
white,  with  the  Dominion  Rubber  System  trade 
mark  in  the  centre.  The  booth  was  comfortably  car- 
peted and  was  draped  around  the  sides  with  green 
felt.  Some  plants  and  flowers  and  a  beautiful  elec- 
tric standard  lamp  added  the  finishing  touch  to  a 
very  attractive  display.  Tlie  souvenirs  distrilnUed, 
which  were  in  the  form  of  neat  and  practical  cigar 
cutters  and  small  pocket  memo  books,  played  no 
small  part  in  making  the  company's  buDth  the  centre 
of  interest  that  it  was. 

The  com|)any  were  showing  practically  all  their 
lines.  There  were  the  well  known  Merchant's 
Uranrl    and    Jacques    Carticr    Brand    rubi)ers,  Bur- 


leigh overshoes  for  women  with  fine  Jersey  gaiters, 
women's  fine  Jersey  storms,  men's  light-weight 
overshoes — 4-buckle,  2-buckle,  and  1-buckle — and 
men's  felt-lined  curling  bals.  The  rubbers  were 
shown  in  v/hite,  grey,  tan  and  black,  and  the  sty- 
lish and  snappy  lasts  in  which  they  were  made,  to 
fit  all  kinds  of  shoes,  were  particularly  noteworthy. 
Besides  these,  there  were  knee,  three-quarter  length 
and  hip  boots,  in  the  same  range  of  colors — and  also 
in  red — lumljermen's  rubber  boots,  and  kiddies'  rub- 
ber boots  with  stocking  tops. 

A  complete  range  of  samples  of  the  Fleet  Foot 
lines  were  displayed — running  shoes,  tennis  shoes, 
oxfords  and  pumps,  for  the  whole  family,  and  bare- 
foot sandals  for  growing  girls  as  well  as  for  child- 
ren. There  were  also  samples  of  the  company's 
complete  line  of  bathing  shoes,  with  tops  running 
from  4  in.  to  8  in. 

Particularly  worthy  of  mention  in  the  company's 
display  were  the  shoes  of  the  "Aviator"  brand.  This 
is  a  very  snappy  sport  shoe  with  leather  facings, 
for  men,  women  and  boys.  Among  the  exclusive 
men's  lines,  a  particularly  attractive  style  was  the 
"Blmhurst,"  a  white  fabric  shoe  with  imitation  tip 
and  welt,  made  to  the  latest  pointed  last,  in  both 
bal  and  oxford. 

The  different  lines  of  summer  footwear  were  all 
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shown  in  bals.  and  low-cuts,  with  the  exception  of 
some  of  the  women's  street  shoes,  which  are  made 
in  oxfords  and  pumps  only. 

Besides  the  shoes,  "Cat's  Paw"  and  "Rinex" 
were  not  overlooked  in  the  exhibit.  These  famous 
heels  and  soles,  in  white,  black  and  tan,  were  very 
much  in  evidence. 

Another  attractive  feature  of  the  display  was 
the  show  cards,  such  as  are  supplied  to  retailers, 


which  were  attractively  arranged  around  the  booth. 
These  cards  were  in  artistic  designs  and  colors  and 
had  an  eye-catching  quality  which  is  very  valu- 
able both  to  the  retailer  and  the  manufacturer.  Not 
only  were  there  the  usual  cardi^oard  display  cards 
but  also  very  neat  and  effective  metal  signs. 

The  exhibit  of  the  Dominion  Rubber  System 
(Quebec)  was  in  charge  of  Mr.  C.  Mclver,  a  mem- 
ber of  the  sales'  force  who  is  well  knnwn  to  the 
trade. 


Canadian  Consolidated  Rubber  Company's 

Manufacturing  Exhibit 


No  display  at  the  Shoe  and  Leather  Fair  attract- 
ed more  attention  than  that  of  the  Canadian  Con- 
solidated Rubber  Company.  Their  exhibit,  which 
consisted  of  a  complete  demonstration  of  the  pro- 
cess of  manufacture  of  rubber  footwear,  occupied 
five  booths  at  the  south  end  of  the  hall.  The  loca- 
tion was  particularly  good,  being  at  the  corner  of 
Haig  and  Kitchener  avenues,  close  to  the  band- 
stand, where  the  concourse  of  people  always  seem- 
ed greatest,  and  the  space  around  the  Canadian 
Consolidated  Rubber  Company's  display  was  al- 
ways crowded  with  interested  spectators  engrossed 
in  watching  the  deft  operations  of  the  workers. 

The  exhibit  told  virtually  the  whole  story  of  the 
manufacturing  process.  It  was  indeed  nothing  less 
than  a  small,  neat,  eflicient  factory,  established  at 
the  Coliseum  for  the  benefit  of  the  visiting  shoe- 
men  and  the  public. 

The  tables  on  which  the  work  was  carried  out 
were  ranged  around  the  sides  of  the  booths,  where 
everyone  could  get  a  close-up  view  of  the  opera- 
tions, which  were  performed  by  white-capued,  white- 
aproned  workers  from  the  company's  plant,  spec- 
ially  selected   on   account   of  their   skill   and  effi- 


ciency. In  the  centre  of  the  space  was  a  large 
rack,  draped  with  flags,  on  which  the  finished  hoots 
and  rubbers,  still  on  the  lasts,  were  placed. 

The  classes  of  rubber  footwear  produced  at  the 
exhibit  were  Dominion  brand  rubbers,  Jacques  Car- 
tier  brand  heavy  Lumbermen's,  special  Acid-proof 
men's  munition  boots  of  white  rubber,  and  a  line 
of  Jacques  Cartier  black  rubber  boots  of  super- 
heavy leg  construction. 

Those  who  are  not  acquainted  with  the  process 
and  did  not  see  the  display  will  ht  interested  in  a 
brief  description  of  the  operations.  It  was  not  pos- 
sible, of  course,  to  include  in  the  exhil)it  the  big 
calendering  machines  through  which  the  rubber 
passes  preliminary  to  its  manufacture  into  foot- 
wear. When  the  raw  rubber  comes  to  the  plant 
it  is  first  washed  and  then  reduced  to  a  more  tract- 
able condition  by  being  passed  through  the  first 
calendering  machine  and  rolled  out  between  calen- 
ders having  diagonal  corrugations.  Then  it  goes 
through  a  second  calendering  machine,  which  rolls 
it  out  into  a  thinner  sheet,  while  at  the  same  time 
the  necessary  compound's  and  dyes  are  added.  The 
design  or  corrugation  which  the  observant  wearer 


FOOTWEAR   IN  CANADA 


At  the  Montreal  Fair 


will  have  noticed  around  the  upper  edge  of  a  pair 
of  rubbers,  is  impressed  ni)on  the  sheet  of  rubber 
while  passing  through  this  machine.  The  calender- 
ing machine  has  a  very  accurate  and  sensitive  me- 
chanism, being  adjustable  to  1/I0,00()th  of  an  inch. 

When  the  rubber  has  thus  been  rolled  out  into 
a  thin  sheet — in  some  cases,  for  the  lightest  of  rub- 
bers, almost  to  the  thinness  o'f  paper — it  is  then 
placed  in  the  hands  of  the  cutter,  who  cuts  it  into 
the  various  patterns  recjuired. 

In  the  making  of  rubbers,  the  last  is,  as  in  the 
case  of  every  other  class  of  footwear,  the  foundation 
of  the  process,  h'or  the  lighter  grades  of  rubber  foot- 
wear manufacture,  female  operators  are  employed 
for  the  most  part,  but  the  heavier  grades  require  the 
superior  strength  of  the  male  worker. 

Let  us  follow  the  process  of  manufacture  of  a 
pair  of  rubbers,  as  demonstrated  at  the  exhibit  of 
the  Canadian  Consolidated  Rubber  Company.  The 
operator  takes  the  last  and  first  applies  the  lining. 
Then  she  takes  the  insole  and  rolls  it  firmly  in 
place.  Next  she  attaches  the  various  friction  pat- 
ches, which  strengthen  those  parts  of  the  rubber 
upon  which  the  greatest  wear  comes.  These  patches 
are  of  cotton  thoroughly  saturated  with  rubber.  A 
strip  of  pure  rubl)er  facing  is  then  applied  around 
the  fore  part  of  the  sh'oe,  binding  the  lining  and 
insole  together.  This  is  all  rolled  very  thoroughly 
with  a  small  hand  roller,  completing  the  first  part 
of  the  process  of  manufacture,  and  the  last  is  hand- 
ed over  to  another  operator.  This  operator  applies 
the  pure  gum  upper  over  the  inner  lining,  fits,  trims 
and  stitches  it.  A'fter  this  operation,  the  rubber  is 
again  thoroughly  rolled  and  pressed  wi'th  a  steel 
roller  to  eliminate  any  blisters  or  loose  spots  in 
the  upper.  A  pure  gum  toe  cap  is  next  cemented 
on,  and  the  rubber  is  ready  for  the  application 
of  ithe  sole. 

An  application  of  rubber  cement  is  first  made 
to  the  sole,  and  allowed  to  dry.  The  cement  is 
made  in  the  various  colors  in  which  the  rubbers 
are  manufactured.  After  the  cement  is  thoroughly 
dry,  the .  sole  is  applied  and  its  edges  are  thor- 
oughly rolled  to  the  pure  gum  upper.  Then  the 
edges  are  stitched,  and  the  rubber  is  complete,  ex- 
cept for  the  varnishing  which  gives  it  its  brilliant 
finish,  and  the  curing.  The  curing  process  requires 
a  temperature  of  about  200  deg.  F.,  and  takes  from 
four  to  eight  hours'  time,  according  to  the  weight 
of  the  rubbers.  The  lasts  are  removed  from 
them  and  the  rubbers  are  then  ready  to  wear;  after- 
ward they  are  sorted  according  to  pairs  and  packed, 
which  ends  ithe  story. 

Almost  any  color  can  be  produced  in  rubbers 
by  the  use  of  dyes  in  the  calendering  process,  but 
the  three  standard  colors  are  black,  white  and 
brown. 

One  of  the  things  that  must  have  impressed  the 
observer  at  the  Canadian  Consolidated  Rubber  Com- 
pany's demonstration  was  the  amounif  of  the  hand 
work  involved  in  the  manufacture  of  rubber  foot- 
wear. From  the  time  the  sheets  of  rubber  leave  the 
calendering  machine,  every  operation  in  the  pro- 
cess is  carried  out  by  hand  and  yet  it  is  surprising 
the  number  of  rubljers  turned  out  in  a  day.  A  high- 
ly skilled  operator  will  turn  out  as  many  as  12.')  or 
l.'iO  pairs  of  rubbers  per  day,  working  six  or  seven 
hours,  while  the  average  operator  will  'turn  out 
about  100.  The  heavier  class  of  rubber  footwear, 
such  as  rubber  boots  and  lumbermen's,  of  course 
require  heavier  work  and  longer  time,  but  the  jirin- 
ci])les  of  manufacture  are  exactly  the  same. 

Souvenirs  in  'the  form  of  miniature  rubbers  and 
rubber  bf)ots  were  given  out  most  generously  and 
were  tnlhnsiaslically  received  by  the  visitors  to  the 
booth. 

Mr.  S.  A.  Dube,  superintendent-elect  of  the  Can- 


adian Consolidated  Rubber  Company's  new  factory 
on  Guy  St.,  Montreal,  was  in  charge  of  the  manu- 
facturing exhibit. 

Theodore  Mayer 

The  firm  of  Theodore  Mayer  had  an  attractive 
exhibit  at  Booth  No.  38.  They  had  a  full  range  of 
samples,  showing  everything  in  stitchdowns — men's, 
boys',  youths'  misses'  ajid  children's.  yVround  the 
booth  were  hung  sides  of  first-class  leather,  such 
as  is  used  in  the  company's  shoes — elk,  and  lotus, 
tan  and  mahogany  side  leather.  A  handsome  stand- 
ard lam])  and  decorative  greenery  and  plants  added 
the  aesthetic  touch  to  a  neat  display.  Mr.  Carl  Niel- 
sen was  in  charge  of  the  booth. 

Brockton-Rand  Co. 

At  Booth  34  we  found  the  interesting  exhibit  of 
the  Brockton-Rand  Co.,  whose  product,  Barbour 
grooved  endless  welting,  needs  no  introduction  to 
the  trade.  The  company  demonstrated  the  endless 
feature  of  this  welting,  which  obviates  the  neces- 
sity of  scrapping  the  tag  end  of  the  welting,  when 
there  is  not  sufficient  to  welt  another  shoe  with. 
Neat  coils  of  the  Barbour  product  were  on  dis- 
play, showing  the  convenient  form  in  which  it  is 
shipped  to  the  manufacturer.  The  company  distri- 
buted attractive  souvenirs  in  the  shape  of  tape 
measures,,  filing  clips,  etc.  Mr.  Chas.  A.  Brown,  the 
general  manager,  Mr.  Geo.  W.  Folger,  a  member 
of  the  sales'  force  who  represents  the  company  in 
Canada,  and  Mr.  Perley  E.  Barber,  junior  member 
of  the  firm,  were  all  present  at  the  fair. 


Rivalled  "American  Beauties" 

The  "American  Beauties"  which  served  to  make 
the  Standard  Kid  Manufacturing  Company's  ex- 
hiljit  so  attractive  found  a  rival  in  two  Montreal 
beauties  in  whom  Vode  kid  footwear  found  a  set- 
ting which  attracted  the  attention  and  admiration  of 
hundreds  of  people — particularly  of  one  sex.  Two 
young  ladies  tastefully  gowned  in  Copenhagen  blue, 
wearing  white  accordion  pleated  sport  hats  with 
fringe  ribbon  tassel,  shod  in  beautifully  designed 
white  kid  shoes,  and  carrying  imported  French 
cream-colored  parasols  caused  consternation  in  the 
ranks  of  ladies  who  were  accompanying  husbands, 
1)1  others  and  other  male  friends  around  the  various 
booths.  At  the  Windsor  Hotel,  also,  a  similar  im- 
pression was  made.  The  novel  and  telling  efife  -t  of 
the  human  clement  in  public'ty  was  never  demon- 
strated more  effectively  or  in  a  more  charming  man- 
ner. This  original  feature  was  arranged  in  conjunc- 
tion with  Messrs.  Lachance  &  Tanguay,  of  Quebec, 
one  o  fthe  largest  users  of  Vode  Kid  in  Canada. 
An  armlet  worn  by.  one  o  fthe  sirens  was  embellish- 
ed; by  the  words  "Vode  Kid,"  and  the  other  by  the 
name  o  fthe  Quebec  firm,  "Lachance  &  Tanguay." 
Much  credit  is  due  Mr.  William  A.  Platz  and  Mr. 
W.  L.  Fra  ncis  for  this  absolutely  unique  presenta- 
tion. 
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Exhibit  of  Women's  High  Grade  Welts 

Canadian  Shoes  Limited  Display  a  Number  of  Their  Lines 
in  Attractive  Booth — Restricted  to  Styles  in  Regular  Demand 


In  booth  No.  93,  Canadian  Shoes  Limited,  of 
Toronto,  Ontario,  exhibited  their  lines  of  women's 
standardized  Goodyear  welt  shoes. 

The  lines  of  this  company's  manufacture  are  re- 
stricted to  styles  and  patterns  that  are  in  regular 
demand.  Only  the  highest  grades  of  all  materials 
are  used  and  the  process  of  manufacture  is  standard- 
ized to  the  fullest  extent  possible. 

The  combination  of  these  two  policies — that  of 


restricting  lines  to  only  standard  styles  and  pat- 
terns and  standardizing  the  process  of  manufacture 
in  every  detail — makes  it  possible  for  this  company 
to  manufacture  Goodyear  welt  shoes  of  the  highest 
quality  at  very  moderate  prices. 

The  company  carries  a  stock  of  all  lines  and  will 
be  glad  to  send  a  catalogue  on  request. 

The  company's  representatives  at  the  exhibition 
were:  Mr.  Geo.  Cowling,  Mr.  Frank  E.  Rousseau 
and  Mr.  W.  G.  Hardie. 


CANADIAN  SHOES 
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Citadel  Kids 

A  Distinctive  Exhibition  of  Kids — An  Out- 
standing Color  Scheme  of  Green  and  White 


It  is  safe  to  say  that  this  company  obtained  the 
maximum  of  publicity  from  their  exhibit.  This  was 
due  to  the  enterprise  of  Mr.  W.  A.  Lane,  the  Mon- 
treal manager,  whose  fertile  imagination  was  evi- 
dent, not  only  in  the  arrangement  of  the  booth  but 
also  in  the  methods  of  securing  the  utmost  bene- 
fit from  the  show.  In  his  preliminary  literature  Mr. 
Lane  got  the  trade  guessing  as  to  the  meaning  of 
a  certain  mysterious  No.  13  which  afterwards  turn- 
ed out  to  be  the  number  of  the  company's  booth. 
Besides  this  he  introduced  a  decidedly  attractive 
feature  to  the  show  in  the  person  of  dainty  Miss 
Eleanor  Arliss,  with  her  companion  "Billy  the  Goat." 
Miss  Arliss  was  attired  in  a  very  becoming  dress  of 
green  and  white  kid,  with  green  stockings  and  white 
and  green  shoes  to  match,  while  her  faithful  com- 
panion, the  goat,  was  decorated  in  green  and  white 
and  carried  on  its  sides  a  kid  skin  l)cariiig  the  name 
of  the  firm,  in  gold. 


The  scheme  of  decoration  in  the  booth  was 
green  and  white,  this  being  in  harmony  with  the 
general  outline  of  decorative  effects  adopted  by  the 
committee  of  the  show.  The  kid  leathers  were 
mainly  green  and  white,  being  specially  dyed  for  the 
occasion.  The  skins  were  ranged  around  the  back 
and  sides  of  the  booth;  a  number  of  skins  of  black 
kid  were  placed  on  the  table  at  the  rear,  and  above 
these  were  clusters  of  colored  kids,  brown,  mahog- 
any, white,  green  and  battleship  grey,  forming  a 
very  conspicuous  feature  of  the  booth.  The  chairs 
were  draped  with  green  and  white  skins,  and  there 
were  also  some  floral  decorations. 

Mr.  W.  A.  Lane  and  Mr.  B.  S.  Scott  were  in 
charge  of  the  booth,  and  Mr.  J.  -A..  Scott,  of  Quebec, 
was  present  at  the  convention. 

For  souvenirs  the  company  distributed  kewpie 
dolls  for  the  ladies,  and  match  boxes  for  men,  and 
in  addition  souvenir  badges  were  given  away. 
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Patent  Leather  Makers  to  the  Empire 

Well-Known  Toronto  Firm  of  A.  R.  Clarke 
&  Company  Show  Exclusive  Samples  of 
Patent    Leather    and     Other  Varieties 


This  firm  is  the  largest  producers  of  patent 
leather  in  the  Empire,  their  goods  being  distributed 
throughout  the  world.  "Patent  leather  makers  to 
the  Empire"  is  the  motto  of  the  firm,  and  the  acti- 
vities of  the  company  in  this  respect  are  indicated 
by  the  fact  that  the  firm  is  represented  in  England, 
Australia,  and  the  United  States,  while  leather  is 
also  sent  to  other  countries.  The  name  of  Clarke 
in  the  leather  business  is  synonymous  with  patent 
leather,  and  this  reputation  has  been  secured 
through  the  quality  of  the  goods  produced. 

The  total  production  in  1919  was  over  three  mil- 
lion dollars  in  value.  The  trade  has  steadily  grown 
since  the  establishment  of  the  firm  in  1852.  The 
Company  are  proud  of  the  fact  that  the  leather  is 
of  the  highest  grade,  and  that  throughout  the  dif- 
ferent processes  the  goods  are  handled  with  exact- 
ing care. 

The  Clarke  plant  covers  an  area  of  over  six 
acres,  the  main  building  in  Toronto  being  a  very 
fine  brick  structure  of  four  storeys  in  height. 

The  demand  for  patent  leather  is  increasing 
e\ery  year,  due  in  one  respect  to  improvements  in 
the  process  of  manufacture,  to  which  the  A.  R. 
Clarke  Co.  has  contributed  to  an  important  degree. 

In  view  of  the  facts  above  stated  it  was  only 
natural  that  the  exhibit  should  feature  patent  leather. 


A  glance  at  the  booth  showed  that  was  the  main 
product  of  the  Company. 

The  color  scheme  of  the  booth  was  canary  and 
black,  the  furniture  being  of  the  former  color,  so 
that  the  effect  was  quite  artistic.  As  a  contrast, 
some  of  the  drapery  was  in  green. 

A  feature  was  a  wicker  fountain  with  an  electric 
light  in  the  centre.  Shoes  of  patent  leather  were 
prominently  displayed  on  the  table  in  front  of  the 
booth. 

The  exhibits  consisted  of  samples  of  the  leathers 
made  by  the  firm.  These  included  glove  leathers 
of  various  kinds,  shearlitigs,  patent  leathers  and 
glazed  horse,  the  patent  leather  being  most  pro- 
minently displayed.  Skins  of  patent  leather  were 
arranged  at  the  end  and  around  the  sides  of  the 
booth. 

The  sign  above  the  booth  was  rendered  con- 
spicuous by  the  trade-mark  of  the  Company,  "A 
R.  C",  which  was  brought  out  very  prominently. 
In  addition  to  the  trade  exhibit  there  was  a  nicely 
arranged  display  of  flowers  and  palms,  with  baskets 
of  flowers  on  shelves  on  both  sides. 

Mr.  Griffith  Clarke,  the  president,  and  Mr.  Sailer, 
who  represented  the  firm  from  Toronto,  were  at 
the  Convention,  with  Mr.  C.  G.  Higginson,  manager 
of  the  Montreal  branch,  in  charge  of  the  booth. 
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Shoes  and  Leather 

Daoust,  Lalonde  and  Company,  Limited,  Stage  an  Exhibit 
of   Their  Branded  Lines  and  Also   of  Their  Tannages 


As  shoe  manufacturers  and  tanners,  this  firm 
showed  samples  of  tlieir  goods  in  these  allied  sec- 
tions of  the  shoe  industry.  The  tanning  products 
were  exhibited  at  the  booth  of  John  McEntyre 
Limited  (20). 

The  decorations  of  the  Daoust,  Lalonde  booth 
mainly  consisted  of  cretonne,  harmonizing  with  the 
green  and  white  scheme  of  the  show.    At  the  back 


The  "Metropolitan"  trade  mark  was  on  i)atent 
leather,  "Patricia"  on  kid,  and  "Ualaco"  on  mahog- 
any calf.  These  illustration's  of  the  trade  marks, 
which  were  painted  nn  the  various  skins,  made  quite 
an  effective  showing,  as  they  were  artistic  in  de- 
sign and  execution. 

Mr.  Auguste  Bertrand,  sales  manager,  was  in 
charge  of  the  booth. 


of  the  Ijooth  were  a  number  of  i);ilms,  and  at  the 
side  a  large  standard  lamp  with  a  pink  shade. 

The  firm  showed  samijles  of  goods  for  next 
season,  consisting  of  tlicir  well  knf)wn  brands, 
"Patricia,"  "Dalaco"  and  "Metropolitan,"  in  men's 
welts  and  women's  McKays.  These  were  shown 
jn  racks  at  the  back  of  the  booth  and  on  tables.  Be- 
sides these  lines,  there  were  a  numlier  of  skins  on 
whici)  Ihc  trade  marks  of  the  firm  were  re-produced. 


y\t  booth  No.  20  the  exhibit  of  the  company's 
leathers  consisted  of  side  leathers  and  splits  in  col- 
ors and  black,  these  being  arranged  around  the 
sides  of  the  booth.  They  were  in  great  variety, 
siiowing  the  extensive  range  made  by  the  firm. 

Mr.  Joseph  Daoust  is  president  and  general  man- 
ager of  the  firm.  Mr.  C.  Lalonde  is  vice-president, 
Mr.  I^ouis  Daoust,  assistant  general  manager,  and 
Mr.  Charles  11.  11  not,  secretary. 
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Eureka  Shoe  Company's  Products 

Some  Fine  Examples  of  Women's  Shoes  Made  by  this 
Company — How  this  Three  Rivers  Firm  has  Progressed 


The  hootli,  placed  in  what  was  known  as  Kitch- 
ener .\\enue,  was  as  smart  in  general  appearance 
as  any  otlier  in  the  show. 

The  lirni,  which  sells  to  the  jol)bmg  trade  only, 
was  strong-  on  brogue  bals  and  oxfords. 

At  the  shdw  they  displayed  a  splendid  variety  of 
women's  McKays,  as  well  as  a  full  line  of  English 
Ijrogues,  and  the  very  latest  patterns   in   ties,  in 


er  work  tables,  while  the  right  hand  corner  was 
occupied  by  a  similar  table,  with  attractive  merchan- 
dise. 

Mr.  G.  W.  Beaufoy,  president  of  the  company  and 
general  manager,  was  in  charge  of  the  booth,  as- 
sisted by  Mr.  J.  A.  Beaufoy,  of  the  sales  staff,  and 
Mr.  Percy  Scott,  secretary-treasurer  of  the  com- 
pany.    Mr.  J.  A.  Beaufoy  has  four  years'  service 


fact  a  most  up-tu-date  and  complete  assurtment  of 
all  models  of  women's  shoes.  The  company  offer- 
ed a  choice  of  half  a  dozen  lasts  to  pick  from — 
long  toe,  18/8  Louis  heel;  long  toe,  lG/8  Cuban 
heel;  medium  toe,  17/8  Louis  heel;  short  toe,  14/8 
Louis  heel;  short  toe,  15/8  Louis  heel;  sport, 
12/8  sport  heel. 

The  sides  of  the  booth,  as  well  as  the  stands 
and  tables,  were  tastefully  decorated  with  calf  and 
kid  skins.  At  both  sides  of  the  entrance  to  the 
i)ooth,  sample  shoes  were  neatly  arranged  on  wick- 


with  the  colors  in  France  to  his  credit,  where  he 
served  as  battery  signaller  in  the  Canadian  Field 
Artillery.  He  was  singularly  fortunate  in  that  in 
spite  of  the  dangerous  post  which  he  held,  he  suf- 
fered only  four  days'  illness  throughout  his  ser- 
vice. 

A  record  of  practically  unbroken  success  is  to 
the  credit  of  the  Eureka  Shoe  Company.  During  the 
past  three  years,  they  have  doubled  the  capacity 
every  year.  They  have  at  the  present  moment  a 
large  amount  of  work  in  hand. 
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At  the  Montreal  Fair 


An  Instructive  Exhibit  by  Gale  Bros. 


A  very  business-like  exhibit  showed  a  large  num- 
ber of  samples  of  women's  and  misses'  McKays. 
The  factory  at  Quebec  City  has  an  output  of  1500 
pairs  per  day,  the  goods  being  made  for  the  job- 
bing trade  only,  in  a  plant  of  three  large  buildings 
all  connected.  The  firm  was  established  in  1905, 
and  the  growth  of  the  business  has  necessitated  five 
extensions. 

The  exhibit  included  the  latest  styles  in  women's 
McKays,  8  and  9  inch  lace  boots,  and  also  eyelet 
ties  and  oxfords.  These  goods  were  made  in  pat- 
ent and  various  colors  of  glazed  kid  and  calf.  Sev- 
eral of  the  samples  had  fancy  tops.  One  notable 
sample  was  a  sport  shoe  made  of  white  Levor  kid 
with  green  kid  tip  and  foxings,  while  another  was 
an  Egyptian  strap  shoe  in  patent  with  enamelled 
heel  and  aluminum  plate.  Some  of  the  samples  on 
exhibit  were  fitted  with  slip-on  buckles  and  one 
dress  shoe  of  black  ooze  calf  had  Rhinestone 
buckles.  There  was  a  sample  of  the  new  French 
last  with  short  vamp  and  high  heel.  The  firm  are 
makers  of  a  special  skiing  boot  with  a  heel  design- 
ed to  tiold  the  strap 


Among  the  other  samples  shown  was  a  brogue 
shoe  with  an  outside  fringe  made  in  Scotch  grain 
leather.  There  were  several  pumps  on  exhibit,  in- 
cluding shimmy  pumps  in  many  styles.  Royal  pur- 
ple pumps,  and  grey  kid  pumps  with  large  buckles. 

Among!  the  more  substantial  goods  were  misses' 
shoes  with  heavy  lockstitch  soles. 

The  goods  were  set  out  on  four  tables,  the 
covers  being  of  green  bordered  cloth  on  which 
were  pictures  of  various  shoes.  A  table  at  the 
rear  was  draped  with  a  skin  of  an  unborn  calf,  the 
skin  being  dressed  with  the  hair  on. 

At  the  back  were  two  brackets  with  brass  rails, 
on  which  were  placed  a  number  of  shoes,  while 
above  these  was  a  number  of  decorations.  At  the 
sides  several  choice  skins  were  used  for  decorative 
purposes. 

Mr.  George  Wilson,  sales  manager,  was  in 
charge  of  the  booth.  Mr.  Herbert  Gale  and  Mr. 
Harry  V.  Gale  were  also  present  at  the  convention. 

Mr.  Herbert  Gale  is  president  of  the  Quebec 
Shoe  Manufacturers'  Association,  and  one  of  the 
largest  shoe  manufacturers  of  that  city. 
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Variety  and  Distinctiveness  in  the  Paul  Galibert  Exhibit 

The  Products  of  Canada's  Largest  Glazed  Kid  Factory 
Shown  in  a  Wide  Range  of  Attractive  Samples  — 
A    Convincing  Display   in  All    Shades  and  Finishes 


The  Paul  Galibert  Booth  was,  par  excellence,  an 
exhibit  of  unique  attractiveness.  Colored  chrome 
glace  kid  was  shown  in  a  pleasing  variety  of  skins 
of  many  shades  and  grades.  Set  against  a  radiating 
background  of  purple,  the  skins  were  ingeniously 
arranged  in  such  a  manner  as  to  show  the  possibi- 
lities of  the  product  to  the  best  advantage. 

Within  the  range  of  commercial  use,  photogra- 
phy has  not  yet  attained  the  art  of  reproducing 
the  varieties  shown,  and  the  accompanyiiig  illus- 
tration— meritorious  though  it  may  be — conveys  only 
a  suggestion  of  the  interesting  character  of  this 
exhibit. 

The  floor  of  the  Booth  was  covered  with  natural 
skins,  and  the  walls  and  fixtures  were  draped  witli 
the  finished  product,  shown  in  black,  white,  gray, 
bronze,  red,  midnight  blue,  and  other  colors  — 
all  illustrative  of  and  tending  to  substantiate  the 
claim  of  "EMPIRE  KID":  that  it  is  unexcelled  for 
distinctiveness,  style  and  lustre. 

The  entrance  of  the  Booth  was  flanked  Ijy  lighted 
standards  bearing  the  firm's  well-known  trade-mark. 
Claims  made  for  the  product  were  set  forth  attract- 
ively in  framed  notices  outside  the  Booth.  One 
or  two  views  of  the  Galibert  factory  were  shown, 
while  the  actual  possibilities  of  "EMPIRE  KID" 
in  the  finished  product  were  effectively  demonstrat- 


ed in  pleasing  samples  of  men's  and  women's  shoes 
in  the  higher  grades — samples  which  served  to  es- 
tablish the  remarkable  ascendancy  of  the  Canadian 
manufacturer  in  this  field. 

It  may  be  superfluous  to  say  that  the  Galibert 
factory  specializes  in  glazed  kid,  but  the  trade  is 
reminded  that  the  manufacture  of  calf  and  sheep 
leathers,  both  for  shoe  and  glove  purposes,  is  an 
important  branch  of  this  firm's  activities.  The  plant 
has  a  capacity  of  five  hundred  dozen  goat-skins  a 
day. 

An  attractively-illustrated  special  section  of 
"Footwear  in  Canada" — which  takes  one  through  the 
various  manufacturing  processes  of  the  plant  from 
start  to  finish — was  published  in  our  July  issue. 

Mr.  Paul  Galibert,  Sr.,  is  a  native  of  h'rance, 
where  his  father's  name  was  one  of  the  best-known 
in  the  tanning  industry.  Quite  appropriately  the 
Galibert  Booth  at  the  Montreal  Coliseum  was  situ- 
ated in  the  middle  of  Foch  Avenue — hence,  per- 
liaps,  an  additional  reason  for  its  popularity  during 
the  whole  week  of  the  Show. 

Members  of  the  firm  in  attendance  at  the  Shoe 
I-'air  were  the  President,  Mr.  Paul  Galibert,  Sr.;  the 
General  Manager  of  the  plant,  Mr.  Casimir  Gali- 
l)ert;  and  the  General  Sales  Manager,  Mr.  I'aul 
Galibert. 
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The  Famous  Classic  Shoes 

Getty  and  Scott,  Limited,  Show  Many  Sambles 
of    Their     Women's    and    Children's  Shoes 


Every  one  in  the  shoe  trade  identifies  the  firm 
of  Getty  &  Scott  with  the  well  known  brand  of 
Classic  shoes,  for  women  and  children,  manufac- 
tured in  two  factories  at  Gait,  with  a  third  one  in 
course  of  construction. 

The  business  was  established  about  twenty-three 
years  ago  and  gradually  the  plant  was  extended, 
and  a  second  factory  had  to  be  equipped.  The  first 
building  has  a  capacity  of  1,500  pairs  per  day  in 
welts,  McKays  and  turns,  while  number  two  fac- 
tory is  devoted  exclusively  to  children's  turn  shoes, 
the  capacity  being  1000  pairs  per  day.  The  name  of 
"Classic"  was  adopted  about  eighteen  years  ago, 
and  proved  so  popular  that  it  was  applied  to  the 
women's  lines  as  well  as  to  the  children's  goods. 
The  entire  products  are  therefore  marketed  under 
that  brand.  The  company  manufacture  nature- 
tread  shoes  for  children,  under  the  name  of  the 
"Classic  True  Trod"  and  "Classic  Foot  Trainer." 
The  higher  grade  lines  in  women's  turns  and  welts 
are  known  as  "CMassic  De  Luxe." 

The  company  employ  al)Out  .'iOO  people,  and  pro- 
vision is  made  in  the  factories  for  the  comfort  of 
the  employees.  In  this  connection  may  be  men- 
tioned a  rest  room  for  the  female  employees. 

The  factories  are  well  equipi)ed  in  every  respect, 
labor  saving  devices  of  many  (lescri])ti()ns  being 
installed. 

The  firm  had  on  exhil)ition  their  extensive  lines 


of  women's  in  turns,  welts,  and  McKays.  These 
consisted  of  pumps,  one  eyelet  ties  and  colonials, 
and  a  particularly  strong  line  featuring  the  new 
strap  effects  which  it  was  stated  would  be  a  revela- 
tion for  the  spring  of  1921. 

The  company  also  had  on  display  some  excel- 
lent models  of  women's  welt  brogue  oxfords,  and 
new  sport  oxfords  in  lilack  and  white,  and  tan  and 
white.  Besides  this  there  were  some  fine  examples 
of  the  well  known  Classic  shoes  for  children,  in 
many  styles  and  patterns,  featuring  in  particular 
the  Classic  True  Trod  and  the  Classic  Foot  Trainer. 

All  these  goods  were  very  effectively  displayed 
on  a  table  in  the  center,  the  shoes  lieing  mounted  on 
fixtures.  The  tal)les  were  covered  in  Irish  linen. 
The  furniture  was  of  ivory  color,  and  with  the  aid 
of  some  artistic  lamps,  made  a  most  effective  sal- 
ting. 

The  company  retained  two  booths,  one  of  which 
was  used  for  displaying  the  goods,  and  the  otlier 
for  reception  purposes.  At  the  back  of  both  of 
these  were  cards  on  velvet  hangings,  with  the  words 
"C!lassic  shoes  for  women  and  children"  in  gold 
letters. 

The  following  members  of  the  staff  were  pres- 
ent:— Mr.  1"".  S.  Scott,  M.P.,  president;  Mr.  VV.  G. 
i'"allen,  sales  manager,  Mr.  D.  R.  Hawley,  and  Mr. 
VV.  A.  Mac  Donald. 
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Neolin  Soles  and  Wing  foot  Heels 


These  Specialties  Made  by  the 
Company,  Limited,  Are  Exhibited 

Orange  and  lilack,  the  Goodyear  colors,  with  a 
pearl  grey  background  set  off  the  booth  very  pret- 
tily. 

The  shoes  were  arranged  on  shelves  and  display 
stands  neatly  trimmed  witli  Ijlack  velvet. 

Hanging  baskets  of  ferns,  and  ferns  on  pedestals 
provided  attractive  floral  decorations. 

In  keeping  with  tlie  general  design  of  the  booth, 
wicker  furnishings  were  used. 

That  those  who  visited  the  fair  would  be  famil- 
iarized with  the  products  shown,  and  their  rela- 
tion to  the  shoe  industry,  attractive  signs  were  dis- 
played in  prominent  places  at  the  booth. 

.All  of  the  shoes  displayed  which  were  welts, 
McKay  welts,  stitch-downs  and  loose-nailed  in 
men's,  women's  and  children's  styles  were  manu- 
factured by  the  various  Canadian  shoe  factories. 

The  range  included  a  variety  of  styles  and  lasts. 
The   Neolin   soles   were   applied   according  to  the 


Goodyear  Tire  and  Rubber 
in  a  Finely  Decorated  Booth 

Goodyear  standard  and  their  Guarantee  Tag  was  at- 
tached. 

During  the  Fair  there  was  great  interest  shown  in 
this  exhibit  by  shoe  manufacturers  and  jobbers  and 
their  salesmen.  Many  retail  shoe  merchants  and 
consumers  were  also  visitors  at  this  booth. 

Small  pamphlets  telling  of  the  history  of  Neol- 
in and  its  merits  were  distributed. 

Goodyear  also  had  a  very  attractive  display  of 
shoes  on  Neolin  in  a  sample  room  at  the  Windsor 
Hotel  where  many  travelling  shoe  salesmen  and  re- 
tail shoe  merchants  visited. 

Messrs.  D.  J.  Lynch,  A.  D.  Duncan  and  H.  S. 
Dunton  were  in  charge  of  the  sample  room.  Mes- 
srs. S.  R.  Robinson,  Sansoucy  and  St.  Pierre  were 
in  attendance  at  the  booth. 

Mr.  W.  J.  McNally,  district  manager  Montreal 
district,  and  Mr.  C.  W.  Harshman,  assistant  man- 
ager sole  and  heel  department  at  their  home  office, 
divided  their  time  between  the  booth  and  the  sample 
room. 
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Largest  Shoe  Lace  Manufacturers  in  Canadd 

Independent  Silk,  Limited,  Make  a  Dainty  Exhibition 
of  Their  Silk  and  Cotton  Productions  in  Many  Colours 


Independent  Silk,  Limited,  manufacturers  of  shoe 
laces,  showed  a  variety  of  laces  and  reels  of  silk. 
These  were  daintily  set  out  in  a  booth,  the  back- 
ground of  which  was  decorated  with  British  and 
French  flags.  The  main  portion  of  the  goods  was 
displayed  on  shelves  of  light  oak.  The  laces,  in 
cartons,  were  in  the  form  of  gross  lots,  in  a  wrap- 
per, or  in  pairs.  The  shelves  were  divided  into 
sections,  one  for  each  of  the  brands — Everybody's, 
Tip-Top,  and  Crown  XXX — the  first  two  being  of 
fihoe  laces,  and  the  last  of  reels  of  silk  threads. 
Each  brand  was  distinguished  by  means  of  a  globe, 
containing  a  light,  placed  at  the  top  of  the  shelves. 
Samples  of  laces  and  of  silk  threads  were  also  laid 
out  on  a  table  at  the  entrance  to  the  booth.  The 
twisted  bands  of  material  dividing  the  booth  from 
tlie  aisle  (jf  the  show,  were  composed  of  black  and 
white  cotton,  with  a  number  of  shoe  tips  at  the 
end,  Ijeing  in  reality  enormous  shoe  laces. 

Inde|)endent  Silk  Limited,  are  the  largest  manu- 
facturers of  laces  in  Canada,  and  have  developed 
a  l)usiness  in  these  lines  in  two  years  which  has  few 
])arallels  in  any  branch  of  industry.  Mr.  J.  A.  Bon- 
neville is  the  president,  and  is  responsible  for  the 
expansion  of  the  trade. 

The  laces,  in  the  form  of  cotton  or  mercerized 
silk,  are  made  in  a  finely  {(luipped  factory  at  :i.')0- 


380  St.  Paul  Street  East,  Montreal.  All  the  goods 
are  dyed  by  the  firm,  who  send  them  out  in  many 
colors.  The  cotton  is  dyed  and  bleached,  and  then 
wound  on  reels  and  bobbins.  The  latter  go  to  the 
braiding  machines,  of  which  there  are  between  1400 
and  1500.  Braiding  is  the  process  which  converts 
the  cotton  or  silk  into  laces,  the  final  operation 
being  the  placing  of  the  steel  tips  by  machine  on 
to  the  braided  material.  The  tips  are  in  one  piece 
when  put  on,  at  given  distances  apart  according  to 
the  length  of  the  laces— 18  to  63  inches — and  are 
afterwards  cut  into  two  portions. 

The  company  sell  their  goods  to  manufacturers, 
jobbers,  and  retailers,  the  production  being  2000 
gross  per  day.  They  are  putting  on  the  mar- 
ket, through  the  retailer,  a  new  lace,  in  individual 
boxes  guaranteed  for  six  months  under  their  regis- 
tered name,  "Kor-Ker"  brand.  The  company  also 
make  silk  threads  sold  under  the  branded  names 
of  "Fleur  de  Lys"  and  "Crown  XXX,"  military 
braids  and  soutache  braids. 

Branches  of  the  company  are  located  at  Toronto, 
Winnipeg  and  Vancouver,  where  stocl"-  are  car- 
ried. 

Mr.  L.  E.  Nadeau  was  in  charge  of  the  booth. 
As  souvenirs,  the  company  distributed  samples 
of  their  laces. 
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Kendex  Specialties  on  Sliow 

Kenworthy  Bros,  of  Canada,  Limited, 
Make  a  Representative  Display  of 
Their  Many  Lines  of  Goods 

The  firm  of  Kenworthy  Brothers  of  Canada, 
Limited,  was  organized  in  order  to  supply  the  con- 
stantly growing  demand  for  Kendex  in  Canada,  and 
an  up-to-date  factory  has  been  established  at  St. 
John's,  Que.,  where  their  lines  of  Kendex  specialties 
are  manufactured,  consisting  of  insoles,  sock  lin- 
ings, heel  pads,  felt  tongue  lining,  and  piece  felts  for 
the  shoe  trade. 

Kendex  is  adaptable  for  all  classes  of  shoes — 
welts,  McKays,  stitch  downs,  and  standard  screws 
— for  inner  soles,  middle  soles  and  for  sock  linings. 
Kendex  is  also  used  as  an  insole  by  the  manufac- 
turers of  rubber  soled  canvas  footwear.  Primarily, 
because  it  is  a  non-conductor,  overcoming  the  burn- 
ing or  stinging  sensation  so  often  experienced  in 
shoes  of  this  kind,  where  other  insoles  are  used.  It 
vulcanizes  direct  to  the  sole  and  is  unaffected  by 
moisture.  It  is  also  used  by  the  rubber  sole  manu- 
facturers, who  vulcanize  it  direct  to  the  rubber  sole, 
thus  strengthening  the  fibre  and  permitting  of  closer 
stitching  and  preventing  the  stitches  from  breaking 
through.  Another  advantage  is  that  it  acts  as  an 
insulator,  making  warm  shoes  for  winter  wear  and 
a  cooler  shoe  for  summer  wear,  as  well  as  reducing 
the  weight. 

Features  of  Kendex  are  that  it  will  not  shrink 
or  swell  when  the  shoe  becomes  wet  and,  should 
it  become  wet,  will  dry  out  cjuicker  than  any  other 
insole;  it  is  fast  colored  and  therefore  will  not 
stain  the  hose,  neither  will  it  crack  or  check  like 
other  materials  in  use.  At  the  same  time,  it  gives 
a  very  flexible  sole.  Further  than  this,  Kendex  will 
positively  relieve  calloused  feet. 

The  regular  Kendex  for  insoling  is  made  in  two 
colors,  white  and  oak,  and  the  sock  lining  is  made 
in  four  colors,  white,  oak,  pearl  grey  and  brown. 
The  felt  tongue  lining  is  produced  in  many  quali- 


ties of  felt  and  in  any  desired  width,  and  is  put  up 
in  rolls  of  30  yards  in  length. 

Kenworthy  Bros,  also  manufacture  what  is  known 
by  them  as  No.  1  Combined,  which  is  an  imitation 
leather  in  a  large  assortment  of  colors,  made  on 
strong,  heavy  sheeting  with  a  skiver  grain  backed 
with  felt.  When  used  as  a  heel  pad  it  overcomes 
any  roughness  in  the  heel  seat  of  the  shoe  and  at 
the  same  time  gives  a  cushion  efifect.  It  can  also 
be  embossed. 

The  company  cut  felt  heel  pads  in  several  quali- 
ties, also  from  the  Kendex  sock  lining  as  well  as 
No.  1  combined.  They  have  an  assortment  of  pat- 
terns, in  a  variety  of  styles,  that  will  fit  any  shoe. 

They  also  specialize  in  felts  for  all  requirements 
of  the  shoe  manufacturer,  such  as  cushion  insole, 
box  toe,  heel  pad,  tongue  lining,  shoe  lining,  alsf) 
Mexican  felt  for  buffing  and  finishing  rolls  and 
Naumkeag  Pads. 

These  products  are  not  experiments  as  they 
have  been  used  for  many  years  in  the  United  States, 
where  they  are  made  by  Kenworthy  Brothers  Com- 
pany, at  Stoughton,  Mass. 

Their  exhibit  at  the  Fair  consisted  of  samples 
of  the  various  specialties  and  shoes  -made  by  many 
of  the  manufacturers  in  Canada  using  Kendex. 

Herewith  is  a  list  of  some  of  the  manufacturers 
whose  shoes  were  shown:  Slater  Shoe  Co.,  Myles 
Shoe  Co.,  Dufresne  &  Locke,  Tetrault  Shoe  Co., 
Allied  Shoe  Factories,  E.  T.  Wright,  Inc.,  Regina 
Shoe  Co.,  Chas.  A.  Ahrens,  Ltd.,  A.'  E.  Marois, 
Ltd.,  Gale  Brothers,  Ltd.,  O.  Goulet,  Canadian  Foot- 
wear Co.,  Tillsonburg  Shoe  Company,  Children's 
Footwear  Co.,  La  Duchesse  Shoe,  Reg'd.,  Lagace  & 
Lepinay,  Eagle  Shoe  Co.,  Star  Shoe  Co.,  J.  M.  Sto- 
bo,  Smardon  Shoe  Co.,  Canadian  Consolidated 
Rubber  Co.,  Miner  Rubber  Company,  Northern  Rub- 
ber Co.,  Kaufman  Rubber  Co.,  Independent  Rubber 
Cc. 

The  following  gentlemen  were  in  attendance  at 
the  Fair:  Messrs.  H.  F.  Kenworthy,  President;  H. 
J.  Kenworthy,  vice-president;  A.  P.  Hittl,  secretary 
and  treasurer;  and  Horace  d'Artois,  who  is  their  re- 
presentative. 
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An  Exhibit  with  Educational 
Features 

The   Well-Known   Vode   Kid   Tanners   Net  Only 
Show  Their  Product  to  Advantage  in  a  Pleas- 
ing Variety  of  Styles,  Shades  and  Grades, 
but    Offer    the    Manufacturer,  Whole- 
saler, Retailer,  and  Even  the  Con- 
sumer, Profitable  and  Interest- 
ing Suggestions. 

One  of  the  most  attractive  and  instructive  ex- 
hiliits  seen  at  the  Coliseum  was  that  of  The  Stand- 
ard Kid  Manufacturing  Company,  Boston.  This 
Booth — No.  10") — was  situated  in  the  southwest 
corner  of  the  huilding,  a  particularly  favorable  loca- 
tion. Mr.  Wm.  A.  Platz  (010  Tribune  Building,  New 
York),  who  has  supervision  over  the  Eastern  Cana- 
dian territory,  was  in  charge. 

The  samples  shown  were  designed  to  illustrate 
the  possibilities  of  tlie  raw  material  in  the  tinislicd 
product,  not  only  in  high-grade  shoes,  Init  in  the 
medium  lines,  for  which  the  Vode  Kid  people  ha\  e 
foreseen  a  growing  demand  on  the  part  of  the  inil)- 
lic,  and  to  wliicli  they  are  devoting  enterprising 
plans  in  their  factory  and  sales  arrangements. 

With  just  that  touch  o^  attractiveness  which 
cliaracterizes  tlie  ])ul)licity  given  VODE  KID  in 
the  high-class  pul)licatif)ns  wliich  reach  the  Cana- 
dian home,  a  note  of  attractiveness  in  the  Vode 
Kid  Hootli  was  a  floral  display  of  "American  Beau- 
tics" — the  excellence  of  Nature  in  tlie  flowers  ap- 
proached only  l)y  the  excellence  of  the  product  in 
the  material  and  craftsmansliip. 

'I'he  samples  exhibited  comprised  an  attractive 
line  of  footwear  made  to  the  order  of  The  Stand- 
ard Kid  Manufacturing  Comi)any  in  Canadian  fac- 
tories and  by  Canadian  lal)or.  Various  styles  were 
shown  in  shades  of  black,  Havana  brown,  chestnut. 


I'hoto  liy  Underwood  &  Underwood,  Montreal 

golden  brown,  camel  shade,  smoke  grey,  midnight 
blue,  white,  and  lironzed  kid.  Both  styles  and 
sliades  were  an  eloquent  tribute  to  the  manufactur- 
ing possibilities  of  Vode  Kid. 

The  "Footwear"  representative  obtained  numcr- 
out  instructive  pointers  at  this  booth. 

It  is  of  interest,  for  instance,  to  know  that  the 
skins  from  which  Vode  Kid  is  made  are  shipped 
from  all  parts  of  the  world  to  The  Standard  Kid 
Manufacturing  Company's  tanneries.  The  chief 
sources  of  supply  are  India,  China,  South  .America. 
Russia,  and  the  Balkan  States.  The  largest  number 
of  skins  come  from  India. 

In  connection  with  a  mention  of  this  exhibit, 
it  is  of  interest  to  refer  to  this  firm's  unique  scheme 
of  co-operating  with  all  branches  of  the  trade— es- 
pecially the  retailer — by  means  of  a  carefully-devised 
advertising  system. 

Actual  samples  of  publicity  folders,  printed  on 
coated  stock,  and  illustrated  in  attractively-colored 
half-tones,  were  shown  in  this  booth.  In  these 
folders  the  retailer  is  given  a  variety  of  novel  sug- 
gestions in  the  way  of  striking  window  displays. 

The  firm's  scheme  of  co-operation  goes  lurther: 
it  suggests  and  furnishes  the  means  of  attracting 
and  mteresting  the  consumer  trade  by  means  of 
informative  and   attractive  booklets  and  folders. 

In  these  facilities  alone  there  is  much  to  appeal 
to  the  Canadian  trade.  The  Vode  Kid  people  orig- 
inated largely  and  proved  conclusively  the  value  of 
l)ublicity  in  its  higliest  forms  and  best  expression, 
and  they  offer  to  the  Canadian  trade  the  advantages 
of  their  experience.  The  color  process  work  found 
in  the  folders  used  by  this  firm  to  illustrate  the 
possibilities,  of  window  displays  is  an  education  in 
a  i)articular  form  of  ])ublicity  which  will  appeal  to 
all  branches  of  the  Canadian  trade — manufacturing, 
wholesale  and  retail. 

The  Standard  Kid  Manufacturing  C'onipany's 
tanneries  are  at  Wilmington,  Del.  Tlie  capacity  is 
twenty-li\c  hundred  dozen  daily.  The  output  is  con- 
Imed  exclusively  to  the  tanning  of  goat-skins. 
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Quebec  City  Firm's 

High-Grade  Exhibit  of  Kid  Footwear 

In  One  of  the  Most  Attractive  Booths  of  the  Show 
Messrs.  Lachance  &  Tanguay  Specialize  on  Vode  Kid 
Shoes  and  Introduce  an  Effective  and  Unique  Feature 


Distinctiveness — combined  with  that  indefinable 
influence  which  attaches  to  footwear  in  the  higher 
grades — was  the  dominating  note  of  Booth  90,  the 
exhibit  of  the  well-known  Quebec  City  firm  of 
Messrs.  Lachance  &  Tanguay. 

This  booth,  which  was  the  centre  of  much  at- 
traction during  the  whole  week  of  the  Show,  was 
tastefully  embellished  with  floral  decorations,  con- 
sisting mainly  of  chrysanthemums  and  maple  leaves, 
which  formed  just  the  desired  complement  for  the 
attractive  lines  of  kid  shoes  displayed.  Infinite  var- 
iety— ^^that  quality  defined  by  Cowper  as  "the  spice 
of  life" — was  found  in  samples  of  Havana  brown, 
black  camel,  bronze,  grey,  blue,  and  white  kid.  In 
this  passing  mention  of  these  varieties,  it  is  of  in- 
terest to  recall  the  fact  that  Messrs.  Lachance  & 
Tanguay  were  among  the  first  manufacturers  to  fea- 
ture "Midnight  Blue"  for  the  coming  Fall. 

A  pleasing  and  effective  departure  from  the  ac- 
tual exhibit  was  the  application  of  the  living  model 
idea  l)y  means  of  the  young  lady  shown  in  the  ac- 
companying photograph — reference  to  whom  will 
be  found  on  another  page  in  a  iiaragraph  pul)lished 
elsewhere  under  the  caption,  "VODE  KID." 

Messrs.  Lachance  &  Tanguay,  as  we  liave  stated 
elsewhere,  are  one  of  the  largest  users  of  Vode  Kid 
in  C'anada. 


This  exhibit  was  in  charge  of  Mr.  W.  L.  Fran- 
cis, who  for  the  last  two  years  had  charge  ol  de- 
signing the  firm's  samples  and  selling  the  output 
of  the  factory.  Mr.  Francis,  who  has  an  extended 
connection  with  the  trade,  is  a  buyer  of  exi^eri- 
ence,  working  in  conjunction  with  Mr.  Lachanc 
in  buying  the  upper  leather  required  by  his  firm 

The  personnel  of  the  Lachance  and  Tanguay 
partnership  consists  of  Mr.  P.  C.  Lachance  and  Mr. 
L.  Tanguay. 

Mr.  Lachance  looks  after  the  general  manage- 
ment of  the  business  and  i)uys  the  upper  iealiier 
and  findings.  He  is  assisted  in  the  supervision  of 
the  cutting  and  fitting  by  his  son,  Mr.  C.  Lachance 

Mr.  Tanguay  takes  charge  of  the  Pxittomin;; 
R(.)om — in  which  he,  also,  is  assisted  by  his  son, 
Mr.  Josei)h  Tanguay. 

The  firm  of  Lachance  &  Tanguay  are  well  known 
to  the  trade,  having  been  manufacturing  for  the 
last  twenty  years.  Their  factory,  which  is  four 
storeys  high  and  1-10  by  -10  feet  in  dimension,  is 
at  70  Bigaouette  Street,  Quebec.  .\n  addition  to 
the  plant  has  lieen  made  recently. 

Two  years  ago  the  firm  manufactured  a  general 
line  of  iioots  and  shoes.  To-day  they  are  runniu'j 
to  capacity  on  women's  McKays  in  the  higher 
grades.    Their  daily  output  is  7:20  pairs. 
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Display  of  Interest  to  Jobbers 

Quebec  Firm  of  A.  E.  Marois,  Limited,  Show 
Their  Men's  and  Women's  Lines— Some 
Fine  Examples  of  the  Shoemaker's 
Art  in  Various  Leathers 

Like  a  majority  of  the  slioe  mamil'acturers  of 
the  city  of  Quebec,  A.  E.  Marois,  Limited,  make  for 
jobbers  only.  Their  lines  are  men's  and  women's 
Goodyear  welts,  McKays  and  standard  screws. 

The  factory  at  Quebec  is  situated  on  St.  Valier 
Street,  and  is  an  excellent  example  of  what  a  plant 


hogany  kid,  gunmetal  side  leather  and  mahogany 
side  leather.  Altogether  there  were  fifteen  samples  of 
men's  goods;  some  of  these  had  perforated  tips,  and 
there  were  also  examples  of  brdad  and  pointed 
tips. 

In  the  women's  lines  there  were  eight  oxfords 
and  seven  bals.  In  oxfords  there  was  a  striking  bro- 
gue model  with  Indian  tongue,  while  another  ox- 
ford was  a  tie  shoe  in  kid.  Besides  these  there  were 
a  brown  buck  tie  oxford,  a  mahogany  kid  oxford, 
and  a  Clark's  patent  leather  oxford.  In  addition 
there  was  an  imitation  brogue  in  mahogany  side 
leather,  and  a  tie  shoe  in  blue  buck.    All  these  were 


should  be.  It  contains  about  180,000  square  feet, 
being  six  storeys  high  and  designed  with  a  view  to 
the  most  economical  methods  of  production. 

Mr.  A.  E.  Marois  is  president,  Mr.  Alfred  Mar- 
ois, vice-president,  Mr.  L.  J.  B.  Lepine,  secretary- 
treasurer,  and   Mr.   C.   E.   Lepine,  superintendent. 

The  following  men's  lines  were  shown:  mahog- 
any side  leather,  mahogany  calf,  mahogany  kid, 
brogue  in  calf,  and  an  imitation  brogue  in  the  same 
leather.    In  oxfords  there  were  men's  lines  in  ma- 


Goodyear  welts  with  the  exception  of  the  patent 
leather  tie  shoe. 

All  the  women's  bals  were  welts,  these  compris- 
ing models  in  brown  kid  and  brown  buck,  together 
with  a  sample  made  with  patent  vamp  and  blue 
buck  upper. 

Mr.  A.  E.  Marois  was  present  at  the  convention, 
while  the  booth  was  in  charge  of  Messrs.  A.  Mar- 
ois, J.  Marois,  and  Arthur  Marois.  Mr.  O.  H.  Hym- 
nicn,  the  Montreal  representative,  was  also  in  at- 
tendance. 
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The  Regina  Shoe  Company's  Display 

An  Effectively-Lighted  and  Beautifully-Decorated  Booth  in  Which 
Women's  Welts,   Turns  and  McKays  were  Seen  to 
Advantage — Star  Shoe  Company  Products 


The  feature  of  this  booth  was  the  lighting  ef- 
fects which  were  not  excelled  in  the  entire  show. 
These,  combined  with  the  flower  decorations,  gave 
it  a  very  distinctive  appearance. 

The  goods  were  arranged  on  shelves  at  the  back 
of  the  booth,  the  shelves  being  covered  with  mauve 
velvet.  At  intervals,  between  the  shoes,  ferns  were 
located.  The  lattice  work  behind  the  shelves  was 
(lotted  with  electric  lights  hidden  among  a  mass 
of  flowers,  which  were  entwined  among  the  lattice 
work.  Underneath  this  lattice  work  a  writing  table 
was  placed.   In  the  centre  of  the  booth  was  a  table 


which  took  the  form  of  very  fine  quill  pens.  The 
jobbers  were  presented  with  a  neat  and  expensive 
leather  wallet — something  different  from  the  usual 
form  of  souvenirs. 

Mr.  J.  I.  Chouinard,  the  president,  is  one  of  tlie 
few  men  who  drifted  from  the  retailing  class  to 
that  of  a  manufacturer.  He  now  does  a  large  busi- 
ness as  a  maker  of  shoes  and  as  a  jobber. 

Star  Shoe  Company,  Limited,  Montreal 

This  well-known  firm  of  Montreal  shoe  manu- 
facturers showed  numerous  samples    of  women's. 


arranged  with  plants  and  samples,  with  a  large 
standard  lamp;  at  the  side  pedestal  lights  were  also 
arranged.  The  whole  display  was  very  attractive, 
giving  the  idea  of  a  well-thought-out  scheme  of 
decoration.  The  goods  were  admirably  arranged, 
and  the  lighting  showed  them  up  to  advantage. 

The  goods  shown  consisted  of  welts  and  turns 
and  McKays  in  women's  lines.  As  a  matter  of  fact 
the  firm  specializes  in  welts  and  turns,  these  form- 
ing 75  per  cent,  of  the  output  of  the  factory. 

Mr.  Peter  Chouinard,  superintendent  and  di- 
rector, was  in  charge  of  the  booth  for  the  Regina 
Company. 

The  factory  of  the  company  is  on  Notre  Dame 
Street  E.,  Montreal,  where  they  have  lately  been 
turning  their  attention  to  high-grade  goods. 

There  was  a  very  great  demand  for  souvenirs, 


misses'  and  children's  turns  and  McKays,  also 
misses',  children's  and  infants'  Goodyears  in  all  leath- 
ers. The  plant  at  Maisonneuve  is  one  of  the  best 
equipped  in  that  shoe  centre,  and  has  a  capacity 
of  1500  pairs  per  day.  It  was  only  recently  built, 
the  firm  removing  from  a  smaller  one  in  Montreal 
in  order  to  cope  with  the  increasing  business.  Mr. 
J.  I.  Chouinard  is  president  of  the  company. 

The  scheme  of  decoration  was  similar  to  that 
of  the  Regina  Shoe  Company,  the  combined  effect 
being  very  pleasing. 

Mr.  Alphee  Gauthier,  secretary-treasurer  of  the 
Company,  was  in  charge  of  the  booth.  As  souven- 
irs the  firm  gave  away  nice  fans,  which  were  great- 
ly appreciated  during  the  hot  weather  at  the  time 
of  the  exhibition;  for  the  ladies,  perfumed  sachets 
were  distributed. 
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The  Robson  Leather  Company's  Exhibit 

Products  of  "The  Largest  Tanners  of  Side  Leathers  in  Canada" 


The  Roljson  Leather  Company,  Limited,  with 
plant  and  head  office  at  Oshawa  arc  the  largest  tan- 
ners of  side  shoe  leather  in  Canada.  They  have  on 
their  pay  roll  about  300  men  with  an  output  of  4,000 
pieces  per  day. 

This  is  an  old  established  firm  being  founded  in 
18()()  and  now  trades  in  all  parts  of  the  British  Em- 
pire. The  present  plant  has  grown  from  a  small 
wooden  structure  to  that  at  present  occupied,  which 
covers  about  five  acres.  The  factory  is  splendidly 
equipped  for  the  manufacture  of  every  description  of 
side  leather  for  shoe  purposes. 

The  company  had  a  large  and  diversified  num- 
ber of  leathers  on  show  including,  gun  metal  sides; 
velour  sides;  matt  sides;  box  kip  sides;  tan,  mahog- 
any, nut  brown,  and  royal  purple  colored  sides; 
pearl,  chocolate,  olive,  tan,  smoked  and  black  elks; 
tan,  chocolate,  and  black  retan  leathers;  waterproof 


chrome  sides;  pearl,  yellow,  tan,  chocolate,  smoked 
and  black  ooze  splits;  pearl  splits  for  soft  soles 
and  for  counter  linings.  These  leathers  were  all  at- 
tractively arranged  around  three  sides  of  the  b(joth 
making  a  very  efifectrve  showing.  On  the  table  in 
the  centre  were  sample  shoes  made  from  the  firm's 
own  leather. 

A  feature  was  the  lighting  of  this  booth  which 
was  one  of  the  most  efTective  schemes  of  the  show. 
A  row  of  inverted  lamps  at  the  rear  threw  a  strong 
light  on  the  leather,  while  lights  on  Ijoth  sides  en- 
abled visitors  to  easily  distinguish  the  various 
shades. 

There  was  a  strong  representation  of  the  firm 
present:  Messrs.  Charles  Robson,  K.  M.  MofYat,  G. 
M.  Jacobs,  W.  P.  Kennedy.  Messrs.  VV.  P.  Knight, 
superintendent  of  the  tannery,  and  A.  E.  Shee,  Que- 
bec representative  of  the  firm  were  also  at  the  con- 
vention. 
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Invictus  ShoeSy  Splendid  Showing 


George  A.  Slater,  Limited, 
resentative     Display  of 
Branded  Lines   of  Men's 

The  makers  of  the  well  known  "Invictus"  shoe 
had  on  exhibition  some  very  iine  samples  of  wo- 
men's and  men's  tan  and  button  leather  riding 
boots,  officers'  waterproof  riding  boots,  samples 
of  their  famous  hockey  boot  as  used  by  many  pro- 
fessional players  in  Canada,  as  well  as  a  most  in- 
teresting display  of  the  very  latest  styles  and  pat- 
terns in  snappy,  exclusive  goods  suitable  for  the 
young  man  of  to-day  whose  craving  is  for  the  very 
latest  noveJty  in  that  respect. 

The  firm  has  always  been  noted  for  its  splendid 
lines  of  Scotch  brogues  for  both  women  and  men, 
and  a  number  of  thes»  were  on  exhibition.  Under 
the  supervision  of  Mr.  Charles  Slater,  many  of  the 
newest  features  in  footwear  of  this  class  were 
shown. 

A  feature  of  the  display  was  two  miniature  hand- 
made shoes.  These  were  shown  in  a  glass  case 
placed  on  top  of  the  showcase  which  occupied  the 
foreground. 

Geo.  A.  Slater,  Limited,  also  had  their  entire 
line  of  samples  on  display  at  the  Windsor  Hotel 
during  the  week.  The  room  was  specially  decor- 
ated with  flowers  and  palms,  and  was  open  to  all 
the  trade.  In  fact,  while  all  firms  were  extremely 
courteous  and  friendly  towards  visitors,  it  is  a  mat- 
ter of  comment  that  none  excelled  the  hospitality 
and  cordiality  of  Geo.  A.  Slater,  Limited. 

Those  in  charge  of  the  booth  were,  Mr.  George 
A.  Slater's  three  sons,  Mr.  George  M.  Slater,  Mr. 
Charles  P.  Slater,  and  Mr.  C.  Slater,  while  the 
travelling  representatives  present  were  Mr.  J.  A. 
Portelance,  Mr.  A.  S.  Many,  and  that  well-known 
Ontario  hockey  enthusiast,  Captain  Jimmy  Suther- 
land. 


Have  Large  and  Rep- 
Their  Widely-Known 
and  Women's  Goods 

A  very  attractive  souvenir  was  distributed.  This 
caused  a  great  deal  of  merriment  among  the  travel- 
lers, and  was  in  great  demand. 

A  feature  of  the  decorations  consisted  of  a  cou- 
ple of  electric  globes  with  celluloid  interiors,  which 
revolved  on  becoming  warm,  causing  a  beautiful 
kaleidoscopic   rainbow  effect. 

A  very  handsome  showcase  in  the  centre  of  the 
booth  effectively  displayed  a  wide  range  of  Invictus 
productions,  while  the  rich  Turkish  rugs,  elaborate 
parlor  piano  lamps,  and  beautiful  leather  hides  used 
as  chair-back  and  table  covers  gave  an  air  of  sump- 
tuous elegance  to  the  booth.  During  the  hot  spell, 
three  electric  fans  working  constantly  added  greatly 
to  the  comfort  and  relief  of  the  visitors  to  the 
booth.  The  latter  was  comfortal)ly  furnished  in 
sitting  room  style,  with  settees,  lounges,  and  easy 
arm  chairs.  The  lattice  work  around  the  booth  was 
interwoven  with  palm  branches,  floral  decorations, 
etc.,  with  a  series  of  pictorial  illustrations  of  the  vari- 
ous "Invictus"  makes  adorning  the  l)ack  of  the 
booth. 

Established  under  the  name  of  George  Slater 
and  Company  in  1901,  this  firm  has  grown  rapidly 
under  the  direction  of  Mr.  George  A.  Slater.  As- 
sisted by  his  two  sons,  George  M.  and  Charles,  Mr. 
Slater  is  not  only  maintaining  but  adding  to  the 
reputation  which  is  attached  to  the  name  Slater  for 
well-nigh  a  century. 

The  Invictus  factory  in  Montreal  is  an  estab- 
lishment of  most  substantial  proportions,  employing 
some  350  hands,  and  situated  on  the  same  site 
where  the  original  George  Slater  plant  was  located. 
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Pleasing  Exhibit  of  High]'  Class  [Women's 
Shoes — The  Smardon  Shoe  Co.,  Limited,  of 
Montreal,  Set  a  High  Standard  in  Ex- 
clusive and  Original  Models —  A 
Varied  and  Interesting  Display 


Throughout  Canada  the  name  of  Smardon  is 
identified  with  the  manufacture  of  the  liighest  grade 
footwear  for  women,  the  company  manufacturing 
e>  clusively  Goodyear  welts  and  turns. 

Established  in  a  modest  way  in  1904  by  Mr.  Wal- 
ter Smardon,  the  business  has  continued,  under  his 
personal  direction,  to  enjoy  prosperous  develop- 
ment. And  if  today  Smardon  shoes  are  a  credit  to 
our  country,  it  is  entirely  due  to  Mr.  Smardon's  ex- 
pert knowledge  of  the  shoe  business,  coupled  with 
his  persistent  efforts  to  produce  footwear  of  quality 
and  refinement. 

The  company  exhibited  a  number  of  very  strik- 


ing models  in  oxfords,  high-cuts  and  turn  slippers. 
Many  exclusive  and  original  designs  were  particu- 
larly pleasing. 

Strap  slippers  were  shown  in  black  and  grey 
suede  calf,  patent  and  kid  leathers,  while  a  number 
of  beaded  slippers  in  a  variety  of  leathers  were  an 
outstanding  feature  of  their  display. 

The  shoes  were  attractively  arranged  in  an  oak 
cabinet  having  a  background  of  green,  while  the 
shelves  were  covered  in  white  silk.  The  whole 
scheme  of  furnishings,  being  of  light  oak,  possess- 
ed a  very  inviting  appearance. 
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Products  of  a  Factory  with  a  Record  Turnover 

The  Tetrault  Shoe  Manufacturing  Company,  of  Montreal — 
Make  a  Tasteful  Display  of  Some  of  Their  Exclusive  Lines 


The  Tetrault  Shoe  Manufacturing  Company, 
Limited,  of  Montreal,  one  of  the  largest  shoe 
manufacturing  organizations  in  the  British  Empire 
— had  a  very  attractive  booth  at  the  Shoe  Fair. 
Furnished  in  mahogany  throughout,  the  rear  por- 
tion was  occupied  by  two  cabinets  containing  sam- 
ples of  shoes  built  on  twenty  of  the  most  modern 
lasts.  In  lighting,  a  standard  lamp  was  used,  to- 
gether with  a  desk  lamp  on  each  of  the  cabinets.  As 
the  samples  shown  were  for  spring  and  summer 
wear,  straight  lace  shoes  predominated. 

One  of  the  most  popular  lasts  was  the  "On 
Time."  This  appealed  very  strongly  to  every  re- 
tailer wbo  had  the  opportunity  of  comparing  it  with 
other  lasts.  The  whole  range  of  samples  represent- 
ed the  most  snappy  shoes  that  are  being  offered. 
Mr.  Fred  Lessard  was  in  charge  of  the  booth. 

The  Tetrault  Shoe  Manufacturing  Company  was 
founded  in  1896  by  Mr.  Nap.  Tetrault,  now  Presi- 
dent of  the  firm.  Mr.  Tetrault  was  born  at  Chat- 
ham, Ont.,  educated  at  Chatham  High  School  and 
Chatham  College.  After  leaving  the  latter  Seminary 
he  came  to  Montreal,  where  he  engaged  in  the  shoe 
business.  For  several  years  Mr.  Tetrault  was  man- 
ager of  the  firm  of  James  Leggatt,  shoe  jobber.  In 


1896,  he  opened  a  factory  on  DeMontigny  Street, 
Montreal,  now  known  as  No.  1.  The  business  de- 
veloped to  such  an  extent  that  he  was  forced  to 
extend  the  premises  from  time  to  time.  Later  the 
company  purchased  James  Muir's  factory  at  Mais- 
onneuve,  now  known  as  No.  2.  Even  this  was 
not  commodious  enough  and  an  extension  to  the 
factory  was  made  last  year.  For  the  last  few  years 
the  company  have  manufactured  men's  welts  ex- 
clusively. 

No.  1  factory  has  a  capacity  of  3,000  pairs  a 
day,  while  No  2  turns  out  5,000  pairs.  The  amount 
of  effort  involved  in  thi.'^  daily  production  is  illustrr'i- 
ed  by  the  fact  that  there  are  over  two  hundred 
operations  required  in  the  manufacture  of  eacli 
shoe. 

The  magnitude  of  the  firm's  total  business  is 
shown  by  the  fact  that  for  the  year  ending  August 
lilst.  1919,  the  amount  of  sales  in  boots  and  shoes 
was  $4,782,367. 

Mr.  Nap.  Tetrault  is  president  of  the  company. 
Mr.  Albert  Tetrault,  vice-president  and  general 
manager,  Mr.  Oliver  Tetrault,  general  purchasing 
agent,  and  Mr.  Peter  Doig,  sales  manager  and  di- 
rector.   Mr.  Brouillard  is  general  superintendent. 
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Shoe  Making  by  Machinery 

United  Shoe  Machinery  Company  of  Canada, 
Limited,  Give  Practical  Demonstrations 
of    Modern     Methods    of    Making  Shoes 


From  the  purely  practical  point  of  view  the  ex- 
nibit  of  this  company  proved  one  of  the  most  in- 
teresting in  the  entire  show.  To  nearly  all  the 
visitors  the  actual  process  of  how  our  slioes  are 
made  was  of  educational  value.  Many  retailers  al- 
though tliey  know  the  good  points  of  the  slioe 
are  not  familiar  with  the  metlinds  of  manufacture, 
and  an  insight  into  this  must  have  lieen  of  more 
than  passing  interest. 

The  wonderful  accuracy  with  which  each  opera- 
tion was  performed  and  the  continuity  of  the  vari- 
ous processes  was  no  doubt  a  revelation  to  thou- 
sands of  people  who  visited  the  show. 

Without  the  numerous  machines  manufactured 
by  this  company,  shoe  making  as  we  know  it  to- 
day would  be  an  impossibility  and  the  development 
of  Canada's  immense  trade  in  shoes  can  be  fairly 


ascribed  to  the  increasing  use  of  these  wonderful 
and  in  some  cases  intricate  machines,  which  liave 
been  developed  at  a  very  large  cost  and  by  years 
of  patient  ex])eriment. 

It  was  not  until  our  manufacturers  began  in 
earnest  to  secure  the  aid  of  machinery  that  the 
Canadian  shoe  trade  made  tangible  strides. 

The  United  Slioe  Machinery  Company  showed 
ten  machines  in  operation,  these  consisting  of  Good- 
year welt  and  turn  sewing  machines,  model  K, 
Goodyear  Universal  inseam  trimming  machine,  welt 
beating  and  slashing  machine,  insole  tack  pulling 
machine,  electric  heated  bottom  filling  machine,  im- 
proved twin  sole  laying  machine.  Universal  rough 
rounding  and  channelling  machine,  channel  opening 
machine,  and  Goodyear  outsole  lockstitch  machine, 
Model  O. 
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United  Shoe  Machinery  Company  of  Canada, 
Limited,  Give  Practical  Demonstrations 
of    Modern    Methods    of    Making  Shoes 


These  processes  do  not  represent  the  entire 
method  of  manufacturing,  but  only  from  the  welt- 
ing to  the  stitching.  The  range  of  machines  manu- 
factured by  the  company  covers  a  much  wider  field 
than  was  represented  at  the  exhibition,  but  it  was 
of  course  impossible  to  show  the  entire  process  of 
manufacture  at  the  exhibition,  owing  to  the  lim- 
ited space. 

The  shoes  were  sent  to  the  Coliseum  lasted  and 
with  the  tacks  pulled,  ready  for  welting;  after  the 
stitching  they  were  again  returned  to  the  factory 
to  be  completed. 

The  shoes  were  supplied  by  Ames  Holden  Mc- 
Cready,  Limited,  in  the  first  part  of  the  week,  and 
by  the  Tetrault  Shoe  Manufacturing  Company  Lim- 
ited, during-  the  last  part  of  the  week. 


Mr.  Roe  was  in  charge  for  the  Ames  Holden 
Company,  and  Mr.  Brouillard  for  the  Tetrault  Com- 
pany. 

It  should  be  added  that  the  machines  were 
heated  by  electricity,  and  were  driven  by  two,  three 
horse  power  motors. 

Besides  supplying  machines  for  the  process  of 
manufacture,  the  United  Shoe  Machinery  Company 
of  Canada  had  an  exhibit  of  their  eight  and  a  half 
foot  shoe  repair  outfit,  model  P.  In  addition  there 
was  a  display  of  small  tools,  brushes,  and  supplies 
used  in  manufacturing  and  repairing. 

Mr.  F.  W.  Knowlton,  manager  of  the  company, 
with  Mr.  P.  J.  Hogan,  were  in  charge  of  the  ex- 
hibit. 
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Canada's  Largest  Last  Factory 

United  Last  Company,  Limited,  Illustrated  the 
Process  of  Making  Lasts  from  the  Lumber 
to  the  Finished  Article— Many  Fine 
^Models  are  Exhibited 

The  largest  last  factory  in  the  Dominion  of 
Canada  is  that  owned  by  the  above  company. 

The  exhibit  consisted  of  specimens  of  their  vari- 
ous products.  On  the  right  hand  side  of  the  booth, 
close  to  the  entrance,  were  some  twenty-five  or 
thirty  ladies'  models,  all  made  by  Canadian  shoe 
manufacturers,  with  fillers  finished  by  the  Uni-Lak 
process.  Behind  the  table  showing  these  was  an- 
other table  with  an  equally  interesting  selection  cf 
men's  models. 

On  the  left,  a  long  table  was  arranged  with  a 
further  variety  of  shoes,  including  some  of  the 
latest  New  York  models  in  ladies'  shoes.  Maple- 
wood  was  also  shown  in  the  different  processes  of 
manufacture,  from  the  rough  indurated  block  to 
the  completed  lasts. 

The  indurated  block  undergoes  a  patent  process 


to  'keep  the  block  from  shrinking  and  swelling,  as 
well  as  checking  when  turned  into  a  last.  This 
process  was  recently  adopted  by  the  United  Last 
Company,  Limited.  A  complete  demonstration  of 
the  working  of  the  shoe  upper  pattern  department 
was  also  given,  with  examples  of  the  manner  of 
grading  patterns,  modelling  lasts,  etc.  This  work 
was  amply  illustrated  by  paperboard  models,  which 
also  showed  the  process-  of  grading  and  drafting  a 
last. 

Palm  leaves  and  cut  flowers  decorated  the  lat- 
tice work  around  the  booth,  which  was  furnished 
with  comfortable  arm  chairs  and  lounges. 

In  charge  of  the  booth  were  Mr.  M.  L.  Sturgess, 
sales  manager  for  the  firm,  assisted  by  Mr.  A.  R. 
Hector,  in  charge  of  the  model  department,  and  Mr. 
H.  E.  Conklin,  upper  pattern  designer. 

The  United  Last  Company  lay  claim  to  have 
not  only  the  largest  last  factory  in  Canada,  but  also 
the  most  extensive  upper  pattern  department  in  the 
Dominion.  Erected  in  1914,  their  two-storey  factory 
is  fitted  out  in  such  a  way  as  to  give  tlie  best  manu- 
facturing results  and  the  maximum  of  comfort  for 
the  firm's  employees 
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Something  New  in  Box  Toe  Heaters 

The  Beckwith  Box  Toe,  Limited,  Exhibit  the  First  Electro-Vapor 
Box  Toe  Heater  Seen  in  Canada,  and  Demonstrate  Its  Advantages 


"We  do  not  sell  boots  and  we  do  not  sell  shoes 
—we  sell  GOOD  SERVICE."  This  is  the  proud 
boast  of  the  Beckwith  Box  Toe,  Limited,  owners 
of  the  "Vulco  Unit"  Box  Toe  process. 

Or.  the  left  hand  side  on  entering  the  Beckwith 
booth,  an  example  of  the  very  latest  box  toe  heat- 
ing apparatus  was  installed,  in  the  shape  of  the 
Beckwith  No.  10  electric-vapor  box  toe  heater. 
Outside  of  the  water  tank  in  this  apparatus,  an  elec- 
tric unii  is  placed  underneath  the  sole,  in  order  to 
supply  the  required  dry  heat.  Each  shoe  thus  rests 
in  a  separate  pocket  containing  just  the  right 
amount  of  vapor  and  dry  heat,  with  the  result  that 
a  perfectly  heated  box  toe  and  a  properly  moisten- 
ed tip  are  obtained. 

A  supply  tank  on  top  of  the  hot  water  tank 
feeds  the  latter  with  just  enough  warm  water  to 
take  the  place  of  evaporation  in  the  boiling  tank. 
Starting  with  cold  water,  the  Beckwith  Company 
maintain  that  only  eleven  minutes  are  required  to 
boil  the  water  to  supply  vapor  so  that  the  operator 
can  start  work.  The  switch  at  the  side  of  the  ma- 
chine enables  the  operator  to  regulate  the  number 
of  electric  units  in  circuit,  thus  regulating  the  de- 
gree of  heat  employed. 

The  model  shown  in  the  booth  is  the  first  electric 
vapor  box  toe  heater  seen  in  Canada,  having  been 
specially  shipped  to  Montreal  for  the  Shoe  Fair. 

On  the  opposite  side  of  the  stall  was  placed  a 
No.   8   steam   box  toe   heater   of    Beckwith  make, 


which  performs  the  same  work  as  the  electric-vapor 
machine,  but  with  the  help  of  live  steam. 

This  machine  is  in  use  throughout  Canada  in 
shoe  manufacturing  centres,  but  the  hope  of  the 
company  is  to  soon  see  their  electric  vapor  ma- 
chine in  fairly  general  use. 

Behind  and  above  the  steam  heater  which  stood 
on  the  right,  was  an  electric  plate  heater  for  use 
in  the  pulling  over  operation  in  connection  with 
the  No.  10  electric  vapor  machine,  while  a  little 
nearer  the  entrance  stood  an  example  of  the  pull- 
over heating  box  used  in  connection  with  the  steam 
heater. 

Very  unostentatious,  but  none  the'  less  import- 
ant amongst  the  company  exhibits,  was  a  small 
sample  of  their  prepared  telt,  chemically  prepared 
as  to  be  perspiration-proof,  damp-proof  and  imper- 
vious to  water.  These  are  qualities  which  render 
the  preparation  invaluable  in  enabling  the  toe  of  a 
shoe  to  retain  its  form  in  spite  of  perspiration,  hot 
weather,  damp,  etc. 

A  iframed  enlargement  of  the  firm's  trade  mark, 
hanging  on  the  wall  of  the  booth  and  lit  up  by  a 
brilliant  lin-o-light  lamp,  represented  a  girl  in  gala 
attire,  dancing  on  the  toe  of  a  boot — a  Vulco  Unit 
Box  Toe. 

The  Boston  office  of  the  parent  Beckwith  com- 
pany was  represented  at  the  Exhibition  by  Mr.  H. 
H.  Beckwith  and  Mr.  Geo.  E.  Hills,  while  the  Can- 
adian office  was  represented  by  Mr.  W.  A.  Stubbs, 
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vice-president  of  the  Canadian  company,  and  Mr. 
W.  D.  YanRoden,  secretary  and  treasurer.  The 
permanent  supervision  of  the  booth  was  in  the 
hands  of  Mr.  A.  C.  Davidson,  travelling  representa- 
tive for  Canada. 

In  order  to  show  some  variety  from  their  neigh- 
bors, the  lieckwith  Company  supplied  draught 
screens  to  form  the  sides  and  back  of  the  stall,  and 
had  specially  papered  the  lattice  work,  so  that  the 
wall  should  match  their  screens.  The  fumed  oak 
and  wicker  furniture,  the  rich  carpet,  the  screens 
and  wall  paper,  all  worked  out  in  soft,  brown  tones 
harmonizing  together,  gave  a  most  artistic  appear- 
ance to  the  lay-out  of  the  booth,  all  the  more  cred- 
itable to  those  responsible  in  that  the  apparatus 
exhibited  lent  itself  essentially  to  useful  rather  than 
to  decorative  purposes. 

A  special  power  line  had  to  be  installed  in  order 
to  have  the  electric  vapor  machine  working,  so  as 
to  give  practical  demonstration  of  its  utility.  To 
avoid  any  inartistic  effects  which  might  have  re- 
sulted from  these  wires,  elaborate  arrangements 
were  made  to  camouflage  their  presence. 

Few  firms  were  as  generous,  none  more  so,  in 
respect  of  the  souvenirs,  which  they  offered  their 
visitors.  The  little  tear-off  note  pad  which  the  Beck- 
with  Box  Toe,  Limited,  distributed,  was  contained 
in  a  handsome  black  leather  case,  and  had  the 
saving  grace,  (so  often  lacking  in  advertising  sou- 
venirs), of  the  compliments  of  the  firm  being  in- 
side the  cover,  allowing  the  recipient  to  make  use 
of  it  in  public  without  announcing  to  all  and  sun- 
dry its  source  of  origin. 

Acton  Shoe  Company 

(Alfred  Lambert,  Inc.) 
The  most  striking  point  in  the  decorations  was 
the  combination  of  purple  and  white  silk,  made  in 
the  form  of  rays,  and  extending  across  the  rear 
portion  of  the  booth.  The  firm  showed  a  number  of 
heavy  working  boots  in  grain  leather,  bark  tan- 
ned, and  solid  leather  boots  in  various  leathers, 
including  fishermen's  and  drivers'  goods.  There 
were  also  a  variety  of  women's  misses',  and  child- 
ren's shoes.  Alfred  Lambert,  Incorporated,  had  on 
view  a  number  of  women's  goods.  Messrs.  Paul 
Lambert  and  J.  A.  Boivan  were  in  attendance. 

Chas.  A.  Ahrens 

Passing  Booth  No.  39  we  felt  a  strong  breeze 
blowing  and,  turning  to  look,  discovered  that  Chas. 
A.  Ahrens,  Ltd.,  had  just  blown  in  from  Western 
Ontario  with  a  full  complement  of  "Chums."  Mr. 
H.  E.  Wettlaufer  was  on  deck  and  smiling,  and 
had  the  ship  in  fine  trim.  "Chums"  for  the  kiddies 
were  in  evidence  fore  and  aft,  and  among  the  oth- 
ers was  a  new  line  of  growing  girls'.  Mr.  Wett- 
laufer told  "Footwear"  that  he  believed  the  Fair 
was  going  to  help  business,  considerably,  and  apart 
from  that,  it  was  worth  while  because  of  the  op- 
portunity it  afforded  of  meeting,  and  making  the 
acquaintance  of,  customers.  His  firm  had  many 
clients  down  in  the  Maritimcs,  and  it  had  been  a 
great  pleasure  (hiring  the  fair  to  meet  some  of 
them,  with  whom  they  had  not  become  personally 
ac(iuainted  before.  Mr.  Wettlaufer  was  not  alone  on 
the  job,  Mr.  I'rcd  Ahrens  also  being  jiresent  at  the 
l''air. 


Ames,  Holden,  McCready 

One  of  the  most  extenisve  displays  in  the  whole 
show,  occupying  two  booths.  The  company  made 
a  special  point  of  exhibiting  their  in-stock  lines  in 
McKays  and  welts.  Ames,  Holden,  McCready,  Lim- 
ited, have  several  branches  throughout  the  Domin- 
ion, and  make  a  specialty  of  carrying  large  stocks 
at  these  places.  The  range  of  men's,  women's  and 
children's  goods  was  very  attractively  displayed, 
besides  which  there  was  an  extensive  showing  of  ten- 
nis and  canvas  lines,  made  in  the  company's  own 
factory.  The  Montreal  and  Toronto  travellers  were 
present  and  looked  after  the  booth. 

Anglo-Canadian  Leather  Co.  Ltd. 

This  booth  was  located  at  the  south  end  of  the 
hall.  The  construction  was  of  hemlock  bark.  Rus- 
tic furniture  occupied  the  interior.  The  front  part 
of  the  booth  was  occupied  by  a  show-case  contain- 
ing Shaw  soles  and  heels,  also  different  samples 
of  leather  in  bottles.  The  ceiling  of  the  booth  was 
tastefully  decorated  with  red  bunting,  in  the  centre 
of  which  was  a  drop  light  containing  one  150-watt 
nitrogen-filled  lamp.  The  back  of  the  booth  was 
taken  up  with  large  strips  of  sole  leather.  Mr. 
Shaw  was  in  charge. 

Barrie  Tanning  Co.  Ltd. 

An  extensive  variety  of  leathers  was  shown. 
These  were  in  full  grain,  both  chrome  and  combin- 
ation, besides  which  there  were  flexible  splits, 
Goodyear  inner  and  turn  stock,  sock  lining,  and 
cozy  slipper  stock.  The  goods  were  nicely  set  out 
at  the  sides  and  front  of  the  booth.  Mr.  J.  Sin- 
clair and  Colonel  J.  B.  McPhee  were  in  charge  of 
the  booth. 

Beardmore  &  Company 

This  booth  was  constructed  of  hemlock  bark, 
the  rustic  furniture  adding  a  harmonious  touch.  The 
following  lines  were  shown:  Acton  oak  leather, 
Muskoka  sole  leather.  Bulldog  toe,  chrome  leather, 
sandal  roundings,  chrome  upper  leathers,  and 
Beardmore  tap  soles  and  heels.  A  novel  contest 
was  introduced  by  this  company.  Tickets  were  is- 
sued to  each  of  the  visitors  as  they  entered  the  hall. 
Each  of  the  tickets  contained  a  number,  and  were 
in  duplicate.  Drawings  were  made  each  night, 
and  the  holders  of  the  winning  numljers  were  pre- 
sented with  a  pair  of  Beardmore's  tap  soles  and 
heels.  Messrs.  F.  N,  Beardmore,  J.  J.  Burton,  and 
N.   Valentine  were  in   Montreal  during  the  week. 

Lucius  Beebe 

Showed  "Vici  kid"  in  different  colours,  together 
with  the  product  of  the  material  in  samples  of 
high-grade  l)Oots  and  shoes.  The  furniture,  which 
was  of  the  mission  variety,  provided  an  effective 
setting.  Japanese  screens  were  used  in  rear,  and 
at  both  sides  of  the  booth.  Messrs.  VV.  H.  Buckley 
and  W.  H.  Price  were  in  the  booth. 
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British  Dyes  for  Canadian  Tanners 

Huddersfield  Firm  of  L.  B.  Holliday  &  Company's  Aggressive  and 
Successful  Development  of  a  Field  Formerly  Held  by  Germany 


It  is  common  knowledge  that  before  the  war 
Germany  liad  a  practical  monopoly  of  the  world's 
dye  trade.  This  extensive  business  was  built  up 
partly  by  the  application  of  scientific  methods  to 
the  development  of  the  industry,  and  partly  by  un- 
scrupulous business  tactics.  This  condition,  how- 
ever, is  now  changed.  Other  countries  are  manu- 
facturing their  own  dyes,  and  Great  Britain  is  tak- 
ing a  leading  part  in  this  fostering  of  one  of  the 
world's  basic  industries. 

Great  Britain  is  not  only  taking  care  of  her 
domestic  demands,  but  is  exporting  her  products  to 
other  countries. 

The  firm  of  L.  B.  Holliday  and  Company,  of 
Huddersfield,  is  an  English  firm  which  is  doing 
its  part  in  this  direction.  It  has  a  Canadian  branch 
at  179  Common  Street,  Montreal,  where  stocks  are 
carried  for  the  leather,  textile  and  other  trades. 

The  sole  proprietor  of  the  firm  is  Major  L.  B. 
Holliday,  who  was  the  last  of  the  Holliday  family 
to  have  any  connection  with  the  famous  firm  of 
Read,  Holliday  &  Sons  Limited,  a  business  which 
has  now  been  converted  into  the  great  state-aided 
dye  combine  in  England. 

Major  Holliday  proceeded  to  France  at  the  out- 
break of  the  war  and  served  with  distinction  until 
August,  1915,  when  he  was  recalled  to  commence 
the  manufacture  of  lyddite  by  an  entirely  new 
process,  under  direct  contract  with  the  Ministry  of 
Munitions 


The  first  sod  of  a  new  factory  at  Deighton, 
Huddersfield,  was  turned  in  September,  19J5,  and 
by  February  1st,  of  the  following  year,  gave  the 
first  deli\'ery  of  lyddite.  After  the  serious  explo- 
sions which  took  place  in  lyddite  plants  in  the  vic- 
inity of  Huddersfield,  L.  B.  Holiday  and  Company 
were  the  only  firm  with  the  facilities  to  make  up 
for  the  loss  so  sustained  and  by  increasing  their 
plant  were  by  February,  1917,  the  largest  makers 
of  lyddite  in  England,  delivering  during  the  war  the 
splendid  total  of  eight  thousand  tons.  At  the  end 
of  that  year  the  company  turned  their  attention  to 
the  manufacture  of  dye  stuffs,  for  which  work 
Major  Holliday  had  particular  qualifications.  The 
strides  made  in  this  direction  are  little  short  of 
marvellous  and  to-day  the  works  are  producing  one 
hundred  and  fifty  tons  of  synthetic  dyes  per  week. 

Their  range  of  colors  includes  most  of  the  so- 
called  superior  German  types.  In  the  course  of  the 
next  twelve  months  the  company  will  be  able  to 
guarantee  Canadian  consumers  a  complete  range 
of  colors  comparable  in  every  way  with  those  turn- 
ed out  by  German  makers  in  pre-war  days. 

Particular  attention  and  careful  study  has  been 
given  to  the  production  of  suitable  dyes  for  the 
leather  trade  and  the  firm  are  now  maintaining 
large  stocks  of  these  products  in  Montreal. 

The  following  colors  are  of  particular  interest 
to  the  leather  trade: 

Chrome  Leather  Black  G.,  Chr(jme  Leather  Tan 
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3G.,  Chrome  Leather  Brown  G.,  Basic  Tan  O., 
Basic  Dark  Brown  P.,  Magenta  Powder,  Methyl 
Viblet  3B.  Cone,  French  Black  3938,  Chrysoidine 
R.  Cone,  Bismarck  Brown  R.  Cone,  Fast  Red  A., 
New  Phosphine  R.,  Auramine  O.  Cone,  Orange  11, 
Ponceau  G.,  Brilliant  Bordeaux  SB.,  Acid  Prune  V., 
Naphthol  Blue  Black  lOB.,  Naphthylamine  Black 
H.,  Light  Acid  Brown  L.,  Dark  Acid  Brown  L.  R., 
Nigrosine  W.  S. 

Product  samples  and  all  particulars  of  these 
dyes  can  be  furnished  on  application  to  the  com- 
pany. 

Owing  to  the  nature  of  the  products  of  the 
company  the  booth  at  the  show  was  not  a  spec- 
tacular character.  It  was,  however,  very  attract- 
ively furnished  and  illustrated  the  connection  be- 
tween coal  and  color.  A  string  of  ribbons  ran 
from  a  piece  of  coal  to  beautifully  decorated  tables 
in  the  forepart  of  the  booth,  the  ribbons  being  at- 
tached to  fancy  glass-stoppered  Ijottles  containing 
samples  of  the  dye  stuffs  with  which  each  of  the 
ribbons  was  dyed,  and  the  connection  continued  to 
the  dyed  leather. 

The  scheme  of  decoration  had  been  well  thought 
out  by  those  in  charge  of  this  all-English  company. 

The  booth  was  under  the  management  of  Mr.  H. 
Brook,  Canadian  manager,  and  Mr.  T.  Rushforth, 
chief  Canadian  salesman  with  headquarters  in  To- 
ronto. Major  L.  B.  Holliday  was  present  at  the 
convention,  coming  to  Canada  via  New  York  and 
Boston.  He  spent  considerable  time  calling  on  the 
tanning  firms  at  the  show,  and  expressed  a  desire 
to  cater  for  Canadian  requirements  and  to  cement 
the  commercial  bond  of  union  between  British  and 
Canadian  manufacturers. 


Blachford  Shoe  Mfg.  Co.  Ltd. 

The  Blachford  Shoe  Mfg.  Co.,  Limited,  had  a 
very  handsome  exhibit,  situated  immediately  oppo- 
site the  entrance,  furnished  with  three  plate  glass 
showcases.  Ivory  furniture,  a  Turkish  rug,  and 
lattice  work  in  the  background  covered  with  green 
vines.  The  shoes  on  display  included  a  patent  ankle 
strap  pump,  with  celluloid  Louis  Fifteenth  heel;  a 
white  kid  Ritz  pump,  with  strap,  and  ornament  on 
both  the  vamp,  and  the  strap;  a  silver  cloth,  1  strap 
pump,  and  a  gold  cloth  tie  pump. 

There  were  also  some  very  fine  black  and  grey 
suede  evening  pumps,  with  turn  soles  and  wood 
Louis  Fifteenth  heels.  There  was  a  good  display  of 
walking  shoes  with  Cuban  heels,  in  brown  calf  and 
kid,  also  some  very  fine  brogue  oxfords  and  boots. 
The  Blachford  Shoe  Mfg.  Co.  gave  away  quite  a 
novel  souvenir,  which  was  in  the  form  of  a  white 
and  red  carnation  with  a  ribbon  pennant  attached, 
on  which  were  inserted  "Compliments  of  Blachford, 
Toronto." 

Mr.  Charles  A.  Blachford  and  their  salesmen 
were  present  during  the  entire  week. 

Bonner  Leather  Company 

Here  were  shown  goat  skins  in  various  colors, 
set  out  on  tables  and  at  the  sides  and  end  of  the 
booth.  Like  several  other  tanners,  this  firm  show- 
ed a  number  of  shoes  made  from  the  firm's  leathers, 
both  brown  and  black.  Mr.  W.  F.  Clark  looked 
after  the  interests  of  the  firm. 


Brandon  Shoe  Company 

"lirandon"  and  "Monarch"  shoes  in  men's  welts 
were  the  feature  at  this  booth.  The  goods  were  in 
bals,  bluchers,  brogues,  and  oxfords,  and  were 
made  in  gunmetal,  calf,  royal  purple  Russia,  ma- 
hogany Russia,  vici  kid,  brown  and  black  kangaroo, 
patent  and  patent  kid.  These  were  nicely  displayed 
on  tables.  At  the  back  there  was  a  sign  of  the 
company  in  gold,  on  a  suede  skin.  Souvenirs  were 
in  the  form  of  pencils.  Messrs.  A.  Brandon,  L. 
Brandon,  E.  E.  Mclntyre,  J.  L.  Trethewey  and  C. 
Walters  were  present. 

Breithaupht  Leather  Company 

The  exhibit  of  this  company  was  confined  to 
specimens  of  their  leather  products.  They  had  on 
show,  tapsoles,  Trent  Valley  oak,  crops,  hemlock. 
No.  1  custom  sides,  and  No.  1  custom  bends.  All 
these  were  arranged  on  the  sides,  and  on  a  large 
table  in  the  centre,  which  made  a  very  strong  show- 
ing. The  company  have  five  tanneries  at  Kitch- 
ener, Penetang,  Hastings,  Burk's  Falls,  and  Wood- 
stock, and  manufacture  sole  leather  for  every  de- 
scription of  shoes.  The  rnotto  of  the  company  is 
"Makers  of  the  Standard  of  Canadian  sole  leather." 
Particular  care  is  given  to  secure  the  best  hides 
for  each  particular  tannage. 

Canadian  Footwear  Company 

The  outstanding  feature  of  the  exhibit  of  this 
firm  of  manufacturers  of  women's  shoes  was  the 
extensive  display  of  white  canvas  shoes,  arranged 
on  a  table  at  the  back  of  the  booth,  and  set  out  with 
decorations  of  flowers.  Among  the  other  samples 
were  ties  in  kid  and  patent,  shimmy  pumps  in  var- 
ious leathers,  and  also  some  lines  in  kid,  black  calf, 
and  colored  calf.  No  souvenirs  were  given  away. 
Mr.  Frechette  was  in  charge  of  the  booth,  explain- 
ing to  visitors  that  "the  only  thing  we  give  away  is 
my  smile." 

Clarke  and  Clarke 

This  firm  manufacture  sheep  skins  only.  They 
shoAved  quite  an  extensive  selection  in  various  col- 
ors and  firisher  for  the  shoe,  bag  and  novelty  trade. 
Besides  this  there  were  lines  of  top  facing  made 
by  the  company  \n  Montreal.  The  trade  mark  of 
the  firm  was  displayed  on  one  very  attractive  skin. 
Mr.  F.  F.  Dufton,  sales  manager,  was  in  charge 
of   the  booth 

Clarke  Brothers 

Showed  a  range  of  ladies'  fine  shoes  in  all  the 
latest  patterns,  including  straps,  colonials,  plain 
pumps,  and  oxfords,  besides  a  variety  of  eight  and 
nine  inch  bals.  The  company  had  on  show  one  and 
two  eyelet  ties,  and  also  shoes  with  brogue  effects, 
in  black  and  tan.  There  were  patent  leather  and 
coloured  kids,  and  examples  of  fancy  bals,  in  red 
and  ivory,  with  wood  covered  heels  to  match,  and 
an  oxford  in  a  combination  of  green,  red,  cham- 
pagne and  purple.  Mr.  John  F.  Clarke  was  in  at- 
tendance. 
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Further  Noteworthy  Exhibits  at  the  Fair 


Children's  Footwear  Co. 

The  Children's  Footwear  Company  had  a  simple 
and  neat,  but  artistic,  display  at  Booth  37,  where 
they  were  showing  a  full  line  of  children's  shoes  in 
stitchdowns  and  sandals,  also  some  attractive  little 
sandals  for  the  kiddies'  summer-holiday  wear.  The 
company  distributed  souvenirs  of  practical  value  in 
the  form  of  slippers,  made  up  of  Red-Line-In  and 
Kendex  inner  soles,  which  were  very  popular  with 
the  visitors  at  the  Fair.  Mr.  Ernest  Jerome,  the 
president  of  the  company,  and  Mr.  A.  Lefaivre, 
were  both  in  attendance  at  the  booth.  Mr.  Jerome 
was  very  enthusiastic  over  the  success  of  the  show 
and  declared  that  he  looked  forward  to  a  still  better 
one  next  year. 

CoUis  Leather  Company,  Limited 

The  exhibit  of  this  tanning  company  was  in 
calf  leathers  only,  and  included  rolled  grain,  Lon- 
don brown,  Aurora  brown,  and  mahogany.  A  num- 
ber of  shoes  made  of  the  leather  of  the  company 
were  also  on  exhibit.  Mr.  Gordon  Hubbell,  repre- 
sentative for  Montreal  and  Ontario,  was  in  charge 
of  the  booth. 

Columbus  Rubber  Co. 

It  is  a  healthy  sign  to  be  proud  of  one's  trade 
mark.  The  first  thing  to  catch  our  eye  at  Booth 
No.  31  was  a  picture  of  a  ship  under  full  sail  breast- 
ing her  way  over  the  waves  of  the  Atlantic  Ocean. 
No!  It  wasn't  the  Shamrock  IV.,  but  a  very  fam- 
ous, though  distant,  predecessor,  the  good  ship 
"Santa  Maria" — which  is  the  trade  mark  of  the 
Columbus  Rubber  Company.  The  company  had  a 
very  complete  display  of  rubber  footwear,  every- 
thing from  knee  boots  to  canvas,  rubber-soled 
sandals,  and  dainty  pumps  for  the  ladies,  all  very 
tastefully  exhibited  in  a  booth  trimmed  in  purple. 
We  were  particularly  attracted  by  the  display  cards 
hung  around  the  booth,  which  are  supplied  to  re- 
tailers. They  showed  some  very  fine  art  and  color 
work  and  had  attention-getting  qualities  of  a  high 
order.  Mr.  Emile  Larose,  sales  manager  of  the 
Columbus  Rubber  Company,  was  in  charge  of  the 
booth,  assisted  by  Mr.  J.  H.  Cote,  City  Salesman. 

Horace  d'Artois 

Representing  Farnsworth,  Hoyt  &  Company,  and 
Kenworthy  Bros,  of  Canada,  Limited,  this  booth, 
No.  124,  was  located  on  the  west  side  of  the  hall, 
a  very  suitable  location.  The  furniture  was  of 
fumed  oak.  The  dif?erent  lines  were  arranged 
on  the  tables.  In  the  rear,  Kendex  inner  soles  were 
displayed  in  the  form  of  a  semi-circle.  Below  this, 
pictures  of  the  Farnsworth  Hoyt  sales  rooms  and 
factory  in  Boston  were  situated.  In  addition  to 
Kendex  inner  soles,  the  following  lines  are  carried: 
piece  felt,  tongue  linings,  sundry  lines  of  felt  goods, 
and  shoe  findings  in  general.  Mr.  Horace  d'Artois 
took  charge  of  this  exhibit  personally. 


Davis  Leather  Company 

Quite  an  imposing  array  of  calf  and  kangaroo 
specialities  were  shown.  These  included  genuine 
Australian  kangaroo  skins  in  black  and  brown.  Calf 
leathers  in  all  popular  shades  were  displayed  to  ad- 
vantage. Mr.  T.  J.  Wagner  and  Mr.  Percy  Mil- 
burn  were  in  charge. 

A.  Davis  and  Son 

These  manufacturers  of  upper  side  leathers, 
showed  samples  of  the  following  productions: 
Chrome  tan,  smooth,  box  and  patent  sides;  white 
and  colored  buck,  chrome  sides  in  colors,  smooth 
and  boarded;  chrome  elks  in  black  and  colors; 
chrome  retan,  tan,  chocolate  and  black;  black  and 
colored  Mennonite  grain;  tan  and  chocolate  grain; 
russet  collar  leather;  ooze  splits  in  black  and  col- 
ors; and  flexible  splits.  The  ooze  splits  were  ar- 
ranged in  fan  shape,  showing  the  blending  of  the 
colors,  and  made  quite  a  feature  in  the  exhibit.  Mes- 
srs. Elmer  Davis  and  H.  W.  Davis,  of  the  firm,  were 
present  at  the  show,  the  booth  being  under  the 
charge  of  Mr.  Percy  Milburn. 

Duclos  and  Payan 

Two  booths  were  retained  by  this  firm  of  leather 
and  counter  manufacturers,  one  booth  being  devot- 
ed to  the  counters  and  the  other  to  the  leathers.  In 
the  latter  were  shown  different  kinds  of  side  leathers 
in  black  and  colors,  chrome  and  extract  tan  leath- 
ers, chrome  sole  and  Logan's  oak  sole  leathers. 
These  were  draped  on  boards  at  the  back  and  at 
the  front,  and  were  exhibited  with  a  number  of 
shoes  made  from  the  firm's  products.  In  the  other 
booth  there  was  a  very  large  display  of  fibre  and 
union  shoe  counters.  Prominently  displayed  was 
a  card  with  the  words  "A  Made-in-Canada  counter 
manufactured  with  Canadian-made  fibres,"  while  an- 
other announcement  was  to  the  effect  "We  are  the 
largest  manufacturers  of  shoe  counters  in  the  em- 
pire."   Mr.  J.  R.  Payan  was  in  charge  of  the  booth. 

J.  Einstein 

The  distinctive  decorating  of  this  booth  entitles 
it  to  special  commendation.  A  fine  display  of  shoes 
showing  shoe  fabrics  in  black  and  colored  cloths, 
gold  and  silver  tinsel  cloths,  satins,  and  silk  moires, 
were  prominently  shown.  The  table  on  the  left 
of  the  booth  was  tastefully  arranged  with  silk  rib- 
bons, silk  laces  and  silk  bindings  of  all  descrip- 
tions. The  table  on  the  right  was  taken  up  with 
white  shoes  showing  white  fabrics.  On  each  side  of 
the  booth,  there  was  a  fine  display  of  over-gaiters 
and  spats  showing  different  qualities  of  gaiter 
cloths.  There  was  also  a  full  line  of  black  kid, 
calf  and  patent  leather.  Mr.  Paul  Roy  was  in 
charge  of  the  booth,  assisted  by  Mr.  Edge  and  Mr. 
Clark  of  the  New  York  and  Boston  offices. 
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Dupont  and  Frere 

The  goods  of  this  firm  were  simply  arranged,  be- 
ing set  out  on  stands  on  a  table  at  the  back  of  the 
booth.  The  booth,  however,  was  very  nicely  fur- 
nished with  pedestals  and  standard  lamps,  affording 
an  excellent  light.  The  samples  were  of  medium 
and  high  grade  shoes  in  men's  and  women's  manu- 
factured in  a  large  range  of  leathers  and  lasts. 
Messrs.  S.  Dominique,  J.  S.  Ashplant  and  W.  J. 
Patterson  received  visitors. 

Eagle  Shoe  Company 

Among  the  many  samples  of  men's  goods  staged 
by  this  firm  were  some  fine  brogues  in  black  and 
tan;  other  samples  were  patent  shoes  with  double 
soles,  rope  stitch  and  stitched  heels  on  medium  point- 
ed last  and  tan,  button  boots  in  patent  with  black 
beaver  top,  stylish  brogue  oxfords  and  one  sample 
showing  a  new  high  toe  blucher  last. 

In  women's  styles  there  were  patent  shoes  with 
cloth  top  and  fancy  buttons  and  long  vamp  and 
some  brogue  shoes  made  in  patent  with  black  sateen 
lining.  Besides  these  there  were  samples  showing 
a  new  circular  vamp  pattern  and  imitation  perforat- 
ed foxing  on  last  carrying  14/8  heel. 

John  R.  Evans  Co.  Ltd. 

This  firm,  one  of  Montreal's  largest  tanners,  had 
an  especially  attractive  booth.  The  furniture  was 
of  wicker-work.  For  lighting,  a  standard  lamp  was 
used.  Shelves  running  around  the  three  sides  of 
the  booth  were  taken  up  with  samples  of  glazed 
kid.  The  booth  was  decorated  throughout  with 
flowers  and  palms.  Messrs.  R.  L.  Styles  and  A. 
E.  Perry  were  in  charge  o^  this  exhibit. 

Farnsworth,  Hoyt  &  Company 

A  novel  feature  of  this  Ijooth  was  the  nine-foot 
electric  flash-light  sign  depicting  their  "Red-line-in" 
lining.  Large  posters  showing  their  recent  adver- 
tisements in  the  Saturday  Evening  Post  were  pro- 
minently displayed.  Various  kinds  of  shoes  made 
with  "Red-line-in"  lining  were  also  exhibited.  These 
shoes  were  manufactured  in  Canadian  factories  by 
Canadian  labor.   Mr.  E.  O'Connor  was  in  charge. 

Globe  Shoe 

Shoes  and  geography  have,  of  course,  quite  a 
close  connection,  for  that  science  was,  we  liclieve, 
founded  and  developed  by  men  who  wore  shoes. 
Nevertheless,  we  were  somewhat  surprised  when  we 
were  wandering  down  Haig  Avenue,  to  be  hit  be- 
tween tlie  two  eyes,  figuratively  speaking,  by  a  large 
globe.  Our  curiosity  caused  us  to  enquire  further 
and  we  found  ourselves  in  the  Globe  Shoe  Coni- 
l^any's  l)ooth,  No.  40,  in  good  company,  surroinid- 
ed  by  jjilluw-wells  and  l)al)y-walks,  and  tlic  whole 
family  of  (ili]l)e  chihlren's  slujcs.  The  home  sce)n- 
ed  (jnile  a  bajipy  one,  with  Mr.  J.  1'".  llhUeau  in 
cliarge.  One  of  tlie  features  was  a  nice  lighting  ar- 
rangement   witii    colored    bul])s    Hashing  intermit- 


tently. We  were  also  fortunate  in  meeting  there 
Mr.  J.  13.  Hurteau,  the  president  and  general  man- 
ager of  the  company.  As  a  souvenir,  a  half-secti  >n 
of  a  Globe  shoe  was  being  distributed,  showing  the 
v/ell-known    pillow-welt  construction. 

Gagnon,  Lachapelle  and  Hebert 

Noticeable  among  the  samples  was  a  range  uf 
patent  and  kid  lines,  in  oxfords  and  pumps,  while 
some  attractive  goods  in  white  canvas  were  also 
shown.  The  company  gave  away  a  memo  book  as 
souvenir.  Mr.  W.  Hebert  was  in  charge  of  the 
exhibit,   and   met  many   of  the   firm's  customers. 

C.  Galibert  and  Son  Company 

Oalf  and  side  leathers  in  four  different  shades, 
with  three  kinds  of  glove  leathers,  were  put  on 
show.  These  were  artistically  arranged  so  as  to 
exhibit  the  goods  to  advantage.  There  were  also 
a  number  of  shoes  displayed  that  had  been  built  of 
the  company'*  upper  leather  by  the  John  Ritchie 
Company  and  George  A.  Slater,  Limited. 

Hartt  Boot  and  Shoe  Company 

Mr.  W.  W.  Lindsley,  who  looks  after  the  firm's 
interests  in  Eastern  Ontario  and  the  province  of 
Quebec,  had  charge  of  this  booth.  Here  were 
shown  men's  and  women's  goods,  both  high  and 
low  cuts,  with  a  fairly  large  range  of  men's  in  a 
variety  of  colors.  Some  of  these  were  in  the  light- 
er shades,  for  spring.  There  were  samples  of 
brogues  for  men  and  women.  Artistic  cards  with 
the  inscription,  "The  Hartt  Shoe,"  were  placed  on 
the  cases  and  tables  containing  goods. 

The  Hurlbut  Shoe  Co. 

At  Pjooth  No.  42  an  attractive  display  of  kiddies' 
shoes  met  the  eye  of  the  "Footwear"  representa- 
tive. We'd  have  known  without  looking  at  the 
sign  that  it  was  Hurlbut.  "Pussyfoot"  shoes  were 
very  much  in  evidence  and  also  Hurlbut  welts  and 
boudoir  slippers.  One  of  the  features  shown  was  a 
special  play-shoe  for  children,  which  had,  of  course, 
the  well-known  cushion  insole.  Another  attraction 
was  the  souvenir,  a  pair  of  the  daintiest  little  pink 
kid  shoes.  Messrs.  W.  D.  F"ox  and  Geo.  J.  Scott, 
who  were  in  charge  of  the  exhibit,  were  kept  busy 
handing  them  out — while  they  lasted.  Mr.  Clayton 
E.  Hurlbut  was  also  there,  and  Mr.  E.  T.  Jacobi, 
representing  Philip  Jacobi,  who  distribute  for  the 
Hurll^ut  Shoe  Company  throughout  Canada. 

Tillsonburg  Shoe 

Mr.  L.  C.  Van  Gccl,  secretary  and  sales  manager, 
was  present  in  the  interests  of  the  firm.  The  com- 
pany manufacture  men's,  boys',  and  ycniths'  med- 
ium and  hig-h  grade  staples,  and  also  make  a  spe- 
cialty of  heavy  working  boots,  in  side  leathers.  The 
samples  were  nicely  arranged  on  tables  and  in  cab- 
inets, the  decorative  effect  being  heightened  by  a 
display  of  side  leathers. 
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C.  S.  Hymen  Company 

An  exhibit  of  cut  soles,  genuine  oak  leather, 
and  the  new  lines  of  Ontario  glazed  kid,  together 
with  welting  and  samples  of  counters  and  box  toes. 
The  company  claims  that  this  is  the  only  tannery 
in  the  empire  that  makes  all  lines  of  leather  which 
enter  into  the  manufacture  of  shoes.  A  very  cred- 
itable display,  which  was  under  the  charge  of  Mr. 
H.  G.  Fenlin. 

Industrial  Export  Company  of  Canada 

"Esmay"  spats  and  overgaiters,  Indian  slippers, 
headed  buckles,  as  well  as  Cochrane's  rubber  disc 
soles  and  Northampton  brogues,  with  a  sprinkling 
of  Palmer-McLcllan  hunting  boots  were  prominent- 
ly displayed. 

The  Industrial  Export  Company  of  Canada,  Lim- 
ited, control  the  sale  of  the  products  of  the  Indian 
Slipper  Mfg.  Co.,  and  the  S.  S.  May  Company,  Lim- 
ited, for  Canada  and  the  United  States  and  are  dis- 
tributors in  North  America  for  J.  P.  Cochrane  & 
Co.,  of  Edinburgh,  Scotland,  and  Hornby  &  West, 
Limited,  Northampton,  England. 

A  number  of  the  staf?  were  in  attendance  re- 
ceiving visitors  to  their  booth  during  the  fair  week 

International  Supply  Company 

At  this  booth,  prominence  was  given  to  shoe 
laces,  the  product  of  the  Textile  Manufacturing 
Company,  Toronto. 

There  were  also  shown  samples  of  work  done 
by  machines  for  which  the  company  is  agent.  The 
exhibit  was  attended  by  the  following  memljers  of 
the  stafT:  Messrs.  H.  N.  Lincoln,  W.  C.  Cudney, 
Kitchener  office;  H.  O.  McDowell,  H.  L.  Taylor, 
R.  R.  Dupre,  Montreal  office  and  T.  H.  Connolly, 
Quebec  office. 

H.  B.  Johnson  and  Company 

This  was  another  exhibition  of  leather,  consist- 
ing of  patent  leather  sides  and  kip  in  large  variety. 
These  were  arranged  around  the  sides  and  back  of 
the  booth,  while  in  the  forepart  there  were  a  num- 
ber of  shoes  made  of  the  leather  tanned  by  the  com- 
pany.   Mr.  H.  J.  Goyer  was  in  charge  of  the  booth. 

Kingsbury  Footwear 

White  goods  in  turns  and  McKays  formed  a  fea- 
ture of  the  exhibit  of  this  company,  who  manufac- 
ture women's  goods  exclusively.  Besides  these 
were  lines  of  fancy  turn  slippers,  and  an  extensive 
range  of  women's  welts,  both  in  low  and  high  cuts. 

We  are  informed  that  this  company  intend  to 
feature  turns  and  welts  only  in  leathe'r  goods,  and 
that  they  have  added  a  number  of  new  lasts  and 
patterns,  particularly  in  goods  with  low  and  med- 
ium straight  heels.  The  company  had  a  large  force 
of  representatives,  including  Messrs.  W.  F.  Martin, 
sales  manager,  George  H.  Taylor,  W.  Mitcham,  W. 
E.  Short,  R.  G.  Percival,  A.  Bluteau  and  J.  A.  Mal- 
beouf,  J.  W.  Rankin  and  J.  D.  Campbell. 


Lady  Belle  Shoe  Company 

These  manufacturers  of  women's  McKays  exclu- 
sively displayed  their  lines  in  cabinets  and  on  ta- 
bles, and  made  quite  a  nice  show.  The  examples 
comprised  one  and  two  eyelet  ties,  imitation 
brogues,  white  McKay  welts,  and  a  good  range  of 
shoes  on  sport  lasts.  There  were  also  some  dress 
shoes,  with  Louis  heels,  in  leather  and  wood  cov- 
ered: some  of  the  goods  were  ornamented  with 
buckles.  The  shoes  were  in  calf,  kid,  patent,  buck, 
horse,  and  side  leather.  The  following  were  pres- 
ent at  the  show:  Messsrs.  A.  Inrig,  A.  Armbrust. 
Oavul  Hardy,  and  F.  Jenner.  The  company  gave 
away  card  cases  as  souvenirs. 

LaDuchesse  Shoe  Company 

As  a  souvenir  this  company  distributed  a  very 
useful  pocket  book.  The  exhibit  consisted  of  Mc- 
Kays and  turns,  with  a  nice  selection  of  Romeo 
slippers.  The  goods  were  in  oxfords,  bals,  pumps, 
eyelet  ties  and  brogues,  in  kid,  calf,  and  patent. 
Messrs.  D.  F.  Demarais  and  C.  A.  Bedard  were 
present  at  the  booth. 

Lang  Tarming  Company 

This  company  had  an  exceptionally  fine  display, 
and  introduced  a  novel  idea  in  the  construction  of 
their  booth,  which  gave  it  a  pleasing  touch  of  in- 
dividuality. Arched  oak  columns  were  the  particu- 
lar means  of  producing  this  effect.  The  exhibit, 
which  was  of  scoured  oak  leather,  was  attractively 
arranged.  Miniature  soles  were  distributed  as  souv- 
enirs. On  each  of  these  soles  was  written  this  firm's 
well-known  slogan,  "Lang's  Leather  Lasts."  Mr. 
Geo.  W.  Lang,  Jr.,  was  in  charge  of  the  exhiliit. 

La  Parisienne  Shoe  Company 

The  booth  of  these  makers  of  high  grade  women's 
shoes  was  under  the  charge  of  J.  A.  Lavoie,  I. 
Bourgeois,  R.  Brosseau,  V.  Lachambre  and  W.  C. 
Myers  The  firm  showed  some  very  dainty  exam- 
ples of  their  work.  Among  these  may  be  cited 
white  kid  shoes,  French  tie,  Pomperian  tie,  black 
and  brown  ooze  pumps,  brown  kid  pumps,  and  ox- 
fords with  high  and  low  heels.  The  goods  were 
set  out  in  very  attractive  form,  the  booth  being 
well  lighted  by  means  of  a  handsome  standard  lamp. 

Myles  Shoe  Company 

A  capital  display  of  men's  and  women's  welts, 
set  out  in  a  nicely  decorated  booth.  The  women's 
shoes  included  the  Theo  tie,  Barbara  pump,  one 
eyelet  tie,  brogue  oxfords,  and  evening  shoes,  in 
kid,  kangaroo  and  calf.  A  good  example  of  the 
men's  lines  was  a  kangaroo  brogue,  and  also  a  shoe 
with  a  London  toe,  and  one  on  the  Dixie  last,  these 
goods  coming  in  kid,  calf  and  Kangaroo.  The  souv- 
enir was  in  the  form  of  a  safety  key  chain.  Those 
present  were  Major  Myles  and  Messrs.  C.  H.  Al- 
bee,  general  manager,  F.  S.  Springstead.  J.  Cam- 
eron and  J.  Nicol,  the  last  three  being  members  of 
the  travelling  staflf. 


« 


84 


FOOTWEAR  IN  CANADA 


August,  1920 


At  the  Montreal  Fair 


MacFarlane  Shoe,  Ltd. 

The  Macfarlane  Shoe,  Limited,  was  strongly 
represented  at  the  Fair.  The  firm's  exhibit  was  at 
Booth  No.  41,  where  Messrs.  Norman  Morrison,  J. 
O.  Macfarlane  and  Hugh  A.  Davidson  were  in 
charge.  Mr.  Norman  Macfarlane,  the  head  of  the 
company,  and  Mr.  Hugh  Macfarlane,  were  also  pre- 
sent at  the  Show.  A  full  line  of  samples  of  infants', 
children's,  misses'  and  growing  girls'  shoes  were  on 
display.  Among  these  were  three  new  lasts  and 
thirty-nine  new  styles,  which  will  be  included  in 
next  spring's  showing.  Tans,  the  firm  say,  are 
coming  back  strong  with  them,  in  the  medium 
shades,  taking  the  place  of  the  extreme  dark  and 
light  shades  in  vogue  last  season.  They  are  also 
having  a  run  on  patents. 

W.  A.  Marsh  Company 

Samples  of  men's  welts  and  women's  welts  and 
McKays  in  kid  were  shown  at  this  booth,  being  ar- 
ranged on  shelves  at  the  back  and  at  the  side,  and 
on  a  table  in  the  centre.  The  men's  goods  were  in 
kid,  calf,  and  colored  side  leather,  and  the  women's 
in  kid,  colored  calf,  and  patent.  Mr.  H.  E.  Graham 
was  in  charge. 

J.  A.  McCaughan  &  Son 

Three  tables  in  this  firm's  booth  were  given 
over  to  samples  of  medium  grade  women's,  misses', 
and  children's  McKay's.  Instead  of  lattice  work, 
mauve  bunting  was  used  on  both  sides  of  the 
booth,  while  screens  formed  the  background  of 
the  exhibit.  The  lighting  was  done  by  means  of 
an  artistic  standard  lamp.  Messrs.  J.  A.  McCaugh- 
an, H.  Bedard,  G  H.  Betournay,  C.  E.  Betournay, 
E.  L'Heureux,  J.  F.  Sharpe.  F.  J.  Sharpe  and  J. 
Bonthron  were  present  during  the  whole  week. 

John  McEntyre 

Showed  an  extensive  array  of  sheep  skins  for 
gloves  and  shoes  together  with  facings  and  linings, 
also  a  full  line  of  side  leather  in  black  and  colors. 
There  were  -.Aso  large  samples  of  cottons  for  shoe 
linings;  these  with  other  exhibits,  were  set  out  in 
two  booths.  The  firm  are  agents  for  Edwards  and 
Edwards,  Limited,  of  Toronto,  and  Daoust,  La- 
lf)nde  and  Company,  Limited,  Montreal. 

Included  in  these  booths  were  a  large  number  of 
moccasins  and  Indian  slippers  shown  by  Mr.  Chas. 
Ross,  of  Toronto,  agent  of  Bastein  Brothers  and 
Armand  Bastein,  of  Indian  Lorette.  Wc  are  in- 
formed that  Armand  Bastein  is  the  largest  producer 
r)f  Indian  slippers  on  the  continent.  Mr.  Ross, 
who  is  sales  manager,  was  present,  and  looked  after 
I'lis  lorlion.  of  the  exhibit. 

John  McPherson  Company 

A  feature  was  made  of  the  McPherson  lightning 
iiitcli  hockey  hoot.  They  had  some  very  fine  men's 
welts.  In  women's  there  were  the  new  eyelet  ties, 
brogues  and  oxfords. 


Murray  Shoe  Company 

Among  the  notable  samples  of  these  manufac- 
turers was  the  latest  "Paris"  model  for  women,  a 
very  distinctive  shoe.  The  company  also  had  on 
view  a  nice  selection  of  ladies'  pumps,  oxfords, 
and  men's  welts,  which  were  in  patent,  brown  kid, 
brown  calf,  and  black  calf.  Mr.  J.  G.  Settle  ex- 
plained to  visitors  the  good  points  of  the  various 
shoes. 

Nathan  Cummings 

This  well  known  Montreal  wholesaler  had  a  very 
attractive  booth.  The  color  scheme  used  through- 
out was  blue.  Samples  of  their  lines  were  neatly 
arranged  on  shelves,  which  ran  around  both  sides 
and  rear  of  the  booth.  Strongly  featured  were 
brogue  oxfords  for  the  fall,  men's  brogue  bal  and 
brown  calf  short  vamp  French  heels  in  turns,  also 
a  medium  priced  line  of  staples  were  shown.  A 
few  lines  in  white  canvas  were  also  noted.  Messrs. 
Nathan  Cummings,  Jack  Vallary  and  Sydney  Tan- 
nenbaum  were  much  in  evidence  at  the  booth. 

Newcastle  Leather  Company 

Wicker-work  furniture,  consisting  of  chairs,  set- 
tee and  tables,  were  attractively  arranged.  The 
lighting  consisted  of  a  standard  lamp,  also  one 
wall  bracket  on  either  side  of  their  sign.  The  New- 
castle line  of  kid,  as  well  as  Fred  Rupeing's  lines  of 
side  leathers  and  calf  skins,  were  displayed.  Mes- 
srs J.  F.  Scully  and  C.  Stevenson  were  jointly  in 
charge  of  this  booth.  Mr.  Sydney  New  was  in 
town  for  the  first  three  days  of  the  fair. 

L.  H.  Packard  Company 

A  feature  of  the  exhibit  was  the  wax  model  on 
which  was  displayed  their  latest  lines  in  spats.  On 
shelves  around  the  booth,  over-gaiters,  boudoir  slip- 
pers and  all  lines  of  shoe  stores  supplies  were  dis- 
played. A  novel  idea  was  introduced  by  this  com- 
pany. Ten  dollars  in  gold  was  given  to  the  person 
guessing  the  name  of  the  model.  The  prize  was 
won  by  Miss  Lucille  Normandin  who  guessed  the 
correct  name,  which  was  Constance.  In  each  cor- 
ner of  the  booth  was  a  wicker-work  cabinet,  con- 
taining laces,  etc.  Lattice  work  covered  with  white 
cloth  was  used  on  both  sides  of  the  booth.  Messrs. 
H.  H.  Dalton  and  R.  H.  McAllister  were  in  attend- 
ance. 

Perth  Shoe  Company 

There  were  only  a  few  samples  of  the  lines 
of  this  company,  which  makes  women's  welts  ex- 
clusively, but  what  they  lacked  in  number  they 
made  up  in  quality.  There  were  patent  and  white 
buck  shoes,  with  a  brogue  effect  in  brown  calf,  and 
examples  of  the  popular  one  eyelet  tie  goods.  Be- 
sides this  there  were  oxfords  in  nigger  brown  calf, 
and  bals  in  black  kid,  with  whole  quarter  and  Cub- 
an heel.  For  souvenirs  the  company  distributed 
size  sticks.  The  company's  interests  were  in  the 
hands  of  H.  B.  McGee,  J.  Abernethy,  W.  S.  Pettes 
and   J.    S.    Langevin.  • 
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Owens-Elmes  Mfg.  Co. 

One  of  the  unique  displays  at  the  Shoe  Fair  was 
that  of  Owens-Ehnes  Mfg.  Co.,  of  Toronto.  This 
firm  was  showing  a  very  attractive  line  of  fancy 
evening  slippers,  oxfords  and  pumps,  all  of  which 
are  bench-made  and  the  product  of  their  new  fac- 
tory at  12  Sheppard  St.,  Toronto.  The  samples  of 
these  shoes  which  they  displayed  are  the  first  of 
their  kind  made  in  Canada  and  they  attracted  con- 
siderable attention  and  much  favorable  comment. 
There  were  very  many  artistic  designs,  some  of 
which  deserve  special  mention.  One  was  a  Bulgar- 
ian sandal  of  gold  brocade  with  cut-out  quarters. 
'  There  was  also  a  tie  of  patent  with  suede  quarters 
and  fancy  brocades,  and  a  number  of  pretty  pumps 
in  silver  and  gold  brocade.  In  point  of  style  and 
workmanship  the  shoes  exhibited  appeared  to  fall 
nothing  short  of  any  imported  product  of  the  same 
grades.  They  are  being  turned  out  in  the  new  plant 
in  Toronto,  installed  by  Owens-Elmes  last  May. 
Mr.  Owens,  who  was  in  charge  of  the  exhibit,  was 
very  enthusiastic  over  the  new  enterprise  and  ex- 
pressed his  entire  satisfaction  with  the  results  of 
the  Shoe  Fair.  Owens-Elmes  will  not  only  sell  these 
goods  retail  in  Toronto,  but  will  distribute  to  high- 
class  stores  throughout  the  Dominion. 

C.  Parsons  and  Sons 

The  exhibit  was  of  English  bo.x  and  storm  kips 
exclusively.  These  were  in  black  and  colors,  the 
leather  being  specially  adapted  for  heavy  working 
shoes.  Besides  this,  the  company  had  on  show  a 
selection  of  shoes  made  from  their  leathers  A 
very  nice  exhibit,  in  charge  of  Mr.  E.  J.  Phillips. 

Regal  Shoe  Company 

About  25  samples  of  this  well  known  firm  were 
on  view.  These  were  mostly  in  tans,  and  also  com- 
prised many  of  the  newest  shades,  lighter  tones  pre- 
dominating. The  Regal  Company  showed  a  particu- 
larly strong  line  of  men's  brogues,  their  oxfords 
being  among  the  best  sellers.  A  feature  was  made 
of  the  brogue  oxford  in  royal  purple,  which  is  in- 
deed a  beautiful  model,  fashioned  after  the  popular 
British  shoe.  The  "Made  in  Canada"  sentiment  was 
prominently  featured  by  means  of  a  card  bearing 
the  words  "Buy  Shoes  Made  in  Canada  "  The  fur- 
nishing of  the  booth  was  a  credit  to  those  who  had 
the  matter  in  hand,  green  being  the  predominant 
color.  Messrs.  E.  L.  Lynch  and  E.  J.  Hanlon  had 
charge  of  the  booth. 

John  Ritchie  Company 

This  old  established  company,  with  the  exten- 
sive factories  in  Quebec,  staged  lines  of  men's  and 
boys'  welts  exclusively.  These  were  in  calf,  side 
leather,  and  kid.  The  samples  numbered  about 
thirty,  and  were  neatly  arranged  at  the  side  of  the 
booth.  Mr.  F.  C.  Smith  attended  in  the  interests 
of  the  firm. 


Rena  Footwear  Company 

The  goods  were  set  out  in  a  very  attractive 
booth  and  consisted  of  women's,  misses',  and  child- 
ren's and  infants'  McKays,  on  a  number  of  new 
lasts.  These  came  in  o,xfords,  pumps,  Theo  ties, 
and  the  regular  range  of  high  cut  goods,  in  many 
leathers.  One  noticeable  sample  was  a  woman's 
shoe  in  patent  with  a  dull  insertion  around  the  top. 
A  button  was  given  as  a  souvenir,  this  bearing  "I 
am  a  .stranger  here,  but  feel  at  home."  Mr.  Harry 
Thompson  was  in  charge  of  the  booth. 

Robin  Bros. 

In  the  manufacture  of  lasts  this  firm  requires 
little  or  no  introduction  to  the  trade.  The  "Made- 
in-Canada"  idea  was  emphasized  in  the  decorations, 
which  were  .of  maple  leaves  throughout.  Rough 
blocks  of  maple,  from  which  wood  the  lasts  are 
made,  added  a  touch  of  nature.  The  table  on  one 
side  of  the  booth  was  occupied  by  men's,  women's 
and  children's  lasts.  Some  of  these  were  in  their 
natural  state,  while  others  were  painted  green. 
Useful  and  valuable  souvenirs  were  ditsributed. 
These  included  booklets  of  Montreal  street  car 
tickets.  Messrs.  L.  E.  Robin,  J.  A.  Belanger  and 
.A.  M.  Cusson  were  in  the  booth. 

Oscar  Rumpel's 

Just  as  we  rounded  the  corner  of  Haig  Avenue, 
an  attractive  show  case  drew  our  attention.  A  very 
handsome  standard  lamp  shed  a  soft  glow  over  it 
and  inside  were  all  manner  of  slippers — everything 
from  dainty  little  coverings  for  the  kiddies'  toot- 
sies right  up  to  Romeos,  big  enough  to  fit — -well, 
we  won't  mention  any  names.  The  goods  were 
Oscar  Rumpel's,  and  the  booth  No.  43,  Mr.  Harry 
McKellar  being  O.  C.  The  exhibit  was  a  credit  to 
Mr.  McKellar's  good  taste.  It  was  artistically  de- 
corated with  flowers  and  greenery  and  had  an  air 
of  comfort  that  was  very  attractive.  It  must  be 
said  for  the  goods  that  they  lent  themselves  par- 
ticularly well  to  artistic  display,  the  ladies'  slippers, 
especially,  being  shown  in  very  beautiful  colors. 

Salem  Oil  and  Grease  Co.  of  Canada 

"An  oil  for  every  tannage"  is  the  motto  of  the 
company.  The  exhibit  consisted  of  samples  in 
bottles  of  Tanners'  Oils  and  Greases,  being  full 
lines  of  Moellon  Degras,  Stuffing  Grease,  Acid  Fat 
Liquors,  Sulphonated  Cod  Oils,  Sulphonated  Castor 
Oil  and  Sulphonated  Neatsfoot  Oils.  Mr.  E.  F. 
Richards  was  in  charge  of  the  booth. 

Slater  Shoe  Company 

The  booth  was  in  charge  of  Mr.  F.  J.  Boyden. 
The  company  had  on  view  their  regular  lines  which 
arc  so  well  and  favorably  known  to  the  trade.  There 
were  some  excellent  examples  in  dark  shade  willow, 
and  a  strong  selection  of  bals  together  with  tan 
calf  riding  boots.  These  were  shown  in  cabinets 
and  on  tables,  the  latter  being  placed  in  the  front 
of  the  booth — altogether  a  very  good  display. 
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At  the  Montreal  Fair 


J.  E.  Samson 

Specialize  on  a  numlier  of  lines  wliicli  arc  made 
in  four  dififerent  factories,  thus  cnal)linff  particular 
attention  to  he  given  to  the  various  lines.  The  firm 
make  lines  of  footl)all  and  hockey  boots,  which  are 
manufactured  in  their  No.  1  factory,  while  heavy 
working  shoes  are  made  in  No.  3,  and  misses'  and 
children's  standard  screws  and  McKays  in  No.  ;i. 
Men's  welts  and  women's  fine  McKays  are  turnetl 
out  in  their  No.  4  plant.  A  uunil)er  of  sam[)les  of 
the  various  goods  manufactured  were  shown  at  the 
exhibition,  under  the  direction  of  Mr.  Loin's  Mallett, 
manager  of  the  factory.  No.  4. 

Scholl  Mfg.  Co. 

This  booth  was  the  centre  of  much  attraction. 
During  the  whole  week  of  the  show,  every  afternoon 
and  evening,  a  three-reel  movie  film  was  run,  show 
ing  pedal  deformities,  the  cause,  and  how  to  secure 
relief  and  correction.  Two  shelves,  which  ran  around 
three  sides  of  the  booth,  contained  Dr.  Scholl's 
arch  supports,  foot  appliances  and  preparations. 
Scientific  foot  charts  were  prominently  displayed 
all  around  the  booth.  Heavy  plush  curtains  formed 
a  striking  background.  The  lighting  consisted  of  a 
standard  lamp,  and  three  wall  lights  in  the  rear  of 
the  booth.  Messrs.  R.  L.  Kember  and  A.  Peschon 
were  in  charge  of  the  exhibit. 

Scott-Chamberlain 

Samples  for  spring  in  calf  w-ere  the  main  lines 
of  this  company.  These  had  leather  top  facings 
and  eyelet  roll,  with  under  trimming  of  the  edges. 
There  were  three  new  lasts:  London,  which  is  a 
straight  last;  a  new  recede  last;  and  a  new  swing 
last.  The  shoes  were  in  all  descriptions  of  leathers. 
Collectively  the  goods  made  a  very  creditable  show- 
ing. For  souvenirs  a  memorandum  book,  featur- 
ing the  Avenue  last,  was  given  away.  Besides  this 
brand,  the  company  have  the  Astoria,  Liberty,  Bos- 
ton, and  Belmont.  Messrs.  W.  W.  Fryer,  sales  man- 
ager, J.  J.  McHale,  and  A.  H.  Clark,  of  Calgary, 
the  Western  representative,  took  charge  of  the 
booth. 

Joseph  Tanguay 
Here  was  quite  a  large  array  of  men's  heavy 
sporting  goods.  The  firm  had  on  show  their  well 
known  hockey  boot,  with  its  new  patent  strap,  and 
heavy  goods  in  kip  and  box  kip.  In  the  women's 
McKays  there  were  samples  in  Dongola  and  mahog- 
any side  leathers.  Mr.  Joseph  Tanguay  was  present 
at  the  conventipn. 

Tebbutt  Shoe  and  Leather  Co. 

The  goods  were  displayed  in  cabinets,  and  con- 
sisted of  the  si)ecial  lines  marketed  by  the  firm,  in 
various  leathers.  The  shoes  manufactured  l)y  this 
company  are  of  the  comfortable  ty|)e  for  men.  'i'liey 
are  known  as  tiie  Doctor's  Antise])lic,  Non-l'er- 
spiro,  and  I'rofessor  (loldcn  Cross.  Mr.  Tel)butl 
looked  after  the  bootli. 


Standard  Welt  Company 

Ihis  new  comer  into  the  manufacturing  field  had 
a  nice  selectif)n  of  men's  welts  in  side  leather  and 
calf;  brogues,  in  Cordovan  and  calf;  seamless  bals 
in  kid,  gunmetal,  calf,  and  Cordovan,  together  with 
oxfords  in  the  same  leathers.  Besides  these  there 
were  shown  some  high  grade  stitchdowns  in  all 
colors,  made  in  elk,  calf,  and  side  leathers,  with  a 
range  of  cliildren's  circular  vamp  oxfords  in  a  selec- 
tion of  leathers.  Mr.  J.  C.  Keeler  took  charge  of 
tlie  booth,  and  distributed  a  number  of  slippers  as 
souvenirs. 

Walker  Parker  Company 

Mr.  A.  A.  Mack  was  in  cliarge  of  the  exhil)it 
of  this  company,  who  manufacture  women's  high- 
grade  shoes.  Tlieir  display  included  the  new  French 
last  and  a  particularly  fine  brogue  shoe.  The  sam- 
ples were  in  kid,  patent  leather,  Russia  calf,  in 
l)lack  and  brown.  Attention  was  called  by  means 
of  a  card  to  the  fact  that  the  company  manufacture 
the  "Empress  Shoe  for  Women." 

Williams  Shoe 

A  considerable  portion  of  the  W^illiams  exhibit 
was  devoted  to  heavy  and  medium  heavy  work- 
men's boots  in  standard  screw  and  nailed  work  in 
all  the  leading  leathers.  The  other  lines  were  men's 
welts,  and  men's,  boys',  youths',  little  gents'  , 
women's,  misses',  and  children's  McKays  in  a  large 
variety  of  suitable  leathers.  Messrs.  O.  H.  Hym- 
men,  E.  Morell,  E.  E.  Vinette  and  F.  J.  Leonard, 
of  the  selling  organization,  were  in  charge  of  the 
exhibit. 

F.  E.  Woodward  &  Sons 

This  well-known  firm,  who  are  makers  of  rub- 
ber cement,  as  well  as  other  shoe  supplies,  had  an 
attractive  exhiliit.  The  decorations  were  in  excel- 
lent taste,  being  done  in  rubber  crepe,  and  various 
pasted  and  cemented  cloths.  On  one  table,  samples 
of  a  large  variety  of  rubber  used  in  making  cement 
were  shown  in  the  crude  state,  while  on  the  other, 
samples  of  rul)l)er  cement,  shoe  bottom  filler,  in- 
nersoling,  and  other  products,  which  the  firm  manu- 
facture, were  displayed. 

E.  T.  Wright  and  Company 

These  manufacturers  are  famous  for  their  Just 
Wright  shoes.  In  the  men's  lines,  there  was 
a  Ijrogue  with  a  full  double  sole  and  stitched  heel, 
tan  calf  shoes  on  a  semi-brogue  last,  bluchers  with 
perforated  quarter  and  tip,  and  the  same  patterns 
in  oxfords  with  medium  broad  toe.  The  company 
also  showed  a  dress  oxford  in  patent,  with  an  extra 
light  sole,  and  the  Boulevard  last  in  No.  4  willow 
calf.  Then  there  was  the  Arch  Preserver  shoe  made 
on  tliree  lasts,  with  wide,  medium,  and  narrow  toes, 
in  many  leathers.  Amon,[>st  women's  there  were 
sluu's  with  l)rogue  and  semi-brogue  effects  in  ox- 
fords. Mr.  L.  W.  Johnston  was  in  charge  of  the 
booth. 
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An  Order  is  Something  More  Than  a 
Scrap  of  Paper  " 

No  fair-minded  man  can  ju.stify  cancellations  to 
his  own  conscience.  They  are  not  consistent  with  bus- 
iness integrity.  We  speak  broadly,  of  course,  for  an 
order  is  a  contract  between  two  persons,  and  if  the 
manufacturer  does  not  live  up  to  his  part  of  the  agree- 
ment the  retailer  is  naturally  released  from  his  obli- 
gations. But  the  refual  to  accept  goods  ordered  when 
they  are  ready  for  shipment  on  time,  and  up  to  spe- 
cification, is  not  square  business.  A  manufacturer 
is  'done'  out  of  his  money  in  this  way  just  as  surely 
as  by  the  refusal  to  pay  a  bill. 

There  are  perhaps  some  retailers  who  have  never 
considered  the  matter  in  this  light.  They  have  looked 
upon  cancellations  as  a  prerogative,  overlooking  the 
loss  which  has  to  be  borne  by  the  manufacturer,  and 
have  demanded  it  as  a  "service,"  even  as  their  own 
customers  demand  refunds  and  exchanges.  But  it 
must  be  remembered  that  the  retailer  can  decide  of 
his  own  free  will  whether  he  will  grant  refunds  and 
exchanges,  while  when  he  cancels  an  order  or  returns 
goods,  he  leaves  the  manufacturer  no  option  but  to 
swallow  his  loss — or  the  very  objectionable  alterna- 
tive of  going  to  law. 

The  number  of  cancellations,  however,  it  was  ad- 
mitted by  many  manufacturers  at  the  convention,  is 
comparatively  small. 


The  Story  of  the  Shoe  Fair  and  Convention 
at  Montreal 


The  foregoing  pages  of  this  issue  of  "Footwear" 
are  given  over,  for  the  most  part,  to  a  story  and — 
as  far  as  we  can  make  it — a  pen  picture  of  the  Mon- 
treal Shoe  Fair  and  Convention  of  the  National  Shoe 
Retailers'  Association.  We  have  endeavored,  as  far 
as  possible,  to  reflect  the  spirit  of  this  great  gather- 
ing of  Canadian  shoemen,  as  well  as  to  adhere  to 
the  letter  of  the  ])roceedings.  It  is  an  event  which 
has  made  history  in  the  shoe  and  leather  industry  of 
Canada,  and  the  record  of  it  is  well  worth  reading 
and  preserving. 

It  is  sup])osed  to  ])e  impossible  that  everyone 
should  be  satisfied.  But  the  impossible,  in  this  case, 
has  almost  been  accomplished.  The  criticisms  were 
few  and  far  between.  l!y  unanimtjus  vote  the  Mon- 
treal event  was  a  brilliant  success  and  a  credit  to  the 
Canadian  shoe  and  leather  industries  and  the  allied 
trades.   The  [lajjers  and  discussions  follow: 


A  Novel  Competition  for  a  Hundred  Dollar 
Prize 

Our  readers  will  be  interested  in  the  novel  com- 
petition announced  on  the  next  page.  The  first  in- 
timation of  this  contest  was  made  at  the  "Footwear" 
booth  at  the  Montreal  Shoe  Fair,  where  a  notice  was 
posted  in  regard  to  it.  At  that  time  it  was  the  in- 
tention that  the  results  should  be  announced  in  this 
issue  of  "Footv.ear,"  and  all  contestants  were  asked 
to  send  in  their  essays  not  later  than  July  24.  Since 
then,  however,  it  has  been  suggested  by  some  of  our 
subscribers  that  the  time  limit  imposed  was  too  short, 
and  it  has  been  decided  to  extend  it  to  August  31. 
Judges  have  in  the  meantime,  been  appointed,  and 
the  results  will  be  announced  in  our  Septeml^er  issue. 

It  looks  like  an  "easy"  hundred  dollars  for  some- 
one. Doesn't  it  ?  But  apart  from  the  monetary  point 
of  view  the  main  result  of  the  contest  will  be,  as  we 
judge  from  the  answers  already  received,  a  collection 
of  very  valuable  advertising  criticism  and  an  increas- 
ed interest  in  this  most  important  subject.  Why  not 
try  your  luck  ?  Remember — the  best  ad.  in  the  Pre- 
convention  Num])er  of  "Footwear";  essays  limited 
to  three  hundred  words;  time  limit  August  31. 


A  Fruitful  Cause  of  Disaster  Among 
Retailers 


On  another  page  of  this  issue  we  print  a  paper 
by  Mr.  F.  W.  Stewart,  of  Cluett-Peabody  Co.,  Ltd., 
on  "Better  Merchandising  with  Reference  to  the  h:f- 
fect  Special  Sales  have  on  One's  Ilusiness."  This 
paper  contains  one  of  the  clearest  and  most  concise 
presentations  on  tlic  question  of  the  correct  figuring 
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of  profits  that  we 
have  seen  and  we 
•.  ecommcnd  it  to 
our  readers  for 
their  careful  per- 
usal. This  ques- 
tion of  calculating 
costs  and  profits 
is  probably  the 
greatest  stumbl- 
ing block  in  the 
retail  business.  Jt 
is  estimated  that 
90  per  cent,  of 
merchants  w  h  o 
.'^tart  in  business 
fail,  and  the  orin- 
cina]     reason  of 


their 
that 


failure  is 

they  have 


$ioo 

Cash 


for  the 

Best  Opinion  on  the 

Most  Telling  Advertisement 

in  the  JULY  1920  issue  of 

Footwear  in  Canada 

Look  up  your  July  issue  of  Footwear — it  was  the  Big 
Montreal  Show  and  Convention'  Number.  Look  over  its 
advertising  pages  and  pick  out  what  you  consider  the  most 
telling  advertisement.  Tell  us  in  not  more  than  .300  words 
why  you  think  the  advertisement  you  have  chosen  is  the 
best.  A  prize  of  $tOO  is  offered  for  the  best  essay — you  have 
an  equal  chance  of  winning  it. 

The  competition  is  open  to  anyone  connected  with  the 
Canadian  Shoe  Industry — manufacturers,  wholesalers,  trav- 
ellers, retailers,  repairmen  and  their  employees. 

Essays  limited  to  300  words  and  to  be  suljmitted  not 
later  than  August  31st. 

Write  on  one  side  of  the  paper  only  and  sign  your  full 
name  and  address  plainly,  also  business  connection. 
Address  all  letters  to 

FOOTWEAR  IN  CANADA 

347  Adelaide  St.  W.,  TORONTO,  ONT. 

Watch  for  the  result  in  September  1920  Number  of 
Footwear  in  Canada 

Competent  Judges  Have  Been  Appointed 


not  figured  their 
profits  correctly, 
which  simply 
means  that  they 
do  not  know  how 
their  business 
stands.  A  store 
without  proper  re- 
cords and  a  pro- 
per cost  keeping 
system  is  like  a 
■3hip  with  a  faulty 
chart  and  com- 
pass. The  owner 
will  never  know 
he  is  near  the 
shoals    of    1  ank- 

ru-)tcy  until  he  is  on  them  and  it  is  too  late. 

Many  mci  chants  omit  essential  items  in  their  over- 
head and  others  overlook  it  entirely.  The  phase  of 
merchandi.'-ing,  however,  which  probably  is  most  fre- 
quently neglected  is  the  amount  given  away  to  cus- 
tomers during  cut  price  sales.  Mr.  Stewart  points 
out  in  his  pa;)er  that  "the  total  amount  of  reduction  in 
prices  is  an  actual  expense  on  the  business,  and  this 
itein  must  be  included  in  the  total  expenses  for  the 
year.  The  amount  has  been  paid  out  to  customers, 
just  the  same  as  paying  rent  to  landlords,  wages  to 
employees  or  any  other  expense." 

Prevent  Upward  Reaction  in  Prices  by 
Buying  Now 


in  moderate  quan- 
tities. The  manu- 
facturers apjjear 
to  be  in  a  mood 
at  the  present 
time  to  give  con- 
cessions which,  at 
a  later  date,  they 
may  not  consider 
necessary  or  justi- 
fi  a  b  I  e.  Business 
is,  of  course,  at 
this  time  of  the 
year  very  quiet, 
and  in  some  cases 
plants  have  had 
Lc  be  temporarily 
shut  down.  What 
the  manufacturers 
particularly  desire 
is  a  sufficient 
amount  of  work 
to  keep  their  or- 
ganizations mov- 
ing, so  that  when 
trade  opens  up 
again  they  will  be 
in  shape  to  handle 
it  without  the 
usual  delays  and 
difficulties  i  n  c  i- 
dent  to  getting 
into  their  stride 
again. 

It  has  been  ar- 
gued  —  and  the 
argument  is  a 

very  reasonable  one — that,  if  the  retailers  hold  ofif 
and  then,  when  business  livens  up  again,  all  send  in 
their  orders  at  once,  the  immediate  eflfect  is  bound 
to  be  an  increase  in  the  cost  of  shoes.  Even  at  a  time 
when  the  demand  for  hides  is  very  light,  the  packers 
are  maintaining  the  ])rices — and  even  raising  them. 
What  will  happen  if  the  market  opens  up  with  a 
rush  ?  An  immediate  jump  in  the  cost  of  hides, 
leather  and  shoes.  This  is  something  that  no  one, 
with  the  possible  exception  of  the  packers,  wishes  to 
see.  We  do  not  want  reactions,  we  want  stability. 
If  the  retailer  needs  shoes,  therefore,  let  him  buy  wise- 
ly, buy  slowly,  but  T.UY  NOW. 


Mofe  than  one  of  the  speakers  at  the  Montreal 
Shoe  I'^air  urged — rightly,  we  believe — that  it  is  the 
part  of  wisdom  for  the  shoe  retailer  to  buy  part  of 
his  refjuirements  NOW.  It  is  not  suggested  that  tb'' 
retailer  should  buy  lica\ily,  but  thai  he  slinnld  order 


II.  VV.  Upham— the  successor  to  the  late  C.  W.  J. 
Upham — who  is  carrying  on  business  at  Sussex,  N.B., 
in  leathers  and  shoe  findings,  etc.,  is  opening  a  branch 
at  Mechanic  St.,  Monct(jn,  N.P).,  under  the  manage- 
ment of  C".  \V.  U])ham.  This  is  as  a  result  of  the  de- 
\clo])nu'nt  of  the  firm's  business,  and  will  make  pos- 
sible a  lirst-class  service  to  their  customers. 
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The  Proceedings  of  the  National  Shoe  Retailers' 

Association  Convention 

Very  Valuable  Papers  and  Discussions  Were  Presented  DeaHng 
With  Various  Aspects  of  Shoe  RetaiHng 


BRIGHT  and  early  on  the  morning  of  Tuesday, 
July  13,  some  four  hundred  shoe  retailers  and 
interested  members  of  other  branches  of  the 
shoe  industry,  gathered  in  the  convertion  hall 
at  the  Coliseum  for  the  opening  of  the  Second 
Annual  Convention  of  the  National  Shoe  Re- 
tailers' Association  of  Canada.  It  was  an  en- 
thusiastic beginning.  First  the  shoemen  lim- 
bered up  their  vocal  organs  and  invoked  the  spirit 
of  harmony  by  a  half  hour  of  community  singing,  in- 
terspersed with  pianoforte  selections  by  some  of  Mon- 
treal's well-known  artists.  Then,  after  the  singing  of 
the  National  Anthem,  Alderman  Dickson,  who  rep- 
resented Mayor  Martin,  in  the  latter's  absence  ow- 
ing to  illness,  was  introduced  to  the  audience  and 
spoke  some  warm  words  of  welcome,  to  which  reply 
was  made  by  Mr.  Gavin,  of  Port  Arthur.  Mr.  C.  R. 
LaSalle,  of  Montreal,  also  spoke,  welcoming  the  vis- 
iting delegates,  on  behalf  of  the  shoe  retailers  of  the 
convention  city. 

The  then-president,  Mr.  Warren  T.  Fegan,  whose 
presence  in  the  chair  carried  an  atmosphere  of  optim- 
ism and  cheerfulness  through  the  entire  proceedings 
made  a  brief  but  pointed  address,  reviewing  the  pro- 
gress made  during  the  past  year  and  the  possibilities 
of  the  future, — 

The  President's  Address 

"This  Association  has  been  in  existence  but  one 
short  year.  It  stands  for  service-first-last-and-always. 
Every  progressive  business  man  recognizes  the  fact 
that  the  business  or  association  that  is  not  built  upon 
the  highest  ideal  of  service,  cannot  succeed  perman- 
ently. 

"Have  we  as  an  association  justified  our  existence 
by  service  rendered  ?  Emphatically,  yes.  Never  in 
the  history  of  the  shoe  business  have  we  been  con- 
fronted with  such  tremendously  vital  issues  as  in  this 
year.  I  will  leave  the  others  for  the  Executive  to  re- 
port upon.  First,  that  relating  to  the  Board  of  Com- 
merce and  its  findings.  You  are  all  familiar  with  the 
facts  no  doubt,  and  yet  few  fully  realize  what  im- 
portant work  was  performed.  It  meant  everything 
to  every  man  of  you.  Our  business  was  being  assailed 
in  every  conceivable  way. 

,         Combatting  the  "Profiteer"  Slander 

"Your  executive  representatives  in  every  jirovince 
were  busy  contradicting  misleading  and  untruthful  re- 
ports circulated  in  the  daily  press,  which  had  the  ef- 
fect of  creating  in  the  minds  of  the  buying  public  the 
belief  that  we  were  exacting  unfair  profits  (from  the 
consumer)  on  our  merchandise,  and  that  we  were 
indeed  'profiteers'.  Your  association,  through  their 
members,  were  able  to  prove  conclusively  to  the  Board 
that  these  reports  were  exaggerated  and  untruthful 
in  every,  particular.  Your  executive  met  in  Montreal 
and  prepared  a  statement  with  certain  recommenda- 
tions attached.  These  were  placed  before  the  Board, 
and  you  know  with  what  result.  The  Board  granted 
our  recommendations  as  having  been  reasonable.  Who 


were  benefited  by  our  work  ?  Every  shoe  merchant 
in  Canada  and  we  are  to-day  doing  business  upon  a 
legalized,  legitimate  '-"t  cent,  of  profit.  One  cannot 
begin  to  place  a  vaiue  upon  that  service,  for  it  re- 
vealed to  the  public  that  we  were,  and  are,  rendering 
them  a  proper  service  at  a  living  cost.  During  that 
crisis — and  it  was  a  crisis — your  executive  officers 
worked  day  and  night  in  order  to  sefve. 

Prompt  Action  Secured  Luxury  Tax  Amendment 

"Secondly,  came  the  bud/et  with  its  cumbersome, 
burdensome  luxury  tax.  Trade  was  shaken  and  busi- 
ness terribly  disorganized  as  you  have  reason  to  know. 
Your  officers,  from  coast  to  coast,  were  besieged  with 


Mr.  Warren  T.  Fegan,  Retiring  President  I 
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telegrams,  letters,  long  distance  phone  messages,  etc., 
and  they  were  working  earnestly  and  thoughtfully 
with  but  one  object  in  view — that  o^  service,  and  the 
amendment  under  which  we  are  now  operating  is  due 
solely  to  the  prompt,  energetic,  well-planned  argu- 
ments which  your  officers  ]M-esented  before  the  Com- 
missioner of  Taxation,  at  Ottawa.  We  had  the  en- 
dorsation  of  the  Canadian  Shoe  Manufacturers'  Asso- 
ciation, which  was  of  a  very  helpful  character  indeed. 
An  injustice  to  the  buying  public  and  to  ourselves 
has  been  removed  and  we  are  confident  that  our  bus- 
iness will  in  a  short  time  become  normal.  Whatever 
of  efifort  has  been  put  forward,  whatever  of  achieve- 
ment has  been  realized,  one  dominant  ideal  has  been 
sought  by  our  officers — that  of  service  to  all. 

"I  am  glad  to  have  this  opportunity  of  expressing 
my  gratitude  in  belonging  to  an  Association  which  has 
been  capable  of  rendering  such  real,  genuine  and  ben- 
eficial service,  and  to  tell  you  of  the  eagerness  with 
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which  your  officers,  at  all  times  and  under  all  cir- 
cumstances, were  willing;  to  _<4ive  their  time,  at  the 
expense  of  ]jersonal  and  family  comforts,  and  of  their 
ahility,  in  order  that  your  business  mit^ht  be  placed 
uoon  the  best  possible  basis.  Just  here,  I  am  going 
to  tell  you  of  an  incident  which  very  recently  oc- 
curred. 

The  Spirit  That  Will  Win 

"At  a  Sunday  School  picnic  there  had  been  a  fire 
started  by  some  lads,  and  a  child's  dress  caught  the 
flame.  She  was  badly  burned.  An  appeal  was  made 
for  volunteers  to  save  the  child's  life  by  skin-grafting. 
The  response  was  immediate.  From  the  group  there 
were  boys  in  knickers,  office  girls,  clerks,  matrons, 
business  men,  plumbers,  whose  time  was  worth  $1.25 
an  hour,  two  or  three  boys  who  had  returned  from 
the  war  with  nerves  still  shattered,  until  finally  there 
were  fifty  who  volunteered. 

"To  those  who  watched  that  scene,  it  seemed  as  if 
after  all  this  was  one  of  the  fruits  of  the  war.  That 
war,  which  resulted  in  so  much  of  bitterness  and  suf- 
fering", had  in  it  beauties  of  high  purpose,  sacrifice  and 
service.  As  business  men  may  we  recognize  how  im- 
portant it  is  to  serve  our  fellows.  If  we  as  an  associa- 
tion can  inculcate  this  idea  of  unselfish  service  into 
the  very  fibre  of  every  soul  here,  we  shall  go  away 
from  this  Convention  and  Shoe  and  Leather  Fair 
feeling  we  have  accomnlished  something  that  shall 
tend  to  make  this  country  of  ours  a  better  place  in 
which  to  live. 

No  Symptoms  of  a  Coming  Slump 

"Regarding  the  business  outlook  we  are  all  anxi- 
ous and  some  of  us,  I  fear  are  over-anxious,  regarding 
the  outcome.  To  begin  with,  is  there  the  remotest 
possibility  of  business  deoression  in  our  country  when 
money  is  as  plentiful  as  is  the  case  to-day  ?  I  would 
say  not.  Did  you  ever  know  of  commercial  inactivity 
or  paralysis  at  a  time  when  there  is  a  decided  under- 
production of  necessities  ?  I  think  not.  The  facts 
are  that  this  country,  and  practically  the  rest  of  the 
world,  are  clamoring  for  goods,  and  while  that  con- 
dition exists  there  will  and  can  be  no  commercial  de- 
pression. We  have  had  an  era  of  personal  extrava- 
gance, largely  due  to  high  wages. 

"There  is  naturally  an  easing  off  in  extremely  high 
prices  and  rightly  so.  There  is  coming,  in  my  mind, 
a  readjustment  of  industrial  conditions.  Labor  will 
find  it  necessary  to  rouse  herself  and  realize  that  noth- 
ing short  of  production  to  meet  the  demands  will  bring 
about  a  lower  price  on  commodities. 

Optimism  Will  Build  up  Industry 

"Let  us  as  business  men  have  little  or  no  room 
for  the  pessimist.  Rather  let  us  be  a  big  factor  in 
the  building  up*  of  an  industry  that  shall  be  second 
to  none  in  a  country  that  is  second  to  none  in  the 
world  to-day.  I  will  not  be  the  presidinji;-  officer  next 
year  and  I  want  to  take  this  opportunity  of  saying 
while  this  year  has  been  a  very  strenuous  one,  I  have 
l)een  delighted  at  the  most  hearty  co-operation  given 
me  by  all  and  can  (jnly  wish  that  my  successor  may 
be  tendered  the  same  faithful  su])])ort  as  has  at  all 
tines  been  mine." 

Secretary-Treasurer's  Report 

Mr.  Jas.  W.  Ju])]),  the  treasurer  and  acting  secre- 
tary (){  the  Association,  made  a  very  encouraging  re- 
port, lie  stated  that  the  financial  condition  of  the 
organization  was  flourishing.  'Hiey  had  started  the 
year   1920  with  a  deficit,  but  that  had  since  been 


wiped  out,  and  they  now  had  an  appreciable  surplus. 
The  drafts  for  membership  fees  were,  he  considered, 
responded  to  very  .satisfactorily.  There  had  been  627 
drafts  sent  out  and  212  of  these  had  been  accepted. 
The  cost  for  collections  and  rejections  had,  on  the 
average,  been  only  13c  a  piece. 

On  motion  of  Mr.  C.  R.  LaSalle,  seconded  by  Mr. 
M.  Chisholni,  this  report  was  adopted  as  read. 

The  report  of  the  executive  committee  was  then 
presented  by  Mr.  E.  A.  Stevens,  of  Ottawa.  The  re- 
port, on  motion  of  Mr.  Stevens,  seconded  l)y  Mr. 
Fred  R.  Foley,  was  adopted. 

At  this  juncture,  Mr.  John  G.  Watson,  of  Montreal, 
rose  to  rec|uest  that  the  matter  of  the  affiliation  of  the 
National  Retailers'  Association  with  the  Retail  Mer- 
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chants'  Association,  be  taken  into  consideration.  He 
thought  that  there  were  many  advantages  to  be  gained 
and  much  duplication  of  effort  could  be  saved  by 
this  step,  and  he  asked  that  the  Association  should 
take  action  in  this  connection.  This  question  was 
referred  to  committee. 

The  next  item  of  business  was  the  appointment  of 
standing  committees,  which  were  named  by  the  Presi- 
dent, as  follows:  Resolutions — Messrs.  B'achford  (To- 
ronto), Megginson  (Sault  Ste.  Marie),  Fo'ey  (Bow- 
manville),  LaSalle  (Montreal),  St.  Leger  (Toronto): 
Nominations — Stevens  (Ottawa),  Devlin  (Winni- 
peg), Gavin  (Port  Arthur),  A.  LaSalle  (Montreal); 
i'inance — McElroy  (Ottawa),  Hill  (London). 

Greeting  from  U.  S.  Sister  Organizations 

A  letter  was  read  from  Mr.  A.  H.  Geuting,  chair- 
man of  the  Executive  Committee,  of  the  National  Shoe 
Retailers'  Association  of  the  United  States,  convey- 
ing greetings  to  the  sister  association  in  Canada  and 
suggesting  that  a  delegation  be  sent  by  the  latter  to 
the  coming  Milwaukee  convention  of  the  U.  S.  organ- 
ization. Much  could  be  gained,  the  writer  declared, 
by  joining  forces  and  ideas. 

A  personal  letter  to  Mr.  Warren  T.  Fegan  from 
Mr.  Jas.  J.  Orr,  the  president  of  the  American  associa- 
tion, was  also  read.    The  letter  expressed  the  regrets 
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of  the  writer  that  he  was  unable  to  accept  an  in- 
vitation to  attend  the  convention  of  the  Canadian  shoe 
retailers  in  Montreal,  owing  to  a  previous  arrange- 
ment to  address  another  gathering. 

Following  the  routine  business,  the  first  item  on 
the  papers'  programme  was  an  address  on  "Construc- 
tive Advertising  from  the  Shoe  Retailer's  Standpoint," 
bv  Mr.  Tohn  W.  E.  Service,  who  dealt  with  his  sub- 
ject in  a  very  interesting  and  convincing  manner. 

The  next  item  was  a  paper  by  Mr.  Geo.  A.  Blach- 
ford  on  "The  Canadian  Shoe  Industry,"  which  is 
printed  elsewhere. 

Wednesday  Morni'ng's  Session 

At  the  Wednesday  morning  session,  Mr.  Jos. 
Daoust,  of  Daoust,  Lalonde  &  Co.,  gave  a  very  candid 
and  enlightening  address  on  the  leather  situation,  cov- 
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ering  at  the  same  time,  concisely,  the  situation  in  the 
entire  footwear  industry. 

Referring  to  Mr.  Daoust's  remarks,  Mr.  R.  E. 
LeSeur,  of  Sarnia,  suggested  that  the  fewness  of 
orders  would  surely  mean  less  cancellations  than  if 
there  had  been  a  greater  number  of  orders.  He 
thought  the  retailers  should  be  very  careful  just  now 
and,  above  all  things,  keep  their  heads.  He  did  not 
like  to  hear  so  much  talk  about  panic ;  if  all  would 
carry  on  as  retailers,  he  thought  things  would  come 
out  alright. 

Mr.  S.  McCall's  name  was  on  the  programme  for 
a  paper  on  "How  to  keep  tab  on  your  stock,"  but  it 
was  announced  by  Mr.  Fegan  that  Mr.  McCall  had 
had  a  nervous  collapse  and  would  be  unable  to  be 
present. 

A  concise  paper  on  "How  to  buy  under  present 
conditions"  was  presented  by  Mr.  E.  A.  Stephens,  of 
Ottawa.    This  is  reproduced  elsewhere  in  this  issue. 

Mr.  Jupp  read  a  telegram,  signed  by  the  president 
and  secretary  of  the  National  Exposition  and  Style 
Show,  Boston,  extending  a  hearty  invitation  to  mem- 
bers of  the  Canadian  Association  to  visit  this  exhi- 
bition. 


Montreal  Shoe  Salesmen  Hear 
Mr.  Arthur  L.  Evans 

On  Wednesday  evening  a  special  meeting  of  re- 
tail shoe  salesmen  was  held  in  the  convention  hall  and 
an  address  was  given  by  Mr.  Arthur  L.  Evans,  Presi- 
dent of  the  Retail  Shoe  Salesmen's  Institute,  Boston, 
after  which  a  buflfet  supper  was  served.  Mr.  A.  J. 
Machin,  of  Montreal,  was  in  the  (!hair. 

Mr.  Evans  gave  a  very  interesting  and  inspira- 
tional talk,  interspersed  with  anecdotes.  "In  relation 
to  your  business,  the  business  of  serving  the  public 
in  Montreal  with  the  most  important  part  of  their 
wearing  apparel,  the  thing  that  counts  most  is  not 
your  looks,  but  what's  inside-  you,  in  your  mind," 
he  declared.  "A  man  finally  determines  his  position 
in  society,  wherever  he  may  be,  by  his  own  thoughts. 
If  there  is  something  in  your  mind  that  is  of  value, 
if  you  can  interest  people  by  what  you  know,  by  and 
by  you  can  show  them  your  heart,  and  then  they  will 
come  to  love  you.  Those  two  things,  mind  and  heart, 
are  superior  to  everything  else  in  the  world." 

Where  Will  You  Be  Five  Years  from  Now? 

"This  subject  of  service  has  so  much  in  it,"  con- 
tinued the  speaker,  "that  I  have  to  choose  what  not 
to  say,  rather  than  what  to  say.  There  is  one  ques- 
tion, however,  I  will  ask  you,  and  I  want  you  to  re- 
member it  whatever  else  you  may  forget — 'Where 
will  you  be  five  years  from  now?'  Among  you  people 
there  will  be  a  certain  percentage  who  will  have  stores 
of  their  own,  a  certain  percentage  will  be  store  man- 
agers, and  a  certain  percentage  will  be  assistant  man- 
agers, while  others  will  be  just  where  they  are  to- 
night— or  rather  they  will  think  that  is  where  they 
are,  but  there  is  no  standing  still,  we  are  cither  fight- 
ing our  way  forward,  or  we  are  drifting.  Where  will 
you  be  five  years  from  now?  Ask  yourself  which 
class  you  will  be  in." 

Mr.  Evans  briefly  referred  to  the  Retail  Shoe  Sales- 
men's Institute,  of  which  he  is  the  President,  and 
showed  his  audience  how  the  course  provided  by  the 
Institute  was  particularly  adapted  to  the  needs  of 
the  shoe  salesman  who  wishes  to  succeed  in  his  call, 
ing.  He  pointed  out  that  the  course  had  met  with 
a  great  demand  throughout  the  United  States,  and 
also  in  Canada  and  many  of  the  countries  of  Europe. 
It  was  not  a  dollars  and  cents  proposition,  but  a  pro- 
ject backed  by  the  biggest  men  in  the  industry,  to 
bring  about  greater  efficiency  and  superior  service. 

At  the  Thursday  morning  session  of  the  conven- 
tion, Mr.  F.  W.  Stewart,  of  the  Cluett-Peabody  Co., 
Montreal,  presented  a  paper  on  "Better  Merchandis- 
ing with  reference  to  the  ef¥ect  Special  Sales  have 
upon  One's  Business,"  which  was  so  comprehensive 
and  clearly  written  that  it  might  well  be  considered 
a  classic  on  the  subject  with  which  it  dealt. 

The  next  item  on  the  programme  was  a  paper  by 
Mr.  Grant,  of  P.  S.  Ross  &  Sons,  chartered  account- 
ants, on  "Why  your  books  should  be  audited." 

Then  the  subject  of  "How  Should  Retailers  Pay 
Their  Clerks  and  How  Best  to  Secure  Their  Co-oper- 
ation" came  up  for  discussion.  Mr.  W.  Devlin,  of 
Winnipeg,  set  the  ball  rolling  with  a  brief,  pointed 
address. 


How  Should  Retailers  Pay  Their  Clerks 

"The  answer  to  the  first  part  of  the  question,  in  a 
general  way,  can  be  given  in  one  word,'Well,'  "  de- 
clared Mr.  Devlin.    "Our  shoe  sales'  clerks  should  be 
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paid  WELL.  1  know  a  i^entleman  in  the  shoe  busi- 
ness in  the  west,  whose  clerks  run  automobiles,  and 
whose  shoemaker  runs  an  automobile  and  has  two 
farms.    His  men  are  paid  as  they  ought  to  be. 

"In  answer  to  the  second  part  of  the  question, 
'How  best  to  secure  their  co-operation,'  I  would  say: 
Practice  the  Golden  Rule.  Some  years  ago  I  felt  I 
was  getting  into  a,  rut  and  that  I  was  weak  in  the 
matter  of  bossing  my  clerks.  I  went  to  a  friend  and 
asked  him  if  he  could  give  me  any  advice  r.  ong  that 
line,  and  he  brought  down  a  book  entitled, 'How  to 
Boss  Johnson.'  I  read  the  book  and  found  it  very 
beneficial,  indeed.  While  I  cannot  supply  you  with 
the  book,  I  am  going  to  pass  along  some  of  the  ad- 
vice it  gave.  Learn  to  boss  yourself,  and  then  you 
will  know  how  to  boss  your  men  and  to  get  their  co- 
operation. 

"This,  I  know,  is  only  answering  the  question  in 
a  general  way,  while  I  am  aware  that  it  was  the  in- 
tention of  the  President  that  it  shou'd  be  answered 
in  more  detail.  Conditions,  however,  vary  so  much  in 
difTerent  localities  and  in  different  stores  that  I  'think 
it  is  a  matter  that  must  be  dealt  with  individually. 
Here  we  may  have  one  man  who  is  doing  a  high  c'ass 
trade,  and  it  may  be  necessary  for  him  to  pay  a  higher 
percentage  to  his  clerks  than  a  man  handling  a  cheaper 
class  of  goods.  For  that  reason  I  think  one  cannot  get 
up  here  and  tell  you  that  any  certain  plan  is  the  best 
one.  It  must  lie  with  the  individual  retailer  to  de- 
cide. 

"I  might  say,  however,  that  in  dealing  with  this 
question  in  my  own  store,  I  was  confronted  this  New 
Year  with  a  matter  which  it  may  be  of  interest  to 
mention.  I  was  considering  paying  salary  and  com- 
mission— and  while  this  may  be  the  best  plan  in  some 
stores,  I  felt  it  was  not  the  best  for  mine.  Neverthe- 
less, I  did  not  discard  the  idea  altogether.  I  have 
three  men  in  my  store  who  are  doing  other  work  be- 
sides selling.  One  dresses  window-,  and  writes  cards; 
another  looks  after  stock;  and  another  is  the  man 
on  the  floor,  but  does  considerable  selling  as  well. 
It  was  clear  I  could  not  pay  them  the  same  as  the 
other  clerks  and  expect  them  to  sell  as  many  goods.  I 
figured  my  cost  of  selling  goods  through  the  salesmen 
was  7  per  cent.,  and  I  said  to  my  window  dresser,  I 
will  give  you  so  much  a  week  and  a  certain  amount 
will  'be  allotted  for  dressing  windows,  say  $15.00. 
Then  I  w?ll  figure  up  the  cost  of  your  sales,  and  if  they 
have  only  cost  me  5  per  cent,  you  w\l\  get  the  extra 
two  per  cent.  The  stock  man  and  the  man  on  the 
floor,  I  treated  in  the  same  way.  The  result  is  that 
each  of  them  is  "Johnny  on  the  Spot"  when  there 
are  sales  to  be  made.  In  discussing  the  matter  of 
commission  with  my  other  clerks.  I  found  they  were 
going  to  be  a  good  deal  better  .satisfied  with  a  definite 
salary  every  Saturday  night. 

"Now.  in  regard  to  obtaining  the  co-operation  of 
your  clerks,  get  together  with  them  ;  aWays  take  them 
into  consideration,  because  you  are  educating  them  up 
to  the  merchant  princes  of  Canada  in  the  future.  Be 
human  with  your  men,  and  know  them  well.  If  yc3u 
pay  them  well,  train  them  wcH  and  know  them  well, 
then  you  will  get  their  co-operation." 

Discussion  on  Mr.  Devlin's  Talk 

Following  Mr.  Devlin's  talk,  there  was  some  in- 
teresting discussion.  Mr.  Henry  Viau  a.sked  his  opin- 
ion as  to  the  advisability  of  giving  P.M.'s  to  clerks. 

Mr.  Devlin  said  he  believed  that  giving  spiff's  was 
hclijful  to  boosting  sale^  and  that  he  made  use  of  them 


in  his  own  store.  More  retailers,  he  understood, 
charged  the  amount  of  spiffs  against  their  saless,  but 
he  himself  did  not  do  so.  If  he  got  a  $12.00  sale  at  a 
cost  of  $1.00,  he  figured  it  was  a  rea.sonable  cost. 

Preventing  Preference  being  Given  to  New  Stock  by 
Salesmen 

Mr.  Adelstein  brought  up  another  point.  In  the 
last  year  or  two,  he  said,  it  had  been  customary  among 
merchants  when  they  received  certain  lines  of  mer- 
chandise purchased  at  higher  prices  than  the  same  lines 
already  in  stock,  to  strike  an  average  as  a  basis  for  the 
.■celling  price.  Now  to  prevent  the  clerks  from  giving 
preference  to  the  goods  just  received  over  those  which 
had  been  carried  in  stock,  his  plan  was  to  put  the 
spiffs  on  the  shoes  held  in  stock  from  the  previous 
season.  He  used  a  serial  number  for  every  line  of 
shoes  for  every  season — "A"  one  season,  "B"  the  next, 
and  so  on,  in  coniunction  with  the  stock  number.  Now 
suppose  a  "B"  shoe  which  had  just  come  in  was  priced 
$12.00,  while  the  corresponding  shoe  under  serial  "A" 
had  been  priced  $11.00,  the  average  being  struck,  he 
gave  the  spiff  on  the  same  number  in  serial  "A"  until 
sold  out,  and  then  worked  into  the  "B"  serial. 

A  paper  was  next  presented  by  Mr.  Rowland  Hill, 
of  London,  Ont  ,  on  "How  Be-^t  to  Keep  .Your  Stock 
Clean,"  which  is  printed  herewith. 


Some  Good  Methods  of  Keeping 
Stock  Clean 


SPEAKING  in  a  broad  way  the  solution  of  the 
problem  of  keeping  stock  clean  is  eternal  vigil- 
ance in  the  buying  and  wide-awake  methods  in 
disposing  of  the  goods  bought. 
As  ^o  the  buying,  it  is  necessary  to  have  an  ac- 
curate classified  record  of  goods  in  stock  and  of  goods 
already  on  order,  that  there  may  be  no  duplicating 
of  lines.  It  is  necessary  to  keep  in  touch  with  what 
your  trade  demands  by  personal  contact  with  your 
customers  and  with  your  salespeople.  It  is  necessary 
to  read  the  trade  journals  that  you  may  keep  in  touch 
vvith  the  trend  of  styles  and  anticipate  the  demand. 

If  you  can  do  this  correctly  and  have  the  proper 
assortments  of  sizes  in  each  line  you  have  solved  the 
problem.  But  because  we  often  over-buy  or  "Dame 
Fashion"  fools  us  on  a  few  of  our  would-be  "leaders" 
we  have  to  devise  methods  to  keep  the  stock  moving. 

Recording  a  Line's  History 

Because  dead  stock  eats  up  the  profit,  we  seek  to 
find  out  which  are  the  dead  lines.  We  do  this  with  a 
card  system.  Each  line  is  given  a  number  and  en- 
tered on  a  separate  card,  where  the  line's  complete 
history  can  be  recorded. 

We  can  tell  at  any  time  how  a  line  is  selling  by 
reference  to  this  record  combined  with  a  quickly 
taken  memo  of  the  stock  on  the  shelves.  I  may  say 
here  that  we  have  not  yet  seen  the  advisability  of 
keeping  track  of  each  individual  ])air  by  sizes  each 
day.  I  could  see  how  it  would  be  useful  in  a  specialty 
store,  but  in  our  stores  we  have  a  general  trade  and 
have  in  use  approximately  750  of  these  cards  outside 
of  the  rubbers  which  are  not  listed  in  this  way. 

Each  salesperson  is  allotted  a  certain  department 
to  care  for  and  a  ])ride  in  keeping  the  stock  fresh 
and  clean  is  encouraged.    They  are  asked  to  report 
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slow  sellers  and  also  shown  samples  and  encouraged 
to  give  suggestions  at  times  when  the  buying  is  done 
for  their  department. 

Keeping  Down  Number  of  Lines 

We  try  to  keep  our  lines  down  to  as  few  makes 
as  possible  and  when  we  change  from  one  make  to 
another  we  can  often  fill  in  the  new  line  with  one 
already  in  stock.  This  applies  of  course,  to  staples. 
We  use  our  own  labels  and  stock  boxes  out  of  which 
we  sell.  This  always  gives  the  stock  a  uniform  ap- 
•pearance,  the  shelves  being  built  to  fit  standard  men's 
and  women's  cartons.  For  misses'  goods  we  use 
women's  cartons  and  do  the  same  for  children's,  some- 
times, in  the  very  small  sizes,  putting  two  pairs  in 
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a  box.  The  same  rule  applies  to  men's  and  boys'. 

When  we  find  that  the  sale  of  a  line  is  slowing  up 
we  do  not  hesitate  to  put  on  "P.  M's".  We  trust  our 
employees  to  do  the  right  thing  with  each  customer 
in  every  case  and  find  that  this  can  be  done  and  a 
greater  interest  taken  when  we  thus  encourage  the 
sale  of  lines  which  would  otherwise  remain  unasked 
for. 

Sacrifice  Only  on  Real  Sale  Stuff 

When  we  have  "Dollar  Day"  in  our  city  twice  a 
year  (February  and  August)  we  hang  up  the  real  sale 
stuff  at  very  low  prices,  sometimes  adding  a  good, 
clean  line  to  keep  up  the  assortment.  Dollar  Days  are 
now  the  biggest  selling  days  in  our  year's  business 
and  help  us  much  in  keeping  the  stock  clean.  What 
can't  be  disposed  of  in  this  way  we  sell  at  any  price 
we  can  get  for  them  to  job  lot  dealers  who  call  from 
time  to  time  and  take  the  goods  out  of  town. 

At  special  times  we  put  on  sales  for  a  week  or  so, 
but  never  make  a  general  reduction,  believing  it  far 
better  business  to  make  a  real  sacrifice  on  lines  we 
wish  to  get  rid  of  than  to  make  any  reduction  on 
goods  which  we  have  to  replace. 


Discussion  on  Mr.  Hill's  Paper 

On  being  asked  by  Mr.  Fegan  just  what  the  "Dollar 
Day"  referred  to  in  his  paper  was,  Mr.  Hill  explained 


that  this  "Dollar  Day"  was  first  instituted  by  a  num- 
ber of  merchants  in  different  lines,  who  got  together  in 
advertising  it,  and  arranged  to  put  on  a  sale  of  articles 
at  a  dollar.  While  now,  in  many  lines,  it  was  impos- 
sible to  stick  to  the  single  dollar  idea,  the  name  re- 
mained the  same,  and  London  still  had  its  "Dollar 
Day"  every  year.  In  his  own  store,  he  considered  it 
the  best  day  in  the  year.  They  picked  out  the  lines 
they  wished  to  c'ear,  and  gave  the  people  a  list  of 
what  they  had  on  sale,  but  never  touched  their  regu- 
lar stock  at  all.  Whenever  he  had  a  sale  of  any  kind, 
Mr.  Hill  said,  it  was  his  policy  never  to  make  a  gen- 
eral reduction  on  all  stock. 


A  Message  from  the  N.S.R.A.  of 
the  United  States 


When  the  convention  assembled  on  Friday  morn- 
ing, Mr.  Fegan  first  called  upon  Mr.  Arthur  L.  Evans, 
President  of  the  Retail  Shoe  Salesmen's  Institute,  Bos- 
ton, to  speak.  Mr.  Evans  was  to  have  delivered  an 
address  on  "Retail  Shoe  Salesmanship"  at  the  Wed- 
nesday morning  session  of  the  convention,  but  owing 
to  his  train  being  de'ayed,  was  unable  to  be  present 
at  that  session. 

Mr.  Evans  said  it  was  a  very  great  pleasure  to 
him  to  extend  congratulations  on  the  wonderful  con- 
vention and  fair  which  had  been  put  on  by  the  Cana- 
dian shoe  industry.  They  had  had  a  big  convention 
in  Boston  in  January,  which  was  considered  a  very 
fine  affair,  but  in  many  respects  the  Montreal  event 
exceeded  it. 

"I  stand  before  you,"  said  the  speaker,  "represent- 
ing a  great  organization.  I  am  commissioned  by  the 
National  Shoe  Retailers'  Association  of  the  United 
States  to  extend  to  you  a  word  of  greeting  and  fel- 
lowship. Before  I  came  away,  the  first  vice-president 
of  our  organization  said  to  me  :'I  want  you  to  tell 
our  friends  over  there  not  to  let  anything  political 
break  in  upon  our  fellowship.'  He  told  me  to  tell 
you  that  our  organization,  though  it  was  formed 
first  eleven  years  ago,  is  only  about  three  years  old, 
so  that  we  are  both  young.  'And,'  he  said,  'tell  our 
Canadian  friends  that  our  experience  is  at  their  dis- 
posal, and  we  wou'd  like  to  feel  that  your  experience 
is  open  to  us,  also.'  " 

Mr.  Evans  spoke  of  the  period  through  which  we 
are  now  passing  as  a  "crossing  over" — a  transition  to 
a  new  era.  He  did  not  like  that  phrase,  "back  to  nfor- 
mal,"  of  which  we  heard  so  much,  but,  instead,  he 
ofifered  as  a  substitute  the  slogan,  "on  to  a  new  nor- 
mal." This  progressive  movement,  this  crossing  over, 
the  speaker  said,  wouM  best  be  accomplished  by  men 
of  open  minds  meeting  together  with  this  in  view, 
and  the  present  convention  was  a  great  opportunity 
for  helping  it  along. 

The  chairman,  Mr.  Fegan,  had  some  kind  remarks 
to  make  regarding  the  work  of  the  press  committee, 
and  piled  upon  Mr.  J.  A.  Beaudry,  of  "Le  Prix  Cour- 
ant,"  chairman  of  that  committee,  to  make  a  few  re- 
marks. Mr.  Beaudry  declared  that  he  could  assure 
the  Association  of  the  co-operation  of  the  trade  press 
in  sending  the  news  of  the  fair  and  convention  to  the 
four  corners  of  Canada.  He  also  had  manv  interest- 
ing and  inspirational  things  to  say  about  the  present 
conditions  in  this  Dominion  and  our  future  posss- 
bilities. 
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H.  E.  Groves  on  "Window 
Dressing'' 


The  next  speaker  on  the  profjramme  was  Mr.  H. 
E.  Groves,  of  Montreal,  who  is  looked  upon  as  one. 
if  not  the  ileading,  authority  on  shoe  window  dressing 
in  Canada.  Mr.  Groves  gave  a  very  interesting  and 
instructive  talk  on  "Dressing  windows  and  how  to 
make  them  work  for  you."  He  pointed  out,  how- 
ever, that  he  had  covered  this  subject  of  window  dis- 
play very  fully  in  an  article  in  the  March,  1920,  issue 
of  "Footwear  in  Canada,"  from  which  he  quoted  many 
extracts. 

Of  the  many  sides  of  the  subject  he  touched  upon, 
he  dealt  at  some  length  on  press  advertising  being 

^  .  .  .  .+ 
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well  backed  up  by  the  windows,  and  said  there  was 
usually  lack  of  co-operation  between  the  two  depart- 
ments ;  and  in  consequence  much  of  the  advertising 
outlay  was  lost.  He  maintained  that  where  possible 
the  window  trimmer  should  handle  the  advertising. 

Another  point  which  he  covered  was  the  common 
error  of  overcrowding,  and  at  question  time  he  was 
bombarded  with  enquiries  as  how  to  avoid  overcrowd- 
ing when  a  merchant  carried  a  stock  ranging  from 
.soft  soles  at  19c  per  pair  to  footwear  at  $18.00:  but 
he  stuck  to  his  point  and  declared  that  the  public  did 
not  want  to  see  a  window  jammed  with  shoes,  it  was 
confusing  and  served  no  good  purpose.  His  con- 
clusive answer  was  "if  your  space  is  limited  then 
change  your  windows  everyday,"  a  remark  which  was 
received  with  hearty  applause. 

Other  |)oints  Mr.  Groves  dealt  with  were  window 
construction,  lighting,  and  what  he  called  the  "Iwo- 
\uUou  of  Window  Dressing,"  giving  one  or  two  per- 
sonal reminiscences  of  his  'boyhood  days,  and  how  the 
training  he  had  received  in  his  father's  business  which 
he  thought  pretty  hard  at  the  time  had  served  him 
{()  good  ])urpose  since. 

At  the  close  of  his  talk  he  invited  any  of  his  hear- 


ers to  meet  him  downstairs  at  the  store  front  which 
he  had  had  constructed  to  what  he  considered  ideal 
dimensions  for  show  windows,  and  where  he  demon- 
strated window  dressing  every  day  during  the  week. 
Mr.  Groves  we  understand  was  kept  busy  for  the 
closing  two  days  answering  questions  and  giving  ad- 
vice. 

Following  the  discussion  on  window  dressing,  a 
l)aper  on  "Diplomacy  in  Salesmanship"  was  ])resented 
by  Mr.  C.  R.  LaSalle,  who  covered  the  subject  in  a 
very  adequate  manner,  both  in  ICnglish  and  French. 


A  List  of  Important  Resolutions 


The  following  important  resolutions  were  submit- 
ted by  Mr.  Howard  Blachford,  the  chairman  of  the 
resolutions  committee. 

(1)  That  in  view  of  the  the  general  attitude  of  the 
public  with  regard  to  prices  and  considering  the  re- 
duced costs  of  raw  materials  such  as  hides  and  skins, 
that  we  consider  that  tanners  and  shoe  manufacturers 
should  co-operate  with  shoe  retainers  in  bringing 
about  a  reduction  in  the  prices  of  general  lines  of 
footwear. 

(2)  That  we  urge  upon  the  retail  shoe  trade  of 
Canada  the  desirability  of  maintaining  as  far  as  pos- 
sible at  the  present  time  a  policy  of  steadiness  both 
with  regard  to  buying  and  selling,  in  order  to  avoid 
the  development  or  accentuation  of  conditions  un- 
favorable to  shoe  retailing. 

(3)  That  this  Association  reiterate  its  demand 
that  a  month  be  added  to  the  dating  of  placing  orders 
for  rubber  footwear  and  tennis  goods,  particularly  as 
the  industry  has  in  the  past  year  or  two,  through  the 
development  of  the  latter  branch  of  the  business,  been 
placed  upon  a  footing  that  makes  this  demand  most 
reasonable. 

(4)  That  the  thanks  of  the  Association  be  extend- 
ed to  the  retiring  officers  and  Executive  for  the  good 
work  done  during-  the  past  year,  particularly  in  secur- 
ing the  co-operation  of  manufacturers  and  adjusting 
certain  grievances  in  the  trade,  and.  above  all,  in  so 
watching  pnd  protecting  the  trade  with  respect  to  the 
Board  of  Commerce  investigations  as  to  secure  from 
it,  in  a  most  diplomatic  way,  not  only  freedom  from 
vexatious  and  harmful  regulations,  but  vindicating 
retailers  against  the  charges  of  profiteering. 

(5)  That  this  second  Annual  Convention  of  the 
National  Shoe  Retailers'  Association  of  Canada  ex- 
press its  unqualified  aporeciation  of  the  splendid  ar- 
rangements made  bv  the  management  of  the  Shoe, 
Leather  and  Al'ied  Trades  Fair,  which  have  resulted 
in  the  finest  display  of  leather  and  shoes  ever  seen  in 
America.  Not  only  should  the  shoe  and  leather  trades 
be  proud  of  the  magnificent  display,  but  it  is  a  credit 
to  the  Dominion  at  large. 

(6)  That  this  Association  co-operate  in  every  way 
possible  in  the  campaign  inaugurated  by  the  National 
Shoe  Manufacturers'  Association  of  Canada  in  pro- 
moting the  sa'le  of  Canadian  made  footwear  through- 
out the  Dominion. 

(7)  Th;i{  this  Association  recommend  that  a  joint 
committee,  consisting  of  representatives  from  the  exe- 
cutive of  each  of  the  Allied  Trade,  be  formed  for  the 
])urposc  of  meeting  periodically,  with  a  view  to  pro- 
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moting  o^reater  co-operation  between  the  various  sec- 
tions of  the  shoe  and  leather  industry  of  Canada. 

(8)  That  this  Association  again  call  attention  to 
the  great  injustice  done  to  the  entire  shoe  trade  of 
this  country  by  the  unfounded  statements  appearing 
from  time  to  time  in  the  daily  press,  with  regard  to 
the  retail  shoe  business. 

(9)  That  a  special  committee  be  appointed  to  dea' 
with  the  matter  of  affiliation  with  the  Retail  Mer- 
chants' Association  of  Canada. 

(10)  That  the  Executive  be  empowered  to  make 
an  appropriation  to  cover  an  honorarium  for  secretar- 
ial work. 

(11)  That  the  thanks  of  this  Association  be  ex- 
tended to  the  Canadian  Shoe  Manufacturers'  Asso- 
ciation for  their  courteous  and  cordial  co-operation  in 
the  endeavor  to  nromote  better  relationship  between 
the  manufacturers  and  distributors  of  footwear 
throughout  Canada. 

(12)  That  the  cordia'  thanks  of  this  Association 
be  extended  to  the  Canadian  shoe  manufacturers,  tan- 
ners and  wholesalers,  for  n'acing  at  their  disposal  the 
convention  hall  of  the  Coliseum  for  the  use  of  their 
meetings  as  well  as  for  the  entertainment  of  the 
ladies,  and  that  this  Association  place  on  record  its 
aopreciation  of  the  superb  arrancrements  made  for 
the  comfort  and  pleasure  of  the  delegates  and  their 
friends. 

(1.^)  That  the  thank'^  of  this  Association  he  ex- 
tended to  the  Montreal  ladies  who  have  contributed 
"o  much  to  the  pleasure  and  enioyment  of  the  visit- 
ing ^adic^  in  connection  with  the  Convention. 

(14)  That  the  warmest  thanks  of  this  Association 
he  extended  to  the  various  speakers  at  the  convention 
sessions  as  well  as  to  the  entertainers  who  have  con- 
tributed so  largely  to  the  success  of  the  whole  event. 

(1.S)  That  the  thank^;  of  this  convention  be  ten- 
dered to  the  trade  and  dailv  press  for  their  courtesy 
■'n  fT'vine  the  fullest  pub'icity  to  the  convention  ar- 
ranfeme'its  and  proceedings. 

(16)  That  frnternal  P'reetings  be  extended  to  the 
National  .Shoe  Retailers'  Association  of  the  United 
.States  ,nnd  that  our  .Secretary  be  instructed  to  suit- 
pb^v  acknowledge  the  fraternal  greetings  received  from 
other  organizations  and  individuals  connected  with 
the  trade  in  the  United  States. 

(17)  That  this  Association  deprecates  the  practice 
of  come  Canadian  newsnapers  in  Border  towns  and 
citipc  receivinp"  advertisinjr  from  U.  S.  retailers,  in 
which  they  fail  to  indicate  that  goods  are  subject  to 
Canadian  customs  duty  thus  encouraging  the  avoid- 
ance of  legitimate  ciistoms  duties,  and  they  suggest 
that  immediate  action  be  taken  by  local  merchants 
to  rectify  the  situation,  as  well  as  the  Made-in-Can- 
ada  campaign  of  the  Canadian  Shoe  Manufacturers' 
Association. 

These  resolutions  were  adopted  as  a  whole. 

The  report  of  the  nominations  committee  was  next 
submitted  bv  Mr.  W.  Devlin,  and  was  unanimously 
adopted.  The  names  of  the  new  officers  are  as  fol- 
lows : 

Officers  of  the  N.S.R.A.  for  1920-21 

President — George  G.  Gales,  Montreal. 
Secretary — Howard  C.  Blachford,  Toronto. 
Treasurer — James  W.  Jupp,  Toronto. 
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Vice-presidents — Quebec — C.  R.  LaSalle.  Mon- 
treal ;  Maritime  Provinces — H.  W.  Rising,  St.  John, 
N.  B.;  Ontario — E.  A.  Stephens.  Ottawa;  Manitoba — 
W.  R.  Devlin,  Winnipeg;  Saskatchewan,  Alberta, 
British  Columbia — Jas.  Goodwin,  Vancouver. 

Executive  Council : — Maritime  Provinces — W.  L. 
Tuttle.  Plalifax;  C.  I.  Hughes,  Charlottetown,  P.E.I. ; 
P.  L.  Higgins,  Moncton,  N.  B. 

Quebec — Louis  Adelstein,  Montreal;  Fred  J.  Ar- 
gall.  Three  Rivers;  B.  Leonard,  Quebec  City.  . 

Ontario — R.  E.  LeSueur,  Sarnia ;  EeMx  Forbert, 
Lindsay ;  Ered  H.  Eoley,  Bowmanville. 

Manitoba — John  Affleck,  Winnipeg;  R.  Creelman, 
Brandon;  C.  E.  Rannard,  Winnipeg. 

Saskatchewan  and  Alberta — W.  Marshall.  Moose 
Jaw  ;  J.  Moreau.  Edmonton  ;  W.  M.  Hood.  Calgary. 

British  CoKunbia — James  Gordon,  Vancouver;  H. 
C.  Wti'son.  Vancouver;  James  Maynard,  Victoria. 

Address  of  New^y-Elected  President 

l'\)l!(>win<.'  the  adoption  of  the  nomination  commit- 
tee's rc'Hirt.  Mr.  Eeean  resigned  the' chair  to  Mr.  Geo. 
Gales.  Mr.  Gales  made  a  brief  address  of  thanks  for 
the  honor  of  being  elected  as  second  president  of  the 
National  Shoe  Retai'ers'  Association.  He  promised 
that  he  would  do  everything  in  his  power  to  further 
the  interests  of  the  retail  trade  and  would  always  try 
to  take  into  consideration  the  men  in  the  rural  dis- 
tricts, as  well  as  the  men  who  did  business  in  a  larger 
way  in  the  cities.  There  were  a  great  many  prob- 
lems coming  up.  Some  affected  the  large  man  and 
^ome,  the  sma'l  man,  and  they  had  to  be  considered 
from  different  standpoints. 

Retailers  Should  Place  Orders  Now 

In  regard  to  the  future,  a  matter  of  present  con- 
cern was  with  regard  to  buying  fall  goods.  Some  had 
placed  very  few  orders,  and  some  had  placed  orders 
and  cancelled.  In  the  speaker's  opinion,  the  manufac- 
turers would  stand  rieht  behind  the  retailers  to  a  man 
in  any  small  decline  in  price  that  might  come  about, 
and  he  thought  it  was  up  to  the  retailers  to  back  the 
manufacturers  up  and  place  their  orders  now,  so  as 
to  give  them  a  chance  to  get  busy.  The  majority  of 
the  manufacturers  delivered  the  goods  when  prices 
were  going  up  by  leaps  and  bounds  and  sometimes  at 
a  sacrifice. 

Invitations  from  Winnipeg  and  Quebec  City 

An  invitation  was  read  from  the  Winnipeg  Board 
of  Trade  suggesting  that  the  National  Shoe  Retailers' 
Association  hold  their  next  convention  in  that  city, 
and  promising  a  very  cordial  welcome  to  the  delegates. 
A  similar  invitation  was  read  from  the  Mayor  of  Que- 
bec City  and  the  Quebec  Provincial  Exhibition  Com- 
mission. The  matter  was  at  that  time  referred  to 
the  executive. 

Mr.  Eegan,  who  reassumed  the  chair,  made  some 
very  complimentary  remarks  regarding  the  work  done 
by  Mr.  Harry  Gibbins,  as  chairman  of  the  reception 
committee. 

Committee  to  Get  in  Touch  with  Retail  Merchants' 
Association 

On  motion  of  Mr.  Eoley,  the  following  members 
were  appointed  to  the  committee  which  is  to  get  to- 
gether with  the  executive  of  the  Retail  Merchants' 
Association  regarding  the  matter  of  affiliation  :  Mes- 
srs. Geo.  Gales,  Howard  Blachford,  Jas.  W.  Jupp,  E. 
A.  Stephens  and  Warren  T.  Fegan.' 
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Situation  in  the  Shoe  and  Leather  Industry 

Factors  in  Shoe  Costs  Outlined— Easier  Prices  Predicted  if  Retaileis 

Co-operative  in  Buying 


WE  are  going-  through  what  I  may  call  a  crisis, 
an  epidemic  which  stretches  from  the  At- 
lantic to  the  Pacific,  which  is  not  only  Can- 
adian, but  also  American.  All  epidemics  and 
panics  never  last\  very  long,  but  for  the  time  being 
they  are  very  harmful  and  they  cause,  sometimes, 
many  deaths.  I  believe  this  industrial  epidemic — which 
I  call  "influenza,"  because  we  are  all  more  or  less 
"gripped," — has  nearly  run  its  course  in  our  industry. 

New  York  Bankers  Brought  Present  Financial  Situa- 

ati'on 

I  would  like  to  widen  the  scope  of  this  discourse 
and  speak  to  you  about  the  shoe  situation  and  the 
hide  situation,  as  well  as  the  leather  situation,  becau.'^e 
all  these  branches  of  the  industry  are  so  close'y  con- 
nected and  one  so  intimate''y  afifects  the  other.  What, 
then,  has  beefi  the  cause  of  the  panic  which  we  are 
pulling  through?  What  started  it?  Before  giving 
you  the  principal  causes,  let  me  tell  you  that  this  pan 
ic  was  American  in  the  beginning,  and  we  are  so  close- 
ly joined  to  the  United  States,  commercially  and  fin- 
ancially, that  the  conditions  across  the  line  aUvays 
react  upon  us.  As  I  had  the  honor  to  tell  you  last 
year,  the  Chicago  packers  were  then  ruling  the  world 
market  in  hides,  and  at  the  same  time  the  money 
market  was  ruled  by  New  York.  Prices  went  up  in 
hides,  leather  and  shoes,  and  the  guilty  parties  were 
our  good  friends,  the  Chicago  packers.  This  year 
they  are  not  guilty ;  they  have  not  brought  on  this  de- 
cline in  the  price  of  shoes,  I  can  give  you  my  word. 
(Laughter).  Who  are  the  guilty  ones,  then?  The 
guilty  ones  a"t  the  New  York  bankers,  who  are  the 
principal  factors  in  bringing  about  this  crisis. 

Six  Main  Causes  for  Existing  Conditions  in  Shoe  and 
Leather  Industry 

The  six  main  reasons  for  the  present  conditions  are 
as  follows : 

(1)  The  action  of  the  Federal  Reserve  Board  in 
curtailing  credits  to  big  firms  and  forcing  the  liquida- 
tion of  stocks. 

(2)  The  cessation  of  the  exnort  trade  in  shoes  and 
leather,  due  to  the  foreign  exchange. 

(3)  The  newspaper  campaign — in  the  U.  S.  more 
especially — started  with  a  view  to  creating  a  panic, 
telling  the  public  that  the  retailers,  the  manufactur- 
ers and  the  tanners  were  profiteers — which  was  be- 
lieved by  the  public. 

(4)  The  cancellation  of  orders  and  return  of 
goods. 

f.S  )  The  opening  uj)  of  retail  stores  in  Boston 
and  the  principal  cities  of  the  United  States  by  the 
manufacturers  and  the  selling  of  shoes  at  manufactur- 
ers' prices,  resulting  from  the  cancellation  and  return 
of  goods  by  the  retailers. 

(C)\  The  clearance  sales  of  genuine  retailers  who 
had  lost  their  heads. 

These  are  the  principal  reasons,  mostly  American, 
for  the  situation  we  arc  in  today.    We  arc  sometimes 
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told  that  the  Budget  Speech,  given  out  on  the  19th  of 
May,  which  announced  the  10  per  cent,  luxury  tax  on 
shoes  over  $9.00  was  the  chief  cause  of  these  condi- 
tions, and  that  the  Finance  Minister  is  responsible  for 
the  drop  in  the  price  of  shoes.  I  do  not  agree  with 
this  view.  While  I  believe  the  tax  had  an  efifect  on  the 
more  expensive  shoes,  I  do  not  think  it  would  have 
brought  about  a  general  decline,  apart  from  other 
causes,  though  it  may  have  been  instrumental  in  hast- 
ening it. 

Then  the  public  expects  to  buy  shoes  at  very  low 
prices.  On  what  they  base  their  expectations,  or  on 
what  the  newspapers  base  their  statements,  I  do  not 
know,  but  I  will  try  to  put  the  facts  before  you. 

Factors  In  Shoe  Costs 

Could  shoes  be  sold  cheaper?  There  are  six  prin- 
cipal items  that  go  into  the  making  of  shoes : 

(1)  The  upper  leather,  which  is  being  sold  to-day 
at  a  reduction  of  20  to  25  per  cent,  from  the  prices 
ruling  in  March. 

(2)  Sole  leather — The  sole  leather  has  not  come 
down,  and  if  T  should  announce  a  reduction  in  the 
price  of  sole  leather  I  know  I  should  be  criticized  by 
the  sole  leather  men.  But  I  know  they  cannot  afford 
to  reduce  the  ])rices  of  sole  leather  as  rapidly  as  the 
upper  leather  tanners  have  reduced  their  prices,  be- 
cause of  expensive  hides  bought  six  months  ago;  last 
year  during  the  increase  in  prices  they  did  not  ad- 
vance as  rapidly  as  the  upper  leather  men.  At  the 
=ame  time  it  must  be  pointed  out  that  the  upper  leath- 
er tanners  are  in  exactly  the  same  position  with  re- 
pard  to  having  bought  expensive  hides,  but  they  have 
not  waited  to  reduce  their  prices  and  have  already 
drojjpcd  20  to  25  per  cent.    I  would  say  then  that  a  re- 
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duction  of  10  per  cent,  on  sole  leather  wonld  be  fair, 
and  I  take  into  consideration  what  they  have  done  in 
the  past,  especially  last  year  when  prices  were  increas- 
ing. The  public  demands  a  reduction,  and  we  are 
forced  to  do  something. 

(3)  Then  the  third  item  is  the  cotton  linings. 
Cottons  are  not  coming  down. 

(4)  The  fourth  item  is  the  findings.  Under  this 
heading  come  thread,  nails,  dressings,  laces,  cartons, 
etc.    None  of  these  have  come  down  in  price. 

(5)  Labor — When  we  touch  on  this  question,  we 
must  be  very  careful,  especially  the  manufacturer  or 
capitalist,  for  the  capitalist  from  the  labor  point  of 
view  is  an  enemy,  not  a  friend.  Are  they  right?  No. 
I  am  here  to  say  that  the  manufacturer  is  a  friend  of 
labor,  because  one  needs  the  other.  They  have  to 
work  in  harmony  if  either  is  to  be  successful.  They 
have  to  go  hand  in  hand,  because  if  capital  needs  lab- 
or, labor  also  needs  capital.  But  will  the  cost  of  lab- 
or come  down?  I  do  not  believe  so.  On  the  contrary 
I  believe  that  labor  will  go  up  in  price.  My  reason  for 
thinking  that  is  that  food,  rent  and  fuel  are  mounting 
And  when  these  things  are  increasing  in  price,  how 
could  you  expect  a  reduction  in  wages?  I  feel  sure 
that  as  soon  as  the  factories  open  up  to  capacity,  we 
will  have  a  demand  for  higher  pay. 

(6)  The  sixth  item  is  the  overhead  charges.  Un- 
der this  come  the  rent,  power  (and  coal  to-day  at 
$18.00  a  ton  as  compared  with  $9.00  a  year  ago  will 
not  make  the  power  costs  very  cheap),  travellers' 
salaries — the  travellers  all  expect  an  increase  in  pay, 
and  it  is  safe  to  say  that  travelling  expenses  will  not 
be  any  cheaper,  as  the  railways  are  showing  deficits 
all  the  time — in  fact  they  are  asking  for  a  30  per  cent, 
increase  in  the  freight  rates;  finally  there  is  taxation, 
which  is  a  big  item.  Consider  then  that  there  is  a  100 
per  cent,  increase  in  fuel,  and  a  probable  30  per  cent, 
increase  in  freight  rates.  The  overhead  has  to  face  a 
larger  increase  than  any  other  item. 

A  Prediction  of  Easier  Prices 

What  then,  gentlemen,  can  you  expect  the  manu- 
facturers to  do  under  the  circumstances?  Why,  here, 
at  this  show,  the  manufacturers  cannot  quote  prices; 
everyone  seems  to  be  in  the  dark.  The  retailers  are 
expecting  price  quotations  and  the  manufacturers  are 
doubtful  what  they  should  say  and  to  what  extent 
they  should  reduce  their  prices — because  they  have 
to  reduce  their  prices.  They  cannot  do  any  business 
at  this  fair  unless  they  show  a  disposition  to  lower 
their  quotations.  The  public  demands  it ;  the  retailer 
expects  it.  We  must  get  together  and  make  a  deal. 
Let  us  consider  the  items  mentioned  above  again. 
Upper  leather  has  decreased  20  to  25  per  cent.,  and 
let  us  take  it  for  granted  that  there  will  be  a  10  per 
cent,  decrease  in  sole  leather.  The  third  and  fourth 
items,  cotton  linings,  and  findings,  will  be  stationary, 
while  labor  and  overhead  will  be  higher.  Taking 
everything  into  consideration,  I  believe  a  10  per 
cent,  reductibn  in  the  pri'ce  of  shoes  would  be  fair  to 
everybody.  I  know,  if  I  should  announce  a  10  per 
cent,  reduction,  certain  of  the  manufacturers  who  have 
high-priced  stocks  on  hand  will  say  it  is  impossible 
for  them  to  give  it.  That  is  so,  but  we  have  to  get 
after  business  and  we  won't  get  it  unless  we  show 
a  certain  attitude.  We  cannot,  however,  go  beyond  10 
per  cent,  at  the  present  time. 

Buy  Carefully  but  Buy  Now 

Then,  what  of  the  future?  You  are  down  here  to 
have  a  good  time,  but  you  are  here  also  to  do  busi- 


ness. You  have  got  to  attend  to  business.  And  my 
advice  to  you  retailers  would  be:  Not  to  buy  in  big 
lots  at  a  time,  but  to  BUY.  If  you  can  get  a  reduc- 
tion of  10  per  cent,  from  prices  ruling  March  1  you 
will  be  doing  well  and  by  placing  yoiir  orders  you 
will  help  the  factories  to  get  busy.  I  don't  expect  full 
capacity,  but  if  you  will  co-operate,  we  will  keep 
working  and  will  protect  labor  at  the  same  time.  If 
you  don't  buy,  however,  what  will  happen?  Shoes 
are  not  a  luxury;  they  are  an  essential,  and  if  they 
are  not  bought  now,  they  will  have  to  be  bought  later. 
Win  you  be  able  to  procure  a  stock  when  the  manu- 
facturers are  dosed  down?  If  you  all  come  together, 
vou  will  find  hides  going  up  and  shoes  going  up.  We 
don't  want  shoes  to  go  any  higher — we  want  them 
lower,  and  we  don't  want  any  panic.  Then  my  ad- 
vice to  all  would  be  to  buy — to  get  together  and 
buy. 

No  Great  Reduction  Possible  in  Leather  Prices 

We  have  heard  so  much  about  a  big  slump  in 
hides  and  skins.  Has  there  been  a  slump  really,  and 
can  the  tanners  buy  at  low  prices?  Let  us  see  how 
the  tnnner  gets  his  hides  or  skins.  He  has  two  sources 
of  .'^upply.  The  main  source  is  the  packers.  The 
packers  have  reduced  their  prices  about  5c  a  pound 
•^•ince  March  1,"  and  the  hides  are  inferior  to  what 
they  were — anybody  knowing  anything  of  the  busi- 
ness wi'l  know  that  the  poorest  season  for  hides  is 
from  March  to  June.  They  have  reduced  their  stocks 
and  have  refused  to  accept  orders  unless  at  their 
own  prices.   Therefore  the  tanners  cannot  buy  cheaply. 

The  second  source  of  supply  is  the  hide  dealer, 
who  handles  chiefly  the  country  hides  and  skins.  At 
the  opening  of  the  season  for  calf,  in  March,  the 
dealer  had  to  pav  75c  a  pound.  When  the  drop  came, 
calf-skins  went  down  gradually  to  25c  a  pound.  Hides 
started  at  35c  and  dropped  to  15c.  But  as  the  dealer 
has  calf-skins  bought  at  prices  from  75c  to  25c,  you 
surelv  don't  expect  him  to  sell  all  at  the  lowest  price 
of  25c.  The  hides  cost  him  from  35c  to  15c.  and  you 
can't  expect  him  to  base  his  selling  price  on  the  15c. 
Do  you  expect  very  cheap  leather  out  of  that?  No — 
but  something  lower.  And  are  these  prices  being 
maintained  very  long?  In  spite  of  the  depreciation 
we  have  experienced  during  the  last  few  months,  in 
spite  of  the  lack  of  demand,  hides  and  skins  have  ad- 
vanced 6c  a  pound  during  the  last  two  weeks.  What 
will  it  be  when  the  demand  starts  again?  Hides  and 
skins  will  be  higher.  Then  the  tanners  will  prob- 
ably not  be  willing  to  quote  the  advanced  prices  I  have 
mentioned.  That  is  whv  T  advise  everyone  to  buy 
slowly  now.  but  to  BUY.  Don't  wait  to  all  buy  at 
once.  Working  for  the  people,  working  for  the  pub- 
lic, we  don't  want  higher  prices  if  we  can  prevent 
them. 

It  seems  strang-e  what  has  brousfht  about  this  panic 
is  the  matter  of  clearance  sales.  Clearance  sales  have 
existed  since  I  was  born,  pretty  nearly.  This  time 
of  year,  in  July  and  August,  every  good  business 
man  is  accustomed  to  clear  his  stocks  to  make  room 
for  new  goods.  This  has  been  done  for  many  a  year 
and  has  never  had  destructive  effects.  Last  year  we 
were  spoiled  to  some  extent,  because  everything  then 
was  going  up  and  you  could  clear  your  stock  at  the 
usual  profit.  We  seem  now  not  to  know  how  to  come 
back  to  normal.  We  don't  comprehend  the  period  of 
readiustment.     Everything  is  upset. 

I  am  not  going  to  sav  a  great  deal  about  cancel- 
lations.   It  is  a  very  delicate  subject  and  I  knoAv  it 
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will  be  discussed  in  a  friendly  way  between  the 
manufacturers  and  the  retailers.  Tn  Aug'ust,  1914, 
when  Germany  invaded  Belgium  and  when  the  Ger- 
man Chancellor  said  that  the  treaty  existing^  between 
Germany  and  Belj^ium  was  a  scrap  of  paper,  every- 
one was  shocked.  Every  civilized  nation  was  horri- 
fied that  a  man  or  a  nation  should  .say  that  a  treaty, 
which,  as  a  word  of  honor,  we  believe  to  be  sacred, 
was  of  no  account.  The  upholding  of  this  principle 
has  co.st  millions  of  lives  and  millions  of  cripples, 
millions  of  orphans,  billions  of  dollars  and  taxes  for 
generations.  If  a  treaty  is  a  contract  between  two 
nations,  an  order  is  a  contract  between  manufacturer 
and  retailer.  It  involves  the  princii)le  of  the  word  of 
honor  and  no  one  has  a  right  to  cancel  it.  No  doubt 
it  has  been  the  minority  of  the  retailers  who  have 
cancelled  orders,  but  unfortunately  the  minority  has 


been  too  large.  The  retailers  must  not  forget  the 
lesson  that  we  have  been  taught  in  the  Great  War — 
that  a  contract,  a  treaty,  a  word  of  honor,  must  be 
respected.  It  would  not  make  it  worth  while  to  do 
business  in  this  world  if  we  could  not  trust  one  an- 
other. We  must  have  mutual  confidence.  And  if 
my  voice  could  be  heard  by  the  public  I  would  say 
"do  not  believe  that  the  retailers  are  a  bunch  of  pro- 
fiteers," but  I  know  they  believe  too  readily  what  the 
news])apers  say,  which  write  often  without  knowing 
what  they  are  talking  about. 

1  have  said  'the  public'  Who  are  the  public? 
'J'he  farmers  and  the  working  men.  But  the  farmer 
expects  good  money  for  his  hides  and  skins  and  his 
foodstuffs,  and  the  laborer  expects  higher  wages.  How 
then  can  they  reasonably  expect  that  the  prices  of 
shoes  will  drop. 


How  to  Buy  Under  Present  Conditions 


BU^'IN(r  to-day  can  only  be  done  intelli'^ently. 
by  a  close  examination  of  the  facts  which  arc 
entering  into  business  afifairs.  Tn  buy  shoes 
successfully  under  ]:)resent  conditions  calls  for 
the  most  careful  study  of  the  forces  which  are  at 
work,  and  only  hy  analyzing  each  item  of  the 
cause  and  effect  of  i)resent  conditions,  will  we  be  able 
to  place  our  orders  intelligently.  There  never  was  a 
time  in  the  history  of  the  shoe  business  which  called 
for  more  careful  thought  in  buying,  and  the  wise 
dealer  will  give  a  big  portion  of  his  time  and  atten- 
tion to  this  most  important  branch  of  his  business. 

Merchants  Have  Been  Encumbered  With  Heavy 
Shoe  Stocks 

To  begin  with,  retail  stocks  of  shoes  have  been 
too  heavy.  This,  no  doubt,  is  a  result  of  the  reckless 
buying  of  a  year  ago,  which  had  a  great  influence  in 
forcing  prices  un  to  the  highest  point  ever  known. 
This  is  having  its  efifect  at  the  present  time,  and 
owing  to  late  deliveries,  and  a  backward  spring,  most 
merchants  are  carrying  very  heavy  stocks  on  their 
shelves.  This  condition  in  itself  is,  of  couse,  suffi- 
cient to  develop  caution. 

The  Cancellation  Bugbear 

It  is  a  well  known  fact  that  cancellations  have 
been  going  on  at  an  enormous  rate,  owing  to  the 
alarming  influence  which  clearance  sales  have  deve- 
lo])ed.  This  condition  has  almost  increased  to  a  panic, 
and  merchants  who  were  hardly  ever  known  to  can- 
cel are  now  slashing  left  and  right  at  their  orders. 
This  state  of  afifairs  is  to  be  deplored,  as  it  will  re- 
vert unon  the  retailer,  for  the  simple  reason  that 
when  he  wants  the  goods  (which  he  surely  will) 
the  manufacturer  will  not  be  in  a  position  to  supply 
him,  and  if  it  develops  to  big  proportions  will  have 
the  efifect  of  stimulating  prices  instead  of  keeping 
them  down.  On  the  other  hand,  if  the  goods  are  cut 
and  in  process  of  manufacture  when  the  cancellation 
comes,  it  will  mean  that  maker  is  going  to  be  loaded 
with  undesirable  goods,  which  somebody  is  going  to 
buy  chea|),  thus  upsetting  business,  especially  in  the 
cities. 

Don't  Wait  for  Better  Buying  Conditions 

A  fairly  large  pro|)ortion  of  the  shoe  dealers  are 
holding  off  from  buying  at  the  present  time.  Some 
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are  expecting  a  radical  change  in  styles,  or  that  a 
wonderful  new  creation  may  sweep  the  country. 
Others  are  delaying  their  buying  expecting  that  by 
so  doing,  they  will  get  in  on  low  prices  when  the  big 
drop  comes.  To  such  I  would  say,  "you  are  making 
a  great  mistake.  Place  a  fair  portion  of  your  orders 
now.  Study  every  condition  from  every  standpoint. 
Keep  your  ear  to  the  ground,  as  it  were,  brace  up 
your  courage,  and  go  to  it. 

I  would  advise  every  shoe  merchant  to 
buy  at  least  sixty  per  cent,  of  his  require- 
ments right  now.  If  you  have  not  done  so, 
get  busy  immediately  or  you  may  not  have 
shoes  to  sell  when  you  need  them. 

Do  not  fool  yourself;  there  is  not  going  to  be  any 
l)ig  crash  in  prices.  It  would  be  a  dreadful  thing  for 
the  trade  if  there  were.  But  I  think  I  can  assure  you 
that  if  there  is  a  readjustment  of  prices,  and  you 
have  orders  placed,  that  the  manufacturer  will  meet 
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you,  by  giving  you  the  benefit  of  the  lower  price.  So 
again  I  say  place  your  orders;  if  you  are  going  to  stay 
in  Inisiness  you  must  have  goods  to  sell. 

Courteous  But  Cold-Blooded  to  the  Salesman 

I  might  say  in  passing  that  the  travelling  men,  no 
doubt,  are  doing  their  best  to  sell  you  shoes.  Now 
do  not  .be  influenced  by  the  salesman.  Do  not  let 
him  make  you  l)uy  one  pair  of  shoes  against  your 
better  judgment.  Remember  they  want  fat  orders, 
but  just  now  vou  must  be  "cold  blooded."  But  be 
courteous  to  him ;  courtesy  costs  nothing.  I  believe 
it  is  to  your  interest  to  give  all  travellers  an  oppor- 
tunity to  show  their  goods.  Even  if  you  feel  you  do 
not  want  to  buy  a  pair  of  shoes  this  season,  it  will 
pay  you  to  give  the  line  the  "once  over,"  and  the  sales- 
man will  feel  that  he  has  done  his  duty.  So  again  I 
say,  extend  to  the  travelling  man  the  same  courtesy 
that  you  would  expect  if  you  were  in  his  place. 

The  future  uncertainty  of  style  is  going  to  be  as 
big  a  factor  in  the  present  changing  conditions  as 
that  of  prices.  I  would  advise  being  very  careful  of 
extremes.  Buy  only  those  lines  which  you  are  sure 
will  sell.  Keep  away  from  the  freaks.  It  is  a  dread- 
ful thing  to  be  caught  with  several  lines  of  novelty 


shoes  in  this  era  of  high  prices.  Remember  there  is 
no  need  for  heavy  buying;  that  is  one  thing  which 
you  must  control.  The  time  has  passed  for  specula- 
tion. "Safety  First"  is  a  good  slogan,  and  mixed 
with  a  generous  portion  of  common  sense,  will  be 
the  means  of  giving  you  confidence  for  the  future. 
Courage  and  sane  judgment  are  what  is  needed.  The 
one  outstanding  fact  is,  that  conservation,  and  not 
over-buying,  should  be  the  rule  from  now  on,  or  until 
the  merchants  know  better  than  they  do  to-day,  what 
the  future  holds  for  them. 

Points  for  the  Buyer 

Remember  these  points : 
Do  not  buy  too  much. 

Do  not  buy  too  many  lines.  Fewer  lines  and  more 
sizes  are  better. 

Do  not  buy  from  too  many  firms ;  you  will  not 
get  as  good  service  if  you  do. 

Turn  your  stock  often,  if  possible. 

Take  your  clerks  into  your  confidence.  Remember 
they  are  human,  and  can  often  give  you  good  advice 
in  your  buying. 

■V'^ain  I  sav  be  cautious,  go  slow,  but  buy  some 
shoes ;  you  will  need  them.  People  are  not  gomg  to 
start  a  new  style  and  go  barefooted. 


The  Question  of  Refunds  and  Exchanges 

Interesting  Discussion  Opened  by  Mr.  Howard  Blachford 


Mr.  Blachford  cited  a  case  which  happened  in  his 
own  establishment  a  couple  of  weeks  previous'.  A 
lady  came  into  the  store  and,  after  being  shown  to 
the  trouble  department,  displayed  a  pair  of  pumps, 
which  she  said  had  been  bought  from  the  firm  and 
had  not  given  satisfactory  wear.  The  trouble,  the 
speaker  said,  was  a  'little  drying  out,  as  if  it  had  been 
left  near  the  heat.  "Well,  what  do  you  want  us  to 
do  about  it?"  the  lady  was  asked.  She  wanted  a  new 
pair  of  pumps.  Just  then  he  looked  at  the  lining  and 
saw  the  firm's  private  mark  that  the  price  at  which 
she  had  bought  the  pumps  was  $2.95.  He  then  said 
to  the  complainant,  "You  bought  these  pumps  at  our 
last  sale  for  $2.95,  did  you  not?"  She  admitted.  "Well, 
then,"  he  said,  can  you  expect  me  to  take  a  pair  of 
pumps  from  our  regular  stock  now  selling  at  four 
or  five  times  that  price  and  give  them  to  you  in  place 
of  the  $2.95  pumps?  I  can't  possibly  do  that.  It 
isn't  reasonable."  The  lady  did  not  press  her  de- 
mands any  further  then,  but  left  the  store.  Next 
day  a  brother-in-law  came  and  took  the  matter  up.  ■ 
He  was  presented  with  the  same  argument.  But  the 
following  day  another  brother-in-law  appeared  on  the 
scene.  It  was  pointed  out  to  him  also  that  the  firm 
could  not  possibly  give  an  $11.00  shoe  in  exchange 
for  what  only  cost  $2.95.  However,  they  offered  to 
allow  the  lady  $2.95  on  anything  she  wanted  to  buy. 
Finally  she  bought  a  $16.00  shoe  and  was  allowed 
this  amount  on  it.  This  settlement  was  fairly  satis- 
factory to  the  firm.  The  customer  was  not  offended, 
and  they  were  not  put  to  an  unreasonable  loss. 

Should  Retailer  Put  up  with  Refunds  and  Exchanges? 

Mr.  Blachford  declared  that  the  retailer  was  the 
goat  so  far  as  refunds  and  exchanges  were  concerned. 
Men  in  other  professions  did  not  give  them.  You 


wouldn't  get  any  refund  from  a  doctor,  a  dentist  or 
a  teacher.  However,  he  did  not  see  how  it  could  be 
overcome  in  the  retail  business.  It  was  made  neces- 
sary by  competition.  The  refund  policy  or  system  was 
undoubtedly  one  of  the  greatest  curses  of  the  busi- 
ness. Exchanges  were  bad  enough — they  cost  addi- 
tional clerk's  hire  and  additional  delivery  expense. 
Should  the  retailers  put  up  with  it?  The  speaker's 
answer  was  "Yes."  He  believed  it  was  a  custom  get-- 
ting  policy  to  be  reasonable  in  the  matter  of  refunds. 
It  was  the  wise  thing  to  seek  to  please  the  customer 
every  time,  and  if  one  refused  to  make  refunds  or 
exchanges,  he  was  bound  to  make  enemies  for  hi'^ 
store.  However,  the  retailer  must  be  firm  in  regard  to 
what  he  took  back.  He  sh  ould  not  take  back  even- 
ing slippers  that  had  been  worn.  A  lady  had  brought 
back  a  pair  of  satin  slippers  to  the  speaker.  The  sole 
was  soiled  badly,  though  she  said  she  had  only  walked 
across  the  bedroom  floor  with  them.  Her  request  for 
a  refund  was  refused,  but  the  firm  took  the  shoes  and 
said  they  would  try  and  sell  them  for  her. 

"Don't  give  money  back  indiscriminately,  or  you 
will  make  a  precedent  that  you  will  regret,"  was  the 
speaker's  advice.  Still  it  was  necessary  to  do  it  on 
occasions.  Marshall  Field,  of  Chicago,  was  the  in- 
stigator of  the  refund  and  exchange  policy,  and  the 
T.  Eaton  Company  and  Wanamaker's  also  used  it. 
The  T.  Eaton  Co.,  he  understood,  charged  the  expense 
up  to  advertising.  If  these  three  great  firms  found  it 
profitable  to  follow  this  policy,  it  seemed  that  the 
smaller  retailers  must  do  it  too,  though  of  course  in 
.a  smaller  way.  It  was  a  service  to  the  customer  from 
which  one  would  probably  get  back  his  profits. 
Discussion  of  Mr.  Blachford's  Talk 

The  question  of  refunds  and  exchanges  was  dis- 
cussed at  some  length  following  Mr.  Blachford's  talk. 
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Mr.  Foley  asked  Mr.  Blachford  if,  when  he  offered 
to  sell  shoes  for  a  customer,  he  made  any  settlement 
with  the  customer  at  the  time. 

Mr.  Blachford  replied  that  he  never  settled  with 
the  customer  at  the  time.  He  had  a  book  in  which 
the  customer's  name  and  address  were  entered  and 
a  note  made  of  the  pair  of  shoes  to  be  sold.  When 
the  shoes  were  sold  the  book  was  referred  to  and  the 
customer  advised.  He  found  it  a  good  system  as  long 
as  they  did  not  get  too  many. 

Mr.  Foley  said  that  the  way  they  handled  it  in  his 
store  was  to  say  to  the  customer :  "We  will  probably 
lose  so  much  on  the  sale  of  these  shoes.  We  will 
divide  the  loss  with  you  and  make  the  refund  now." 


the  habit  of  a.sking  their  money  back,  and  it  was  really 
surprising  the  number  of  people  who  did  it  as  a 
practice.  The  refund  policy,  the  speaker  believed,  was 
a  poor  one,  and  they  made  it  as  difficult  as  possible 
for  the  customer  to  get  his  money  back.  When  he 
first  asked  for  the  refund,  it  was  their  custom  to 
offer  him  a  due  bill  for  use  in  any  of  their  stores. 
If  he  still  insisted,  his  name  and  address  were  taken, 
as  mentioned,  and  a  record  made  of  transaction. 

Salesmen's  Methods  Cause  Refunds 

Mr.  Affleck,  of  Winnipeg,  declared  that  in  his  busi- 
ness he  never  raised  any  objections  over  refunds  when 
the  shoes  were  not  Worn  or  .soiled.  This  summer, 
however,  he  had  had  more  refunds  than  had  pre- 


President  Fegan  viewed  the 

Convention  from  every 
angle.     Even  at  4,000  ft.  he 
said  it  looked  "Big" 


Mr.  Jupp  said  that  Mr.  Blachford's  policy  would 
not  work  out  so  well  with  a  medium  or  poorer  class 
trade  where  the  party  might  want  the-money.  He 
was  rather  in  the  same  position  as  Mr.  Foley.  If  it 
was  pos.sible  to  hold  the  matter  over  they  did  so,  but, 
when  neces.sary,  they  made  the  adjustment  right  then 
and  there. 

Making  i't  Hard  for  Customer  to  Get  Refund 

Mr.  (ieo.  St.  Leger,  of  Toronto,  said  that  his  firm, 
which  had  five  stores  in  Toronto,  exchanged  no  goods 
which  had  been  worn  or  soiled  and  made  no  refunds 
on  such  goods.  A  sales  check  was  enclosed  with  the 
goods  when  sold,  and  no  refund  or  exchange  was 
made  without  that  check  being  produced  by  the  cus- 
tomer. When  a  customer  asked  {or  a  refund,  he  was 
given  a  slip  and  asked  to  sign  his  name  and  address. 
In  this  way  they  kept  track  of  the  pe()i)le  who  had 


viously  been  usual,  and  had  thought  well  to  analyze 
the  situation  and  find  out  the  reason.  They  had  a 
refund  slip  which  the  customer  signed,  and  always 
insisted  on  the  return  of  the  sales  slip,  which  showed 
which  clerk  sold  the  shoes.  His  analysis  brought  out 
the  fact  that  40  per  cent,  of  the  refunds  in  the  ladies' 
department  were  on  the  sales  of  one  clerk.  He  took 
the  matter  up  with  this  salesman  and  found  he  was 
forcing  sales.  Having  now  instructed  him,  however, 
that  it  was  better  not  to  sell  the  shoes  at  all  than 
to  sell  them  to  a  customer  whom  they  did  not  fit 
properly,  or  satisfy,  he  had  succeeded  in  greatly  re- 
ducing the  number  of  refunds.  If  salesmen  in  all 
cases  were  properly  instructed  in  this  respect,  he 
thought  there  would  be  much  less  difficulty. 

Mr.  R.  E.  LeSeur  expressed  himself  as  definitely 
in  favor  of  the  refund  policy.  Further,  he  always 
tried  to  refund  the  money  jileasantly  and  promptly. 
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Constructive  Advertising  From  the  Shoe 

Retailers'  Standpoint 


•By  Mr.  John  W.  E.  Service 


Everyone  of  you  here  is  an  advertiser.  From  the 
moment  you  look  over  a  line  to  the  time  you  display 
it  in  your  store,  you  are  advertising.  You  advertise 
when  a  customer  comes  into  the  store  and  you  present 
the  goods  to  him,  when  you  dress  your  windows, 
when  you  send  out  letters  or  circulars,  or  when  you 
insert  an  advertisement  in  your  local  newspaper.  It 
is  with  newspaper  advertising,  however,  that  I  pro- 
pose to  deal  in  particular. 

It  occurred  to  me  that  perhaps  I  could  tell  you 
something  about  newspaper  advertising  that  would  be 
constructive.  In  making  an  investigation  into  retail 
shoe  advertising  in  Canada,  I  picked  at  random  nine 
newspapers  from  towns  of  varying  populations,  not 
including,  however,  our  big  cities  such  as  Toronto  or 
Montreal,  and  in  those  nine  newspapers  I  found  alto- 
gether eight  advertisements  by  retail  shoe  dealers.  Of 
those  eight,  one  was  brazen  enough  to  suggest  that 
he  had  quality  in  his  shoes.  I  found  that  I  could  get 
$15.00  shoes  for  $9.95,  $10.00  shoes  for  $5.99,  and' so 
on.  In  every  case  the  retailer  was  over-anxious  to  tell 
me  how  much  money  I  was  going  to  save,  and  not 
anxious  enough  to  tell  me  what  I  was  going  to  get 
for  my  money. 

Advertising  the  "Price"  Does  Not  Build  up  Trade 

In  these  times  I  submit  that  any  advertisement 
which  only  speaks  of  reductions  in  price,  is  going  to 
do  you  good  for  the  day  or  for  two  days.  The  ad- 
vertising I  want  to  speak  to  you  about  is  the  kind 
that  will  build  up  trade.  I  want  to  see  in  the  news- 
papers well-displayed  advertisements  that  will  tell  the 
oublic:  Here  is  where  you  get  shoes  that  satisfy  you. 
I  want  to  see  this  going  in  once  or  twice  a  week,  un- 
til at  last  the  public  has  come  to  recognize  that  here 
is  the  store  where  they  can  get  good  value.  I  realize, 
of  course,  that  at  times  you  have  lines  that  must  be 
cleared,  but  you  must  remember  that  marked-down 
prices  mean  nothing  unless  backed  by  the  quality  of 
the  goods. 

Newspa'^er  advertising  is  the  most  economical,  the 
most  effective  and  the  most  far  reaching  of  all  forms 
of  advertising.  It  goes  right  into  the  homes  of  the 
people  and  gets  right  before  those  who  are  sitting  by 
their  firesides,  whom  you  could  not  reach  in  any  other 
way.  When  they  read  the  newspaper  week  after  week 
and  see  that  you  are  giving  satisfactory,  solid-leather 
shoes  that  wear,  they  begin  to  become  impresesd. 
Your  advertising,  of  course,  must  be  backed  by  your 
v  indow  display.  You  advertise  a  certain  pair  of  shoes 
in  the  newspapers,  and  in  your  window  you  display 
two  or  three  pairs  of  shoes,  right  in  the  centre  of  your 
space.  Then  you  cut  out  your  ad.  and  stick  it  to  the 
glass,  and  you  string  a  piece  of  tape  from  the  ad.  to 
the  shoes  mentioned  in  it.  The  public  see  your  adver- 
tisement and  they  see  the  shoes,  and  it  is  then  only 
a  step  to  get  them  into  the  store. 

Manufacturers  Should  "Sell"  the  Consumer 

In  one  respect  shoe  retailers  have  not  been  treated 
fairly,  and  if  there  are  any  manufacturers  present  I 
am  quite  willing  that  they  should  hear.    The  retail 


shoe  trade  is  left,  as  no  other  trade  is  left,  to  push  lines 
for  the  manufacturers.  In  almost  every  other  line 
you  will  find  that  the  manufacturers  make  a  name 
for  their  goods.  But  in  shoe  stores,  no  shoes  are  half 
sold  before  the  customer  enters — I  must  .make  an  ex- 
ception of  Ames-Holden-McCready  footwear,  Hartt 
shoes,  Dack  shoes  and  the  Fleet  Foot  lines.  The  time 
has  come  when,  if  you  gentlemen  are  going  to  move 
bigger  sales  with  less  effort,  you  are  going  to  get  af- 
ter the  manufacturers  and  make  them  do  this.  It  is 
part  of  the  manufacturer's  job  to  "sell"  the  consumer. 
While  you  are  here  I  would  submit  to  you  very  strong- 
ly the  wisdom  of  placing  the  case  before  them. 

Some  retailers  may  say  they  do  not  need  to  adver- 
tise because  they  have  no  competition.  They  may 
think  they  have  no  competition,  but  none  of  us  are 
safe;  we  are  all  subject  to  the  mail  order  house,  and 
also  to  the  large  city  store,  where  people  are  apt  to 
travel  in  order  to  get  their  shoes.  Even  if  you  have 
no  competition,  advertising  is  still  going  to  be  a  God- 
send to  you.  Without  it  you  would  lose  the  opportun- 
ity of  building  up  a  nice  trade  in  pumps,  canvas  shoes, 
etc. 

I  realize,  of  course,  the  difficulty  there  is  in  the 
])reparation  of  advertising  to  be  placed  in  the  news- 
paper. There  should,  I  think,  be  some  way  of  over- 
coming that.  In  the  States,  syndicate  advertising  is 
one  of  the  methods  adopted.  That  is  a  series  of  ad- 
vertisements prepared  and  distributed  to  the  retailers 
to  insert  in  the  local  newspapers.  While  this  is  not 
absolutely  satisfactory,  it  can  be  made  very  effective 
if  the  ads.  are  made  more  specific  by  the  retailer  him- 
self. 

Don't  Make  Your  Store  Look  "Cheap" 

There  are  a  number  of  pitfalls  in  advertising  which 
the  retailer  should  carefully  avoid.  The  first  is  that 
of  making  your  store  appear  merely  as  a  bargain 
house.  If  you  are  always  running  sales,  you  leave 
yourself  open  to  two  charges — either  that  the  normal 
prices  of  your  goods  are  too  high,  or  that  your  adver- 
tising is  false.  Besides,  if  you  are  running  sale  after 
sale,  the  better  class  of  people  do  not  like  to  be  seen 
going  into  your  store.  It  looks  too  cheap,  and  they 
would  be  unwilling  to  tell  where  they  had  got  their 
shoes  if  they  did  buy  from  you.  I  have  a  little  rhyme 
in  mind,  which,  I  think,  hits  the  nail  rather  squarely 
on  the  head : 

There  was  an  old  woman  who  needed  some  shoes, 
There  were  so  many  sales,  she  did  not  know  which 
to  choose ; 

One  store  talked  quality,  value  for  price. 
And  the  old  lady  made  up  her  mind  in  a  trice. 

Preparation  of  Copy 

One  of  your  chief  difficulties,  I  believe,  will  be  in 
the  lay-out  of  the  ad.  A  very  suitable  space  to  use 
is  8  in.  deep  by  the  width  of  two  newspaper  columns. 
You  could  get,  perhaps,  a  nice  little  decorative  design 
with  your  initials,  which  you  could  use  time  after  time. 
Lay  this  at  the  top  and  have  your  name-plate  at  the 
bottom.   Then  have  a  couple  of  good  shoe  illustra- 
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tions  with  descriptions.  Tell  the  public  ])lainly  what 
they  are.  If  they  are  Goodyear  welts,  say  so;  if  they 
are  McKay-sewn,  say  so;  if  they  are  waterproofed, 
tell  it.  Then  I  would  like  to  see  a  line  somethino;  like 
this :  "Shoe  satisfaction  at  fair  prices."  Does  not  that 
suggest  far  more  than  "Ten  Dollar  Shoes  at  Five 
Seventy-Five."  Then  you  might  have  another  little 
line,  "Comfort  with  Style."  1  want  to  emphasize  all 
I  can  the  necessity  of  building  u])  business  on  the  basis 
of  quality.  There  is  so  much  that  can  ])c  done,  and 
there  is  so  great  an  opportunity  for  a  dealer  to  get 
right  ahead  of  competition.  If  he  can  only  get  out 
of  the  rut,  he  is  safe.  Fifteen  or  twenty  dollars  ex- 
])ended  in  the  newspapers  week  after  week  will  put 
any  man  with  quality  to  ofTer  where  he  can  sit  back  in 
his  chair  and  laugh  at  the  little  fellows  who  are  juin])- 
ing  al)out,  shouting  "Sales,  Sales,  Special  Sales!" 

Discussion  on  Mr.  Servicq's  Address 

Following  Mr.  Service's  address  there  was  some 
interesting  discussion.  Mr.  Levinson,  of  Hamilton, 
made  this  inquiry:  In  a  condition  such  as  the  pre- 
sent, when  there  is  a  possibility  of  a  drop  in  prices 
and  a  man  has  stock  in  excess  of  what  he  ought  to 


have,  how  should  be  advertise  his  sales  and  still  avoid 
spoiling  the  character  of  his  store 

Mr.  Service  replied  that  the  sale  announcements 
should  ])lay  up  the  quality  of  a  limited  number  of 
shoes,  so  that  reduftions  would  really  mean  s(jme- 
thing  and  carry  the  spirit  of  the  rest  of  the  ofYerings. 

Mr.  Deacon,  of  Winnipeg,  asked  was  it  not  one 
of  the  essentials  of  advertising  to  quote  prices. 

Mr.  Service  said:  "Yes,  quote  prices.  Price  is  al- 
ways a  matter  of  very  great  interest,  but  the  quotation 
of  prices  is  only  of  value  insofar  as  it  bears  upon  the 
quality  of  the  goods." 

Mr.  Deacon  also  enquired  as  to  how  the  difficulty 
with  regard  to  proper  composition  could  be  over- 
come. Could  the  news])apers  be  educated  in  this  re- 
s])ect  ?  , 

In  reply  Mr.  Service  said  that  the  way  to  obtain 
satisfaction  would  be  to  have  the  ad.  prepared  com- 
])lete  ahead  of  time  and  sent  tc;  the  newspaper  with 
full  instructions.  Unless,  in  the  case  of  the  big  city 
dailies,  he  had  found  the  only  satisfactory  thing  to  do 
was  to  have  a  plate  made  of  the  entire  ad.  and  take 
the  matter  of  composition  out  of  the  hands  of  the  news- 
])apers  altogether. 


The  Diplomatic  Treatment  of  Customers 

How  to  Instil  the  Desire  to  Buy  in  the  Purchaser's 
Mind  —  The  Salesman's  Code  —  "Charm  to  Win." 


IN  submitting  for  your  criticism  a  few  personal 
observations  on  the  manner  of  treating"  a  dejjart- 
ing  customer,  with  a  view  to  bringing  him  back 
again  to  you,  I  have  no  intention  of  thrusting  my 
views  on  you,  or  of  establishing  a  code,  for  the 
salesman.  Each  one  of  us,  however,  will  find  it  worth 
while  to  tell  one  another  various  little  facts  and  de- 
tails which  will  aid  him  to  better  his  trade,  to  increase 
it  and  make  it  prosper;  and,,after  all,  the  object  of  this 
series  of  meetings  is  to  exchange  views  and  express 
opinions  for  the  greatest  common  good. 

In  this  era  of  feverish  activity,  the  huniljle  retailer, 
in  common  with  the  manufacturer,  should  have  re- 
course to  every  means  in  his  power  to  draw  clients  to 
his  business.  Publicity  is  one  of  the  means  most  fre- 
quently and  fruitfully  used,  but  this  publicity  would 
have  no  durable  result  were  it  not  supported  l^y  what 
I  will  call  :  "The  Salesman's  Code." 

The  First  Essential — Gaining  the  Customer's 
ConfideTice 

This  code  is  what,  in  larger  si)heres,  is  called  dip- 
lomacy. Selling  dii)lomacy  should  exist  in  the  very 
heart  of  the  store.  It  is  important  that  the  personnel 
for  the  welcoming  of  the  customer,  placing  the  goods 
before  him,  offering  him  the  article  he  requires,  and, 
above  all,  for  the  making  of  the  sale,  be  able  to  com- 
mand the  confidence  of  the  customer. 

This  confidence  may  be  gained  mainly  by  the  i)lea- 
sant  manner  of  the  clerk,  which,  naturally,  influences 
the  buyer.  A  woman,  who  has  served  for  years  in 
what  is  to-day  a  prosjjerous  store,  said  to  me  the 
other  day :  "My  tactics  with  customers  are  those 
which  w(jmen  have  been  using  with  so  much  success 
for  hundreds  of  years  with  men  ;  and  may  be  sum- 
med up  in  "charm  to  win".   I  do  my  utmost  to  iiuul- 


Mr.  C.  R.  LaSalle,  j 
Joint  Chairman  Entertainment  Committee  i 

i 

.j.  . — .  , — . — .  .  4. 


cate  these  tactics  in  the  clerks  who  come  to  start  with 
our  house,  and  even  in  experienced  clerks  who  for- 
get this  essential  side  of  the  p.sychology  of  selling." 

The  Clerk  Whom  Customers  Come  Back  to 

This  remark  of  a  woman,  to  whom,  1  know,  a 
large  i)roportion  of  the  success  of  the  house  which 
employs  her  is  due.  is  well  worthy  of  being  remem- 
bered and  put   into  i)ractice.    After  all,  how  many 
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times  have  we  ourselves  been  informed  by  a  customer, 
whom  we  were  going  to  receive  at  the  door  of  the 
store,  that:  "It  is  Mr.  X.  I  wish  to  speak  to." 
Who  then  is  this  Mr.  X —  ?  He  is  a  clerk  of  a  few 
bare  years'  experience,  perhaps,  but  one  who  has  al- 
ready built  up  a  clientele  around  himself.  A  person 
has  only  to  come  into  the  store,  and  immediately  he 
has  his  eyes  open  and  in  a  few  minutes  is  in  touch 
with  the  newcomer ;  he  has  seized  on  some  trait  of 
character — in  a  word,  he  has  made  a  psychological 
study  of  the  customer.  With  a  smile  on  his  lips,  he 
bids  the  customer  the  customary  "good  day,"  and,  if 
the  latter  is  hampered  with  parcels,  his  first  move  is 
to  invite  him  to  put  them  down  on  a  chair  or  counter. 
In  the  same  manner  as  a  doctor  who  finds  himself  face 
to  face  with  a  patient  for  the  first  time,  the  clerk  be- 
gins to  "diagnose"  the  customer's  wants.  The  latter 
does  not  hesitate  to  tell  the  salesman  the  object  of 
his  visit,  and  the  nature  of  the  purchase  that  he  wish- 
es to  make;  and  it  is  here  that  the  clerk's  most  im- 
portant duty  begins;  not  to  let  the  customer  go  until 
a  sale  has  been  made. 

Make  a  Customer  Rather  Than  a  Sale 

This  does  not  necessarily  mean  that  in  his  em- 
ployer's interest  the  clerk  is  bound  to  make  a  sale.  I 
would  even  say  that  this  point  of  view  becomes  neg- 
ligible if,  as  a  result  of  the  sale,  the  customer  were 
not  to  return  to  the  store.  It  is,  above  all,  important 
to  satisfy  the  customer,  and  to  satisfy  him  to  such 
an  extent  that  he  will  come  back  to-morrow  or  the  next 
day,  and  become  a  regular  customer  of  the  store. 

It  therefore  becomes  necessary  to  lay  oneself  out, 
at  the  very  beginning,  to  give  satisfaction  to  the  cus- 
tomer. The  customer  wants  a  boot  or  shoe  which 
will  be  comfortable.  It  is  important  for  the  clerk  to 
ensure  comfort  for  the  customer,  and  not  to  try  to 
pass  off  goods  with  which  he  knows  the  buyer  will 
not  be  ultimately  satisfied.  He  will,  therefore,  see 
that  the  shoe  is  perfectly  and  comfortably  fitted  to 
the  customer's  foot,  both  as  to  length  and  width  and 
quality.  In  accordance  with  the  standard  of 
education  of  the  customer,  the  clerk  will  furnish  the 
necessary  explanations  as  to  the  quality  of  the  article, 
and  the  prevailing  style,  and  will  be  able  to  interest 
the  buyer  of  the  ordinary  article  as  well  as  the  purch- 
aser of  high-grade  goods. 


"Chat"  Wastes  Time 

On  the  other  hand,  the  salesman  who  chats  with  a 
customer  runs  the  risk  of  never  getting  him  out  of  the 
store.  There  is,  therefore,  a  fine  line  of  demarcation 
to  be  observed  in  this  matter.  It  is  this  that  made  a 
Parisian  store  manager,  who,  for  the  benefit  of  his 
employees,  had  made  a  study  of  "the  psychology  of 
business,"  say  :  "When  a  young  employee,  under  the 
direction  of  an  experienced  man,  interested  in  the 
success  of  the  business,  has  carefully  noted  the  mis- 
takes he  has  made  in  this  regard,  he  will  gradually 
acquire  the  faculty  of  using  only  useful  words,  but  of 
using  them  all,  instinctively,  and  in  the  form  best 
suited  to  the  class  of  circumstances  presenting  itself." 

I  will  add  to  these  few  observations  the  following 
simple  remark:  The  proprietor  of  a  store  should  avoid 
taking  his  clerk's  place  and  doing  his  clerk's  work,  as 
much  as  possible.  He  will  find  greater  profits  for  his 
business  in  keeping  his  eyes  around  his  store,  dis- 
creetly noting  the  manner  in  which  his  customers  are 
received  by  the  salesmen,  the  manner  in  which  they 
serve  them,  and  will  find  means  to  give  a  smile  or 
two  to  his  clientele,  and  to  say  a  pleasant  word  here 
and  there  to  visitors.  He,  too,  will  do  his  utmost 
to  fill  the  role  so  aptly  described  by  the  experienced 
saleswoman  whom  I  have  already  quoted:  ''Charm  to 
win." 


Death  of  Well-Known  Shoeman's  Wife 

A  severe  bereavement  has  fallen  upon  the  home 
of  Mr.  Thomas  Sisman,  president  of  the  T.  Sisman 
Shoe  Co.,  Ltd.,  of  Aurora,  Ont.,  in  the  death  of  his 
wife,  Emily  Johnson  Eades,  who  passed  away  on  July 
28.  Mr.  Sisman  will  have  the  sincere  sympathy  of 
his  friends  in  the  shoe  industry  in  his  great  loss. 


U.  S.  shoe  retailers  are  raising  strenuous  objec- 
tions to  the  McNary  Bill  which  has  been  introduced 
in  Congress  calling  for  the  stamping  of  the  manufac- 
turers' price  on  the  sole  of  every  pair  of  shoes.  They 
declare  it  will  cause  endless  complications  and  ex- 
planations with  customers  who  know  nothing  about 
the  cost  of  doing  business. 


Display  of  W.  H 


Stewart,  which  was  awarded  1st  prize  in  the  window  dressing  competition  held 


during   Shoe    Fair   Week   at  Montreal 
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Surer  Profits  Through  Better  Merchandising 

With  Particular  Reference  to  tlie  Effect  of 
Special  Sales  Upon  the  Shoe  Retailer's  Business 

  By  F.  W.  Stewart*   


THE  phase  of  merchandising  which  I  desire  to 
speak  upon  to-day  is  "The  results  of  selhng 
merchandise  at  less  than  regular  prices,"  as 
it  applies  to  the  final  showing  at  the  end  of 
the  year.    Before  doing  so,  I  wish  however,  to  refer 
to  the  figuring  of  expenses  and  profits. 

Statistics  show  that  90  per  cent,  of  merchants 
who  start  business  are  unsuccessful,  largely  for 
the  reason  that  expenses  and  profits  are  figured 
incorrectly.  I  have  found  that  the  custom  is 
very  general  to  figure  expenses  on  sales,  and 
gross  profits  on  invoice  prices.  If  this  basis 
of  figuring  does  not  put  a  merchant  out  of  busi- 
ness, it  keeps  him  continually  in  the  position  of 
finding  it  difficult  to  meet  his  paym*nts  when 
they  become  due. 

The  Correct  Way  to  Figure  Expenses  and  Gross 
Profits 

Expenses  and  gross  profits  must  be  calculated  on 
the  same  figures,  either  invoice  or  sales  prices.  Sales 
figures  are  the  most  desirous  to  use,  as  a  merchant 
knows  froin  day  to  day  and  year  to  year  what  his 
sales  figures  are,  whereas  it  requires  considerable  de- 
tail work  to  secure  invoice  prices  for  all  the  units  sold 
during  the  year.  The  comparative  results  would  be 
the  same  whether  sales  or  invoice  totals  were  used,  but 
I  want  to  emphasize  the  point  that  total  sales  or  in- 
voice prices  must  be  used  for  the  figuring  of  both 
expenses  and  profits. 

Percentages  Figured  on  Sales 

I  want  to  illustrate  to  you  that  50  per  cent,  mark 
up  does  not  mean  50  per  cent,  gross  profit — it  is  only 
33  1/3  per  cent.  The  following  shows  expenses  and 
gross  profits  figured  on  sales  price,  basing  expenses 
as  30  per  cent,  of  sales : 

Sales  price  $12.00 

Invoice  price   8.00 


Mark  up  50  per  cent   4.00 

Expenses  30  j)er  cent,  of  sales 

l)rice   3.60 


Net  ])rorit  40 

=3  1/3%  of  $12.00 
Vou  will  note  that  the    invoice    price,   $8.00,  is 
66  2/3  per  cent.,  and  mark  up,  $4.00,  is  33  1/3  per 
cent,  of  selling  price,  making  a  total  of  100  per  cent, 
or  $12.00. 

Percentages  Figured  on  Invoices 
Basing  expenses  and  gross  profits  on  invoice 
|)rices,  the  final  results  will  be  the  same,  as  foll6ws: 
Ex])enscs  for  the  year  having  figured  out. as  30  per 
cent,  of  sales,  we  see  that  30  per  cent,  of  $12.00,  the 
^alc  price,  is  $3.60.  $3.60  is  45  i)er  cent,  of  $8.00,  the, 
invoice  price.  50  ])cr  cent,  mark  up  has  been  added  to 
invoice  price,  'ihc  dirfcrencc  between  45  ])er  cent, 
and  .50  per  cent,  is  5  per  cent.  5  per  cent,  of  $8.00,  in- 

'()(   t'luclt  l'i-.iliody,  Moiitic.il. 


voice  price,  is  40c,  corresponding  with  the  net  profit 
as  figured,  on  sales  price. 

Percentages  on  Sales  and  Invoices 

If  expenses  are  figured  on  sales  price,  and  gross 
profits  on  invoice  prices,  and  50  per  cent,  mark  up  is 
made,  and  expenses  are  30  per  cent,  of  sales,  the  ap- 
parent difference  is  20  per  cent.,  which  is  what  so 
many  merchants  figure  is  their  net  profit  while  the 
actual  result  of  50  per  cent,  upon  invoice  price  and 
expenses  30  per  cent,  of  sales  is  3-1/3  per  cent.,  as  al- 
ready shown. 

Short  Cuts  in  Calculations 

An  ea.sy  method  of  figuring  the  per  cent,  of  gross 
profits  being  made  on  any  article  is  as  follows: 

Substract  the  invoice  price  from  the  selling  price, 
and  divide  the  selling  price  into  the  difference,  adding 
two  ciphers  to  the  latter,  as  follows: 

Selling  price   $12.00 

Invoice  price   ...  8.00 


12)400.00 


33.33---33  1/3% 
An  Easy  Method  of  Figuring  Net  Profits 

If  you  desire  to  ascertain  the  necessary  per  cent, 
to  add  to  invoice  price,  to  give  you  a  certain  net  pro- 
fit, say  10  per  cent.,  and  we  assume  expenses  are  30 
per  cent.,  add  the  net  profit  to  expenses,  which  totals 
40  per  cent.,  and  deduct  this  per  cent,  from  100  per 
cent.,  dividing  the  difference  into  total  per  cent.,  ex- 
penses and  net  profit,  40  per  cent.,  as  follows: 

Expenses  30% 

Net  profit  desired  10 


Total  40% 

Deduct  40%  from  100%=  60% 
Divide  60  into  total  expenses 
and  net  profit  adding  two  ciph- 
ers   60)4000 


66.66=662/3% 

With  expenses  30  per  cent,  and  the  desired  net 
profit   10  per  cent.,  66  2/3  per  cent,  must  be  added 
to  invoice  price  to  give  this  result. 
To  prove  this. 

Invoice  price  $12.00 

Mark  up  66  2/3%   8.00 


Selling  price  20.00 

Deduct  invoice  price   12.00 


Divide  by  selling  price 


2)80% 


Expenses 


409^^ 
.30% 


Net  profit  10% 

These  few  examples  are  given  to  make  clear  to 
those  who  may  not  be  figuring  correctly,  that  to  place 
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a  business  in  a  secure  financial  position,  and  be  able 
to  cope  with  periods  of  depression  and  business  stag- 
nation, merchandise  must  be  sold  at  prices  to  cover  all 
expenses  and  leave  a  fair  net  profit,  as  the  results  of 
the  year's  operations. 

What  Your  Expenses  Consist  of 
I  wish  here  to  give  an  itemized  statement  of  ex- 
penses showing  the  per  cent,  of  each,  making  the 
total  of  30  per  cent.  These  are  not  actual,  and  natur- 
ally vary  with  diflferent  firms,  but  they  are  reasonably 
correct,  and  I  believe  that  30  per  cent,  is  a  fair  aver- 
age of  cost  of  doing  business  of  retail  stores  through- 
out Canada.  The  expenses  of  some  stores  are  less, 
and  some  higher  than  30  per  cent,  of  sales.  This  typi- 
cal statement  is  based  on  a  yearly  turnover  of  $120,- 

000:—   • 

Itemized  Expenses 


Personal 

$  7,200 

Pay  Roll 

7% 

8,400 

Rent 

4% 

4,800 

Advertising 

4% 

4.800 

Insurance 

1% 

1,200 

Lighting 

and  Heatin 

600 

Depreciation 

3% 

3,(300 

Transportation 

TiOO 

Delivery 

iy2% 

1,800 

Bad  Debts 

y,% 

600 

Interest 

1% 

1,200 

General 

1% 

1,200 

30% 

$36,000 

Average  monthly  sales  $10,000 
Average  monthly  expenses  3,000 


7,000 


Average  monthly  purchases    6,666=66  2/3% 


Average  monthly  net  profits        334=  3  1/3% 


Annual  sales 
Annual  expenses 


Annual  purchases 
Annual  net  profits 


100% 

$120,000 
36,000=30%  of  sales 


84,000 

80,000=66  2/3% 


4,000=  3  1  /3% 


100% 

Loss  Due  to  Cut  Prices 

The  phase  of  merchandising  which  is  overlooked 
by  many  merchants,  is  the  amount  given  to  customers 
during  discount  or  cut  price  sales.  I  have  prepared 
figures  to  show  what  these  cut  prices  mean  in  dol- 
lars, and  the  effect  they  have  on  the  final  figures. 

Naturally  the  sales  diu"ing  two  months  of  cut 
prices  are  larger  than  the  average  monthly  sales  for 
the  year.  I,  therefore,  assume  that  they  will  amount 
to  50  i)er  cent,  more  than  the  average  monthly  sales, 
or  $15,000,  totalling  $30,000  for  the  two  months.  The 
expenses  during  these  two  months  are  larger  than 
during  other  months,  as  those  for  advertising,  pay- 
roll, delivery,  light,  paper,  twine,  etc.,  will  be  greater. 
Deducting  the  two  months'  sales  $30,000  from  total 
sales,  leaves  $90,000  to  be  so'd  at  regular  prices  during 
the  other  10  months,  as  follows: 


yVverage  monthly  sales  $10,000  $120,000 
Sales  during  cut  price  months  (2)  30,000 

Total    sales    at    regular    prices        $  90.000 
10  months. 

If  the  $30,000  of  cut  price  sales  had  been  made  at 
regular  prices,  the  sales  would  have  amounted  to  $37,- 
5C0,  basing  the  cuts  in  prices  at  average  of  20  per 
cent.,  which  shows  that  $7,500  was  given  to  customers 
during  the  two  months,  which  amount  is  an  expense 
on  the  business  just  the  same  as  rent,  salaries  or  any 
other  expense. 

Now  the  point  which  I  wish  to  bring  out  is  that 
this  $30,000  bears  the  same  selling  expense,  30  per 
cent.,  as  if  sold  at  regular  prices,  and  adding  to  this 
the  $7,500  given  away  during  the  sales'  expenses 
work  out  as  follows : 

Expenses  for  2  months,  30%  of  $30,000  $9,000 
20%    deducted     from     regular  price 

of  $37,500  7,500 


Total  expenses  for  two  months  $16,500=55% 
Presuming  that  outside  of  sales  months  there  arc 
additional  goods  sold  at  reductions  amounting  to 
$2,500,  as  it  is  seldom  that  all  reductions  are  confined 
to  the  2  sales  months,  this  would  show  a  total  of 
$10,000  given  away  during  the  year,  which  must  be 
added  to  the  other  fixed  charges  of  $36,000,  making 
total  expenses  for  the  year  $46,000,  or  38  1/3  per  cent, 
for  a  total  volume  of  sales  of  $120,000,  which  would 
show  a  net  loss  of  5  per  cent,  for  the  year  instead  of 
3  1/3  per  cent,  net  profit. 

As  I  have  shown,  the  total  amount  of  reduction  in 
prices  is  an  actual  expense  on  the  business,  and  this 
item  must  be  included  in  the  total  expenses  for  the 
year.  The  amoimt  has  been  paid  out  to  customers, 
just  the  same  as  paying  rent  to  landloards,  wages  to 
employees  or  any  other  expense. 


Second  Annual  Convention  of  the  Columbus 
Rubber  Company  of  Montreal,  Limited 

THE  Second  Annual  Convention  of  The  Colum- 
bus Rubber  Co.  of  Montreal,  Limited,  was 
held  on  Wednesday  and  Thursday,  July  14th 
and  15th  at  the  head  office  of  the  Companv  in 
Montreal. 

Managers  from  the  dilTerent  branches  throughout 
Canada  were  in  attendance.  Probleius  relating  to  the 
conduct  of  the  company's  business  and  prospects  of 
the  rubber  footwear  situation  for  the  next  season  were 
discussed. 

On  Thursday  a  visit  was  made  to  St.  Jerome  and 
in  the  evening  a  banquet  was  held  at  the  Place  Viger 
Hotel,  Montreal,  at  which,  in  addition  to  all  heads  of 
departments  and  branch  managers,  the  foUowin?; 
others  were  present: — the  president  of  the  company. 
Mr.  J.  I.  Chouinard;  the  company's  physician.  Dr.  L 
Provost;  Messrs.  Poliquin  &  Darveau.  distributors  of 
Columbus  rubbers  in  Quebec  City  and  vicinity:  Mr. 
A.  L.  Cote,  sales  manager,  Regina  Shoe  Companv. 

The  general  manager  of  the  company,  Mr.  fcbn 
Myles,  was  in  the  chair  and  proposed  the  follow  ii'^ 
toasts— "The  King,"  "Our  President,"  to  which  M-, 
Chouinard  replied  in  a  happy  vein;  and  "Our  |ob- 
bers,"  to  which  Mr.  A.  Darveau  of  Quebec  City  re- 
])licd. 

Si)eechcs  were  also  made  by  Messrs.  Cote,  I'ar- 
rett,  (iauthicr  and  Lanteigrne 


106 


FOOTWEAR   IN  CANADA 


August,  ]920 


The  Canadian  Shoe  Industry— Story  of  Its  Growth 
and  Progress  Since  Its  Establishment  in  1667 

■  By  George  A.  Blachford  


IN  attempting  to  gather  together  a  short  story  on 
the  development  of  the  Canadian  Shoe  Manufac- 
turing Industry,  I  have  found  it  different  from 
most  subjects  of  this  kind,  a  not  uninteresting 
subject,  and  1  am  satisfied,  if  a  thorough  research  of 
the  industry  could  be  made  that  from  the  archives  of 
the  old  regime  would  be  unfolded  an  industrial  story 
full  of  romance  and  interest.  Particularly  in  this  great 
Province  of  Quebec,  the  development  of  the  industry 
has  been  intimately  interwoven  with  the  social,  pdli- 
tical  and  industrial  development  of  Canada. 

One  thing  we  do  learn,  that  in  the  very  earliest 
settlement  days  the  necessity  of  industries  was  found 
to  be  essential,  and  way  back  in  1667  we  learn  that 
the  making  of  shoes  had  been  actually  established, 
and  at  that  time  in  the  entire  country,  which  now 
comprises  this  vast  Dominion,  there  were  in  all  some 
twenty  shoe  makers,  so  that  not  only  is  the  shoe  in- 
dustry one  of  Canada's  oldest  industries,  but  we  also 
find  that  it  is  to-day,  as  it  always  has  been,  one  of 
Canada's  most  important  industries,  and  at  this  time, 
included  with  the  tanning  industry,  which  is  part  and 
parcel  of  it,  it  stands  in  the  sixth  place  amongst  all 
of  our  industries. 

I  do  not  think  there  is  any  that  more  truly  repre- 
sents the  energy  and  characteristics  of  our  people 
than  the  shoe  industry.  With  only  some  two  or  three 
exceptions,  there  is  no  outside  capital  interested  in 
any  of  our  many  enterprises,  with  a  result,  that  we 
are  entirely  free  from  outside  control  or  influence. 
Another  pleasant  fact  is  that  combinations  of  capital 
have  not  been  put  together  to  operate  or  build  up 
large  individual  plants,  and  almost  without  exception, 
the  factories  and  businesses  which  are  standing  to  our 
credit,  were  commenced  in  a  very  small  way  with 
very  little  capital,  and  backed  almost  entirely  by  grit 
and  confidence,  and  we  also  note  that,  in  a  great  ma- 
jority of  cases,  the  proprietors  and  active  managers  in 
our  dififerent  businesses  are  the  same  people  and  they 
are  men  having  had  long,  practical  experience  in  the 
craft  in  this  country. 

In  the  Province  of  Quebec,  the  shoe  manufacturing 
industry  does  not  stand  in  the  sixth  place — it  is  al- 
most at  the  top  of  the  ladder — and  in  a  matter  of 
very  great  importance  to  the  community  it  ranks 
first,  inasmuch  as  no  other  industry  in  this  Province 
distributes  in  annual  wages  as  much  money  as  does 
the  shoe  industry. 

I'Vom  1667,  with  its  twenty  .shoe  makers,  the  shoe 
industry  has  developed,  year  by  year,  until  to-day 
we  find  it  in  its  present  highly  organized  and  nerfect- 
ed  state,  |)roducing  an  article  that  in  its  dififerent 
grades  com])ares  most  favorably  with  the  ])roduct  of 
any  other  cfunitry. 

The  Infancy  of  Canadian  Shoe  Manufacture 

Shoes,  in  the  early  days,  were  strictly  a  band-made 
product.  W'e  had  the  travelling  shoemaker  who  went 
from  house  to  house  in  the  outlying  districts  su])])lying 
the  needs  of  the  people.  It  was  well  after  Confedera- 
tion before  machinery  became  a  great  factor  in  the 
develo])ni(iit  of  sluje  making,  and  it  is  even  within 
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the  memory  of  some  of  our  oldest  retailers  that  it 
was  a  common  method  in  the  factories  which  then  ex- 
isted, to  cut  and  fit  the  ui)pers  in  the  factory  while 
those  workers  who  did  the  bottoming  were  supplied 
with  leather,  thread,  pegs  and  nails,  and  they  did  the 
actual  work  at  their  own  homes. 

The  Industry  To-day 

By  1900,  shoe  factories,  as  we  understand  the  mean- 
ing to-day,  were  a  well-established  and  developed 
factor  in  the  industry,  and  that  development  has  con- 
tinued until  we  now  have  some  one  hundred  and 
sixty  (160)  factories  employing  a  capital  of  over 
thirty  three  million  dollars  ($33,000,000.00),  with  an 
annual  output  of  about  fifty  million  dollars  ($50,000,- 
000.00),  paying  over  ten  million  dollars  ($10,000,- 
000,00)  annually  in  wages  to  shoe  workers  alone,  and 
buying  materials  at  over  twenty-seven  million  dollars 
($27,000,000.00),  much  of  which  is  ])roduced  by  other 
Canadian  industries. 

From  records  obtained  by  the  United  States  Shoe 
Machinery  Comjjany,  Canadian  factories  in  1908  turn- 
ed out,  approximately,  ten  million  (10,000,000)  pairs 
of  shoes,  and  in  1919  the  total  outi)ut  had  increa.sed 
to  well  over  nineteen  million  (19,000,000)  pairs  of 
shoes,  showing  that  very  great  development  had  oc- 
curred during  the  i)ast  eleven  years. 

Growth  Made  Possible  by  Development  of  Shoe 
Machinery 

The  development  of  our  jjresent  modern  shoe  fac- 
tory was  only  made  ])ossible  by  the  introduction  and 
development  of  shoe  machinery,  and  in  this  respect, 
the  shoe  industry  is  still  comparatively  young.  The 
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very  foundation  of  modern  shoe  machinery  dates  back 
only  to  1858,  when  the  invention  of  the  McKay  sewer 
by  Lyman  Blake  made  possible  great  strides  in  the 
industry. 

It  was  as  late  as  1883  before  the  first  lasting  ma- 
chine was  brought  out.  Since  then,  of  course,  very 
many  rapid  inventions  and  developments  have  taken 
place,  until  to-day,  hand  work  has  almost  completely 
disapi)eared. 

Probably  one  of  our  most  interesting  and,  at  the 
same  time,  one  of  the  latest  develoiMnents  in  shoe 
machinery  which  has  occurred  is  the  pulling-over 
machine  used  in  lasting  shoes. 

In  connection  with  shoe  machinery,  we  should  not 
pass  without  mentioning  the  name  of  Louis  Cote  of 


St.  Hyacinthe,  Que.,  one  of  the  earliest  and  success- 
ful inventors  of  the  industry. 

Financial  Casualties  in  Shoe  Industry  Due  to  Com- 
petition 

With  all  the  development  which  has  taken  place, 
nevertheless,  shoe  manufacturing,  as  a  profitable  bus- 
iness, has  not  been  a  bed  of  roses.  During  the  past 
thirty-five  years  more  than  one  hundred  firms  have 
closed  their  doors  for  financial  reasons.  We  have  no 
right  to  assume  that  in  management  the  industry  has 
not  been,  and  is  not  now,  in  as  able  hands  as  any  other 
industry,  yet  no  other  shows  so  many  casualties  as 
ours.  What  is  the  reason  ?  There  is  only  one  an- 
swer, namely,  the  very  keen  competition  existing  in 


A  "Model"  window  display  at  the  Convention-Fair 
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A  feature  of  the  Shoe  Fair  was  the  "Made  in 
Canada"  store  front  with  large  windows  where  Mr. 
H.  E.  Groves  of  Montreal  carried  out  displays  of 
"Made  in  Canada"  footwear,  the  idea  being  to  bring 
more  prominently  before  the  pul)lic  the  fact  that  it 
was  not  necessary  to  go  outside  Canada  for  high 
grade  shoes.  There  were  over  70  manufacturers  rep- 
resented in  these  displays  which  were  changed 
around  daily.  Another  object  of  the  exhibit  was  to 
create  a  wider  interest  in  window  dressing,  and  Mr. 
Groves,  in  his  address  before  the  convention,  ex- 
plained the  general  layout  and  dimensions  of  the 
windows,  dealing  at  some  length  with  the  lighting 
of  shoe  windows — why  he  considered  footlights 
as  necessary  as  head  lights;  also  making  reference 
to  overcrowding  of  merchandise,  and  pointing  out 
that  it  was   confusing  to  the  eye  and   served  no 


good  purpose.  This  idea  was  well  demonstrated  in 
the  windows  in  spite  of  the  fact  that  about  100 
shoes  were  used  on  a  floor  space  of  8  feet  scjuare, 
by  the  judicious  use  of  stands,  pedestals  and  plat- 
eaux, every  shoe  was  seen  to  perfect  advantage  with- 
out the  least  suggestion  of  crowding. 

These  displays  were  evidently  much  apprec'ated 
and  admired;  Mr.  Groves  tells  us  that  he  had  no 
idea  that  there  was  such  a  desire  for  real  informa- 
tion on  window  dressing;  that  many  enquirers 
assured  him  that  his  demonstration  and  talks  had 
given  them  a  new  conception  of  the  possil)ilities  of 
well  planned  and  laid  out  windows 

This  window  display  idea  is  one  that  miglit 
well  be  followed  up  at  forthcoming  conventions  and 
shows. 
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the  industry  and  this  com])etition  is  the  absolute  as- 
surance to  tlu'  Canadian  consumer  that  the  shoe  man- 
u.acturers  are  sellini^'  tlieir  prochict  on  a  very  close 
margin. 

I)es])ite  the  nianv  al)usi\e  and  many  unfair  state- 
ments that  .i^et  into  the  press,  and  many  of  these 
statements  are  sent  broadcast  by  men  who  are  ab- 
solutely vm scrupulous  or  else  criminally  ignorant — 
there  has  not  been  and  there  is  not  to-day  any  pro- 
fiteerinj^-  in  this  industry. 

The  history  of  the  shoe  industry  em])hasizes  one 
outstandinr;-  fact  that  keen  C(jmpetition  has  existed, 
not  only  within  our  own  l^ordcrs  but  from  outside 
sources  of  sup])ly. 

Competition  With  Imported  Product 

Until  comparatively  recent  years  we  were  produc- 
ins^-  the  heavier  and  more  stai^le  lines  of  footwear,  and 
against  these  there  was  little  criticism  to  be  made. 
From  the  earliest  days  and  even  well  up  to  1885  the 
finer  grades  of  shoes  were  nearly  all  imported,  with 
the  result  that  when  the  industry  did  tackle  seriously 
the  making  of  the  finer  grades  it  had  to  meet  that  al- 
most insui)cra])le  competition — prejudice. 

You  will  find  it  a  formidable  task  to  undo  in  twenty 
odd  years  what  was  built  u])  in  a  period  of  two  hund- 
red years,  and  that  was  the  task  the  Canadian  shoe 
industry  undertook.  Disapj)ointment  and  lack  of  sup- 
])ort  met  us  everywhere,  but  by  bulldogged  ])ersist- 
ency  and  a  constantly  improving  product  we  have 
gradually  succeeded  until  to-day  your  Canadian  fac- 
tories are  sujjplying  95  ])er  cent,  of  the  entire  shoe 
requirements  of  this  country.  Even  after  our  pro- 
duct in  the  finer  grades  was  being  accepted,  how 
many  of  us  were  compelled  to  avoid  any  marks  which 
indicated  the  goods  were  home-grown  and  even  had 
to  stamp  our  product  in  some  manner  to  help  mis- 
lead the  public  that  these  goods  were  imported.' 

Those  days  have  passed.  No  longer  is  the  con- 
sumer, the  retailer  or  the  maker  afraid  to  recognize 
publicly  the  intrinsic  worth  of  Canadian  footwear, 
and  those  days  would  have  passed  long  ago  if  ai!I  the 
many  thousands  upon  thousands  of  Canadian  shoes  had 
been  sold  as  Canadian  shoes  instead  of  being  sold  as 
imported  shoes.  For  many  years  the  industry  got 
little  credit  for  the  high  character  of  its  product,  but 
it  did  get  all  the  criticism  of  its  shortcomings. 

Those  days  are  over  and  instead  the  knowledge 
that  a  shoe  is  Canadian  made  is  now  an  asset,  not  a 
liability  with  everyone,  excent  possibly  those  few 
))eo')le  who  still  would  rather  help  build  up  an  indus- 
try in  other  countries  than  back  the  energy  and  re- 
sources of  their  own  peoi)le. 

In  recognition  of  this  ])roud  day,  the  shoe-manu- 
facturers, in  co-ojieration  with  your  associati(>n,  are 
trving  to  do  their  part  to  make  this  week  here  in 
Montreal  the  greatest  e\ent  that  has  ever  occurred  in 
the  shoe  industry  of  Canada.  l"'urther  than  this,  and 
in  recognition  of  po])ular  aunroval  of  our  pr()c]ur^,  and 
most  generously  assisted  by  the  tanning  and  allied 
trades,  we  are  going  to  conduct,  beginning  September 
1st,  the  bi-iigest  and  the  best  advertising  com')aign  on 
I'chalf  of  the  shoe  industry  that  has  ever  taken  nlace 
in  this  country — and  in  sjjeaking  of  this  1  would  ask 
you  to  cfjnsidcr  the  official  announcement  of 
the  National  Advertising  Committee.  We  are 
going  to  tell  v')"!"  customers  the  true  facts  concern- 
ing the  shoe  industry;  a  story  they  will  be  ])roud  to 
head.  This  story  will'  a|)p(ar  in  every  newspaper  of 
imj^ortance  in  Canada,  from  coast  to  coast,  including 


dailies,  large  and  small,  weeklies,  magazines  and  trade 
])apers. 

A  special  booklet,  full  of  suggestions  and  illustrated 
matter  will  be  sent  to  e\ery  retailer  in  Canada.  This 
booklet  also  announces  essay  contests,  the  winners  of 
which  will  receive  valuable  prizes.  The  contests  have 
been  divided  as  follows: 

1st — Contest  for  school  children. 

2nd — Contest  for  retailers  and  their  clerks. 

3rd — Contest  for  manufacturers'  and  jobbers'- sales- 
men. 

iM'ery  retailer  in  Canada  will  be  sup])lied  with  a 
handsome  show  card  that  we  feel  sure  you  will  l)c 
proud  to  use.  Many  interesting  items  and  stories  per- 
taining to  the  shoe  industry  have  been  i)repared,  and 
no  doubt  they  will  receive  generous  notice  from  the 
press  on  account  of  their  news  value. 

The  campaign  is  rounded  out  to  completion  by  the 
jireparation  of  moving  pictures,  showing  all  phases 
of  the  leather  and  shoe  trades,  and  it  will  also  include 
a  number  of  views  of  the  events  taken  ])lace  here  at 
this  convention  and  shoe  fair.  We  have  arranged  to 
have  these  ]:)ictures  circulated  throughout  Canada  in 
every  town  and  city  having  a  moving  picture  theatre. 

I  would  like  particularly  to  mention  that  in  fin- 
ancing this  great  ])ro])osition,  the  shoe  manufacturers 
have  had  the  hearty  co-operation  of  the  jobljers  and 
all  the  allied  trades. 

Gentlemen, — Before  this  campaign  is  over  the 
Honor  Flag  of  the  Canadian  shoe  industry  will  l)e 
carried  in  every  home  in  this  vast  Dominion,  but  the 
complete  success  of  this  campaign  and  the  important 
link  between  the  manufacturers  and  the  consumers 
is  the  Canadian  shoe  retailer.  \Xt  are  not  only  ask- 
ing for  your  co-operation,  but  we  cannot  get  along 
without  it,  and  we  recognize  that  one  big  whole- 
hearted boost  from  the  retail  trade  of  this  country  will 
settle  for  all  time  any  misunderstanding  of  this  in- 
dustry and  any  ])rejudice  which  people  have  held, 
either  just  or  unjustly,  against  its  product,  and  with 
your  generous  co-oneration,  which  I  know  we  will 
have,  you,  as  Canadian  retailers,  an  industry  of  vital 
importance  to  the  Dominion  of  Canada  and  the  Can- 
adian consumer  will  obtain  a  great  and  lasting  bene- 
fit. 


!              The   Citadel   Leather   Co.   thought   it  wise   to  keep  an 
I                 officer  on  guard  over  this  "feature"  of  their  exhibit. 
4.  ,  „„_„„_,  „_„„_.  .  .  4. 


August,  1920 


FOOTWEAR   IN  CANADA 


100 


Annual  Banquet  of  the  N.  S.  R.  A. 


THE  banquet  on  Wednesday  evening,  in  the  rose 
room  of  the  Windsor  Hotel,  was  very  largely 
attended.  It  was  given  to  the  members  of  the 
National  Shoe  Retailers'  Association  of  Canada 
by  the  exhibitors  and  a  number  of  other  hosts. 

The  dining  arrangements  took  the  form  of  a  num- 
ber of  small  tables,  accommodating  from  five  to  seven 
guests  with  a  large  head  table.  The  small  tables  each 
bore  a  card,  with  inscriptions  relating  to  the  shoe  and 
allied  trades,  such  as  box  toe  table,  vamping  table, 
chemical  table,  etc. 

The  arrangements  were  made  by  the  banqueting 
committee,  of  which  Lieut. -Col.  \Yalter  Sadler  was 
chairman.  During  the  evening  a  musical  and  vaude- 
ville programme,  under  the  direction  of  Jimmy  Rice, 
was  given.  There  was  al.so  community  singings  of  trade 
parodies  of  popular  songs. 

Mr.  Warren  T.  Eegan  presided,  Mr.  Peter  Doig 
acting  as  toastmaster. 

After  the  toast  of  the  King,  Mr.  Doig  made  refer- 
ence to  the  co-operation  of  Kitchener'in  promoting  the 
exhibition,  and  also  to  the  help  given  by  Mr.  Geo. 
Gales  and  Mr.  F.  W.  Knowlton. 

The  toast  of  "Canada"  was  proposed  by  Mr.  Knowl- 
ton, who  alluded  to  the  great  growth  of  the  shoe  in- 
dustry. Only  a  small  proportion  of  the  shoes  used 
here  were  imported,  showing  that  the  industry  was  ab'e 
to  take  care  of  its  own  needs.  The  fact  that  the  in- 
crease in  production  had  averaged  about  one  million 
pairs  per  annum  for  several  years,  was  evidence  of  the 
vitality  of  the  trade. 

In  1916  over  a  million  pairs  were  produced,  and 
this  was  nearly  equalled  during-  last  year.  The  ex- 
ports were  more  than  double  the  imports  over  a  given 
period.  If  other  industries  followed  the  example  of 
the  shoe  trade  it  would  go  a  long  way  to  solve  the 
question  of  our  adverse  exchange.  Mr.  Knowlton 
referred  to  the  relations  between  Canada  and  the 
United  States,  and  to  Canada's  efforts  in  the  war. 
Canada,  he  remarked,  in  conclusion,  had  made  great 
strides  in  general  trade  and  he  was  confident  of  her 
commercial  future. 

Mr.  W.  A.  Hamilton  was  down  as  the  speaker  to 
respond  to  the  toast,  l)ut  it  was  announced  that  he 
was  unavoidably  absent. 

Mr.  Alfred  Lambert  proposed  the  "Retailers."  His 
address  was  full  of  enthusiasm  and  inspiration.  With 
characteristic  Erench-Canadian  versatility  he  delivered 
the  opening  passages  in  English  and  the  body  of  it  in 
his  mother  tongue.  Mr.  Lam]:)ert  urged  the  retailer 
to  co-operate  with  the  various  other  branches  of  the 
trade  in  an  honest  endeavor  to  promote  the  best  in- 
tf're-ts  of  the  industry  in  the  period  of  reconstruction 
through  which  the  country  was  now  passing.  He  paid 
an  eloquent  tribute  to  the  enterprise  of  those  who  had 
been  responsible  for  organizing  the  convention  and 
shoe  fair,  and  expressed  the  hope  that  the  effort  would 
find  its  reflex  in  a  general  desire  to  work  together  for 
the  common  good,  and  to  place  the  shoe  and  leather 
industries  at  least  on  a  footing  of  equality  with  other 
leading  national  undertakings. 

In  replying,  Mr.  W.  V.  Eccleston  gave  reminis- 
cences of  the  trade,  going  back  30  years,  when  goods 
were  rather  crudely  manufactured,  but  were,  he  said, 


of  good  value.  He  then  bought  dongola  shoes,  for 
women  at  $1.  In  those  days  it  was  easier  to  buy 
shoes  in  the  United  States  than  in  Canada.  If  we 
were  to  be  a  great  nation  we  must  build  up  our  own 
industries.  He  regretted  that  so  any  of  our  young 
men  emigrated  across  the  line,  as  it  was  a  great  loss 
to  Canada.  Personally,  he  had  jjurchased  millions  of 
dollars  of  goods  in  Canada  that  he  could  have  l)()Ught 
in  the  United  States  with  greater  ease.  He  had  met 
many  retailers  throughout  the  Dominion,  and  he  had 
never  met  with  a  more  conscientious  Ixidy  of  men. 
He  was  certain  that,  in  the  trade  investigations,  the 
shoemen  had  come  out  as  clear  as  any  other  body 
of  men.  He  bought  shoes  in  all  markets,  and  he  was 
sure  that  values  were  l^etter  in  Canada  than  in  the 

^  . — .  
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United  States.  There  never  was  a  time  when  "Made 
in  Canada"  goods  should  have  the  i)reference  more 
than  to-day,  and  if  he  were  a  manufacturer,  he  would 
have  "Made  in  Canada"  stamijed  on  the  soles  of  all 
shoes.  The  day  had  gone  l)y  when  there  was  any 
necessity  to  camouflage  goods  made  here  as  being- 
made  in  the  United  States.  The  retailer  and  manu- 
facturer must  go  hand  in  hand.  Canadian  manufac- 
turers must  endeavor  to  retain  the  reputation  whicli 
Canada  had  Iniilt  u;)  in  the  Old  Country.  On  ])ehalf 
of  the  retailers  he  thanked  the  manufacturers  for  their 
hospitality,  feeling  certain  that  the  convention  and 
Show  would  cement  the  bond  of  fellowship  stronger 
than  ever. 

Mr.  Doig  remarked  that  Mr.  Eccleston  had  spoken 
of  quality  in  shoes.  He  (Mr.  Doig)  was  not  a  tele- 
pathist,  but  he  was  convinced  that  Mr.  Eccleston  had 
"Tetrault"  in  mind  when  he  referred  to  ciuality. 

Mr.  J.  W.  Jupp  briefly  proposed  the  "Manufac- 
turers." 

Mr.  E.  S.  Scott,  M.P.,  chairman  of  the  Shoe  Manu- 
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facturers'  Association,  replied.  He  remarked  that  the 
Dominion  occupied  a  high  place  in  the  estimation  of 
other  nations,  and  their  conduct  should  justify  that 
estimation.  There  was  no  other  class  of  the  commun- 
ity who  had  received  more  criticism  than  the  shoe 
manufacturers,  but  notwithstanding  this,  he  was  proud 
to  respond  to  the  toast,  because  he  was  acquainted 
with  all  the  circumstances  and  knew  that  the  shoe 
manufacturers,  in  passing  through  difficult  times,  had 
no  reason  to  be  ashamed  of  their  record.  During  the 
past  year  or  two  the  trade  had  been  investigated  and 
re-investigated.  The  result  was  a  report  by  those 
who  conducted  the  investigation  that  the  shoe  indus- 
try was  conducted  on  the  most  conservative  lines  of 
any  industry  with  which  the  commission  had  to  deal. 
He  had  the  statement  of  the  Chairman  of  the  Parlia- 
mentary Committee  which  investigated  the  industry, 
and  also  statements  of  the  members  of  that  committee, 
who  told  him  that  as  a  result  of  their  investigations, 
there  was  no  other  body  of  manufacturers  who  had 
established  a  cleaner  or  better  record  than  the  shoe 
manufacturers . 

Mr.  Scott  recalled  the  events  at  the  beginning  of 
the  war,  when  everybody  expected  there  would  be  a 
great  increase  in  prices.  During  the  first  year  and  part 
of  the  .'^econd  year  there  was  practically  no  advance 
in  the  i)rice  of  shoes  or  leather.  After  that  there  was  a 
^radual  change.  The  public  got  restless  and  critical, 
•'ut  the  conditions  were  absolutely  beyond  the  control 
of  the  trade  and  were  due  to  general  circumstances. 
After  the  armistice  was  signed  they  saw  the  l)iggcst 
advance  since  hostilities  commenced — an  advance  for 
which  world-wide  conditions  were  responsible.  Just 
now  they  were  face  to  face  with  the  most  difficult 
times  in  the  trade;  it  was  a  ])eriod  of  readjustment. 
The  mannfacturers  would  continue  to  sell  goods  upon 
the  basis  of  cost,  and  sell  them  at  a  fair  and  reason- 
able Drice  to  the  consumer,  '{"here  were  dangers  to 
face  .in  this  ])eri(Kl  of  readjustment.  The  manufac- 
turers did  not  want  to  sec  panic  conditions  in  Canada 
— they  desired  confidence  on  the  part  of  the  pnblic. 


He  was  certain  he  expressed  their  sentiments  when 
he  said  that  they  would  use  their  best  endeavors  to 
bring  about  a  readjustment  in  a  business-like  and  or- 
dered way. 

The  speaker  then  referred  to  the  tarif?  controversy, 
and  declared  that  the  Canadian  people  should  think 
well  before  touching  the  tarif¥.  He  recalled  the  fact 
that  many  years  ago  a  deputation  at  Ottawa  advocat- 
ed the  advance  of  the  tarif?  from  25  per  cent,  to  30 
per  cent,  on  the  ground  that  this  would  enable  a  splen- 
did shoe  making  industrv  to  be  built  up.  They  all 
knew  what  had  happened  as  the  result  of  the  Gov- 
ernment, 14  years  ago,  increasing  the  duty  by  five  per 
cent.,  and  how  the  shoe  industry  had  grown.  The 
efYect  of  the  adverse  exchange  against  Canada  was 
that  from  75  to  100  million  doHars  were  paid  out  for 
which  the  country  received  no  value.  To  rectify  this 
we  must  import  less  and  export  more.  Mr.  Scott 
cjuoted  figures  showing  how  the  favorable  trade  bal- 
ance of  1913  was  being  reversed.  The  Canadian  shoe 
trade  were  alive  to  the  situation  and  were  going  to 
do  their  part  in  a  most  emphatic  way.  They  were  not 
only  going  to  keep  the  domestic  market,  but  would 
make  efiforts  to  build  up  an  export  trade.  The  im- 
portation of  American  shoes  did  not  amount  to  more 
than  5  per  cent,  of  the  total  shoe  business.  The  manu- 
facturers had  to  thank  the  retailers  for  their  assist- 
ance and  co-operation.  He  had  discussed  the  show  and 
convention  with  all  classes  of  men,  and  had  received 
expressions  of  opinion  to  the  efifect  that  it  compared 
most  favorably  with  other  events  of  the  same  kind, 
and  that  it  was  the  most  successful  show  which  had 
been  held. 

Sir  George  Foster's  Address 

Sir  Cicorgc  I^'oster,  the  chief  speaker  of  the  evening, 
onened  with  a  humorous  animadversion  to  a  remark 
of  Mr.  lu'cleston  as  to  having  heard  him  speak  in  an 
Ontario  hall  thirty  years  ago,  and  to  some  of  the 
reasons  that  had  persuaded  him  to  come  from  Ottawa 
to  attend  the  shoe  men's  banquet,  recalling  in  this  con- 
)icction  that  he  had  ,sat  as  a  boy  and  watched  his 
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father  niakinsj  shoes  and  had  even  been  led  to  emu- 
late his  father  by  making  a  few  pairs  of  shoes  and 
some  long  boots  himself.  He  recalled  how  they  did  it 
in  those  days  and  thought  there  was  a  good  deal  to 
l)e  said  for  the  old  style  of  handicraft. 

Coming  to  a  discussion  of  the  industry  as  repre- 
sented in  the  gathering  around  him,  Sir  George  urged 
any  man  who  did  an  honest  bit  of  work  was  serving 
his  country  just  as  truly  as  those  who  went  to  war, 
and  there  was  room  for  injecting  into  every  trade  and 
profession  something  more  than  the  profit-making  idea. 
They  wanted  to  come  to  realze  that  in  every  calling 
and  occupation  there  was  opportunity  of  doing  good 
service  to  the  country.  This  was  the  s])irit  which  en- 
nobled business,  whereas  if  the  whole  idea  were  given 
to  profit-making  the  tendency  was  to  debase  it. 

As  to  the  shoe  industry  he  was  not  one  of  those 
who  believed  that  the  Canadian  industries  all  went 
profiteering  mad  the  moment  they  were  given  the  o])- 
portunity  by  the  war.  Nine-tenths  of  what  was  said 
on  soap  boxes  and  by  writers  in  newspapers  was  su  ;- 
position  only  or  ]^rejudice  founded  on  preconceived 
ideas  or  deductions  from  wrong  j^remises  and  insuffi- 
cient information.  In  the  main  the  industries  of  Can- 
ada had  been  honestly  and  efficiently  operated.  Can- 
ada was  not  a  nation  of  profiteers.  But  there  was  this 
in  connection  with  the  subject:  that  their  products 
and  systems  which  were  being  carried  out  now  would 
be  the  best  proof  that  they  could  give  to  the  people 
as  an  argument  against  the  general  charge  of  univer- 
sal profiteering  that  had  been  made.  To  be  judged  by 
their  methods  and  systems  from  now  on  would  l)e  the 
best  answer  to  that  general  charge. 

He  referred  to  a  remark  of  Mr.  Scott  that  they  had 
captured  95  per  cent,  of  the  Canadian  shoe  business, 
and  said  that  was  a  very  fine  record.  In  fact,  he 
thought  it  was  perhaps  better  that  all  of  the  shoe 
goods  consumed  here  should  not  be  made  in  Canada, 
but  that  they  should  always  have  the  stimulus  to  ex- 
cellence which  came  from  comparison  with  a  certain 
quantity  of  outside  manufactures.  In  the  export  busi- 
ness he  suggested  there  was  a  large  and  profitable 
field  for  Canadian  industry  and  he  urged  that  they 
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should  seek  to  extend  their  business  in  countries  out- 
side of  Canada  and  enter  with  others  in  competitive 
business  in  those  countries.  Unless  they  did  this  they 
were  not  making  for  the  welfare  of  the  nation  in  the 
fullest  sense  and  were  not  advancing  a  single  peg  to 
right  Canada's  jjosition  internationally,  with  resi)cct 
to  exchange  and  other  matters. 
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i  least  attractive  feature  of  their  exhibit.    Here  j 

I  are  the  patent  pumps  she  wore  at  the  Style  j 

5  Parade  ! 


Ames-Holden  McCready  Rubber  &  Felt 
Footwear  Now  on  Sale 

AMES-HOLDEN-McCREADY,  Limited,  have 
now  taken  their  place  in  the  trade  as  one 
of  the  biggest    Canadian    manufacturers  of 
rubber,  canvas  and  felt  footwear,     as  they 
have  been  of  leather  shoes  for  many  years. 

At  the  new  Ames-Holden  rubber  footwear  factory 
on  Mount  Royal  Avenue,  Montreal,  a  production  of 
over  one  thousand  pairs  a  day  has  already  been 
reached,  and  this  will  be  increased  at  the  rate  of  an 
additional  thousand  pairs  a  day  each  month  until  the 
full  capacity  of  the  plant  has  been  reached. 

The  output  of  the  Montreal  plant  is  being  limited 
to  outing  and  sporting  shoes  and  to  the  lighter  lines 
of  rubbers,  while  rubber  boots,  lumbermen's,  arctics 
and  similar  heavier  lines  will  be  made  at  the  Com- 
pany's Kitchener  factory.  Felt  boots  and  coml)ina- 
tions.  shoes  and  slippers  are  also  being  produced  at 
Kitchener. 

The  new  "Ames  Holden"  Ijrand  of  rul)])er,  canvas 
and  felt  footwear  was  offered  to  the  trade  commenc- 
ing August  2nd,  and  will  rapidly  su]>i)lant  the  variety 
of  brands  that  Ames-Holden-McCready,  Limited,  have 
been  selling  to  their  customers  in  the  past. 

The  Ames-Holden-McCready  org?,ni/cation,  it  is 
claimed,  is  the  only  one  in  Canada,  and  ])robably  in 
the  world,  making  and  selling  so  complete  a  range 
of  boots  and  shoes.  Their  advent  as  manufacturers  of 
rubber,  canvas  and  felt  footwear  places  them  in  a 
position  quite  independent  of  i)thcr  manufacturers, 
and  is  without  doubt  the  most  imi)ortant  forward  step 
in  the  history  of  the  company. 
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National  Shoe  and  Leather  Travellers'  Association 

Off  to  Good  Start 


IF  the  enthusiasm  disphiyed  at  the  time  of  tlie  for- 
mation o^  the  National  Shoe  and  Leather 
ellers'  Association  is  maintained  and  used  in  the 
huilding-  up  of  the  organization,  both  retailers 
and  manufacturers  will  have  to  look  to  their  laurels. 
A  great  organization  meeting  was  held  in  the  conven- 
tion hall  of  the  Coliseum  on  the  evening  of  Tuesday, 
July  13,  where  over  three  hundred  travellers  gathered 
to  baptise  the  child  and  i)lace  it  under  the  immediate 
care  of  Mr.  Peter  Doig'.  The  occasion  was  deemed 
worthy  of  elaborate  preparations,  and  the  three  hun- 
dred odd  godfathers  met  beforehand  at  the  Windsor 
Hotel  where  they  arrayed  themselves  in  a  regalia'  con- 
sidered appropriate  to  the  ceremony.  The  Ontario 
and  Quebec  men  had  distinctive  decorations  upon 
their  persons,  green  been  chosen  as  the  Ontario  color, 
while  the  red  indicated  a  knight-errant  under  the  Que- 
bec banner.  The  two  parties  formed  up  into  marching 
order  in  separate  groups  and  set  out  to  parade  the  city 
streets  and  let  inhabitants  of  Montreal  know  of  the  im- 
portant event  about  to  take  place.  The  Ontario  men 
were  led  by  a  goat — very  suitably,  as  the  Quebec  said, 
on  account  of  their  lamb-like  qualities — and  the  Que- 
becers  had  at  their  head  a  huge  St.  Bernard,  indica- 
tive, no  doubt,  of  their  determination  to  scale  the  Al- 
pine heights  of  organization.  A  pair  of  Scotch  pipers, 
behind  the  goat,  furnished  the  music  for  the  whole 
procession,  with  the  assistance  of  a  number  of  screech- 
horns  and  a  variety  of  other  "musical"  instruments, 
employed  most  effectively  by  the  men  in  the  ranks. 

Spirits  were  running  high  when  the  parade  reach- 
ed the  CoHseum,  where  everything  was  in  readiness 
to  receive  the  knights  of  the  grip.  Up  Haig  Ave.,  down 
Kitchener,  up  Foch,.  and  around  and  around  again 
they  marched,  while  the  booth  holders  distributed 
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scHivenirs.  At  one  end  of  the  Coliseum  the  movie  man 
was  busily  clicking  his  machine,  and  all  the  travellers 
are  now  looking  to  see  "close-u])s"  of  themselves  on 
the  screen. 

Finally  the  i)rocession  found  its  way  to  the  con- 
vention hall,  and  after  a  great  demonstration  of  en- 
thusiasm, the  meeting  was  called  to  order  by  Mr.  Jas. 
HefTering,  chairman  of  the  Ontario  branch  of  the 
organization.  Mr.  Heffering  made  a  brief,  straight- 
froni-the-shoulder  address,  telling  the  travellers  just 
what  they  might  expect  from  their  organization,  and 
what  the  organization  would  expect  from  them. 

"You  will  get  out  of  this  organization  everything 
you  put  into  it,"  he  declared,  amid  a])i)lause.  If  the 
travellers  would  back  up  the  organization,  the  organi- 
zation would  lo(jk  after  their  interests.  And  their  in- 
terests did  re([uire  protection.  There  were  among  the 
manuf  cturers  some  who  adopted  an  unfair  attitude 
toward  their  travellers.  It  sometimes  happened  that 
a  traveller,  on  commission,  after  finishing  a  trip  would 
figure  that  his  commission  on  his  sales,  at  the  percent- 
age allowed,  amounted  to  a  certain  figure,  but  when 
he  came  to  receive  his  cheque,  it  would  fall  far  short 
of  it.  This  might  be  the  result  of  cancellations  or  re- 
turns, which  were  frequently  due  to  the  fact  that  the 
manufacturer  had  shipped  inferior  goods  or  had  not 
shipped  them  on  time.  Here  was  a  situation  over 
which  the  traveller  had  no  control,  and  yet  lost  his 
commission.  These  were  conditions  which  it  was  the 
function  of  the  association  to  rectify,  and  there  were 
also  other  important  problems  with  which  it  should 
deal. 

Mr.  Heffering  pointed  out  that  it  was  the  inten- 
tion to  elect  a  president  and  vice-president  of  the  or- 
ganization for  the  whole  Dominion,  and  that  the  exe- 
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cutives  of  the  existing  branches — in  Ontario  and  Que- 
bec— would  work  in  conjunction  with  these  gentle- 
men. An  arbitration  committee  would  also  be  formed, 
he  said,  and  any  man  who  had  a  grievance  could  refer 
it  to  that  committee  or  to  the  president,  and  if  the 
grievance  were  considered  a  just  one,  the  committee 
would  take  the  matter  up  with  the  firm.  The  execu- 
tives of  the  Ontario  and  Quebec  sections,  it  was  pro- 
posed, would  hold  monthly  meetings,  and  every  two 
months  there  would  be  a  general  meeting  in  the  form 
of  a  smoker  or  banquet. 

Next  came  the  nominations  for  president.  About 
twenty  men  jumped  to  their  feet  at  once  to  propose 
Mr.  Peter  Doig's  name.  Mr.  Heffering  was  also  nom- 
inated amid  much  enthusiasm,  but  he  withdrew  it  on 
the  grounds  that  he  already  held  the  position  of  chair- 
man of  the  Ontario  branch.  Mr.  Doig  was  then  vui- 
animously  elected  president  of  the  National  Shoe  & 
Leather  Travellers'  Association  of  Canada,  and  his 
popularity  among  his  fellow  salesmen  was  demonstrat- 
ed in  a  way  which  he  will  not  easily  forget. 

Mr.  Chas.  Fice,  of  J.  &  T.  Bell,  Ltd.,  was  the  un- 
animous choice  for  vice-president. 

The  president-elect  then  took  the  chair,  amid  the 
most  enthusiastic  applause.  Mr.  Doig  spoke  first  in 
French  and  afterwards  in  English,  thanking  his  fellow- 
>hoemen  for  placing  him  at  the  head  of  their  new-born 
association.  This  organization,  he  declared,  was  an 
essential  part  of  their  industry  and  rounded  it  out  in 
a  beautiful  way.    The  manufacturers  and  the  retailers 


had  their  associations  and  now  the  travellers'  organi- 
zation formed  the  link  between  the  two.  They  had 
received  an  invitation  from  the  manufacturers  to  get 
together  with  them  in  a  joint  meeting  with  the  re- 
tailers. This  was  because  they  had  organized.  Other- 
wise the  travellers  would  not  have  been  consulted  or 
represented.  There  were  190  salesmen  from  the  pro- 
vince of  Quebec  present  at  the  Shoe  Fair  and  130  from 
the  province  of  Ontario.  It  had  been  suggested,  too, 
that  the  travellers  of  the  Maritime  Provinces  should 
get  together  and  form  a  section. 

Great  things  were  ahead  of  the  men  of  the  shoe  in- 
dustry, if  they  caught  the  vision  of  the  bigness  of 
their  country.  Great  opportunities  were  theirs,  if  they 
seized  them.  The  success  of  the  Fair  was  an  indica- 
tion of  what  they  might  accomplish  if  they  got  to- 
gether and  worked  together  in  the  interests  of  the  in- 
dustry and  of  the  country. 

Mr.  Doig  declared  that  he  felt  it  was  indeed  a  great 
honor  for  him  to  be  p'aced  at  the  head  of  the  travel- 
lers' association,  and  pledged  himself  to  give  his  best 
efforts  toward  the  bui'ding  up  of  the  organization  and 
the  furtherance  of  the  interests  of  the  travellers. 

Mr.  Charles  Fice,  the  vice-president,  was  also 
called  upon  to  speak.  Mr.  Fice  made  a  brief  address  in 
which  he  promised  to  boost  the  work  of  organization 
to  the  limit  and  do  a'll  in  his  power  to  make  the  associ- 
ation a  success.  Many  were  the  problems  that  con- 
fronted them,  but  they  could  be  solved  through  unit- 
ed effort.  Let  every  member  do  his  share  and  the  ob- 
stacles to  progress  would  be  easily  overcome. 


Travellers  Hold  Their  First  Banquet 


AT  noon  on  Thursday,  the  travellers  had  a 
Umcheon  at  the  Windsor  Hotel,  to  which  the 
members  of  the  other  branches  of  the  industry 
were  invited.  Mr.  Doig,  the  president  of  the 
newly-formed  association,  presided.  After  the  refresh- 
ments had  been  disposed  of,  there  were  a  number  of 
interesting  addresses.  Mr.  Doig  spoke  first.  "I  am  de- 
lighted," he  said,  "to  have  the  honor  of  presiding  at 
this  banquet,  which  may  be  called  the  first  banquet 
of  the  National  Shoe  and  Leather  Travellers'  Associ- 
ation. It  has  occurred  me  that  this  new  organiza- 
tion of  ours  might  in  some  way  contribute  to  the 
other  section  of  the  industry.  We  have  gotten  off  to 
a  great  start,  and  today  we  have  about  four  hundred 
members  in  our  ranks.  One  thing  that  has  struck  me 
is  that  the  National  Shoe  Retailers'  Association  has 
not,  perhaps,  as  great  a  membership  as  it  should  have, 
but  they  are  not  salesmen,  as  we  are,  and  for  that 
reason  their  organization  is  not  as  great  as  it  might 
be.  (Laughter) 

"I  hope,"  continued  the  speaker,  "it  will  be  my 
privilege  to  work  for  the  development  of  the  National 
Shoe  Retailers'  Association  as  well  as  for  the  travel- 
lers' association.  If  the  retailers  will  elect  Geo.  Gales 
as  president,  I  will  try  and  see  that  the  travellers  go 
out  and  sell  memberships  to  the  retail  trade  through- 
out Canada,  so  that  next  year  you  may  have  a  thous- 
and members  instead  of,  say,  three  hundred." 

Mr.  Doig  then  called  upon  his  colleague  in  the 
travellers'  association,  Mr.  Chas.  Fice,  the  vice-jiresi- 
dent,  who  made  a  few  pointed  remarks.  It  was  the 
desire  of  the  salesmen,  he  said,  that  this  new  organi- 


zation which  they  were  getting  under  way,  should  not 
only  be  of  benefit  to  themselves,  but  also  to  their  cus- 
tomers, the  retailers,  and  their  employers,  the  manu- 
facturers. They  realized  that  each  branch  of  the  in- 
dustry must  work  in  harmony  with  the  others  if  all 
were  to  reap  the  greatest  advantages.  He  felt  sure 
of  the  success  of  the  travellers'  association,  and.  as 
far  as  his  own  part  of  the  country  was  concerned,  he 
expected  that  every  shoe  traveller  going  out  of  Toron- 
to would  become  a  member  of  the  association. 

Mr.  R.  L.  Savage,  chairman  of  the  Quebec  Section 
of  the  travellers'  organization,  told  what  had  been  ac- 
complished by  them.  Less  than  ten  days  previous,  the 
organization  had  been  formed,  but  already  they  had  a 
membership  of  about  225.  That  was  sure'y  an  en- 
couraging record.  Within  another  year,  however, 
they  expt-ctod  to  more  than  double  that. 

Mr.  Heffering — ^better  known  among  his  fellow- 
travellers  as  "Jimmie" — the  chairman  of  the  Ontario 
Section,  was  also  invited  by  the  chairman  to  make 
some  remarks.  "Yesterday,"  said  Mr.  Heffering,  com- 
ing right  to  the  point,  "one  of  our  traveller's  said  to 
me,  'I  don't  believe  this  organization  is  going  to  be 
a  success.'  I  want  to  say  in  reply  to  him,  'just  get  up 
and  look  around  this  gathering  and  your  doubts  are 
answered.'  We  have  all  come  to  this  fair  as  individ- 
uals, but  I  would  like  to  tell  the  manufacturers  and 
the  retai'ers  that  when  the  convention  is  held 
next  year,  the  travellers  will  come  as  one  of  the  strong- 
est organizations  in  the  Dominion." 

Mr.  F.  P.  Brais,  who  was  introduced  by  Mr.  Doig 
as  one  of  the  most  brilliant  young  lawyers  in  Montreal, 
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made  an  interesting  address  touching  on  some  of  the 
principles  affecting  the  travellers'  position  from  the 
legal  point  of  view.  An  im])ortant  point  emphasized 
by  Mr.  Brais — and  one  that  it  is  well  for  every  travel- 
ler to  be  aware  of — is  that  if  a  traveller  participates 
in  the  profits  of  a  concern,  he  will,  in  a  matter  of  law, 
be  considered  a  partner  in  the  firm,  and  if  the  firm 
fails  he  will  be  called  ii])on  to  pay  his  proportion  of 
the  debt,  while  if  he  is  the  sole  solvent  individual  in 
the  concern,  he  will  ])e  called  upon  to  pay  the  whole 
amount. 

"In  the  course  of  practice,"  said  the  speaker,  "we 
very  rarely  find  any  difficulties  between  the  eni])loyei 
and  the  traveller.  The  employer  is  a  business  man 
and  knows  his  responsibilities  to  his  salesmen,  while 
the  travellers,  on  their  part,  are  careful  in  their  rela- 
tions with  the  firms  they  represent.  Difficulties,  how- 
ever, sometimes  arise  between  the  traveller,  or  the 
company,  and  the  client.  There  is,  unfortunately,  too 
much  of  a  habit  of  making  promises — promises  which 
are  a  little  extravagant.  The  client  is  led  to  believe 
that  he  Avill  s;et  such  and  such  a  thing,  and  he  is  dis- 
ap]iointed.  That,  gentlemen,  is  the  cause  of  nearly  all 
the  difficulties  between  the  traveller  and  the  retailer. 
The  makinsj  of  ]jromises  is  a  matter  in  which  the  trav- 
eller should  take  great  care.  He  can  often  make  or 
break  his  customer.  There  are  occasions  where  the 
traveller  has.  by  taking  an  interest  in  his  customer, 
opened  up  the  way  for  the  development  of  his  busi- 
ness. He  should  be  more  of  a  friend,  more  of  a  busi- 
ness relation,  than  a  seller,  and  his  customer  should 
know  that  what  he  says  is  true.  I  am  reminded  of 
words  I  heard  spoken  by  ex-Premier  Qouin.  He  said: 
'The  success  of  my'  term  of  office  has  been  due  to  the 
fact  that  my  policy  has  been  to  make  no  promises,  or 
when  I  had  to  make  a  promise,  to  always  keep  it.' 
The  result  was  that  when  Premier  Gouin  resigned  of- 
fice, he  left  the  province  with  a  surplus  of  $2,000,000. 
He  ha.s  improved  our  finances,  and  has  put  this  pro- 
vince, we  believe,  in  the  matter  of  roads  and  indus- 
tries, on  a  par  with  the  be=t  in  the  Dominion.  If  that 
policy  holds  good  for  a  whole  nrovince,  surely  it  can 
hold  still  better  for  an  orpanization  of  wide-awake 
men  like  this.  However,  if  the  travellers  stopped  mak- 
ing: promises,  I  am  sure  it  would  be  the  end  of  us  law- 
yers." 

Mr.  Warren  T.  Fegan  was  the  next  speaker.  "Mr. 
President  and  gentlemen,"  he  said  in  a  one-minute 
speech.  "It  is  a  delight  to  look  into  the  faces  of  so 
many  with  whom  I  am  acouainted.  The  retailers 
have  enioved  every  minute  of  the  time  spent  in  this 
citv.  If  we.  as  an  association,  can  be  of  anv  assistance 
tf)  the  National  Shoe  and  Leather  Travellers'  Associ- 
ation, we  are  at  your  disposal.  You  have  been  to  us 
the  ."-reatest  asset  we  have  had.  and  Mr.  Doig's  sug- 
gestion rep-arding-  our  co-operation  is  a  very  splendid 
"r,e  nnd  v/iH  be  taken  advantage  of. 

Mr.  F.  W.  Siewart.  of  Cluett-Peabodv  Co..  was  al- 
so cnMed  upon.  Mr.  Stewart  made  a  brief  address  in 
which  he  emphasized  the  importance  of  the  traveller 
eivin^'-  -crvice  to  the  customer.  Plis  salesmen,  he 
said,  harl  been  1  rained  with  the  idea  that  they  should 
m^ke  no  promises  th-nt  could  not  be  kept,  because 
'hev  were  sellinr^  tjoods.  not  onlv  for  today,  but  also 
frir  tomorrow  and  next  month  and  next  year.  One  of 
the  greatest  benefits  to  one's  customer  was  to  offer 
him  sound  cf)unsel,  to  give  him  advice  that  he  could 
rely  on.  Here  was  a  i)lace,  too,  where  the  manufac- 
turer could  do  more. 


Development  of  Goodyear  Welt  System 
of  Shoemaking 


TH\\  (ioodyear  Welt  system  originated  with  the 
invention  of  the  Curved  Needle  Sewing  Ma- 
chine by  August  Destouy  in  1<S62,  the  first 
machine  being  used  for  the  sewing  of  turns. 
Im  jrovtnients  were  made  in  this  machine  during  the 
following  years  by  Daniel  Mills,  and  at  one  time  a 
machine  for  this  work  was  further  developed  by  Mr. 
Charles  Goodyear  of  the  family  so  widely  known  in 
the  rubber  trade,  and  by  him  this  machine  was  adapt- 
ed for  the  sewing  of  welts.  This  necessitated  the  ex- 
tension of  the  equipment  by  the  addition  of  a  stitch- 
ing machine  for  attaching  the  out.sole,  the  first  ma- 
chine being  a  chain  stitch  type,  and  a  few  of  these 
machines  were  used  in  the  factories  in  Canada  as  late 
as  1890,  but  were  gradually  replaced  by  the  later 
type  of  lockstitch  machine,  which  has  in  turn  been 
replaced  by  various  improved  models,  resulting  in 
what  is  known  in  the  trade  to-day  as  the  Model  O 
stitcher. 

Corres]Jonding  improvements  have  been  made  in 
the  welt  and  turn  sewing  machine,  the  latest  ty])e  in 
use  for  sewing  welts  being  the  Model  K  welter,  both 
this  machine  and  the  late  type  stitcher  being  electric- 
ally heated,  and  in  some  ca^es  each  machine  being 
driven  by  independent  electric  motors. 

In  connection  with  the  welt  sewing  machine  and 
the  stitcher,  various  auxiliary  machines  for  prepar- 
ing the  innersole,  outersole  and  welt  have  been  added 
to  the  system,  the  first  of  these  consisting  of  a  very 
simple  type  of  bench  machine  for  channeling  the  in- 
nersole of  the  welt  shoe,  and  a  somewhat  similar  ma- 
chine for  channeling  the  sole  of  the  turn  shoe.  A 
channebng  machine  was  also  provided  for  the  outer- 
sole,  this  being  before  the  day  of  the  rough  rounding 
machine,  so  called.  Later  the  outsole  channelers  wee 
all  superseded  by  a  somewhat  crude  type  of  rounder 
which  shaped  the  outersole  and  welt,  being  guided 
by  the  contour  of  the  last,  and  the  present  rounding 
machine,  which  is  in  general  use,  is  the  third  type 
of  machine  furnished  for  that  operation. 

From  about  1<S90  to  1900  only  a  few  so  called  aux- 
ilia"y  machines  were  available  for  u=e  with  the  Good- 
year welter  and  stitcher,  these  consisting  of  the  chan- 
neling machines,  as  mentioned,  a  weU  grooving,  a 
welt  splitting  machine  and  a  welt  beating  machine. 
To-day  there  are  something  over  30  auxiliary  ma- 
chines being  offered  regularly  to  the  manufacturers 
in  Canada  for  performing  the  various  operations  in 
connection  with  the  welting  and  stitching  machines 
used  for  Goodyear  welt  work. 

Other  machines  which  have  i>layed  an  important 
part  in  the  development  of  the  shoe  trade  in  Canada 
include  the  lasting  machine,  which  was  first  intro- 
duced in  a  somewhat  crude  form  in  the  early  nine- 
ties, these  few  machines  being  afterwards  replaced 
bv  a  much  more  modern  type  which  was  made  in 
Canada. 

The  pulling  over  machine  has  also  been  an  im- 
porant  factor  in  developing  the  modern  shoe,  both 
as  retrards  ciuality  and  (juantitv  of  production.  These 
machines  arc  now  being  used  in  all  of  the  larger  fac- 
tories, and  also  many  of  the  smaller  ones,  and  on 
practically  all  classes  of  work  except  turns,  and  a 
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and  Creams 

A  splendid  line  of  first  class  polish  for  you  to  carry,  Meltonian 
finds  favor  with  the  public  wherever  it  is  featured.  It  is  attract- 
ively put  up  in  the  most  convenient  packages  for  your  trade. 
Samples  and  prices  will  be  cheerfully  given.  We  can  quote  you 
attractive  values. 

Robert  D.  Ayling 

23  Scott  Street 

Phone  Main  7613 
TORONTO 


Agents  for  sole  manufacturers 
E.  BROWN  &  SON,  LTD.  LONDON  &  PARIS 
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machine  is  now  being  constructed  especially  adapted 
for  the  handling  of  turn  shoes. 

The  use  of  these  improved  modern  machines  has 
added  materially  to  the  output  of  the  various  factor- 
ies, enabling  them  to  handle  their  work  to  much  bet- 
ter advantage  in  a  smaller  amovmt  of  space  than  by 
previous  methods,  also  insuring  a  much  more  uni- 
form product. 

(For  the  information  contained  in  the  above  ar- 
ticle, we  are  indebted  to  Mr.  F.  W.  Knowlton,  of  the 
United  Shoe  Machinery  Co.  of  Canada,  who  also 
kindly  supplied  the  data  for  the  article  on  "The  De- 
velopment of  the  Canadian  Shoe  Industry"  in  the 
July  issue  of  Footwear. — Editor.) 


Lady  Belle  Shoe  Co.'s  Picnic 

The  Lady  Belle  Shoe  Company,  Ltd.,  Kitchener, 
Ont.,  held  their  annual  picnic  at  Idylwild  on  Friday, 
July  23,  the  company  chartering  a  special  car  for  their 
employees  and  supplying  them  with  tickets.  The  en- 
tire day  was  spent  in  a  most  enjoyable  manner.  A 
programme  of  games  and  sports  was  arranged,  in 
which  everybody  was  given  a  chance  to  take  part,  and 
handsome  prizes  were  awarded.  Music  was  also  pro- 
vided and  the  evening  was  spent  in  dancing. 


Post-Graduate  Courses  in  Practipedics 

The  American  School  of  Practipedics,;  chartered> 
by  the  State  of  Illinois  for  the  specific  purppse  of'train- 
ing  shoe  men  to  be  more  scientific  and  compet- 
ent in  their  field,  conducts  an  annual  resident  post- 
graduate course,  which  commenced  July  6th.  The 
school  has  two  methods  of  disseminating  this  train- 
ing— one  by  correspondence,  which  entitles  the  stud- 
ent to  a  Practipedic  diploma  and  the  other,  these 
yearly  resident  Post-Graduate  Courses,  held  this  year 
in  Chicago,  New  York,  Toronto  and  Montreal. 

.  The  interest  an,d  enthusiasm  with  which  this  work 
is  taken  up  by  the  principal  shoe  merchants  and  their 
salespeople  and  the  increasing  number  in  attendance 
at  the  classes  each  year  speaks  well  for  the  manner 
in  which  Dr.  W.  A.  Hill,  educational  director  in 
charge,  conducts  his  classes. 

These  classes  are  absolutely  free  and  this  is  one 
of  the  most  progressive  steps  ever  undertaken  for  the 
uplifting  of  the  shoe  business.  Through  the  know- 
ledge of  Practipedics,  the  ]:)ublic  is  learning  that  foot 
ailments  can  be  eliminated  and  looks  to  shoemen  to 
care  for  all  kinds  of  foot  trouble  intelligently. 

The  classes  take  up  the  sul>jects  of  anatomy  of  the 
feet  and  legs,  including  osteography,  arches,  muscles, 
tendons,  ligaments,  etc.,  the  study  of  deformities  and 
abnormal  conditions  of  the  feet,  as  well  as  their  cor- 
rection, the  cause  of  weak  foot,  l)roken  down  arches, 
flat  foot,  etc.,  the  function  of  arteries,  veins  and 
nerves,  mechanical  consideration  of  the  foot,  various 
foot  troubles  commonly  encountered  in  a  shoe  store, 
fitting  various  types  of  feet,  fitting  mechanical  correc- 
tive ai)])liances,  how  to  handle  customers  and  a  dis- 
section of  a  human  leg  and  foot  cadaver  by  Dr.  'I  lilf, 
instructor. 

Added  to  this,  s])ecimens  of  ortho])e(lic  shoes  arc 
used  in  the  class  room,  their  various  points  and  uses 
explained  together  vvitli  the  i)nrpose  of  the  construc- 
tion. 

That  everyone  may  Ix;  permitted  to  attend,  classes 
have  been  arranged  for  botli  day  and  evening.  Day 
classes,  consisting  of  lectures  for  five  days  and  even- 


ing classes  for  three  nights  a  week  for  two  weeks, 
have  been  arranged. 

The  schedule  of  ])ost-graduate  classes  is  as  fol- 
lows: Montreal,  August  2 — 6th,  day  and  evening 
classes;  Toronto,  August  9 — 13th,  day  and  evening 
classes;  Montreal,  Windsor  Hotel;  Toronto,  King 
Edward  Hotel. 


Annual  Meeting  Brantford  Repairers'  Ass'n 

At  the  first  annual  meeting  of  the  Brantford  Shoe 
Repairers'  Association,  held  on  June  24,  the  follow- 
ing officers  were  elected  for  the  ensuing  year:  Presi- 
dent, W.  S.  Pettet ;  vice-president,  J.  W.  Stevens; 
secretary-treasurer,  S.  Hall ;  executive  committee — 
Thompson  Smith,  A.  Johnson,  and  S.  Rogers.  The 
Brantford  repairmen  are  to  be  congratulated  on  the 
splendid  success  their  association  has  achieved.  The 
past  year  has  been  one  of  progress  and  prosperity. 


Hamilton  Repairmen's  Picnic 

The  Hamilton  Shoemakers'  and  Rei)airers'  y\sso- 
ciatioTi  iit'd  tiieir  annual  ])icnic  on  July  21st,  at  Wa- 
basso  Park,  and  it  was  surely  a  very  enjoyable  af- 
fair. Things  looked  bad  at  the  outset,  for  when  the 
repair  men  were  setting  out  for  the  Park,  the  weather 
man  was  frowning  very  darkly  on  them  and  seeking 
to  dampen  their  enthusiasm  by  heavy  showers.  How- 
ever, by  the  time  they  reached  the  grounds  -Old  Sol 
had  again  gained  the  ascendancy  and  everything  was 
bright  and  srhiling.  The  rain  had  held  up  the  party 
for  an  hour,  but  things  were  gotten  under  way  at 
3.30,  and  the  races  and  other  events  were  pulled  oflf 
in  fine  style.  The  races  came  first  and  everybody  was 
given  a  chance  to  share  in  the  honors,  from  the  little 
kiddies  right  up  to  the  veterans  who  remember  the 
early  days  of  hand  shoemaking.  There  were  races  for 
girls,  age  12  to  15;  girls  under  12;  girls  under  7;  and 
for  l)oys  of  the  same  ages.  Needless  to  say,  the 
youngsters  entered  into  them  with  great  zest,  but 
scarcely  more  enthusiastically  than  did  the  older  folks 
when  their  turn  came.  First,  the  single  ladies  were 
given  a  chance ;  then  the  married  ladies ;  followed 
by  the  single  men,  and  the  married  men.  Then  the 
men  had  three  special  events  all  for  themselves — a 
race  for  those  over  60,  another  for  those  over  45,  and 
a  third  for  those  over  35.  Other  events  were  a  draw- 
ing contest  for  lame  members;  men's  walking  race; 
ladies'  thread  and  needle  race ;  men's  wheel-barrow 
race  ;  drawing  contest  for  ladies ;  drawing  contest  for 
men  ;  and  a  guessing  contest,  in  which  the  shoemakers 
were  called  upon  to  estimate  the  number  of  nails  in 
a  bottle.  After  all  these  diversions  everybody  was 
ready  for  refreshment,  and  tea  was  called  for  5 :30, 
which  was  not  the  least  enjoyable  part  of  the  pro- 
gramme. \Vhen  the  good  thigs  had  been  done  ju.stice 
to  and  everyone  was  happy  and  smiling,  a  camera  man 
came  on  the  scene  and  "shot"  the  group.  Then  the 
prizes  were  distributed,  and  the  big  event  of  the  day 
was  staged,  which  was  a  baseball  match  between  the 
/•veterans  of  the  party  and  the  balance  of  the  repair- 
men. The  soldiers  surely  went  right  "over  the  top" 
in  this  encounter  and  licked  their  opponents  22  to  8. 

That  ended  the  day's  sport  and  all  went  home 
thoroughly  ])leased  with  their  outing.  The  committee 
vvhicli  had  charge  of  the  arrangements — Messrs.  Ilunt. 
Charles  worth,  Clark,  Surridge,  ClifTord  and  the  sec- 
retary, Mr.  Wilton — deserve  great  credit  for  the 
success  of  the  picnic. 
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EVERYBODY  who  habitually 
wears  white  boots  or  shoes 
knows  and  buys 


BLANCO 


TheWHITE  CLEANER 
Keeps  White  Shoes  White 

Everybody  who  buys  new  white  footwear  will 
need  "BLANCO,"  and  no  one  who  has  ever  used 
It  will  ever  be  persuaded  to  take  a  substitute,  for 
"BLANCO"  does  its  "work,  does  it  vv^cll 
— and  easily — no  trouble,  no  messiness. 

"BLANCO"  quality  will  take  care  of 
your  reputation— "BLANCO"  profits 
are  as  good  as  its  reputation. 

So  with  every  consignment  of  White 
Footwear  order  a  consignment  of 
"BLANCO"_"to  keep  those  white 
shoes  white." 

Order  now  from  your  Jobber 


mm 


Manufacttired  by 


Joseph  Pickering  &  Sons,  Ltd. 


SHEFFIELD,  England. 
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H.  W.  UPHAM 

Successor  to  the  Late  c  W,  J.  UPHAM 

SUSSEX       -  N.B. 

Wholesale  dealer  in 

Leather  and  Shoe  Findings 


PAPER 

BOXES 


We  manufacture  paper  boxes  of 
every  description  for  Boots  and 
Shoes.  Send  us  your  enquiries 
stating  sizes  and  quantity. 

THE  HOU      OF  SERVICE 

THE 

King  Paper  Box  Co. 

Limited 
Everything  in  Paper  Boxes. 

864  LASALLE  AVENUE,  MONTREAL 

PHONES:    L/VSALLE  440— 208S 


We  design  manufacture  and  export 

FINE  WOOD 


HEELS 


of  Every  Description 

New  York  Wood 
Heel  Company 

25-29  Quincy  Street 

Brooklyn,  New  York 


EST'D 
1895 


TO  JOBBERS 

Handle  Our  Quick  Selling 

Non-Rip  Sandals 

Specializing-  in  the  manufacture 
oi  barefoot  sandals,  we  are  able 
to  put  out  a  line  without  equal 
for  value.  Our  sandals  are 
made  in  both  patent  and 
tan.    Jobbers  will  do  well 
to    investigate  the 
excellent   sales  pos- 
sibilities of  our  Non- 
Rip  Sandal 


Write 
for 

further 
particulars. 


THE 


Humberstone  Shoe  Co.,  Ltd. 

HUMBERSTONE 


Get  the  People 
^^ComingYourWay'' 

Make  your  store  a  place  where 
people  will  like  to  go — get  them 
started  and  keep  them  coming. 
Getting  them  in  your  store  is 
more  than  half  a  sale  made. 

Every  issue  of  your  trade  journal 
is  helpful — keep  it  as  a  reference. 

READ  IT  THROUGH  AND  THROUGH 

POOTWEAR 

in  Canada 
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A  Trade  Building^  Influence 


^WORKERS  UNION. 


Factory 


WORKERS  UNION/ 


UNION/jRSTAMP 

F^ctoty 


TKe  Union  Stamp 

Wherever  this  Union  Stamp  is  used  workers 
are  sure  of  satisfactory  working  conditions. 

Wherever  shoes  bearing  this  stamp  are  sold 
it  exerts  its  influence  on  all  other  union  men 
and  women. 

The  Union  Stamp  shoe  has  a  selling  value 
that  is  all  its  own. 

Trade  Union  publications  everywhere  are 
preaching  the  doctrine  of  "Union  Workers 
wear  Union  Shoes." 

Insist  on  the  shoes  with  this  stamp  and  get 
the  full  benefit  of  this  free  publicity. 


Boot  and  Shoe  Workers^ 
Union 

Affiliated  with  the  American  Federation  of  Labor 


vWORKERS  UNION, 


246  SUMMER  STREET 


COLLIS  LOVELY, 
Gen'l  President 


BOSTON,  MASS. 

CHAS.  L.  BAINE, 
Gen'l  Sec'y  Treas. 


UNIO^gSTAMP 

Facto  ty 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aird  &  Son   34 

Ames-Holden-McLready   IC 

Armstrong,  W.  D   129 

Beckwith  Box  Toe  Company   37 

Bennett,  Limited   5 

Blouin,  Pierre   ..    134 

Boot  and  Shoe  Union   119 

Borne,  Lucien   123 

Boston  Blacking  Company   134 

Boston  Leather  Stain  Company  ...  33 

Breithaupt  Leather  Co   17 

Brockton  Rand  Co   6 

Brodie  &  Harvie  .   .   .   122 

Brown  &  Company,  E   II.t 

Canadian  Consolidated  Rubber  Co.  3-3S 

Canadian  Footwear  Co   24 

Canadian  Phillips  Co   15 

Canadian  Shoes  Limited   36 

Champion  Shoe  Machinery  Co   131 
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Cote  &  Son,  A.  A   138 
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Dale  Wax  Figure  Co   121 

Decorative  Fixture  Co   121 
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Deshler  Broom  Company   130 

Ouchaine,  Ludger   18 
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Fortuna  Machine  Co   134 
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Globe  Furniture  Co   136 

Globe  Shoe  Company   32 

Goodrich,  Hazen  B   129 

Goodyear  Tire  &  Rubber  Co.  .   .  .38-39 

Hinde  &  Dauch  Paper  Company  .  .  133 

Hopkins  &  Ellis   12 

Humberstone  Shoe  Co   118 

Hydro  City  Shoe  Mfrs   35 

Infants  Footwear  "36 

International  Supply  Co   25 

Kelly  Thomas  A   127 

Kenworthy  Bros   135 

King  Bros   139 

King  Paper  Box  Co   118 

LaDuchesse  Shoe  Company   130 

Legace  &  Lepinay   18 

Landers  Bros.  Co   127 

Lang,  Tanning  Co   27 

Landis   Machine   Company   137 

Lennox  &  Co.,  John   33 

Maranda  &  Desormeau   133 

Melius  &  Crowley   37 

Millner  Company   13G 

Minister  of  Munitions   20 


Montreal  Moccasin  Company  4 

Montreal  Stencil  Company   138 

Montreal  Slipper  &  Gaiter  Co   132 

Morse-Redden  Co   130 

Narrow  Fabric  Company   138 

National  Cash  Register  Company.   .  125 

Natiirai  'i  read  Shoes   11 

New  Castle  Leather  Company   31 

New  Shoe  Machinery  Co   126 

Ne-w  York  Wood  Heel  Co   118 

Panther  Rubber  Co  Cover 

Perfection  Counter  Co   120 

Perkins  &  McNeely   129 

Pickering  &  Sons,  Joseph   117 

Regina  Shoe  Company   21 

Robson  Leather  Co   35 

Robinson  Co.,  Ltd.,  James   8-9 

Samson  Enr.,  J.  E   133 

Sisman  Shoe  Company  

Slater,  Geo.  A   11 

Spaulding  &  Sons,  J   26 

Taylor-Forbes  Co   128 

The  Signry   132 

Tillsonburg  Shoe  Co   19 

United  Shoe  Machinery  Co.,  Ltd.  124-133 

United  States  Hotel,  Boston   123 

Universal  Shoe  Machinery  Co   120 

Upham,  H.  W   118 

Vaughan,  Geo.  C   30 


It  is  no  longer  nec- 
essary, to  pay  Duty 
and  exchange  rates, 
or  Royalty  in  order 
to  have  Shoe  Repair- 
ing Machinery. 


Here  is  a  Cut  of  our  new  Canadian  Model  **F.F."  Finisher.    Notice  its 
strength,  compactness  and  class.    This  principle  is  embodied  in  all  our 
styles  from  six  feet  long  to  twenty-two  feet  long. 

Universal  Shoe  Machinery  of  Canada;  Limited 

128  Queen  Street  -  MONTREAL 

ADAMS  BROS.  HARNESS  MANUFACTURING  CO.,  LTD.,  Agents  for  Ontario  Saskatoon  and  Manitoba 

CALGARY  SADDLERY  CO.,  Agents  for  Alberta 
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Wonderful  Wood  Fixtures 

Nothing  in  tlie  way  of  fixtures  lias  ever  made  such  a  decided 
hit  as  the  period  design  wood  fixtures  now  so  universally  used. 
They  have  the  great  advantage  of  beauty  and  practicability. 

NEW  CATALOG 

The  catalog  pictured  above  is  just  off  the  press.  It  shows  you 
the  very  last  word  in  modern  window  fixtures.  We  want 
every  display  man  and  merchant  to  have  a  copy — send  for 
ycurs  today. 

DECORATIVE  FIXTURE  CO. 


1600  S.  Jefferson  St. 


CHICAGO:  Illinois 


Display  Your  Shoes 
Attractively  on  the 
Classic  Stand 

This  Stand  was  one  of 
the  hits  of  Montreal 
Show.  No  doubt  you 
saw  it  there. 

The  Classic  is  the  most  hand- 
some display  stand  ever  put  on 
the  market  in  Canada. 

Its  simplicity  and  beauty  of 
design  will  add  refinement  to 
your  store  and  attractiveness 
to  your  goods.  The  Classic 
Shoe  Stand  is  finished  in  a 
rich  gold  with  black  relief. 

Write  for  further  particulars. 

DALE  WAX 
FIGURE  CO. 

LIMITED 
TORONTO 


CLASSIC 

No.  4025— Double 
Shoe  Stand 
Made  in  three 
heights,  18,  24  and 
30  inches. 


Fittings  and  Fixtures 

for  the  up-to-date  shoe  store 

The  Curtis-Leger  Fixture  Company  will  equip  your 
store  complete  with  shoe  chairs,  fitting  stools,  display 
fixtures,  decorative  accessories,  valances,  window  re- 
fiectors,  etc.  Fifty  years'  experience  and  good  service 
is  your  guarantee  of  satisfaction. 


STORE  LADDERS 


For  use  where 
unusual  c  o  n  d  i  - 
tions  require  that 
the  ladder  fixtures 
operate  indeiienti- 
cntly  of  floor  and 
ceiling.  Strongly 
niade  of  selected 
kiln  dried  oak  in 
golden  finish. 
I'ixtAres  are  of 
malleahle  iron  fin- 
ished in  baked 
black  enamel. 
Wheels  on  both 
upper  and  lower 
fixtures  are  steel, 
.-■ncased  with  hard 
fibre  treads.  Op- 
erates easily  a.ul 
noiselessly. 


STORE 
CHAIRS 

A  beautifully  up- 
holstered shoe  chair 
of  new  design.  Aisl 
standards  and  seat 
frame  of  solid  birch, 
back  of  7-pIy  birch 
veneer.  Has  slip 
seats. 


A  light  weight  fitting  stool  with  class  and  refinement 
in  every  line  yet  highly  practical.  Upliolstered  stool  is 
separated  from  foot  rest,  thus  making  it  particularly 
adapted  for  men  or  women  clerks.  Made  in  any  de- 
sired finish  to  match  your  store  surroundings. 

Send  for  Complete  Catalog  inelutlinf; 
ff^indotc  DisptaY  Fixtures 

Curtis  -  Leger  Fixture  Co. 

228  West  Jackson  Blvd.        Established  1869 

CHICAGO,  U.S.A. 
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Edwards  &  Edwards 


TANNERS 
OF 


SHEEPSKINS 


FOR 


Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

EDWARDS  &  EDWARDS 


Head  Off  ice  and  Sale  Rooms 


Tanneries 


27  Front  E.  Toronto       Woodbridge,  Ont. 

Quebec  and  Maritime  Province* 

JOHN  McENTfRT^LTD.''^«JfiT^'FAr^^^^^^ 


Brodie's 


PATENT  FLOUR 


An  ideal  adhesive  for  all  shoe 
manufacturing  requirements. 

It  is  clean  and  smooth  work- 
ing, and  for  fine  work  can  be 
easily  reduced  by  simply  add- 
ing water.  Let  us  send  you 
samples  and  prices. 


Ws  free  from  lumps 


WRITE  US  TO-UAY 


Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.L 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — Tliey  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They  save  storage  space. 

U. —  I  liey     have     strong  adver- 
tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "Hov?  to  Pack 
It"    explains    all — write  for 


The  Hinde  &  Dauch   Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and    Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  o{  the  shopping  di^rid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
European  plan  only.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  PilGKEY,  Manager 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR. 

QUEBEC 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Dspartmental  Stores — in  miniature- 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  slioes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


VJ^VJtLm  riNANUAL.CDUUUlCJAL  SL 

^tUUM.  rust  wwsrAraiL^oiia  ouM  wui< 
Over  33  years  in  its  field 

''CANADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Picific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng 


SURFACE  KID  WILL  NOT  SKUFF 


Surface  Kid  is  a  decided  improvement  on  real  kid 
because  it  wears  better — will  not  scuff  and  is  much  less 
expensive. 

The  beautiful  grain  shows  to  advantage  in  dressy 
shoes,  while  the  soft  pliable  texture  equals  charriois.  Send 
at  once  for  samples  of  Surface  Kid  in  Black  and  Colors. 

Butts  in  Gun  Metal— Dull— Glazed 


Head  Office 

491  St.  Valier  St.,  Quebec 


LUCIEN  BORNE 


Montreal  Office — 225  Lemoine  St. 
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22-Foot  Goodyear  Shoe  Repair  Outfit,  Model  N. 

AT  THE 

TORONTO  EXHIBITION 

Make  it  a  point  to  see  the  Most  Complete 
and  Up-to-date 

SHOE  REPAIR  OUTFIT 

on  the  market  to-day. 

Fitted  with  Goodyear  Outsole  Rapid  Lockstitch  Machine,  Electrically  Heated  Rapid 
Shoe  Drier^  Dust  Collector,  Skate  Sharpening  Machine. 

You  Can  Install  this  Outfit  with  Very  Little  Cash  Outlay 

Shoe  Repair  Outfits  of  various  styles  and  sizes  to  suit  all  requirements.  A  cordial  recep- 
tion awaits  you  at  our  exhibit  in  Machinery  Hall. 

United  Shoe  Machinery  Co.  of  Canada^  Limited 

MONTREAL 

KmOJSrO,  90  Adelaide  St.  W.       KITCUEISER,  46  Foundry  St.  South       QUEBEC,  28  Demers  Street 


An  up-to-date  National  Cash  Register 
would  tell  if  this  clerk  is  worth  the  raise 
that  he  is  asking  for. 

NATIONAL  CASH  REGISTER  records  would  tell 
instantly  whether  this   clerk  had  increased  his 
sales  enough  to  make  him  worth  more  money. 

Up-to-date  National  Cash  Registers  give  complete  daily 
records  of  how  much  each  clerk  is  selling  and  the  num- 
ber of  customers  each  clerk  is  waiting  on. 

They  show  which  clerks  are  the  most  valuable.  They 
enable  merchants  to  fix  wages  on  actual  selling  records. 

They  give  the  records  needed  for  a  profit-sha  ing  or 
bonus  system.  This  makes  the  clerks  directly  interested 
in  the  success  of  the  business.  It  puts  them  on  their 
mettle  and  results  in  increased  business. 


The  National  Cash  Register  Company  oi  Canada,  Limited 

BRANCH  OFFICES: 

Calgary  ..714  Second  Street  W.       London  350   Dundas  .Street 

Edmonton  5  McLeod  Bldg        Ottawa  306   Bank  Street 

Halifax  100-102  Granville  Street       Quebe;  133  St.  Paul  Street 

Hamilton  14  Main  Street  E.        Rcjina  1820  Cornwall  Street 

Montreal...  122  St.  Catherine  Street  W.       Vancojver   524  Pender  Street  W. 

Toronto   40  Adelaide  Street       St.  John  86  Prince  William  Street 

Winnipeg  213  McDermot  Ave.       Saskatoon  265  Third  Avenue  S. 

FACTORY:  TORONTO.  ONTARIO 
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"PERFECT" 


m 

every 

sense 

of 

the 

word 


The  Perfect  Counter 

A  fibre  counter  that  puts  a  distinctive 
quality  into  your  shoes  which  becomes  ap- 
parent when  the  wear  is  strenuous,  giving 
an  excellent  fit,  unequalled  comfort  and  sat- 
isfaction. 

Try  the  "Perfect"  and  you'll  endorse  our 
statements. 

Perfection  Counter  Limited 

699  Letouraeux  Ave.  Cor.  Ernest  St 

Montreal 


Electric  Buffer  Dryers 
Electric  Treeing  Irons 
ElectricHeating  Devices 


All  sold  subject  to  your  approval 
after  thirty  days  free  trial. 


Write  today  for  full 
particulars 


Millner  Company 

1706  N.  12th  St.,  St.  Louis,  Mo. 


Globe  Furniture  Co. 


(Limited) 


Waterloo,  Ont. 


Send  for  Catalogue  and  Prices 

GLOBE  INTERLOCKING  SHOE 
STORE  CHAIRS 


Shoe  Tools  and  Findings 


BOSTON  BURNISHERS 

Made  in  2  sizss 


TRI-ANGS 


For  protecting  heels  from  wearing  out  too  quickly.  Manu- 
facturers of  a  large  and  complete  line  of  tools  and  findings  for 
shoe  repairer  and  shoe  store. 

The  New  Shoe  Machinery  Company 

PROVIDENCE,  R.I.,  U.S.A. 

Distributors  for  British  Columbia: 

B.C.  LEATHER  &  FINDINGS  COMPANY  LIMITED 

VANCOUVER,  B.C. 

Distributors  for  Provinces  of  Saskatchewan, 
Alberta  and  Manitoba: 

THE   GREAT    WEST    SADDLERY  COMPANY 

Winnipeg  Edmonton  Saskatoon  Calgary 
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AH  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
days,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  00,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
Tliis  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co, 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,    BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catalogue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  Machine  Co.,  isis  n.  25th  st.,  St.  Louis,  U.S.A. 
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STEEL  DIES,  SHOE  STAMPS, 

Shoe  Lining  Markers, 

RUBBER  and  BRASS  STAMPS  For  All  Purposes 

Stencils,  Marking  Inks  and  Supplies,  Numbering  Machines 

One  of  the  oldest  Stencil  and  Steel  Die  manufacturing  establishments 

in  Canada. 

MONTREAL  STENCIL  WORKS,  Limited 

221-223  McGill  St.  Montreal 


ESTABLISHED  1875 


Tel.  Main  1434  &  6616 


Cobbler 
Sets 

Made  in  Canada 

Our  line  is  most 
comprehensive,  in- 
eluding  small 
Home  repair  out- 
fits, Adjustable 
Fittings  and  Heavy 
durable  lasts  with 
Stands  for  Cob- 
blers' use 

Carried  in  stock  by  Hardware  Jobbers  and  Dealers 
in  Shoe  finding  Specialties. 
Our  prices  are  right. 

Some  dealers  neglect  this  section  of  their  business, 
others  make  it  a  dividend  payer. 

1aYIQR'R)RBES  (qmpany 

1.,^   LIMITED 

Head  Offi.ee  «^Worlt5 

GUELPH 


I 


winnipeg 
Reqina 

I  CALGARt  ji 


TORONTO  MONTREAL  VANCOUVER 

Hamilton.  London  Windsor.  Ottawa 


STANDARD 
SCREWED 
SHOES 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

A.  A.   COTE  &  SON 

LIMITED 

Manufacture    lines  of  Staple  McKay  Shoes 


McKAY 
SEWED 
SHOES 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

ST.  HYACINTHE 

QUE. 


Men's,  Boy's,  Youth's,  Little  Gent's,  and  Children's,  as  well  as  a  Strong  Line  of  Heavy  Work- 
ng  Shoes,  out  of  best  Chrome  Tanned  Side  Leathers,  on  Foot  Fitting  Lasts,  .it  reasonable  prices.  Standard  Screwed  Soles,  Stitch  Aloft,  Natural 
Finished  Hottoms,  so  that  buyer  can  see  the  nature  of  leather,  and  know  what  he  is  buying.     THAT'S  THE  LINE  FOR  YOU. 
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PERKINS  8 M^NEELY 

PHILADELPHIA. 


Canadian  Representative- 


Pan  American 

KID 


Seal  Brown  and  Black 


Perkins  &  McNeely 

F  Philadelphia 


Ed.   R.  LEWIS 

45  Front  St.  E.,  TORONTO 


HAZEN  B.  GOODRICH  &  CO. 

HAVERHILL  -  MASSACHUSETTS 


MANUFACTURERS 

MEN'S  &  WOMEN'S  SLIPPERS,  OXFORDS,  PUMPS 


YAMASKA 

for  Service  and  Sales 


The  steady  demand  for  an  all-leather  service 
boot  at  a  moderate  price  places  YAMASKA 
among  the  best  sellers  of  today. 

Strict  adherence  to  a  single  high  standard  in 
both  workmanship  and  materials  keeps  YAM- 
ASKA in  the  front  rank  of  staple  lines,  and  gives 
the  buying  public  confidence  in  its  name. 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe  Quebec 


ST.HYACINTHE 
CANADA, 


ENGRAVEROF  FINE  STEEL  STAMPS  &.DIES 
23Q-c»-^.^ES);M0NTREAL.m/w^  675 

gRf^^C^^gP)  O  QUE-  0  '^AIN 
mystampsare'uptodate"in  design 
&add  an  artistic  finish  to  your  shoes«!s> 
•  which  will  increase  your  sales- 


THE 


Established  1863 

KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturers  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  rlexible  and  Wax  Splits  for  Home  and 
Export  Trade 
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Buyers  and  Dealers 

In  all  kinds  of 

Belt,  Welt,  Saddle,  Scrap 
Leathers  and  Offal 

WE  BUY  AND  SELL 

All  Kinds  of  SOLE  LEATHER 
Tannery  Offal  and  Scrap  Leather 

Also  ROUGH  SPLITS  of  all  kinds 


Consignments  Solicited 


Let  us  know  what  you  have  to  offer.    We  will 
help  you  market  your  accumulations 

Correspondence  Solicited 

Morse-Redden  Inc. 

50  South  St.,  Boston,  Mass.,  U.S.A. 


Whalebone  Barber  Whisks 


WHALEBONE 

PAX  OCT.  ZZS 9 14  : 


Until  the  "FAMOUS  WHALEBONE  BARBER 
WHISK"  was  patented  there  were  no  Barber 
Whisks  that  gave  satisfaction.  All  difficulties 
have  been  overcome  in  the  WHALEBONE  and 
we  guarantee  every  one  of  them.  SOLD  TO 
JOBBERS  ONLY. 

We  also  manufacture  the  celebrated  DESHLER 
HIDE  BROOMS  which  are  especially  adapted 
for  sweeping  and  cleaning  Hides.  Users  of  Hide 
Brooms  should  get  in  touch  with  us.  Every 
broom  guaranteed.  References:  All  the  Lead- 
ing Hide  Dealers  and  Packing  Houses  of  the 
United  States. 

We  are  the  sole  manufacturers  of  above  named 
Articles.    Watch  for  our  circular  letters. 

Deshler  Broom  Factory 

DESHLER,  Nebr. 


EASTERN  SHOE  MFG.  CO.,  LTD. 

150  Frontenac  Street  Montreal 

MANUFACTURERS  OF 

high   class  footwear  in 
misses',  child's  and  infant's 
McKays 


Embracing  distinction  in  quality 
and  workmanship 


La  Duchesse  Shoe  Co. 

Registered 

MONTREAL 

If  quality  footwear  at  right  prices  is 
what  you  are  looking  for,  these  lines  will 
interest  you. 

Our  samples  will  readily  show  you  their 
possibilities.  May  we  send  them? 

**La  Duchesse" 
McKays 

for 

Women,  Misses 
and  Girls 

also 

Turn  Slippers 

for 

Men 


For  Better  Lines  of 

WHITE  CANVAS  SHOES, 
FELT  SHOES  and  SLIPPERS, 
GAITERS  and  LEGGINGS, 
RUBBERS,  Etc., 

Our  Service  Has  Stood  the  Test. 
WE  SOLICIT  A  TRIAL  ORDER 

La  Maison  Girouard  Limitee 

(i:.  T.  Shoe  Co.)      ST.  HYACINTHE,  QUE. 
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A  Shoe  Merchant 


With  a 


Champion  Shoe  Repair 

Department,  said 


ll}-  inslalling  tlie  shoe  repair  depaiinient  behind  a 
glass  partition,  customers  can  look  right  into  the  repair 
shop  and  see  how  the  work  is  done.  I  would  put  the 
Stitcher  right  up  near  the  glass  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outfit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  Any  live 
merchant  could  start  right  in  making  such  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  leave  the  profit  obtained  from 
Lhe  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
l>ecome  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  repair  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 


tCvciy  customer  tor  a  new  pair  is  a  prospect  for  the  repair 
department. 


ment. 


Champion 
Machines  are 
sold  outright 
(no  royalty) 
tor  cash  or 
on  monthly 
payments. 


Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 


Universal     Model     Curved  Necdlt 
and  Awl   Shoe   Stitcher  —  heated 
by  gas,  gasoline,  or  electricity. 


Over  20,000  Champion  Machines  of  various  types 
in  use-That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of: 

Seven  dififerent  types  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 
Forty  difYerent  models  of  Repair  Outfits,  consisting  of  Stitchers 

and  Finishers. 
Two  distinct  types  of  Nailing  Machines. 
Many  dififerent  Models  of  Finishers. 
A  complete  line  of  Double  Tread  Tire  Machines. 
Many  labor  and  material  saving  auxiliary  machines. 


CHAMPION  SHOE  MACHINERY  CO.,  372341  F.r.s.  Park  Bvd.,  St.  Louis,  Mo. 

Please  send  me  particulars  about  a  shoe  store  repair  department. 


Name  Street 

City   State 
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ENGLISH    ARCTIC  SLIPPERS 

SOLD  BY  ALL  GOOD  JOBBERS  AND  MADKIN  CANADA  BY 

MONTREAL  SLIPPER  &  GAITER  CO. 

287-291  NOTRE  DAME,  W..  MONTREAL 


SHOE  RACKS 


We  Make 
"SHOE  RACKS"  OF  ALL  STYLES 
END  WOOD  CUTTING  TABLES 
HARDWOOD  DIEBLOCKS 
TABLES  FOR  SHOEMAKERS 
WOODEN  BOXES  OF  ALL  KINDS 

Maranda  &  Desormeau 

no  Delorimier  Ave.  MONTREAL 

Phone  East  9604 


Subscribers'  Information  Form 

Many  letters  reach  us  from  subscribers  enquiring  where  certain  goods  can  be 
obtained.  We  can  usually  supply  the  information.  We  want  to  be  of  service  to 
our  subscribers  in  this  way,  and  we  desire  to  encourage  requests  for  such  informa- 
tion.   Make  use  of  this  form  for  the  purpose. 


Date  19 


'FOOTWEAR  IN  CANADA" 

347  Adelaide  Street  West,  Toronto. 


Please  tell  us  where  we  can  secure  (give  description  as  fully  as  possible) 


Name  . 
Address 


If  your  next  adver- 
tising campaign  in- 
cludes— 

OUTDOOR 
ADVERTISING  or 
ELECTRIC  SIGNS 
get  our  quotations. 


i 


THE  SIGNRY 


340 
RICHMOND  ST., 
London,  Ont. 

Branch 
62 Sandwich  W.,  Windsor 


We  also  conduct  a 
SHOWCARD 
SERVICE 
by  mail. 

A  trial  order  will 
please  you. 
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SEE  FOR  YOURSELF 

AT 

THE  QUEBEC  EXHIBITION 

18-Foot 

Goodyear  Shoe  Repair  Outfit 

Model  N. 

THE  MOST  POPULAR  OUTFIT  OF  THE 

FAMOUS  GOODYEAR  SERIES 

ALSO  THE  SMALLER 
MADE  IN  CANADA 

Shoe  Repair  Outfits 

There  is  a  size  and  style  to  fit  every  requirement. 
Full  explanations  and  particulars  at  Our  Exhibit. 


A  Cordial  Reception  Awaits  You 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

Montreal 

Toronto  Kitchener  Quebec 

90  Adelaide  Street  West  46  Foundry  Street  South  28  Demers  Street 
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7oTtuna 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Leathers 


Glazed  Kid 

Black  and  all  colors. 

Side  Leathers 

All  grades,  all  weights,  all  right. 

Glove  Leather 

Grain  and  splits,  all  kinds,  all  colors. 

Shoe  Findings 

Buttons,  Bows,  Fabrics,  Topping, 
Drills,  Twills,  Cottons,  Cork  Screws, 
Flannels,  Cotton  Threads,  Ducks, 
Poplin. 

Canadian  Rcpretsntative  : 

Standard  Kid  Mfg.  Co.,  Boston 
The  Thomas  Lake  &  Whiton  Inc.,  Boston 

You  will  confer  a  favor  to  us  if  you  call  on  them  when  in 
Boston.    They  will  surely  interest  you. 

Pierre  Blouin  Reg^d 


QUEBEC 

60  Colomb  St. 


MONTREAL 

59  St.  Peter  St. 
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Our  line  of  Channel  Cements,  Sole  Laying 
Cements,  Chrome  Cements,  and  Surefold 
is  a  quality  line. 

The  first  consideration  given  to  their  make- 
up is  QUALITY. 

You  may  depend  on  them  being  as  good  a 
Cement  as  can  be  made. 

Boston  Blacking  Company 

152  McGill  Street,  MONTREAL,  Canada 
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Jobbers  -  Dealers 

ATTENTION! 

The  KENDEX  slip  insole  is  now  made  in  Canada. 

For  years  KENDEX  has  been  recognized  as  the  pre- 
mier insole,  but  has  been  excluded  from  the  Canadian 
market  because  of  the  duty  and  adverse  exchange  rate, 

KENDEX  is  serviceable  both  summer  and  winter.  It 
is  a  non-conductor;  warm  in  winter  and  cool  in  sum- 
mer, besides  preventing  burning  and  stinging  feet.  Is 
fast  colored;  therefore  will  not  stain  a  white  hose.  Is 
unaffected  by  moisture  and  never  cracks  or  becomes 
hard.  Will  relieve  calloused  feet.  Can  be  fitted  to  any 
shape  or  style.  KENDEX  sHp  insoles  are  put  up  one 
dozen  pair  assorted  sizes  in  a  display  carton,  both 
ladies'  and  men's  sizes. 

Send  us  your  size  and  we  will  mail  you  a  sample  pair 
and  will  quote  prices. 

Dealers  please  give  us  the  name  of  the  jobber  where 
you  buy  your  findings. 

"The  Feeling  of  the  Feet  is  Reflected  in  the  Face." 
Stand  at  Ease. — Wear  Kendex  Insoles. 

KENWORTHY  BROTHERS 

OF  CANADA  LIMITED 


ST.  JOHNS 


QUE. 
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Individuality 


There  is  no  mistaking  Clarke's  Patent 
Leather.  It  possesses  that  indefinable 
"something"  which  forms  a  lasting 
good  impression  on  first  acquaintance. 
Manufacturers  use  it  in  their  better 
grade  shoes,  and  these  makers  are 
noted  for  their  excellent  product. 


A.  R.  CLARKE  &  CO. 

LIMITED 

MONTREAL  TORONTO  QUEBEC 


REGAL 


SHOES 


Manufactured  Under  License 


C.  S.  CORSON,  President 


?  -1, 
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Panther  Promotes  Sales 

Because  it  means  a  better  shoe.  Panther  Composition  Soles  and  Heels  have 
won  a  permanent  place  in  the  make-up  of  Canada's  best  footwear.  The 
formula  to  which  Panther  composition  is  made  is  exclusive,  and  yields  wear 
resisting  qualities  that  are  unequalled.  That  is  why  Panther  Soles  and 
Heels  promote  sales  for  shoe  manufacturer,  wholesaler  and  retailer  alike. 


Panther  Composition  Soles  and  Heels  are  all  tested  and  guaranteed.  They 
are  easily  stitched  and  trimmed  and  do  not  permit  of  stitches  "pulling  out." 
They  will  not  crack,  slip  or  let  water.    See  that  Panther  is  in  your  product. 


Panther  Rubber  Co.,  Limited 

Sherbrooke       -  Quebec 
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NAUGAHYDE  BAGS 

Are  Worthy  of  Your  Store 

They  are  bags  you  can  feature  and  recommend  with  every  confidence 
in  their  ability  to  ])leas^e  e\ery  customer  who  wants  distinctiv  e  and 
durable  luggage. 

NAUGAHYDE  BAGS  are  wateri)roof  and  seamless.  By  a  special 
orocess,  joints  and  corners  are  all  fused  into  one  piece,  making  a 
bag  that  stands  up  to  the  rough  usage  of  travel.  Their  handsome 
black  surface  can  be  wiped  clean  with  a  damp  cloth. 

NAUGAHYDE  BAGS  equal  the  finest  English  club  bags  in  ap- 
pearance, with  rich  brass  fittings  and  specially  selected  linings. 

Made  in  attractive  styles  in  sizes  for  men  and  women. 

And  behind  every  NAUGAHYDE  BAG  is  the  oldest  and  largest 
rubber  organization  in  Canada.  • 

If  you  are  not  carrying  NAUGAHYDE  BAGS,  write  for  full  infor- 
mation as  to  sizes  and  ])rices  to  the  nearest  Dominion  Rubber  System 
Service  Branch. 

Dominion  Rubber  System  Service  Branches 

are  located  at 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  HaniiUon,  Brantford,  London, 
Kitchener,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina,  Saskatoon, 
Edmonton,   Calgary,   I.ethbridge,  Vancouver  and  Victoria. 
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Men's  and  Women's  Welts  and  McKays 


Three  Winning 
Lines 

A store  is  known  by  the  class  of 
shoes  it  sells,  and  the  dealer 
whose  windows  show  selec- 
tions from  "Dalaco,"  "Patricia" 
and  "Metropohtan"  Brands,  is  gen- 
erally considered  progressive. 


MHrapaixtun 

Men's  and  Women's  Welts  and  McKays 


To  sell  shoes  that  give  greater  satisfaction  to 
the  customer,  tends  to  stabilize  your  business,  and  to 
increase  the  prestige  of  your  store  as  well. 


Let  our  shoes  work  for  you. 


Daoust,  Lalonde  &  Co.,  Limited 

MONTREAL,  P.  Q. 


Branch:  Metropolitan  Shoe  Co.,  91  St.  Paul  East 


MONTREAL 
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Perfect  Fitting 

BENNETT 

TMOE  MAftfr 

DEPENDABLE  COUNTERS 

Lasts  are  designed  to  give  shoes  definite 

lines. 

The  BENNETT  Counter  not  only  "fits 
the  last"  but  is  built  "to  carry  the  lines  of 
the    last,"    blending    comfortably  to  the 

X  7  o  "f"!  r\  \  1  c    c  n  o  t~\    r\    t    £a  1" 
VdriUUb   bfldpcLl  ICCU. 

BENNETT  Fibre  moulded  by  BEN- 
NETT  process    makes    perfect  fitting 
counters  that  satisfy. 

ONTARIO  OPF.CE                  BENNETT  LIMITED                   sales  office 

28  King  St.  East                     MAKERS  OF  SHOE  SUPPLIES                59  St.  Henry  Street 
Kitchener                                CHAMBLY  CANTON,  P.Q..  CANADA  Montrral 

Made  in  Canada  by  the  Largest  Shoe  Fibre  Makers  in  the  British  Empire. 
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The  Link  in  the  Chain 


The  materials,  the  workman,  the  tools, 
the  last,  all  are  links  in  the  chain  which 
makes  possible  the  manufacture  of  a  shoe. 

No  link  is  of  more  importance  than  the 
last. 

It  must  be  correct  to  the  smallest  detail 
to  ensure  a  successful  shoe — whether  it  be 
for  the  daintiest  pump  or  the  heaviest  work- 
ing boot. 

It  must  be  made  throughout  with  the 
greatest  care — of  the  best  selected  mater- 
ial, kiln  dried  and  thoroughly  seasoned — 
by  highly  skilled  workmen. 

It  is  in  this  way  that  Robin  lasts  are 
made.  It  is  the  reason  for  the  unfailing 
satisfaction  which  they  invariably  give. 

If  you  are  not  using  them  we  shall  be 
pleased  to  submit  prices  and  full  particulars 
upon  request. 

Write  us  to-day. 


ROBIN  BROS. 

Last  Manufacturers 
Carrier  and  Gilford  Square,  Montreal 
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Gives  Shoes  Added  Prestige 


nPHE  FACT  that  shoes 
are  built  with  D.  &  P. 
Fibre  Counters  gives  them 
that  necessary  touch  to  put 
them  in  the  class  of  better" 
footwear. 

D.  &  P.  Fibre  Counters 
are  made  from  carefully  sel- 
ected fibre  by  skilled  work- 
men. 

The  quality  of  the  material 
is  such,  that  D.  &  P.  Count- 
ers always  outlast  the  shoe, 
and  even  then  there  is  little 
sign  of  deterioration  in  the 
counter. 

We  would  be  pleased  to  quote  you  our  prices  for  upper 

and  sole  leathers. 

DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  45  Front  St.  East,  Toronto;  Ontario  Selling  Agent 
Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  City 

Tannery  and  Factory:        ST.  HYACINTH £7?.^ 

Sales  Office  and  Warehouses  :  224  LEMOINE  STREET,  MONTREAL 
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FO        "n  o  Cnp]  O 


To  be  forced  to  admit  to  the  customer 
that  you  are  ''just  out  of  what  you 
wanted"  is  as  costly  as  it  is  unnecessary; 
also  it  is  a  condition  unknown  among- 
merchants  using* 


For  no  matter  what  your  requirements 
may  be,  in  White  or  Leather  Goods — 
Fine,  Medium  or  Staple — our  immense 
assortment  is  always  equal  to  the  occa- 
sion. 

And  do  not  imag"ine  your  requirements 
too  small  to  receive  the  most  careful 
attention.  In  fact  we  make  a  specialty 
of  such  orders. 

Your  Need  is  Our  Opportunity  for  Service! 

James  Robinson  Co.^  Ltd. 

SPECIALISTS  IN  FINE  FOOTWEAR 

MONTREAL 
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Five  years  before  he  died 


ANDREW  CAIRNEGIE 


gave  it  as  his  opinion  that  these  three 
rules  were  essential  to  business  success  : 


No  sharp  bargains — do  mora,  not  less 
than  promised. 


If  disputes  arise,  always  give  the  other 
party  the  benefit  of  the  doubt.  Avoid 
resort  to  law.  Compromise. 

TSnnrd  t 

Subject  all  products  to  more  rigid  tests 
than  purchaser  requires.  A  reputation 
for  producing  the  test  is  a  sure  founda- 
tion upon  which  to  build. 

Thus  does  the  late  steel  king  realize 
the  value  of  "square  deal"  methods — a 
policy  long  associated  with  the  House  of 
Robinson. 


James  Robinson  Co.^  Ltd. 

SPECIALISTS  IN  FINE  FOOTWEAR 

MONTREAL 
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L.  B.  Holliday  &  Company, 

Huddersfield,  England  Limited 

Aniline  Dyes 

And  Coal  Tar  Products 

To  the  Leather  Industry: 

Can  you  guarantee  your  colored  leathers? 

Do  you  realize  that  such  a  statement  would  \-ery  likely  influence  an  increase  in 
your  business? 

Today  men  come  to  you,  demanding  an  ironclad  guarantee — Can  you  cope  with 
their  demands? 

You  can  if  you  are  properly  equipped. 

The  equipment  you  use  and  the  ability  of  your  men  are  both  very  important  fac- 
tors. 

Yet  they  are  both  dependent  upon  the  dyes  and  colors  you  use. 
Dyestuffs  that  are  absolutely  guaranteed  will  therefore  help  you  to  guarantee  your 
product. 

Then  why  not  try  L.  B.  Holliday  &  Company   for   your   next   order   for  Dyes, 
Colors,  etc. 

The  following    is  a  list    of  oiir  products  which  are  of  particular  interest  to  the 
Leather  Trade  and  which  can  be  shipped  from  Canadian  stocks. 

CHROME  LEATHER  BLACK  G.  NEW  PHOSPHINE  R. 

CHROME  LEATHER  TAN  2G.  AURAMINE  O.  CONC. 

CHROME  LEATHER  BROWN  G.  ORANGE  11. 

BASIC  TAN  O.  PONCEAU  G. 

BASIC  DARK  BROWN  P.  BRILLIANT  BORDEAUX  2-B. 

MAGENTA  POWDER.  ACID  PRUNE  V. 

METHYL  VIOLET  2-B  CONC.  NAPHTHOL  BLUE  BLACK  10-B. 

FRENCH  BLACK  2938.  NAPHTHYLAMINE  BLACK  H. 

CHRYSOIDINE  R.  CONC.  LIGHT  ACID  BROWN  L. 

BISMARCK  BROWN  R.  CONC.  DARK  ACID  BROWN  L.  R. 

FAST  RED  A.  NIGROSINE  W.  S. 

Product  Samples,  Patterns  and  All  Particulars  from 

L.  B.  Holliday  &  Co.,  Limited 

Canadian  Office  and  Warehouse: 

27  St.  Sacrament  Street,  Montreal 

Orders  Supplied  Direct  from  Canadian  Stock.      New  Products  will  be  Added  from  Time  to  Time 
Cables,  "Dyewares,"  Montreal.  Telephone  Main  8105 
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I  Tipperary  Shoes  | 

For  Athletic  and  Summer  Wear 


SEASON  1921 

In  September  our  salesmen  will 
be  out  with  the  most  attractive 
range  of  canvas  footwear  for 
Business,  Social  and  Athletic 
wear  we  have  yet  shown. 

By  ordering  early,  you  will 
ensure  prompt  delivery. 


The 


Columbus  Rubber         Company  of  Montreal 


Limited 


1:2 


F  O  O  1^  W  F.  A  K    IN    C  A  N  A  D  A 


Svs'C-em 


The 


AMES  HOLDEN 


11 


Brand  of 


Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 


Manufactured  and  sold  by 


Ames  Holden  McCready,  Limited 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  London,  Winnipeg,  Regina,  Saskatoon, 

Edmonton,  Calgary,  Vancouver. 


14 


FOOTWEAR   IN  CANADA 


Septcinhcr,  1!)?J0 


We  can  Supply  you  with  Every  Need  of 

Blacking,  Stains,  Waxes,  Dressings, 
Cyclone  Bleach,  Etc. 


Ultra  Edge 

One  setting  edge  ink 

Uneeda  Edge 

The  King  Edge  Ink 

For  a  one  or  two  setting  edge 

Russet  King  Edge 

One  and  two  setting  for  russet  and  tan 
colored  shoes. 

King  Edge  No.  31  (Natural) 
Model  First  Setting 

A   stain   for   two   setting  edges 

Black  Diamond  Heel 

For  licels.     Made  in  all  eolors. 

Colored  Heel  Stains 
Black  Diamond  Shank 
Black  Bottom  Dye 

A  dye  for  heels,  shanks,  top  pieces  and 
bottoms 

Striping  Dye 

Black  and  russet 

Cyclone  Bleach  (Made  in  Canada) 

For  removing  those  glucose  spots,  water 
stains  and  discolorations  on  soles  and 
giving  perfect  results  in  finishing 

Magic  Stain 

For  oak  and  union  leatlur,  Kenioves 
those  glucose  spots,  water  stains  and 
discolorations,  and  makes  a  hard,  smooth, 
uniform  finish. 

244  Sediment  Stain 

For  making  white  oak  bottoms 

Filling  Wax 
American  Eagle  Polish 
Gold  Bond  Polish 

For  stain  and  black  bottoms 

Slickum 

A  gum  to  use  where  a  high  polish  is 
wanted  on  a  i)aint  bottom 

Nevercheck 

Used  before  scouring  to  fill  and  make 
a  solid  heel 

Vamp  Dye 
Black  Tip  Dye 
Spirit  Black  Dye 
Welt  Dye 

lilack  and  russet 


Look  Over  this  List  and  Send  in  Your 

Naphtha  Black 

For  raw  edges  of  vamps  an<l  tips 


Nonesuch  Filler 

A  filler  to  use  in  place  of  wax  for  heels 
and  bottoms 

Everbright  Kid  Dressing 

For  kid,  kangaroo  and  chrome  stock 

Colorless  Dressing 

For  colored  stock 

Gun  Metal  Dressing 

Made  for  dull  and  medium  brigbl  finish 

Dressing 

For  all  kinds  of  ujipci    Ir.itlu  r 

Enamel  Finish 

For  heels  and  eilges,  in  while  and  all 
colors 

Rubber  Stain 

For  making  velvet  bottoms 

Improved  Sediment  Stain 

A  stain  finish  to  take  the  place  of  paint 
or  wax  tinish ;  will  cover  all  kinds  of 
leather 

Paragon 

A  wax  stain  for  shanks  and  foreparts 
on  black  and  colored  shoes 

Paragon  Thinner 
Redoakunion  Thinner 
Redoakunion 

A  paint  stain  for  all  kinds  of  leather 

Bottom  Stains 

Of  all  kinds 

Grain  Bottom  Cleaner 
Fakes 

Satin  Gloss 
Glossene 

Viscolene 

For  shoe  bottoms 

Ivory  Wax 

White,  red,  brown  and  black 

White  and  Black  Edge  Wax 
Ivory  Expedite  Wax 
Liquid  Wax 

For  making  high  gloss  polish  over  all 
kinds  of  bottom  finish 

Auto  Treeing  Composition 
Cutting  Board  Dressing 


Order 

Thread  Lubricator 

Hold  Tap  Sticker 

Apply  a  coat,  lay  on  your  tap  and  let 
dry 

Oil  Remover 

Removes  oil  sjiols  an<l  stain  from  leather 

Patent  Leather  Repairer 

Kul.v  Filler  No.  1 
Cutter  ••  L' 
"      Flow  " 

Finishing  Room  and 
Dressing  Room  Supplies 
Baby  Cow  Polish 

A  friction  polish  for  russet  le.illier  of  all 
colors 

Upper  Edge  Stain 

For   the   raw    edge   of   black   or  russet 

leather 

Tanners'  Finish 

For  staining  and  uniforming  all  colored 
upper  leather  stock 

Russet  Leather  Repairer 

Liqui^l  repairer 

Crayon  Repairer 

Made  in  all  colors  to  suit 

Ooze  Calf  Cleaner 
Grain  Leather  Finish 
Leather  Filler 
White  Canvas  Dope 
Side  Lining  Cement 
Veneering  (Black) 
Veneering  (Russet) 
Inner  Sole  Stiffener 
Colorless  Stitch  Gloss 
Patent  Leather  Cleaner 
Russet  Leather  Cleaner 
White  Canvas  Cleaner 


Boston  Leather  Stain  Company 

109  Purchase  Street  Boston,  Mass.,  U.S.A. 

Sole  Canadian  Agents: 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 


September,  V.)20 
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H.  O.  MCDOWELL 


H.  N.  LINCOLN 


KITCHENER.  ONT. 


FACTORY  AND  BRANCH 
37  FOUNDRY  ST.  S. 


QUAF  MACHINERY  FINDINGS 
OrivL  AND  FACTORY  SUPPLIES 


566  ST.  VALIER  STREET 


QUEBEC 


BRANCH 


Representing 

American  Lacing  Hook  Co. 

Waltham,  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works 

Chicago,  111. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Boston,  Mass. 
Ceroxylon,  the  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

Boston,  Mass. 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 

Cincinnati,  O. 
Shoe  Machinery 

Hazen,  Brown  Co., 

Brockton,  Mass. 

Waterproof  Box  Toe 
Gum,  Rubber  Cement 

Lynn  Wood  Heel  Co.. 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  Staying,  etc. 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 

Factory  Supplies, 
Needles,  etc. 

T.  Spaulding  ft  Sons  Co., 

N.  Rochester.  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  MfR.  Co., 

Toronto,  Ont 

Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Weltinj. 
etc. 

Safety  Utility  Economy  Co., 
Boston,  Mass 
Electric    Heating  Kquip- 


E  LARGEST  SHOE  FACTORY  SUPPLY    HOUSE  IN  CANADA 


Are  YOU  Taking  Full  Advantage 
of  Our  Service? 


Do  you  realize  that  we  are  carrying  THREE  large 
stocks — at  Montreal,  Kitchener  and  Quebec — for  your  con- 
venience? 

Aside  from  Machine  Parts  and  minor  items  of  Find- 
ings our  lines  are  usually  ordered  in  quantities  to  enable 
us  to  make  shipment  from  the  factory — saving  freight 
charges  for  you.  Our  stocks  are  carried  to  help  out  in 
case  of  freight  delays,  etc.,  but  you  would  be  surprised  at 
the  quantity  and  variety  of  goods  we  stock  for  your  pro- 
tection. 

Our  prices  to  you  are  simply  American  prices  plus 
Duty,  although  in  some  cases  we  are  able  to  save  you  part 
of  the  Duty. 

For  example;  CYCLONE  BLEACH,  which  is  indis- 
pensable to  many  manufacturers,  takes  a  very  high  rate 
of  Duty.  We  arranged  with  Boston  Leather  Stain  Co.  to 
make  CYCLONE  BLEACH  in  CANADA  and  for  two 
years  we  have  furnished  the  Canadian  trade  at  the  Ameri- 
can price  plus  the  REGULAR  Duty  that  applies  to  Black- 
ings, etc. — a  saving  of  about  $2.00  per  gallon. 

If  you  buy  QUALITY  goods  we  can  show  you  a  sav- 
ing. We  do  not  handle  any  but  the  BEST  goods  all  of  which 
are  doubly  Guaranteed  by  the  manufacturers  and  by  us. 


BUYING  FROM  US  IS  NOT  A  GAMBLE:   IT'S  A  SAFE-GUARD 


ment 
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Hyawatha 
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Slipper 

Moccasins 

HYAWATHA  slipper  moccasins  are 
cut  with  a  heel  curvature  which  pre- 
vents the  slipper  from  dropping  at 
the  back,  and  the  discomfort  of  walking 
on  a  crushed  heel. 

EVERY  pair  are  lasted  on  standard  shoe 
size  lasts,  and  are  from  one  to  two  sizes 
larger  than  the  average  slipper  moccasin 
on  the  market  to-day.  Test  them  and  see. 

The  paramount  quality  desired  in  a  slipper 
moccasin  is  of  course— comfort,  but  to 
this  we  have  added  a  decided  improve- 
ment in  style  and  finish. 

You  cannot  go  wrong  on  these  slippers 
for  your  Xmas  trade. 


Manufactured  by 

The  Montreal  Moccasin  Co.  Limited 

10  Shamrock  Ave.,  Montreal 


Septem 


ber,  1930 
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Styles  That 
Attract  and  Sell 


HE  feminine  trade  is  no  small 
item  of  a  shoe  retailer's  busi- 
ness, and  it  is  worth  going- 


after. 


The  one  successful  method  to  se- 
cure their  patronage  is  the  intro- 
duction in  your  store  of  our 

Medium  and  Fine 
McKays 

for  women,  misses  and  children. 

They  demand  stylish  shoes — and 
our  styles  will  cause  them  to  pause 
in  front  of  your  window. 

Every  shoe  a  model  of  good  work- 
manship. 


Canadian  Footwear  Co. 

Limited 

Montreal 

Salesroom:  36  St.  Genevieve  St.  Factory:  Pointe-Aux-Trembles 
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Oty/e  leaders,  but  com- 
^-~y  bining    with  their 
smartness  that  most 
essential    thing  in 
shoes-QUALITY, 


Geo.  A.  Slater,  Limited 

Manufacturers 
Montreal 


September,  1930 
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The 

Right  Shoes 

for  Children 


ECLIPSE 


The  Eclipse  IS  the  Right  Shoe  because  it  solves  the  problem  of 
fitting  out  the  children  with  dependable  footwear  on  the  basis  of 
economy. 

ECLIPSE  Shoes  are  made  for  girls,  youths,  misses  and  child- 
ren. The  McKays  and  Stitchdown  Welts  will  meet  present  day 
requirements  of  strenuous  youth  at  school  or  at  play.  SpeciaHza- 
tion  on  the  manufacture  of  children's  footwear  from  highest 
grade  materials,  by  skilled  workmen,  is  the  reason  why  ECLIPSE 
will  gain  many  new  customers  for  you,  and  their  patronage  is  as- 
sured for  the  future. 

We  solicit  your  inquiries. 
Travellers  now  on  their  territories. 


The  Gait  Shoe  Manufacturing  Co. 

Limited 

Gait,  Ontario 


FOOTWEAR    IN    C:  A  N  y\  i:)  A 
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LENNOX 

"The  Slipper  House  of  Canada 


99 


In  Stock  for  Fall 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 


The  largest  assortment  yet  shown  in 
sHppers  for  the  whole  family. 

In  Canadian  and  English  manufac- 
ture, in  plaid  Arctic  cloths,  velvets  and 
felts,  in  Juliets  and  Koseys.  Slippers  will 
be  scarce  this  Fall,  so  it  will  pay  you  to 
get  your  requirements  while  yet  avail- 
able. We  have  just  received  a  nice  as- 
sortment of  the  celebrated  Sir  H.  W. 
Trickett  slippers  in  plaids  and  velvets  for 
men,  women  and  children. 

Write  us  for  a  sample  order. 

JOHN  LENNOX  &  CO. 

18-20-22  KING  EAST,  HAMILTON 

BOOTS  AND  SHOES-STYLISH  AND  STAPLE 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^^ 


Scplemhcr,  193(1 
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White  Canvas 

m 

1 

r  ootwear 

1 

1 
1 

• 

DON'T  FORGET 

1 
1 

B 

wlipn  nl^^oiTiP*  vniir 

1 

orders  for  next  Spring, 

X               C_> ' 

1 

s 

that  we  are  still  making 

a  full  range  of 

WHITE  CANVAS  GOODS 

We  will  send  samples 
on  request. 

M 

1 

1 
1 

Dufresne  &  Locke,  Limited 

MONTREAL 

iiniiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^^ 
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Sn'lf'"l>er,  J020 
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I   Miner  Shoes  | 


One  of  our  representatives  is 
now  headed  your  way  with  a  big- 
ger, better  assortment  of  Spring 
Footwear  than  ever  before. 

It  will  be  worth  your  while  to 
hold  off  your  orders  just  long 
enough  to  see  what  they  have.  You 
cannot  possibly  be  disappointed. 

The  samples  will  include  Men's, 
Boys',  Youths',  Women's,  Misses' 
and  Children's;  Goodyear  Welts, 
McKays,  Turns  and  Standard 
Screws.  In  a  variety  of  lasts,  lea- 
thers and  patterns. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

FOR  ALL  THE  FAMILY 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^ 

The  Miner  Shoe  Co.,  Limited 

MONTREAL         -         OTTAWA  QUEBEC         -  TORONTO 

Agents  for  the  celebrated  MINER  RUBBER  FOOTWEAR 


Septemb 


er,  1920 
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<a>AULDING'Q 

«-'FibreCounters<-' 

Guaranicad.   


The  wide,  flexible  scarf,  perfectly  moulded  heel  seat, 
absolute  uniformity  and  superior  quality  of 


PAULDING' 

Fibre  Counters 


Guaranteed 


make  them  the  most  dependable  and  satisfactory 

counters  in  the  world. 

We  make  our  own  fibre. 

J.  SPAULDING  &  SONS  CO.,  INC. 


NORTH  ROCHESTER,  N.  H. 

CINCINNATI 
The  Taylor-Poole  Co. 
410-412  E.  8th  St. 

SEVEN  FACTORIES 
Tonawanda,   N.   Y.  Rochester,  N.  H. 

No.  Rochester,  N.  H.  Milton,  N.  II. 

Townsend  Harbor.  Mass. 


ST.  LOUIS 
The  Taylor-Poole  Co 
1602  Locust  St. 


Canadian  Agents 

International  Supply  Co.,  Kitchener,  Ontario,  and  Quebec  City.     V.  Champigny  Montreal 


!PAULDING'< 


OAK  TAN 
VTTBRE  INNERSOLING ; 


203-B  ALBANY  BUILDING 


English  Agents:  J.  Whitehead  &  Co.,  Ltd., 
Leicester,  England. 


An  Atmosphere  of 
Distinctiveness 


The  Superior  quality  and  finish  of  New  Castle  Kid 
creates  an  atmosphere  of  distinctiveness  that  is  ap- 
parent in  the  high  grade  shoe. 

It  invariably  appeals  to  the  class  of  trade  who  demand 
shoes  of  worth,  because  its  value  is  quite  evident  to 
the  prospective  customer. 

Shoes  of  character  contain  New  Castle  Kid. 


Black 


White 


Colors 


*Uud^Q  It  J^Its  llsors 


New  Castle  Leather  Company  Inc. 

NEW  VOUK 

BOSTON  MONTR,EAL,.  CAN.  CHICAGO 

aM<^  f/ie  9^rindpal  S^oat/ior  and  S/ioo  Co/dros  Cilery  inhere 
Factory,  Wilmington, Del. 


September.  1020 
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A  Solid  Staple  Shoe 


Gives  a 
New  Impetus 
to  Your  Selling 

Force 


''Quality 
Guaranteed 


TILLSONBURG 
SHOES 


Increased  sales  are  the  immediate  conse- 
quence noted  by  merchants  handling  the 
Tillsonburg  Line. 

Increased  consumer  satisfaction  is  the 
ultimate  result. 

Tillsonburg  shoes  are  unaffected  by  pass- 
ing fads  in  either  styles  or  materials.  They 
are  the  Staple  Shoe,  good  alike  in  all  seasons. 
Maintaining  a  steady  sale  which  shows  a 
handsome  increase  as  season  succeeds 
season. 

A  generous  profit  coupled  with  an  assur- 
ed saleability  makes  the  handling  of  Till- 
sonburg an  exceedingly  attractive  proposi- 
tion. 


TILLSONBURG  SHOE  CO.,  LIMITED 


Makers  of 

Men's  —  Boys'  —  Youths'  —  Lads' 
Medium  and  High  Grade  Staple  Shoes 


TILLSONBURG  ONTARIO 
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SPEED 


Placing 
Season 
1920- 
1921 


KING" 


Just  now  when 
you  are  consider- 
ing" your  placing  or- 
ders for  next  season's 
Sporting    and  Vacation 
shoes,  do  not  overlook  the 
possibilities  offered  by  "Speed 
Kings." 

Order  generously  and  early- 
that  you  may  be  ready  from  the 
of  the  hat  when  the  season  opens 


Next  year  we  expect  to  see  history  re- 
peating itself,    which    will    mean  a 
greater  number  of  "Speed  Kings" 
sold  than  ever  before.  That's  the 
big  thing  to  remember — "Speed 
King  "  sales  are  growing.  Each 
season  proves  it.  Apparently 
"Speed  King"  wearers  not 
only  come  back  year  after 
year,   but  they  bring 
their  friends  with  them. 
Don't  you  want  to 
share  in  the  profits 
that  this  popularity 
is  creating  ? 


-so 


drop 


To  be  had  from  the  following  : 

INDEPENDENT  WHOLESALERS 


Amherst  Boot  &  Shoe  t"o.,  Limited-  Halifax,  N.  S. 
Amherst  Hoot  Sr  .Shoe  Co.,  I,imite(l--Amherst,    N.  S. 
Hrown,  Rochette  Co.,  Limited         -  Quebec!  Que.' 
Dufrcsnc  <fe  (ialijieau,  I^imited         — Montreal,  Que. 
James  Rohinsoii  Co.,  Limitc-d         — Montreal,  Que. 
j.  A.  MacLaren  Co.,  Limited  — Toronto,  Ont. 

Wliiti-  Shoe  Co..  Limited  --Toronto,  Ont. 


C.  Weaver  ■ — Trenton,  Ont. 

The  London  Shoe  Co.,  Limited  — London.  Ont. 

T.'  IvonK  &  Urother.  Limited  — CollinKwood.  Ont. 

Kilgour  Himer  Co.,  I^imited  — ^Winnipefr,  Man. 
Amher.s!  Central  Shoe  Co.,  Limitci! — Regina.  Sask. 

l>owers.  Limited  ■ — Edmonton.  Alta. 

The  J.    Leckie   Co..   Limited  — N'ancouver,   B.  C. 


The  Independent  Rubber  Co.,  Limited 

Merritton       -  Ontario 


September,  1030 
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THE  DECIDING  FACTOR 
IN  YOUR  CAREER 

IS:— WHAT  YOU  KNOW 

To  the  Retail  Shoe  Salesman : 

Will  you  hold  a  little  "interview"  with  your- 
self— ask  }ourseIf  these  questions?: 

/.     1.  How  tall  am  I? 

2.  How  big  am  I? 

3.  How  handsome  am  I? 

H.  1.  What  have  these  physical  things  to 
do  with  my  career^  as  long  as  I  am  healthy? 

2.  What  do  I  know  about  my  business? 

3.  What  is  the  ''Deciding  Factor"  in 
my  career  ? 

4.  Where  will  I  be  five  years  from 

now  ? 


You  are  the  only  person  in  the  world  who  can 
answer  all  these  questions. 

It  is  certain,  however,  that  the  deciding  factor 
in  your  business  career  is  this — what  you  know. 

This  is  so,  not  because  I  say  so,  or  anybody 
else  says  so,  but  because  it  is  an  inexorable  law. 


An  ambitious,  thinking  retail  shoe  salesman, 
recently  said  this  true  thing  to  me : 

"I  want  folks  to  respect  me,  and  to  like  me.  My 
physique  won't  do  the  business.  I  must  work  it 
out  some  other  way.  It  must  come  from  some- 
thing in  me  and  about  me,  apart  froiji  my  looks.  It 
must  come  from  something  within — from  my  mind 
and  my  heart.  I  shall  try  to  develop  the  'inner  man,' 
since  nature  hasn't  done  much  for  the  'outer  man.' 


Friends,  we  can't  all  be  big,  tall,  handsome, 
impressive  men.  Sometimes  men  of  this  type  "go 
on  their  looks"  too  much  anyhow.  If  a  man  is  fine 
looking  and  also  knows  his  business,  all  well  and 
good.  Not  otherwise.  But  we  certainly  can  so 
equip  ourselves  mentally  as  to  win  a  good  place  in 
life's  struggle,  with  the  esteem  and  respect  of  our 
associates.  Then,  if  we  try  to  remember  that  the 
true  man  is  kind,  considerate,  unselfish,  helpful  to 
others,  of  good  cheer,  ready  with  the  sympathetic 
word  and  the  "boost,"  people  will  probably  like  us, 
even  love  us. 


Preparation  of  mind,  care  for  health,  doing- 
good — these  things  will  make  for  Success  in  its  best 
meaning. 

The  "Training  Course  and  Service"  is  de- 
signed to  help  you  in  acquiring  the  necessary  facts 
and  expert  experience  in  your  profession — in  Sales- 
manship, Correct  Fitting,  Materials  in  Shoes,  Shoe- 
making,  Merchandising,  Stockkeeping,  Display  and 
Window  Dressing  and  the  Introduction  to  Shoe 
Store  Management. 

These  things — prepared  by  about  1,000  experts 
in  the  different  branches — will  feed  your  mind  with 
the  stuff  that  will  make  you  a  bigger  man  in  your 
profession — whether  you  are  a  veteran  salesman  or 
a  beginner,  no  matter  what  your  previous  education 
and  experience  has  been — will  help  you  to  know 
your  business — ^^will  give  you  that  confidence  which 
certain  knowledge  inspires. 

If  you  feel  that  maybe  nature  or  circumstance 
hasn't  been  as  kind  to  you  as  to  some  others — re- 
member that  "the  inner  man"  is  the  real  man — and 
the  Training  Course  and  Service  will  join  hands 
in  helping  you  to  be  what  you  want  to  be,  in  en- 
larging that  "inner  man." 


The  vacation  season  is  over — now  is  the  time 
to  begin  to  get  ready  for  the  future,  for  the  call  of 
Opportunity. 

Let  this  Training  Course  and  Service  be  the 
"Deciding  Factor"  in  your  advancement. 

I  can't  explain  it  all  to  you  in  the  small  space 
at  my  disposal,  but  I  can — and  will — tell  you  all 
about  it  in  a  60  page  booklet  called  "The  Road  to 
Advancement  for  Retail  Shoe  Salesmen" — Send  for 
it — the  coupon  below  is  for  your  use. 

Arthur  L.  Evans, 

President  Retail  Shoe  Salesmen's  Institute. 


RETAIL  SHOE  SALESMEN'S  INSTITUTE 

727  Atlantic  Ave.,  Boston,  Mass. 

riease  send  mt-  your  (id-page  )>ooklct  entitled  "The  Road 
to  Advancement  for  Retail  Shoe  Salesmen."  together  with  full 
particulars  of  the  Training  Course  and  Service.  It  is  under- 
stood that  this  is  sent  without  ohligation  to  me. 

Name   

.\ddress   

Witli  wluit  Finn   
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An  Announcement  of  Interest 


During  the  past  few  months  there  has  been  a  marked 
tendency  on  the  part  of  the  public  to  evade  the  new 
luxury  tax  by  buying  goods  under  taxable  value. 

We  therefore  announce  that  our  travellers,  just 
starting  out,  will  carry  a  large  variety  of  men's  and 
women's  shoes  marked  at  new  prices. 

These  will  retail  under  taxable  value  and  still  leave 
the  merchant  a  generous  margin  of  profit. 

You  are  strongly  advised  to  defer  your  next  sea- 
son's orders  until  you  have  seen  our  representative. 

DUPONT  &  FRERE 

301  Aird  Avenue  (Maisomeuve) 
MONTREAL 


September,  1920 


FOOTWEAR   IN  CANADA 


31 


LANG'S 
REAL 
SCOURED 
OAK 

LEATHER 
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A  Real  Service 
to  Manufacturers 


Are  you  making  use  of  the  efficient  Pattern 
Service  which  we  offer  to  Canadian  Shoe  Manufac- 
turers? 

By  so  doing  you  can  have  at  your  command  a 
complete  range  of  the  very  latest  ideas  in  Footwear 
Fashions — at  a  moment's  notice. 

Get  in  touch  with  us  now — we  will  gladly  submit 
full  particulars. 


Conaway- Wadsworth  Pattern  Co. 


223  McGILL  STREET- 
MONTREAL,  QUE. 


LIMITED 


 ROOMS  11  AND  12 

Gus  Lossman,  Manager 
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Style  and  Comfort  Pleasingly 

Combined 

Few  ■  models  have  style  and  comfort  so  pleasingly  combined  as 
the  ones  we  are  showing  for  next  season's  selling.  They  should 
prove  a  wonderful  sales  stimulant  to 
any  merchant's  business,  for  they 
show  in  addition,  thorough,  depend- 
able workmanship;  and  for  value 
would  be  hard  to  equal. 

ASK  YOUR  JOBBER  OR  WRITE 
US  DIRECT 

The 

T.  Sisman  Shoe  Co. 

Limited 

Aurora       -  Ontario 


September,  1920 
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A  High-Grade  Quality  Product  universally  used 
wherever  welt  shoes  are  manufactured. 

Made  in  all  colors  including  the  popular  No.  4  Ma- 
hogany. 

Grooved  perfectly  according  to  your  specifications, 
and  provided  with  the  economical  scarfed  ends. 

Adverse  exchange  charges  are  eliminated  through  our 
special  remittance  arrangements. 

May  we  submit  Samples  and  Prices? 

■Y  INVITATION 
MCMVCR  OF 

Brockton  Rand  Co. 

Brockton,  Mass. 

U.  S.  A. 
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OWENS-ELMES 

MANUFACTURING  CO. 


TORONTO 


ONTARIO 


One  of  the  many  exclusive  patterns  being  shown 
for  Fall  1920. 


I  Heretofore  all  hand-made  turned  pumps  and  evening  slippers 

I  have  had  to  be  imported  from  United  States  because  they  were 

I  not  made  in  Canada. 

I  Our  new  factory  is  the  first  and  only  one  of  its  kind  in  Canada. 

I  We  respectfully  solicit  trial  orders  on  single  pairs. 

There  is  nothing  we  cannot  make  in  turns,  there  is  nothing  will 
be  too  much  trouble  to  do,  Gold  Cloth,  Silver  Cloth,  Satins,  Bro- 
cades, or  in  special  cases  do  not  hesitate  to  send  us  a  piece  of  dress 
goods — we  can  make  it  into  shoes  to  match  your  customer's  gown. 

We  want  to  serve  you. 

Owens-Elmes  Manufacturing  Co, 

No.  12  Sheppard  Street        -  Toronto 


Domestic  Sales  Department" 

Industrial  Export  Company 

of  Canada,  Limited 
16  St.  Sacrament  Street  Montreal 
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SERVICE— QUALITY 

The  Outstanding  Features 
of  the  House  of 

Nathan  Cummings 


$4.75 

Immediate  Shipment 

No.  399 
Men's  first  grade  mahog- 
any side,  whole  quarter 
blucher.  Slip  sole,  Good- 
year welt,  medium  high 
toe  last,  $4.75, 


$4.75 

Immediate  Shipment 

No.  397 
Men's  Havana  brown,  side 
leather  blucher,  slip  sole, 
Goodyear  welt,  high  toe, 
comfort  last,  $4.75. 


No.  398 
Men's  number  one  £un- 
metal  side  bal..  slip  sole. 
Goodyear    welt.  Excep- 
tional value,  $4,75. 

Do  Not  Miss  this  Opportunity  to 
Replenish  Your  Stock  for  Fall 

The  aboi'«  lines  are  Exceptional  Values  and  are  bound  to  bring 

Increased  Business. 
"Sample  Pair  Sent  on  Request." 


Montreal 


153  Peel  St. 

-  P.Q. 


September,  1920 
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Why  Will  Tetrault  Welts 
Continue  to  Lead? 


T  A  ¥  ¥'  I  Our  whole  organization 

V^v^/^Li^A  M,  M.  (recognized  as  the  best 
shoe  makers  in  Canada),  will  concentrate  its  effoits 
upon  making  a  shoe  even  superior  to  the  Tetrault 
high  standard  of  the  past. 

¥3U¥/^P  Our  capacity  in  the  past,  coupled 
^  AX.£V^J-J  with  our  buying  power,  will 
enable  us  to  produce  shoes  at  prices  which  have 
made  Tetrault's  the  Standard  Welt  Shoe  of 
Canada.  Popular  priced  shoes  are  the  backbone 
of  your  business. 

\  7¥/^P  We  will  be  so  organized  as 
▼  AV^J-J  to  resurrect  the  service  of 
pre-war  days  when  our  deliveries  were  made  as 
guaranteed.  Furthermore,  attention  to  every 
detail  of  your  business  with  us  will  be  our  primary 
consideration. 


Tetrault  Shoe  Manufacturing  Co.,  Ltd. 

Aird  Avenue  (Maisonneuve),  -  Montreal,  Quebec 

LARGEST    SHOE    MANUFACTURERS    OF  CANADA 
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Soles  Are  More 
Important  Than  Price 


T^VERY  shoe  merchant  knows 
that  if  he   could   sell  shoes 
with  longer  wear,  there  wouldn't 
be  so  much  talk  about  price. 

Suppose  a  man  needs  4  pairs  of 
shoes  in  2  years  at  $10  a  pair — 
$40,  or  $20  a  year. 

If  he  can  get  shoes  at  the  same 
price,  but  longer  wearmg,  so  that 
he  only  needs  3  pairs — that's  only 
$30  in  2  years — or  $15  a  year. 
Quite  a  saving. 

Every  shoe  merchant  knows  what 
is  the  big  factor  in  shoe  wear — 
soles.  So  the  answer  seems  to  be 
longer-wearing  soles  which  don't 
increase  the  price. 

Neolin  Soles ! 

You  know  that  you  can  sell  shoes 


with  Neolin  Soles  at  the  same 
price  as  shoes  with  leather  soles. 

And  the  longer  wear  of  Neolin 
Shoes  has  been  proven  times  with- 
out number  by  people  in  every 
walk  of  life. 

Every  shoe  merchant  who  sells  his 
customers  shoes  with  Neolin  Soles 
accomplishes  two  things. 

He  helps  them  overcome  the  high 
expense  of  shoes  by  giving  them 
longer-wearing,  more  comfortable 
shoes. 

He  helps  to  keep  down  the  high 
cost  of  shoes  by  easing  the  demand 
for  high  grade  leather — because 
only  the  best  and  most  expensive 
sole  leather  can  hope  to  compete 
with  Neolin  Soles  in  wear. 


MADE  ^*nN  CANADA 
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It  Is  Easy  to  Sell 
Shoes  with  Neolin  Soles 


People  are  glad  to  buy  shoes  with 
Neolin  Soles.  They  don't  rush 
into  shoe  stores  loudly  demanding 
them.  But  when  Neolin-soled 
shoes  are  offered,  they  accept  them 
gratefully. 

This  bears  out  our  claim  that  any 
merchant  who  will  stock  an  ade- 
quate range  of  shoes  with  Neolin 
Soles  and  offer  them  to  every  cus- 
tomer with  a  word  of  recommen- 
dation can  now  sell  them  to  about 
half  of  his  trade. 

You  can  get  such  a  range  of  shoes 
from  any  jobber  or  manufacturer 
by  specifying  Neolin  Soles  on  all 
Goodyear  welt,  McKay  welt,  or 
nailed  shoes  for  men,  women  or 
children. 

The  Goodyear  Tire  and  Rubber  Co. 
of  Canada,  Limited 

Toronto        -         -  Ontario 


Read  the  Neolin  Sole  Tag  below.  It  is  the 
strongest  sole  guarantee  ever  written.  It  guar- 
antees Neolin  Soles  to  out-wear  any  other  kind 
of  sole.  It  shifts  the  responsibility  of  sole-wear 
to  us — removes  at  once  from  your  customer's 
mind  any  question  as  to  sole  wear. 


THESE  shoes  are  made 
on  leather  inner  soles, 
and  the  Neolin  soles  have 
been  applied  in  a  manner 
approved  by  us.  If  the 
soles  of  these  shoes  fail  to 
give  you  longer  service 
lhanyou  are  accustomed 
to  receive  from  Soles  other 
than  Neolin,  return  them 
with  this  tag  to  the  dealer, 
or  to  anyGoodyear Branch, 
and  another  pair  of  NeOlm 
soles  will  be  applied  free. 

The  Goodyear  Tire  & 
Rubber  Co. 

Of  Canada,  Limited 

Haliraz,  St.  Joho.  Quebec, 
Montreal.  Ottawa,  Toronto, 
Hauutlon,  Londoo.  Wloiupcf, 
Retina.  Saskalooo,  CalSary, 
Edmooton,  Vancoover. 


KEEP  THIS  TAG 
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No.  1 
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No.  3 


No.  2 


No.  4 


% 


No.  5 


Ml  X 


No.  6 


New  York  Show  Room 

65-67  liast  12th 
Bet.  Broadway  and  4th  Ave 


Herewith  we  pre.sent  some  cuts  of  new  glass  shoe  stands,  which 

are  the  latest  addition  to  our  famous  line  of  glass  fixtures. 

No.  2  shows  these  stands  with  dainty  metal  tops. 

No.  1  shows  a  combination  trim  of  metal  and  glass  top  shoe 

stands  in  connection  with  our  plates  and  pedestals. 

Nos.  4  and  ;")  show  our  pedestals  and  a  few  of  our  designs  of 

plate  glasses. 

No.  6  shows  one  of  the  many  designs  which  can  be  produced  by 
the  use  of  4  and  .5. 

Valances. — We  also  illustrate  two  of  the  many  designs  of  win- 
dow valances  which  are  in  stock  for  immediate 
delivery. — Ask  for  samples. 

Window  Rugs.—  Lower  cut  shows  a  few  patterns  of  our  beau- 
tiful .Silk  Velour  and  Cloister  Cloth  Rugs. 
Write  for  leaflet  in  colors  also  sample  swatches. 

Plush. — Ask  for  samples  of  decorating  Plushes. 

Period  Wood  Fixtures.— /\  full  line  sliown  in  catalog  "L." 


THE  HECHT  FIXTURE  CO. 


Medinah  Bldg.,  Wells  St.  and  Jackson  Blvd. 


CHICAGO 


September,  1920 
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TRADE 


PARTRIDGE 

A  Superb  Line  of  Tennis  Shoes 


OUR  New  Range  of  Tennis  Shoes 
will  appeal  strongly  to  the  trade 
for  excellence  of  material  and  style. 

Be  on  the  lookout  for  our  salesman 
who  is  now  on  the  road  with  a  full  line 
of  Outing  and  Tennis  Shoes. 

We  are  the  manufacturers  of 
the  famous  Partridge  Rubbers. 


The  Northern  Rubber  Co. 

Guelph,  Ontario 
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FLEET  FOOT  is  a  necessity  for  summer  wear.  It  provides 
every  member  of  the  family  with  sensible  summer  footwear,  com- 
bining comfort,  style  and  economy  in  a  most  satisfying  way. 

To  the  shoe  dealer,  FLEET  FOOT  proves  an  asset  for  sum- 
mer trade,  because  it  promotes  sales  activities  and  extra  profit 
during  an  otherwise  dull  season. 

FLEET  FOOT  Shoes  for  1921  are  the  best  we  know  how  to 
produce.  More  than  ever,  the  shoe  trade  of  Canada  will  recognize 
FLEET  FOOT  as  the  standard  by  which  to  judge  values,  quali- 
ties and  styles  in  rubber-soled  canvas  footwear. 

To  meet  the  ever  increasing  demand  for  FLEET  FOOT,  a 
large  new  factory  has  been  bought  and  is  now  being  equipped 
for  making  FLEET  FOOT  Shoes.  This  means  three  large  fac- 
tories will  be  devoted  exclusively  to  manufacturing  FLEET  FOOT 
Shoes,  and  an  increase  in  the  daily  production  by  thousands  of 
pairs.  In  view  of  this  largely  increased  production,  shoe  dealers 
throughout  Canada  can  safely  anticipate  their  demands  for  1921 
by  placing  liberal  orders  NOW. 

DOMINION  RUBBER  SYSTEM 
Head  Office       -       -  Montreal 

Dominion  Rubber  System  Service  Branches 

Located  at 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford,  Kitchener, 
London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina,  Saskatoon, 
Calgary,  Lcthbridge,  Edmonton,  Vancouver  and  Victoria. 
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A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
quality  circulation — every  reader  a  possible  buyer. 

Published  Monthly. 

HUGH  G.  Maclean,  limited 

THOMAS  S.  YOUNG,  Managing  Director 


HEAD  OFFICE 


347  Adelaide  Street  West,  TORONTO 
Telephone  A.  2700 


MONTREAL 
WINNIPEG 
VANCOUVER 
NEW  YORK 
CHICAGO 
LONDON,  ENG. 


119  Board  of  Trade  Bldg. 
Electric  Ry.  Chambers 
Winch  Building 
296  Broadway 
Room  803,  63  E.  Adams  St. 
16  Regent  Street  S.W. 


Authorized  by  the  Postmaster  Ueneral  for  Canada,  {oi  transmission 
as  second  class  matter. 

Entered  as  second  class  matter  July  18th,  1914,  at  the  Postoffice  at 
Buffalo,  N.  Y.,  under  the  Act  of  Congress  of  March  3,  1879. 

SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1.50. 
Single  copies  15  cents 
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The  Logical  Plan  for  an  Annual 
Footwear  Fair 

Why  not  a  "Footwear"  building  at  the  Canadian 
National  Exhibition  ?  If  the  Canadian  shoe,  leather 
and  allied  industries  are  big  enough  to  put  on  a 
show  such  as  they  did  at  Montreal,  during  a  season 
such  as  this  is,  it  would  seem  reasonable  to  suppose 
that  it  could  be  made  an  annual  event  under  the 
favorable  circumstances  attending  the  Canadian  Na- 
tional Exhibition.  The  Montreal  Fair  required  the 
special  fitting  up  of  a  building  not  intended  for  the 
purpose,  and  considering  the  amount  of  work  that  was 
required  and  the  excellent  effect  which  was  obtained, 
it  seems  a  pity  that  it  all  had  to  be  scrapped,  prac- 
tically speaking.  On  the  other  hand,  if  a  special  build- 
ing were  provided  at  the  C.  N.  E.  for  the  purpose 
of  an  annual  exhibit  by  the  footwear  and  allied  indus- 
tries, after  the  initial  expenditure,  the  expense  and 
trouble  in  succeeding  years  would  be  reduced  to  a 
minimum.  It  would  also  effect  a  further  economy 
by  eliminating  a  duplication  of  exhibits  at  a  special 
"Footwear"  Fair  and  again  at  the  C.  N.  E.  Besides 
it  would  be  seen  by  the  retailers  and  the  consuming 
public  at  the  same  time,  and  by  a  vastly  greater 
number  of  the  latter  than  could  possibly  be  the  case 
on  any  other  occasion  or  at  any  other  place.  Further, 
every  one  of  the  million  or  more  people  who  attend 
the  Canadian  National  buy  shoes. 


The  time  of  the  year  would  also  be  favorable  to 
manufacturers  and  retailers  alike — just  before  the 
opening  up  of  the  fall  season  and  the  departure  of  the 
travellers  with  their  spring  samples.  The  manufac- 
turers would  be  able  to  show  some  of  their  models 
lor  spring  and  would,  unless  under  very  unusual  cir- 
cumstances, be  in  a  position  to  quote  prices,  while 
the  retailer  would  have  before  him,  just  when  he 
wanted  it  most,  an  indication  of  the  trend  of  styles 
and  of  the  offerings  he  might  expect  from  the  sales- 
men in  the  following  months. 

Furthermore,  such  an  annual  exhibit  at  the  Cana- 
dian National  Exhibition  would  give  an  unequalled 
opportunity  for  educational  propaganda  and  for  adver- 
tising "Made-in-Canada"  footwear.  No  other  annual 
event  in  Canada  or  on  the  Continent  gathers  together 
so  many  people  at  one  time,  and  those  people  come 
to  see  and  to  learn.  Why  not  let  them  learn  about 
"Made-in-Canada"  shoes  ?  The  double  attraction 
would  also  be  likely  to  gather  together  many  more 
retailers  than  would  be  possible  at  an  exclusive  shoe 
and  leather  fair. 

It  is  safe  to  say  that  the  shoe  manufacturers  and 
the  allied  trades  could  expect  the  fullest  co-operation 
on  the  part  of  the  C.  N.  E.  management.  The  mach- 
inery is  there,  and  the  time  is  ripe.  Many  shoe  re- 
tailers have  been  spoken  to  about  it  and  say  it  would 
be  a  first-class  idea.  Many  manufacturers  and  whole- 
salers think  the  same  way.  Therefore,  why  not  let  us 
demonstrate  to  the  Canadian  public  that  the  footwear 
industry  is  as  live  and  progressive  as  any  in  Canada 
by  establishing  ourselves  in  a  "Footwear"  building 
at  the  C.  N.  E. 

All  Branches  of  the  Industry  Bound  Together 
by  Common  Interests 

"Reconciliation  is  the  key-word  of  our  times." 
Such  was  the  opinion  expressed  by  a  well  known 
speaker  in  Toronto  recently.  "Every  inch  of  progress 
we  have  made  along  any  line,"  he  declared,  "has  been 
made  on  this  principle."  The  statement  is  a  broad 
one,  but  it  rings  true.  Particularly  is  it  applicable  to 
our  industrial  development.  The  safety  of  our  whole 
economic  structure  depends  upon  a  reconciliation  of 
the  interests  of  members,  which  often  appear  to  b'.^ 
violently  opposed.  The  old  idea  of  the  "balance  of 
power"  as  a  means  of  maintaining  equilibrium  has 
been  shown  to  be  utterly  worthless.  It  did  not  j^re 
vent,  but  actually  appeared  to  aggravate,  the  most 
calamitous  clash  of  the  nations  of  the  earth  that  has 
ever  occurred.  Surely  if  this  principle  has  been  com- 
pletely discredited  in  the  broad  field  of  international 
relations,  it  is  unwise  to  attempt  its  continued  appli- 
cation in  the  narrower  field  of  industrial  relations. 
W^i  ere  human  nature  is  one  of  the  elements,  such  a 
procedure   is   foolish  and   dangerous.    We   are  too 
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dynamic,  too  inflammable,  in  our  make-up  lo  bear 
much  friction  or  compression  without  disastrous  re- 
sults. There  must  be  some  other  solution  than  the 
counterbalancing  of  our  forces  and  our  interests.  The 
safe  way  is  reconciliation — and  it  is  also  a  practicable 
way. 

Let  us  consider  it,  as  it  applies  to  our  own  indus- 
try. Are  not  the  interests  of  the  manufacturer  and 
the  retailer  alike,  to  have  more  shoes  sold  right?  Are 
not  the  interests  of  the  employer  and  employee  alike, 
to  have  a  prosperous  and  progressive  industry?  The 
institution  in  which  the  employees  are  most  highly- 
paid  and  most  contented,  almost  invariably  appears  to 
be  most  profitable  to  the  owner — because  of  the  recon- 
ciling of  the  interests  of  employer  and  employee. 
Likewise  the  store  which  has  the  most  satisfied  cus- 
tomers is  the  most  prosperous — and  herein  lies  the 
reconciliation  of  the  interests  of  the  retailer  and  the 
consumer.  If  we  go  the  right  way  about  it  we  can 
always  find  this  common  ground,  this  identity  of  in- 
terests. Common  sense  tells  us  it  is  the  right  way. 
After  all  we've  got  to  live  together,  and  we're  nor 
going  to  make  our  best  progress  to  the  accompani- 
ment of  strikes,  lock-outs,  combines,  boycotts,  pro- 
fiteering, price-fixing,  cut-throat  competition,  and 
(did  somebody  say?)  cancellations.  "Live  and  let 
live,"  no,  "Live  and  help  live,"  is  the  principle  upon 
which  we  will  go  farthest  and  fare  best. 


Business  Probabilities:  Fair  with  Higher 
Temperature 


The  majority  of  shoe  retailers  appear  to  be  look- 
ing forward  hopefully  to  the  fall  trade.  The  public 
has  been  holding  ofif  in  its  purchases  during  the  last 
few  months,  and  it  is  felt  that  the  time  has  come  when 
they  must  replenish  their  wardrobe  as  far  as  footwear 
is  concerned.  People  cannot  go  barefoot  and  will  not 
go  ill-shod,  unless  they  are  actually  forced  to  do  so 
by  lack  of  cash.  True  they  are  looking  for  lower 
prices,  and  should  prices  again  increase  might  attempt 
to  delay  buying  still  longer.  But  as  there  has  been  a 
slight  easing  in  prices  and  they  are  in  need  of  shoes, 
it  is  logical  to  suppose  that  they  will  purchase  them 
this  fall,  when  the  first  touch  of  frost  reminds  them  of 
the  coming  winter. 

It  is  to  the  retailer's  advantage  to  keep  prices  as 
low  as  possible,  in  order  to  increase  his  turnover  and 
realize  on  his  stock,  but  it  does  not  appear  that  a 
continuance,  of  the  epidemic  of  cut-price  sales  is  wise 
or  necessary  under  the  circumstances.  Goods  should 
be  sold  at  the  most  reasonable  profit  possible,  but 
slaughter  sales  give  the  ])ublic  the  impression  that  the 
industry  is  in  a  panic  and  that  a  break  in  prices  is 
bound  to  come — an  eventuality  which  would  be  dis- 
astrous to  the  retail  trade  and  hurtful  to  the  com- 
munity at  large. 


"  Sauve  qui  peut "  No  Slogan  for  Canadians 


Regarding  the  conditions  that  confront  the  shoe 
industry  to-day,  it  has  been  often  urged  that  the 
retailer  must  keep  his  head  and  endeavor  to  do  busi- 
ness as  usual.  No  doubt  this  is  a  good  suggestion, 
Init  does  it  all  rest  with  the  retailer?  May  he  not 
also  retort  that  it  is  up  to  the  manufacturer  to  k-eep 
his  head?  Tlicrc  is  a  strong  shoe  manufacturers' 
ass()ciali(jn  wliich  .should  be  of  the  greatest  use  now  in 
helping  stabilize  conditions.  Yet  it  is  said  that  when 
certain  united  action  was  suggested  sometime  ago 
one  of  the  most  prominent  members  remarked  that 
it  seemed  to  be  a  case  where  everyone  must  work  out 
his  own  salvation.  "Sauve  qui  peut"  was,  and  is,  the 
cry  of  a  panic  stricken  people  and  surely  has  no  place  in 
Canadian  industry.  If  any  shoe  manufacturer  has  been 
even  remotely  tempted  to  cry  "Sauve  qui  peut"  and 
run  to  cover,  we  advise  him  to  take  a  fresh  grip  on 
himself  and  step  up  shoulder  to  shoulder  with  his 
brother  manufacturers.  It  is  not  up  to  the  retailer 
alone.  The  onus  of  keeping  the  shoe  industry  pros- 
perous rests  jointly  on  manufacturer,  wholesaler, 
traveller,  retailer. 

"All-together"  is  the  word. 


The  Danger  of  Delay  in  Buying 


It  would  be  well  for  every  retailer  to  ask  himself 
the  question :  "What  will  happen  if  all  the  retailers, 
myself  included,  withhold  orders  until  our  stocks  are 
depleted?" 

What  will  happen? 

Two  things  that  none  of  us  want. 

First — The  manufacturers  will  not  be  aljle  to  fill 
the  orders. 

Second — The  sudden  demiid  for  all  the  materials 
that  go  into  the  making  of  a  shoe  will  cause  an  ad- 
vance in  the  prices  of  those  things  and,  incidentally, 
in  the  cost  of  the  shoes. 

We  cannot  see  it  otherwise  than  that  further  de- 
lay in  placing  orders  will,  in  the  end,  react  on  the 
whole  trade.  The  cost  of  shoes,  from  the  nature  of 
many  of  the  raw  materials,  cannot  possibly  show 
anything  but  a  slow  and  gradual  recession.  We  be- 
lieve the  advice  is  based  on  sound  judgment,  that 
says — Buy  carefully,  buy  moderately,  buy  right  away. 


A  convention  of  rubber  footwear  men  from  all  over 
Canada  was  recently  held  at  Guelph,  Ont.,  meeting 
at  the  ])reniises  of  the  Nortliern  Rubber  Co.  The  con- 
vention was  in  the  nature  of  a  friendly  gathering  and 
advantage  was  taken  of  the  occasion  to  combine  both 
business  and  pleasure. 
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Judges  Hand  Down  Decision  in  Footwear's 
"Most  Telling  Advertisement"  Contest 

Prize  Opinion  Picked  from  a  Large  Number  of 
Contributions  Submitted  by  Siioemen  All  Over 
Canada— Many  Rated  Close  to  100  Per  Cent.— 
Choice  of  Best  Advertisement  Covers  Wide  Range 


THE  Canadian  shoe  industry  is  justly  proud  of 
the  quality  of  its  product.  And  in  that  word 
"product"  justice  demands  that  we  include  the 
splendid  advertising  displays  of  Canadian 
manufacturers  that  have  appeared  in  recent  issues  of 
"Footwear  in  Canada."  In  their  advertising — as  in 
the  actual  product  of  their  factory — Canadian  manu- 
facturers have  vied  with  one  another  in  friendly  rival- 
ry to  present  their  wares  in  their  most  attractive  set- 
ting, and  the  result  has  been  that  the  advertising  pages 
of  "Footwear"  have  taken  on  a  new  significance.  Re- 
tailers who  merely  read  for  information  paused  to  ad- 
mire and,  admiring,  paused  to  read  again  and  yet 
again.  So  it  ever  is  where  "quality"  is  the  key  note 
of  the  worker's  effort. 

It  was  with  every  feeling-  of  confidence,  therefore, 
and  some  pride,  too,  that  the  publishers  of  "Foot- 
wear" decided  to  ofifer  a  $100  prize  for  the  best  opin- 
ion on  the  best  advertise- 
ment in  the  July  issue. 
This  issue  was  chosen  as 
being  entirely  representa- 
tive, containing,  as  it  did, 
practically  every  manufac- 
turer and  wholesaler  of  im- 
portance in  the  Dominion. 
Perhaps,  too,  the  announce- 
ments were  a  little  better 
"dressed  up"  than  the  or- 
dinary on  account  of  the 
Big  Montreal  Fair. 

Our  idea,,  perhaps,  was 
threefold.  We  wanted  to 
be  assured  that  the  readers 
of  "Footwear"  really  did 
realize  and  appreciate  and 
interpret  properly  the  ef- 
forts the  manufacturers 
were  putting  forth  to  raise 
the  standard  of  the  indus- 
try. We  wanted  the  manu- 
facturer to  know  that  the 
retailers  appreciated  their 
efforts,  and  third,  and 
frankly,  we  wanted  to  see 
just  to  what  extent  the 
shoe  retailers  in  Canada 
realized  the  difference  be- 
tween good  advertising 
and  bad. 

For,  if  there  is  one  thing 
we  are  convinced  of,  it  is 
this — that  the  future  of  the 
trade  depends  very  large* 
ly  upon  the  appreciation  by 
the  retailers  of  what  is  ef- 


Prize  Winner  in  "Most  Telling  Adver- 
tisement" Contest 


Jno.  R.  Berwick 


If  one  advertisement  is  to  be  more  "telling" 
than  another  one  it  must  show  greater  results. 
To  do  this  it  must  .fulfil  its  purpose  more  effi- 
ciently. Advertising  authorities  say  that  "the 
purpose  of  advertising  is  to  sell  something." 
Therefore  it  follows  that  the  most  telling  adver- 
tisement is  the  one  with  the  greatest  selling  abil- 
ity. 

To  be  effective  an  advertisement  must  attract 
the  attention  of  a  possible  customer.  Then  it 
should  tell  him  all  the  good  points  of  the  article 
truthfully,  without  exaggeration,  and  in  such  a 
way  that  no  antagonistic  argument  will  be  set 
up  in  his  mind.  Then  it  should  give  him  sound 
reasons  why  he  should  have  the  article,  and  tell 
him  where  he  can  get  it. 

In  the  writer's  opinion  the  advertisement  in 
July  Footwear  that  fulfils  these  conditions  most 
completely  is  the  one  on  page  three,  telling 
about  "Fleet  Foot"  shoes. 

The  words  "holiday  time"  catch  the  eye 
quickly  and  the  attention  is  held  by  the  cool, 
breezy,  holiday-like  illustration.  Because  of  the 
efficient  way  in  which  the  manufacturers  have 
kept  the  words  "Fleet  Foot"  and  what  they  stand 
for  before  the  public,  these  words  fully  describe 
the  goods  to  the  shoeman,  so  that  further  "talk" 
on  this  line  is  unnecessary.  Then  a  few  concise, 
logical  lines  of  reading  matter  tell  him  why  he 
should  have  these  goods  and  where  he  can  get 
them  easily. 

Finally  the  advertisement  leaves  a  good  im- 
pression. There  is  no  antagonistic  thought  set  up 
in  the  reader's  mind.  Rather  he  gets  the  idea 
that  "it  is  always  fine  weather  when  good  fel- 
lows get  together,"  and  that  a  pair  of  Fleet  Foot 
shoes  would  add  to  the  pleasure  of  the  occasion. 


fective  and  what  is  merely  wasting  money  in  publicity. 

The  contest  has  been  a  great  success.  Not  only 
have  there  been  submitted  a  very  large  number  of 
essays,  but  these  essays  have  been  well  written,  indi- 
cating most  careful  thought  and  a  keen  ap])reciation 
of  the  strong  points  in  the  different  advertisements. 
It  was  only  after  the  closest  scrutiny  and  prolonged 
discussion  that  the  judges  were  able  to  make  their 
choice. 

If  the  time  elapsing  between  the  closing  date  of 
the  contest  and  the  time  of  going  to  press  had  made 
it  at  all  possible,  we  should  have  preferred  to  have 
one  or  two  judges  from  a  point  outside  of  Toronto. 
We  are  quite  certain,  however,  that  the  committee 
chosen  will  meet  with  the  hearty  approval  of  all  the 
contestants.  It  may  be  of  interest  to  those  who  sent 
in  essays  to  know  that  all  distinguishing  marks  were 
removed  from  the  essays,  and  only  copies,  consecutive- 
ly numbered,  were  su^)- 
»—..—..^     mitted  to  the  judges. 

1  The  committee  of  judges 
was  composed  of  Messrs. 
Warren  T.  Fegan,  Howard 
C.  Blachford  and  J.  War- 
den Jupp,  respectively  the 
past-president,    the  secre- 


tary and  the  treasurer  of 
the  National  Shoe  Retail- 
ers' Association  of  Canada. 
Our  best  thanks  to  these 
gentlemen  for  their  ready 
acceptance  of  a  most  exact- 
ing task  and  for  their  effic- 
ient and  painstaking  de- 
cisions. 

The  prize  goes  to  Mr. 
Jno.  R.  Berwick,  office 
manager  of  E.  Berwick  & 
Co.,  Shelburne,  Ont.,  whose 
essay  is  printed  in  the 
centre  of  this  page.  The 
runner-up  was  Mr.  H.  E. 
Groves,  of  Geo.  Gales  & 
Co.,  Montreal,  whose  essay 
is  printed  in  the  centre  of 
the  next  page.  In  the  num- 
ber of  marks  obtained,  Mr. 
Rowland  Hill,  Jr.,  London, 
came  third.  Space  will  not 
permit  the  reproduction  of 
more  than  a  few  of  the  es- 
says submitted,  many  of 
which  were  close  competit- 
ors for  "the  money,"  but 
some  of  them  are  printed 
herewith.    It  is  noticeable 
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that  the  advertisements  chosen  by  the  contestants 
covered  a  very  wide  range,  indicating  the  high  stan- 
dard set  by  our  advertisers  in  their  announcements. 

*  *  * 

Wm.  Henley,  Trenton,  Ont. 

There's  a  reason  for  it — at  least  there  is  for  adver- 
tising, and  there's  a  reason  for  people  reading  them. 
Now  why  do  I  consider  the  advertisement  of  the  U.  S. 
M.  Co.  the  most  telling?  In  the  first  place,  being  a 
shoe  repairer,  advertisements  of  the  description  ap- 
peal to  me.  Then  again  the  illustration  of  the  goods 
gives  me  a  clearer  idea  of  what  the  manufacturers 
wish  to  convey  to  me.  Then  in  this  advertisement  I 
get  acquainted  with  their  salesmen  which  is  seldom 
the  case  in  advertising. 

A  friend  one  said  to  me,  after  looking  at  the  same 
advertisement  in  an  earlier  issue :  "I  guess  you  know 
that  fellow,  don't  you? — He's  their  salesman  for  this 
district."  So  you  see  even  that  point  gets  results. 
With  this  advertisement  you  get  acquainted  with  the 
firm,  their  goods  and  their  salesman. 

It  is  clean  cut,  attractive  and  business  like,  which 
is  necessary  in  these  days  of  advanced  advertising. 

*  *  * 

Rowland  Hill,  Jr.,  London. 

After  a  few  moments  on  the  editorials  and  the  lead- 
ing articles,  the  leading  ads  get  a  little  attention. 

The  Novilla  Kid  ad  on  page  20  of  the  July  issue  of 
"Footwear  in  Canada"  is  the  most  telling,  firstly  be- 
cause it  has  a  cut  which 
commands  notice.    Only  a 
moment    is    necessary    to  ! 
note  that  water  has  been 
splashed  on  mi-lady's  new 


shoes.  Even  though  one 
doesn't  see  that  the  picture 
shows  she  is  not  worried 
since  sh'^  wears  Novill'i 
Kid,  the  cut  has  had  the  de- 
sired, effect  namely — hold- 
ing our  attention  long 
enough  to  glance  up  and 
get  the  strong  headlmes. 

Here  we  are  told  in  a 
concise  manner  a  large 
number  of  facts  without 
any  effort  on  our  part  to 
read  them.  After  such  a 
good  introduction  we  un- 
consciously go  on  and  read 
the  whole  ad. 

The  commendable  fact  of 
giving  the  leather  a  name 
goes  far  in  placing  in  our 
minds  that  Novilla  Kid  is 
an  out  of  the  ordinary 
leather. 

The  whole  ad  has  a 
quality  appeal  in  its  well 
set  up  appearance.  The 
manufacturer's  trade  mark 
is  strong  and  is  placed  in 
just  the  right  space.  The 
body  of  the  ad  is  set  up  in 
a  good  readable  type  with 
sufficient  white  space. 

Fourteen  strong  points 
are  given  with  telling  effect 
in  landing  home   the  im- 


Awarded  Second  Place  in  "Most  Telling 
Advertisement"  Contest 

H.  E.  Groves 

I  consider  the  most  telling  advertisement  in 
the  July  issue  of  "Footwear  in  Canada"  to  be 
that  of  Getty  &  Scott,  Gait,  Ont.,  (pages  26  and 
27)  for  three  reasons: 

First,  because  of  its  free,  open  spacing,  lots 
of  margin,  and  its  distinctive  colouring;  so  many 
ads  defeat  their  own  ends  by  overcrowding,  and 
where  more  than  one  colour  is  used  there  is  usu- 
ally a  lack  of  good  taste  in  the  choice  of  those 
colours. 

Second,  because  the  cuts  or  illustrations  used 
are  correctly  placed  at  the  right  position  and 
angle  to  get  the  proper  lines  of  the  shoes.  Too 
often  where  cuts  are  used  they  are  too  numerous 
and  frequently  reversed  showing  the  inside  quar- 
ter of  the  shoe,  a  practice  which  cannot  be  too 
strongly  condemned. 

Third,  (the  most  important  reason  to  my  idea 
of  the  three),  because  of  its  phraseology  and 
concise  wording. 

"Classic,"  "At  your  service,"  "Peerless  in 
style,"  "Perfect  in  workmanship,"  "Proven  in 
sales,"  in  about  a  dozen  words  you  can  convey 
to  the  reader  your  trade  mark,  your  claims  to 
service  and  your  claims  as  to  values  in  the  es- 
sentials. 

The  average  reader  to-day  does  not  want  to 
be  bored  by  a  lot  of  extravagant  reading  matter, 
he  wants  to  be  told  in  as  few  words  as  possible 
"Who  you  are,"  "What  you  are,"  "Where  you 
are."  If  your  goods  are  right  he  has  probably 
heard  about  you  and  a  short,  concise  ad.  will  be 
a  reminder. 

So  my  advice  is,  aim  at  the  very  best  in  ad- 
vertising. Good  class  type,  well  spaced,  lots  of 
margin,  just  sufficient  wording  to  convey  your 
message,  and  where  illustrations  are  used  let 
them  be  real  pictures,  whether  they  be  of  a 
shoe  or  a  factory;  and  then  your  advertisements 
will  be  distinctly  distinctive. 


pression  that  Novilla  Kid  is  the  best  kid.  These  points 
begin  with  a  short  assertion  and  lead  up  to  a  longer 
sentence,  thus  gaining  the  attention  and  holding  it 
till  all  is  read.  Each  sentence  states  one  definite  fact 
and  after  piling  up  fourteen  points  in  such  a  telling 
manner,  the  reader  feels  that  every  question  which 
would  naturally  arise  in  his  mind  in  regard  to  the 
merits  of  Novilla  Kid  has  been  convincingly  answered. 

The  ad  is  concluded  with  the  trade  getting  sugges- 
tion to  write  for  particulars. 

*      *  * 

Lester  Levy,  Toronto. 

In  presenting  the  July  number  of  "Footwear  in 
Canada"  to  the  retailer,  manufacturer,  and  jobber, 
there  are  so  many  splendid  advertisements,  it  is  a  hard 
proposition  to  pick  the  best  result-getter  in  an  all 
round  way. 

I,  personally,  would  choose  page  205  as  the  one 
to  secure  the  best  attention,  and  obtain  results  that 
are  looked  forward  to  by  the  advertiser. 

The  advertisement  is  well  set  up ;  full  of  life ;  no 
conflict  in  colors ;  everything  is  there  at  a  glance ;  an 
appeal  to  look  further  into  the  future  of  the  polishes 
that  get  hold  of  the  public. 

The  type  is  right  and  balances  properly ;  the  fact 
that  Meltonian  Boot  Creams  and  polishes  are  some- 
what worth  while  is  well  brought  out  in  a  special 
circle  stating  they  are  the  super-standard  of  excel- 
lence. A  pleasing  feature, 
indeed,  in  this  advertise- 
ment is  the  wordmg  "Sam- 
ples, prices  and  terms  witn 
pleasure."  Most  advertis- 
ers, in  my  opinion,,  are  too 
abrupt. 

The  trade  mark  of  the 
little  gentleman  is  out  of 
the  ordinary,  and  causes 
one  to  hesitate  and  give  it 
undivided  attention  before 
continuing  to  the  next  page. 

The  attitude  of  this  fig- 
ure is  one  of  politeness,  and 
yet  shows  a  solidity,  as 
-though  the  backers  of  this 
gentleman  are  really  one  of 
concrete  facts;  and  appeal 
to  one  to  write  their  repre- 
sentative, Mr.  Robt.  D.  Ayl- 
ing,  for  further  particulars 
as  to  obtaining  a  supply  of, 
or  further  information 
about,  E.  Brown  &  Sons, 
Ltd.,  products — Meltonian 
Boot  Creams  and  Polish- 
es. 

This  result,  I  judge,  is 
the  effect  this  advertise- 
ment would  have  on  the 
reader,  and  what  the  firm 
have  striven  for. 

*      *  + 

Fred  R.  Foley,  Bowman- 
ville. 

The    advertisements  in. 
the  July  issue   of  "Foot- 
weat   in    Canada''  are  so 

tCoJitinucd  on  page  iln) 
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Some  Personal  Views  on  Live  Topics 

What  Shoemen  Think  of  Present  Conditions  in  the  Trade— Better  Business 
Expected  in  the  Fall— No  Great  Reductions  in  Prices  Looked  For 


THE  viewpoints  exj^ressecl  Ijclow  on  ])rcscnt  con- 
ditions in  the  trade  have  been  submitted  by  a 
number  of  prominent  shoe  retailers  at  the  re- 
quest of  "Footwear  in  Canada."  The  opinion 
of  the  majority  appears  to  be  that  the  trend  of  shoe 
prices  from  now^  on  will  be  downward,  but  at  the 
same  time  anything  in  the  nature  of  a  break  is  re- 
garded at  once  as  improbable  and  very  undesirable.  A 
gradual  decline  in  prices,  we  gather,  would  be  wel- 
comed by  the  retailers  as  well  as  the  consumers. 

Practically  all  the  letters  express  a  hopeful  view 
with  regard  to  the  conditions  this  Fall  A  livening  of 
business  is  generally  expected,  owing  to  the  fact  that 
the  public  have  been  holding  ofif  during  the  last  few 
months.  Despite  the  fact  that  there  has  been  so  much 
talk  of  a  lull  in  trade,  it  is  surprising  to  learn  that  the 
sales  of  many  retailers  have  been  practically  on  a  level 
with  1918  and  1919.  It  would  appear  that  conditions 
are  not  so  bad  as  they  have  been  represented  in  some 
quarters. 

As  to  styles,  the  prevailing  opinion  appears  to  be 
that  the  long  vamp  has  had  its  day  and  the  medium 
vamp  will  be  most  in  demand  for  some  time.  Retailers 
are  apparently  not  anxious  for  the  introduction  of  new 
designs,  but  want  to  get  their  stocks  to  a  fairly  lo\v 
level. 

Looks  for  Good  Trade  This  Fall. 

In  the  opinion  of  Geo.  G.  Gales  &  Co.,  "present 
prices  are  too  high  to  be  profitable  and  until  there  is 
a  considerable  reduction  the  trade  will  not  enjoy  pro- 
fitable business."  They  firmly  believe,  however,  that 
"after  the  daily  newspapers  have  finished  knocking  the 
shoe  trade  and  the  Fall  season  opens,  the  retail  trade 
will  ibe  good." 

Here  is  one  of  the  remedies  that  would  be  most 
eflfective  in  curing  some  of  the  ills  of  the  retail  busi- 
ness, the  company  believe :  ''Have  all  the  merchants 
in  Canada  join  the  National  Shoe  Retailers'  Association 
and  work  together  along  with  manufacturers  for  the 
mutual  interest  of  the  trade  at  large." 

As  to  styles,  Geo.  G.  Gales  &  Co.  express  the  view 
that  in  the  better  grade  shoe  the  medium  long  vamp 
will  be  most  desired. 

*    *  * 

Realizes  Manufacturing  Costs  Are  High. 

"I  do  not  expect  much  reduction  in  the  price  of 
shoes  in  the  near  future,"  is  the  opinion  of  Mr.  A.  A. 
Daoust,  of  Daoust  &  Vigneault,  shoe  retailers,  Mont- 
real. 'T  base  my  view  on  the  fact  that  manufacturing 
costs  are  high,  and  are  likely  to  continue  so.  Much, 
however,  depends  on  the  amount  of  orders  to  be  placed 
for  spring;  if  the  retailers  do  little  buying,  then  manu- 
facturers might  be  compelled  to  lower  prices  in  order 
to  force  sales.  The  daily  newspapers  have  done  a  lot 
of  harm  by  printing  so-called  news  which  gives  a 
wrcmg  impression  to  the  j)ul)lic.  The  fact  that  the 
price  of  certain  hides  has  declined  has  led  some  peoi)le 
to  believe  that  there  will  be  an  immediate  reduction  in 
prices.  As  I  have  pointed  out  to  customers,  retailers 
have  purchased  goods  at  high  prices,  and  therefore 


cannot  reduce  them  merely  because  the  hide  market 
is  lower. 

"As  to  business  generally,  we  have  had  a  better 
year  than  in  1919,  from  the  actual  amount  of  money 
taken.  The  medium  recede  toe  shoe  in  women's  is  a 
good  seller;  the  demand  for  the  short  vamp  is  only 
small ;  next  3'ear  I  believe  there  will  be  a  large  sale 
of  eyelet  ties." 

*  *  * 

A  Slight  Reduction  in  Prices  Expected. 

"I  think  that  we  can  reasonably  expect  a  good  fall 
season."  This  is  the  view  of  Mr.  J.  Belisle,  manager 
of  the  sh(K'  department  of  Henry  Morgan  &  Co.,  Mont- 
real. "l>ut  prices,  I  think,  will  come  down  a  little. 
Stocks  are  heavy,  and  retailers  will  not,  I  believe,  place 
their  orders  for  spring  until  late  in  the  year.  So  far, 
1920  has  been  about  the  same  as  last  year  as  regard 
money  taken,  but  there  has  been  a  decline  in  the 
number  of  pairs  sold. 

"I  believe  that  we  shall  see  a  continued  demand  for 
brogues.  The  extremely  long  vamp  is  dead — people 
are  now  favoring  a  medium  vamp.  We  are  practically 
compelled  to  refund  the  money  or  to  exchange  goods, 
or  risk  the  loss  of  customiers." 

*  *  * 

Gambling  Days  Are  Over. 

Mr.  Ben  Yaphe  of  807  St.  Catherine  Street,  E., 
Montreal,  has  the  following  interesting  observations 
to  make  regarding  present  conditions: 

"I  have  been  watching  my  business  particularly 
closely  in  the  last  six  months  and  have  compared  fig- 
ures, and  I  find  that  things  are  very  much  on  a'  level 
with  1919  and  1918.  In  fact,  these  last  months  have 
been  slightly  better. 

"The  outlook  of  the  trade  is  for  lower  prices,  but 
not  for  cheap  shoes.  I  find  that  the  average  customer 
today  is  used  to  wearing  good  shoes  and  positively  will 
not  accept  anything  cheap-looking,  even  if  unwilling  to 
pay  a  fair  price.  It  seems  to  me  that  the  public  in 
general  are  strongly  inclined  to  look  for  a  reduction  in 
prices.  Personally  I  think  the  days  of  the  $20  shoe 
and  the  $18  shoe  are  past,  but  I  really  believe  that 
anything  as  high  as  $15  will  meet  with  approval. 

"There  is  no  doubt  that  the  gambling  days  are 
over,  and  buying  just  what  is  needed  will  enable  one 
to  make  the  same  turnover  as  in  the  past — but  I  don't 
believe  in  letting  my  stock  run  short  of  anything. 

"Deliveries  for  the  fall  have  been  more  prompt  than 
for  spring,  and  I  have  already  received  three-quarters 
of  my  orders. 

"The  styles  for  fall  are  really  too  plain  and  I  find 
a  demand  for  more  snappy  shoes,  such  as  colored  kid 
in  moderate  shades.  The  short  vamp  is  selling  fairly 
well  and  the  brogue  oxford  for  women  and  brogue  bal 
for  men  are  the  leading  sellers  for  fall.  The  sales  in 
women's  lines  will  be  evenly  divided  between  low  cuts 
and  high  boots  for  the  fall.  In  men's,  high-cuts  will  be 
the  thing  without  doubt.  That  low  cuts  will  be  popu- 
lar with  si)ats  or  heavy  shoes  seems  probable,  and  the 
dealer  whose  stock  in  spats  and  heavy  hose  is  complete 
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will  be  well  patronized.  Evening  shoes  and  fancy 
pumps  will  be  big  sellers,  and  suede  seems  to  be  very 
much  in  demand  for  dress  shoes. 

"The  whole  success  of  our  future  business  is  bound 
up  with  the  question  of  labor.  If  people  are  not  out 
of  work  they  certainly  will  buy,  but  if  they  are,  then 
they  think  twice  before  they  purchase.  I  find  that  in 
my  district  there  are  quite  a  few  laid  off,  some  for  a 
month  and  others  for  more,  and  I  am  sure  that  the 
whole  success  of  business  depends  on  what  I  have 
pointed  out." 

*  *  * 

Finds  Inclination  to  Buy  Cheaper  Lines. 

As  a  retailer  and  traveller,  Mr.  Frank  Power,  Mont- 
real, is  well  posted  as  to  general  conditions.  His  ex- 
perience is  that  the  turnover  of  stock  is  much  about 
the  same  as  in  1918  and  1919,  but  he  finds  an  inclina- 
tion to  purchase  the  cheaper  lines  of  goods.  "I  think," 
he  says,  "that  the  retailers  will  not  place  their  orders 
for  spring  delivery  early  this  year ;  they  will  be  in- 
clined to  clear  more  of  their  stock  before  buying.  After 
that,  late  in  the  fall,  there  should  be  some  good  orders 
placed.  Retailers  generally  are  looking  for  slightly 
lower  prices  for  spring  goods." 

*  *  * 

Cheaper  Shoes  Now  than  Six  Months  Hence 
'Mr.  Louis  Adelstein,  president  of  the  Montreal 
shoe  section  of  the  Retail  Merchants'  Association  of 
Canada,  takes  an  optimistic  view  of  the  retail  trade.  In 
his  experience,  the  present  year's  turnover  compares 
favorably  with  1918  and  1919,  when  considered  from 
the  dollars  and  cents  point,  but  unfavorably  in  the 
matter  of  quantities  of  pairs  sold.  Mr.  Adelstein  states 
that  the  actual  quantities  declined  this  year  by  about 
25  per  cent.  The  outlook  for  trade  is  satisfactory ; 
while  there  has  been  a  falling  off  in  purchases,  he 
thinks  that  business  will  gradually  pick  up.  Deliv- 
eries of  goods  have  been  more  prompt,  due  to  the 
erreater  attention  that  the  manufacturers  are  able  to 
give  to  orders. 

As  to  styles,  Mr.  Adelstein  states  that  in  his  view, 
the  brogue  has  reached  the  peak  of  its  popularity.  The 
largest  sales  of  brogues  are  amongst  the  English- 
speaking  population,  the  French  speaking  people  prefer- 
ring a  lighter  shoe.  A  medium  recede  toe  shoe  should 
be  a  very  good  seller  next  spring.  The  consumer  is 
now  able  to  buy  shoes  cheaper  than  he  will  be  able  to, 
say  ,six  months  hence. 

*  *  * 

Small  Profits  and  Quicker  Turnover. 

C.  W.  McBride  &  Co.,  of  Montreal,  urge  the  ad- 
vantage of  a  quick  turnover.  "Although  present  finan- 
cial conditions  are  tight,"  they  point  out,  "if  retailers 
can  realize  a  small  profit  on  present  stock,  then  when 
future  stock  costs  less,  we  will  have,  in  cash,  the  dif- 
ference between  cost  of  stock  now  and  smaller  cost 
of  stock  later."  This  firm  have  themselves  had  a  pros- 
perous season  up  to  the  present.  As  compared  with 
1919  and  1918,  their  turnover  in  pairs  is  about  the  same, 
while  the  money  value  of  sales  is  greater. 

McBride's  are  looking  ahead  to  a  somewhat  radi'cal 
change  in  the  style  situation.  They  believe  "the  day 
is  not  far  off  when  round  toes  and  low  heels  (such  as 
brogue  lasts)  will  toe  in  greater  demand  and  high  heels 
will  not  be  seen  on  the  street." 

With  regard  to  the  present  trend  of  prices,  this  firm 
consider  that  conditions  are  working  out  favorably. 
"Retail  prices,"  they  declare,  "should  not  be  decreased, 
generally,  as  most  retailers  have  not  charged  a  reason- 


able (to  themselves)  profit  on  goods  bought  on  the 
highest  market,  but  have  averaged,  considering  their 
stock  on  hand  along  with  later  purchases,  as  a  basis 
for  profit." 

*  *  * 

Has  Larger  Sales  Than  in  1918  or  1919. 

Mr.  J.  T  Lemire,  of  380  St.  Catherine  St.,  E.,  Mont- 
real, is  among  those  retailers  who,  through  following  a 
sound  policy,  have  been  enabled  to  maintain  their  busi- 
ness on  a  profitable  basis  during  the  present  rather 
uncertain  conditions.  Asked  how  he  finds  this  season 
in  comparison  with  1918  and  1918,  Mr.  Lemire  states 
that  his  turnover  has  been  greater  this  season,  and  he 
looks  forward  with  confidence  to  the  fall  trade — 
provided  the  retailers  do  not  cut  their  prices. 
He  thinks,  however,  that  the  manufacturers  should 
ease  up  a  little  in  their  production  and  not  add  new 
lines,  thus  giving  the  retailers  a  chance  to  reduce  their 
stock.  With  regard  to  styles,  Mr.  Lemire  finds  that 
there  is  very  little  demand  for  the  long  vamp  shoe  at 
present — the  medium  style  is  the  most  popular. 

Mr.  Lemire  has  an  interesting  suggestion  to  offer 
concerning  transportation.  "In  my  opinion,"  he  states, 
''manufacturers  at  outside  points  should  come  to  some 
arrangement  in  regard  to  the  cost  of  the  transportation 
of  their  goods,  so  that  the  prices  and  profits  of  retailers 
would  be  uniform."  (This  refers  to  the  charges  which 
the  retailer  has  to  meet  on  the  transportation  of  cases 
of  goods  from  outside  points  and  which  have  a  direct 
bearing  upon  the  selling  price  and  profit  on  the  shoes. 
—Ed.) 

*  *  * 

Good  Crops  Will  Help  Trade. 

The  immediate  outlook  for  trade,  in  the  opinion  of 
^^'il-^on  Bros.,  retailers,  Montreal,  depends  upon  how 
fa?-  the  industrial  situation  will  develop.  While  there 
will  probably  be  an  increase  in  unemployment  during 
the  fall  and  winter,  there  is  the  very  strong  factor,  on 
the  other  side,  of  good  crops.  As  to  prices  of  shoes,  the 
peak  has  probably  been  reached  here  as  in  other  com- 
modities, and  the  tendency  would  be  in  a  downward 
direction — to  what  extent  it  is  impossible  to  say.  It  is 
true  that  manufacturing  costs  are  high,  but  it  is  likely 
that  they  will  decrease,  not  only  as  regards  labor,  but 
also  as  to  raw  materials. 

*  *  * 

Expects  No  Great  Drop  in  Prices 

Referring  to  this  year's  business,  Mr.  M.  Cafterky 
states  that  the  trade  done  was,  in  dollars  and  cents, 
larger  than  in  1919.  "The  public  have  been  expecting 
lower  prices,  but  while  we  shall  see,  I  think,  cheaper 
shoes,  the  drop  will  not  be  to  the  extent  that  many 
people  expect.  I  am  looking  for  good  trade  this  fall. 
The  medium  vamp  with  a  Cuban  heel  in  women's  is 
having  a  large  sale." 

*  *  * 

Why  Should  Shoes  Be  Sacrificed? 

The  present  season  compared  with  1*)19  and  1918 
shows  up  very  satisfactorily,  but  from  about  the  25th 
of  July  trade  has  dropped  very  low.  I  think  this  is 
due  to  the  slackness  of  labor  in  different  factories. 

Many  merchants  have  sacrificed  their  merchandise 
at  cost  and  less  than  cost  prices,  thinking  that  shoes 
are  going  to  fall  down  in  price,  but  in  my  opinion  they 
will  be  very  sorry  in  the  end.  People  have  got  to  wear 
shoes  and  when  they  are  out  to  buy  they  would  buy 
just  the  same,  whether  it  is  "Bargain  Sale"  or  "Regu- 
lar Sale."  At  present,  due  to  the  high  prices,  it  is  not 
advisable  for  the  retailer  to  buy  too  much  "style." 

We  are  supposed  to  know  that  during  the  year  we 
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always  have  a  few  slack  months,  but  we  should  keep 
cool.  In  my  eight  years  of  shoe  sales  experience  I  have 
found  that  75%  of  the  people  are  waiting  for  the  shoe 
"Bargain  Sale."  If  we  keep  on  selling  at  regular  prices 
people  will  buy  regular,  and  the  merchants  will  find 
themselves  in  a  much  better  position.  Do  sugar, 
butter,  milk,  bread,  soap,  beans,  tomatoes  in  the  can 
go  to  "Bargain  Sale?"  Shoes  are  not  so  dangerous  to 
keap  as  are  these  articles.  Why  should  they  be  sacri- 
ficed? 

Styles  made  on  the  same  lasts  as  a  year  ago  would 
be  alright  again  this  season,  but  if  the  so-called  new 
French  styles  come  in  and  if  the  consumers  get  it  in 
their  minds  to  come  asking  for  French  styles,  there 
will  be  thousands  and  thousands  of  dollars  of  stock  in 
stores  which  will  go  on  the  market  at  50%  on  the 
dollar. 

Compared  to  (jther  articles,  shoes  are  reasonable  in 
their  prices  and  fair  to  the  consumer.  As  long  as  we 
maintain  our  prices,  and  not  buy  more  than  our  re- 
quirements, it  is  profitable. 

Good  Increase  in  Business. 

"I  attribute  a  part  of  the  increase  in  business  this 
year  to  more  extensive  advertising,"  says  Mr.  J.  Rob- 
inson, retailer,  Montreal.  "As  regards  the  future,  1 
think  better  business  will  be  done,  owing  to  the  slight 
decrease  in  prices,  public  opinion  being  that  the  limit 
has  been  reached. 

"Until  recently,  there  has  been  considerable  delay 
in  practically  all  orders.  I  had  great  difficulty  in  get- 
ting just  the  lines  needed,  the  manufacturers  appar- 
ently not  being  over-anxious  for  new  business.  I  of 
course  do  not  refer  to  the  present  time. 

"While  I  have  had  a  number  of  inquiries  for  the 
short  vamp,  I  don't  think  there  is  a  genuine  desire  for 
it.  The  extreme  long  vamp  has  had  its  day,  and  we 
shall  probably  see  a  big  demand  for  the  medium  vamp. 

"Considering  the  price  of  other  goods,  footwear  is 
still  too  high  to  realize  sufficient  profit  to  the  retailer 
and  be  fair  to  the  consumer." 

*  *  * 

Believes  in  Organization. 

L.  T.  LaSalle,  retailer,  Montreal,  thus  sums  up  his 
view  of  trade  conditions :  "My  experience  is  that  1920 
is  better  in  the  matter  of  cash  takings  than  last  year, 
and  I  expect  to  do  a  good  business  in  the  fall.  I  am 
of  opinion  that  prices  for  spring  goods  will  not  show 
any  essential  reduction.  I  find,  however,  that  the  pub- 
lic is  looking  for  lower-priced  goods.  People  are  not 
inclined  to  pay  the  high  prices  which  have  prevailed. 

"While  I  have  had  several  inquiries  for  the  short 
vamp,  this  style  has  not  taken  with  buyers,  who  favor 
a  medium  vamp. 

"I  am  of  opinion  thai  on  the  whole  profits  are  about 
right. 

"I  am  a  believer  in  the  organization  of  the  trade, 
as  being  beneficial  generally  to  the  members." 

*  *  * 

Short  Vamps  Not  Popular. 
"The  Government  luxury  tax  had  a  bad  efifect  on 
retail  trade,  but  we  are  gradually  recovering  from  this. 
At  the  same  time,  in  view  of  the  industrial  situation, 
the  outlook  for  the  fall  is  uncertain."  This  is  the  view 
of  Mr.  T.  Dussault,  retailer,  of  M  ontreal.  "The  ooen- 
ing  months  of  the  year  were  good,"  added  Mr.  Dus- 
sault, "and  then  came  the  disastrous  Government  pro- 
posals." 

As  to  prevailing  styles,  Mr.  Dussault  remarked; 


"The  short  French  vamp  has  not  jjroved  popular. 
Ladies  do  not  take  to  this  style — they  favor  a  medium 
vamp." 

*      *  * 

An  Optimistic  Opinion  From  Mr.  Peter  Doig 

Mr.  Peter  A.  Doig,  sales  manager  of  the  Tetrault 
Shoe  Manufacturing  Co.,  Ltd.,  sends  the  following 
\'aluable  contribution : 

"Business  is  not  as  brisk  as  it  was  in  1918  and 
1919  as  the  retailers  have  been,  and  are  at  present, 
reducing  their  stocks  which,  in  many  instances,  were 
too  heavy  for  the  capital  invested,  and,  consequent- 
ly, the  reduction  will  mean  that  the  trade  in  general 
will  be  in  a  more  healthy  condition. 

"The  reports  which  we  get  from  the  retail  trade 
throughout  Canada  are  that  the  consumer  has  been 
buying  steadily  and,  as  a  result  of  the  special  effort 
put  forth  on  the  part  of  the  retailers  to  reduce  their 
stocks,  in  numbers  of  pairs,  the  stock  of  shoes  in 
the  retail  stores  to-day  is  not  heavy.  Consequently, 
in  our  opinion,  there  will  be  active  buying  for  early 
fall  and  spring  delivery.  Possibly  one  of  the  most 
encouraging  features  of  the  present  situation  is  that 
there  will  be  no  speculation,  but  a  steady  buying 
for  actual  requirements. 

"I  would  like  to  make  this  observation:  An  order 
placed  with  the  manufacturer  seems  to  ibe  considered 
too  lightly  by  many  of  those  engaged  in  the  retail- 
ing of  shoes.  Whether  placed  in  writing  or  verbal- 
ly, such  order  should  be  considered  as  an  undertak- 
ing that  should  be  fulfilled  at  whatever  cost. 

"Present  prices  are,  in  my  opinion,  as  they  have 
been  all  through  the  changing  conditions  of  the  past 
few  years — absolutely  fair  to  the  consumer,  profitable 
to  the  retailer,  and  have  so  far  kept  the  wolf  from  the 
door  of  the  manufacturer. 

"I  would  suggest  that  the  different  branches  of 
the  shoe  trade  get  together  as  often  as  possible  that 
we  may  learn  from  each  other  and  co-operate  with 
each  other  in  every  way  possible  for  the  betterment 
of  every  branch  of  the  industry. 


The  United  Shoe  Machinery  Co.  of  Canada  have 
been  exhibiting  at  the  various  well-known  Canadian 
fairs.  They  have  an  attractive  display  at  the  C.N.E. 
which  is  mentioned  more  fully  on  another  page  dealing 
with  the  features  of  the  Big  Fair  from  the  shoeman's 
standpoint. 

The  company  also  showed  at  the  Quebec  Exhibi- 
tion and  at  the  St.  John,  N.  B.,  Exhibition. 

The  working  exhibits  consisted  of  Goodyear  shoe 
repairing  outfits,  illustrating  the  most  modern  methods 
of  shoe  repairing.  All  the  machines  were  made  in 
Canada.  At  Quebec  the  exhibit  was  in  charge  of  Mr. 
J.  W.  Rogers,  while  Mr.  M.  Giannetti,,  of  the  Mon- 
treal shoe  repairing  department  of  the  company,  was 
also  in  attendance. 

Mr.  O.  M.  Brooks,  the  shoe  repairing  expert  of  the 
company,  was  in  charge  of  the  St.  John,  N.  B.,  exhibit. 
He  has  just  returned  after  a  five  months'  successful 
trip  to  the  Pacific  Coast. 


"Made  in  Canada"  should  always  be  kept 
well  to  the  front.  I  believe  that  manufacturers 
could  assist  in  the  sale  of  Canadian  goods  by 
paying  great  attention  to  the  little  details  in 
making  and  finishing. — J.  Robinson. 
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Strong  and  well  set  up,  it  requires  skill  beyond  that  of 
the  average  retailer  to  say  which  is  "the  most  telling." 
To  arrive  at  an  opinion,  one  has  to  decide  upon  cer- 
tain standard  essentials.  To  my  mnd,  these  essentials 
are:  (1)  Attractiveness  to  the  eye;  (2)  Appeal  to 
reason;  (3)  Indication  of  advantage  to  the  buyer. 

In  thumbing  the  pages  over  and  over,  I  return  each 
time  to  the  advertisement  of  '"The  Nursery  Shoe  Com- 
pany" on  page  22,  as  my  choice. 

It  is  decidedly  the  most  attractive  to  the  eye ;  the 
illustration  is  striking  and  appropriate,  the  headline  is 
prominent  and  pleasing  and  the  reading  matter  is  dis- 
played in  a  manner  quite  out  of  the  ordinary. 

The  advertisement  appeals  to  reason  because  of  the 
happy  combination  of  style  and  durability  in  Nursery 
Shoes,  the  two  most  reasonable  arguments  for  any 
line  of  merchandise. 

The  advantage  to  the  buyer  is  indicated  in  the  sug- 
gestion of  a  trial  order  which  will  insure  permanent 
business,  and  the  "in-stock"  proposition,  through  their 
wholesale  distributors,  is  an  vmquestioned  convenience 
to  every  retailer. 

In  the  sum  total,  this  advertisement  combines  the 
necessary  essentials  to  good  advertising  without  being 
verbose.  Brevity  is  not  only  the  "soul  of  wit,  but  the 
spice  of  advertising." 

E.  O.  Scratch,  Kingsville,  Ont. 

The  prime  and  paramount  essential  in  advertising 
is,  of  courscy  to  present  the  theme  in  a  forceful,  im- 
pressionable and  unique  manner.  Above  all  things 
the  advertisement  must  be  impressionable,  and  suf- 
ficiently so  to  be  enduring;  thereby  creating  a  desire 
within  the  one  to  whose  notice  the  advertisement 
comes,  to  further  investigate,  thus  accomplishing  the 
full  realization  of  its  purpose. 

It  would  seem  to  me  that  in  adopting  the  13  idea, 
in  the  striking  colors,  yellow  and  black,  the  advertiser 
who  wrote  this  "ad"  understands  human  nature  suf- 
ficiently well  to  know  that  the  almost  universally- 
shunned  number  13,  would  make  an  impression  suf- 
ficiently lasting  to  ensi:re  further  investigation,  thus 
creating  a  copious  amount  of  that  innate  something 
called  mor])id  curiosity ;  and  having  accomplished  this 
purpose  it  is  then  entirely  up  to  the  individual  to  dis- 
pose of  his  wares  to  the  morbid  investigators. 

It  is  the  most  impressive  "ad"  in  the  entire  publi- 
cation because  of  this  fact,  which  all  the  other,  most 
commonplace  "ads"  have  failed  to  do. 

*     *  * 
Harold  H.  Metcalf,  Montreal. 

The  soul  of  a  business  is  displayed  by  its  advertis- 
ing. If  you  don't  believe  this,  just  place  the  advertise- 
tnent  of  a  mine  promotion  company  beside  that  of 
Tiffany  or  Birks.  An  artistic  advertisement  suggests 
the  quality  of  the  goods  and  the  standing  of  the  firm. 
Such  an  advertisement  is  that  of  the  Newcastle  Leath- 
er Compauv  in  the  July  number  of  "Footwear  in  Can- 
ada." 

The  ornate  border  of  this  advertisement  is  in  good 
taste  and  in  keeping  with  the  kind  of  leather  they  ad- 
vertise, namely.  New  Castle  kid.  It  would  not  have 
been  so  appropriate  for  sole  leather. 

They  ask  the  man  they  want  to  interest  (the  shoe 
manufacturer  )  the  question  which  he  knows  will  de- 
termine his  success  in  the  long  run,, — "On-  what  de- 
pends the  sale  of  the  shoe?"  This  is  very  briefly  an- 
swered and  fortified  by  a  reference  to  the  judgment 


passed  by  other  manufacturers.  The  advertisement 
next  refers  to  the  care  in  the  selection  of  the  skin,  the 
superior  process  it  goes  through,  with  the  resulting 
high  quality  leather  which  will  make  up  into  a  fine 
appearing  shoe.  Then  reference  is  made  to  the  eco- 
nomy of  buyng  New  Castle  kid  and  this  is  fortified  by 
a  last  reference  to  the  quality  accompanying  the  eco- 
nomy. The  brief,  final  slogan — "Judge  it  by  its  users," 
is  an  admirable  one,  giving  an  impression  of  the  ex- 
clusive quality  of  the  kid. 

The  whole  advertisement  is  artistic.  The  color  is 
well  used  and  the  type  arrangement  is  balanced.  It 
would  be  sure  to  stop  even  a  casual  reader  turning 
over  the  page. 

^  :};  * 

A.  L.  Wright,  Amherst,  N.  S. 

The  Tetrault  advertisement  is  forceful.  A  Big 
Message  from  a  firm  wjiose  very  name  breathes  that 
spirit  of  progress  and  expansion  that  is  cheering  to 
the  heart  of  all  Shoemen.  The  Headings  and  Bottom 
Lines  are  Striking.  The  use  of  the  name  "Tetrault" 
as  a  heading,  is  Avisely  chosen  as  this  firm  name  is 
strikingly  dominant  and  forceful  by  reputation.  The 
message  is  concise.  It  emphasizes  the  commanding 
position  to  which  this  firm  has  attained  as  tlje  largest 
manufacturers  of  welt  shoes  in  the  Dominion.  The 
direct  connection  between  this  manufacturer  and  ^he 
retailer  is  given  a  forcible  explanation  in  the  sentence 
headed  "Precedence  in  Sales",  and>  the  loyalty  of  every 
dealer  handling  Tetrault  shoes  is  at  once  suggested. 

The  firm  who  are  big  enough  to  actually  "make" 
shoes  at  the  INIontreal  Fair,  as  a  demonstration  of 
th  eir  methods,  Avorkmanship  and  capacity,  naturally 
place  themselves  in  a  commanding  position  with  the 
visiting  retailers,  and  the  providing  of  automobiles  to 
convey  all  interested  retailers  to  their  factory  is  but 
another  evidence  of  the  progressiveness  of  "Tetrault." 

The  argument  for  this  advertisement  is  that  it 
drives  home  in  a  dominant,  forceful  manner  the  re- 
markable growth  of  this  firm's  business  in  the  past  few 
years,  and  that  such  an  advertisement  breathing  the 
spirit  of  friendliness  and  confidence  is  bound  to  be  pro- 
ductive of  still  stronger  bonds  of  unity  and  Uigger 
business  for  the  coming  years. 

*  *  * 

A.  E.  McEachen,  Jr.,  Charlottetown,  P.E.I. 

Regarding  your  "Best  advt."  contest. 

I  consider  the  advertisement  of  Neolin  Soles,  by 
the  Goodyear  Tire  &  Rubber  Co.,  the  best  in  your  July 
number.   My  reasons  are  : — 

1st.  It  is  large  enough  to  attract  the  attention  of 
even  the  most  casual  reader. 

2nd.  The  headline,  "Longer  wear  than  any  other 
sole,"  is  a  statement  that  is  certain  to  interest  every 
shoeman,  and  in  fact  every  wearer  of  shoes. 

3rd.  The  guarantee  in  plain  language,  by  a  reput- 
able, nationally  known  company,  makes  one  wonder 
how  any  economical  person  could  choose  any  sole 
other  than  the  Neolin. 

*  *  * 

Jas.  A.  McEachen,  Charlottetown,  P.E.I. 

-Vs  there  are  several  good  ads.  in  your  convention 
number,  it's  quite  a  difficult  proposition  to  select  the 
best.  I  have  read  them  over  carefully,  and  have  come 
to  the  conclusion  that  the  advertisement  of  the  Eureka 
Shoe  Co.,  Three  Rivers,  P.  Q.,  carries  more  weight  and 
appeals  to  the  prospective  buyer  more  than  anyone. 

First,  it  has  "pep"  to  infuse  in  the  buyer  to  buy 
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goods.  Second,  the  acrostic  "Come  to  the  Fair"  is  a 
good  advertisement  in  itself.  Third,  the  different 
lasts  they  make,  and  the  explanation  they  oi¥er  of  the 
difYerent  lines,  they  make  is  something  not  noticeable 
in  other  advertisements  in  your  journal.  Fourth,  the 
advertisement  is  well  placed,  and  would  make  a  dealer 
who  was  short  of  goods  place  an  order  for  an  "at  once 
shipment."  For  those  reasons,  I  have  come  to  the 
conclusion  that  the  advertisement  of  Eureka  Shoe  Co. 
is  the  best. 

John  T.  Culletoo,  Elbow,  Sask. 

I  consider  Geo.  A.  Slater's  advertisement  appear- 
ing in  your  large  Convention  Number  for  July  to  be 
the  most  telling  advertisement. 

The  real  work  or  object  of  any  advertisement  is 
to  sell  the  goods  set  forth  in  same ;  but  before  it  can 
sell  it  must  tell,  and  before  it  can  tell  it  must  attract 
the  attention  of  those  who  may  become  interested. 
Therefore  the  keynote  of  any  advertisement  must  be 
its  power  to  attract. 

This  advertisement  attracts  immediately.  It  is 
very  magnetic  from  the  outline  of  the  wording.  The 
whole  embodies  simplicity,  for  plenty  of  white  space 
has  been  used  and  no  bright  glaring  colours.  The 
border  is  plain  and  graceful,  the  figure  is  distinct  and 
the  wording  right  to  the  point.  It  contains  no  crowd- 
ed reading  nor  too  many  points  for  the  busy  merchant 
to  read. 

This  advertisement  will  sell  because  the  meaning 
is  plain ;  it  emphasizes  one  point  and  one  only  and 
states  a  fact,  not  a  generality. 

*      *  * 
Errol  R.  Bruton,  Port  Arthur,  Ont. 

After  studying  these  various  ad^■ertisements  at 
some  length,  I  came  to  the  conclusion  that  A.  H.  !M. 
System  advertisement,  page  64,  is  the  best.  My  reas- 
ons for  selecting  it  are  in  the  following  paragraphs.- 

These  advertisements  are  all  along  similar  lines  of 
a  certain  sameness,  written  in  conjunction  with  the 
Convention  to  boost  it,  to  instill  goodfellowship  and 
enthusiasm.  However,  I  take  this  to  be  quite  incident- 
al, the  prime  reason,  as  we  all  know  for  any  man  or 
institution  to  write  an  advertisement  is  to  sell  the 
goods. 

Any  advertisement  in  order  to  sell  goods  must  em- 
brace these  features,  or  phases — Must  be  dif¥erent 
(original),  briefness  is  essential,  "brief  and  to  the 
point"  to  use  the  old  threadbare  expression.  Sincer- 
ity is  also  an  important  factor,  it  must  have  a  ring  of 
sincerity  to  be  convincing.  Lay-out  or  set-up  and 
border  and  cut,  if  any,  must  be  well  chosen  and  in 
keeping  with  line  of  goods  or  articles  advertised. 

Re  the  originality  of  the  advertisement  of  A.  H.  IM. 
System.  It  is  the  outstanding  feature,  imique  in  cut. 
also  in  border  and  layout,  etc.  All  others  although 
well  written  messages  have  that  sameness  that  is  al- 
most I  might  say  monotonous. 

Briefness,  as  I  also  made  mention  of,  is  important 
these  busy  days.  The  merchant  is  busy  and  so  is  the 
busy  shojjping  |)ublic  which  keeps  him  busy,  and  so 
on  down  the  line,  the  importance  of  brevity  is  made 
manifest.  In  this  advertisement  A.  H.  M.  System 
tells  a  big  story  in  two  words. 

Sincerity,  the  keynote  to  sound  throughout,  can 
only  be  after  it  has  been  established  as  a  known  (|uan- 
tity.  "Sincerity  in  Service"  Avhich  is  shown  in  this 
picture  advertisement.    The.se  convenient  points  of 


distril)ution  throughout  this  wide  Dominion  of  ours 
spell  Service.  Nothing  is  sincere  or  convincing  un- 
less it  is  backed  uj)  ])y  Service.  A.  H.  M.  System 
spells  Service. 

«      *  « 

The  following  essay  was  not  submitted  strictly  in 
accordance  with  the  conditions  of  the  contest,  but  has 
many  strong  features  to  commend  it: 
The  Editor, 

■'Footwear  in  Canada". 

It  is  said  with  some  truth  that  comparisons  arc 
odious,  but  the  Essay  Contest  of  "Footwear  in  Can- 
ada" establishes  a  new  order  of  things. 

In  the  advertising  pages  of  your  July  issue  there 
is  room  for  comparison — and  constructive  compari- 
son is  helpful. 

The  diversity  of  the  human  touch  is  very  ap- 
l)arent  throughout.  One  can  almost  sense  the  per- 
sonality in  each  case — the  human  element  in  one, 
the  spirit  of  aggressiveness  in  another,  the  touch  of 
ingenuity,  the  quality  of  refinement,  the  note  of  pro- 
gressiveness — all  are  there,  and  aH  are  good. 

But  to  my  mind,  the  "most  telling"  advertisement 
in  a  trade  paper  is  that  which  combines  most  ef- 
fectively distinctiveness  with  information  and  weight. 
For  this  reason  my  choice  falls  upon  the  advertise- 
ment of  Paul  Galibert. 

This  announcement  is  a  silent  eml)odiment  of  the 
l)rinciples  of  the  truly  great. 

Printed  on  special  paper  it  has  individuality. 

It  is  distinctive  and  dignified,  informative  and 
effective,  convincing,  true. 

It  has  personal  appeal;  it  serves  as  an  intro- 
duction to  the  heads  of  the  firm. 

It  has  educative  value;  it  takes  the  reader 
through  tlie  varioils  factory  processes  in  tlie  proper 
sequence  from  start  to  finish. 

Like  all  real  winners— it  finishes  strong.  The 
cut  of  the  natural  skin  bearing  the  firm's  trade-mark 
placed  upon  the  last  page,  followed  immediately  by 
one  of  the  best  editorial  pages  in  the  book,  lends 
exceptional  strength  to  the  announcement. 

Advertisements  of  the  Galibert  type  tend  to  raise 
industry  to  higher  levels — just  as  well-designed  build- 
ings and  statues  and  other  works  of  art  tend  to  raise 
the  level  of  human  aspirations. 

l~or  these  reasons  the  Galibert  advertisement  is  my 
choice. 

Yours  trulv, 

J.  T.  Angus, 

226  Jeanne  Mance  St..  Montreal. 


Celebrate  Opening  of  "Natural  Tread"  Plant 

The  Natural  Tread  Shoe  Co.,  Etd.,  celebrated  the 
establishment  of  their  new  plant  at  Belleville.  Ont., 
which  has  just  recently  commenced  operation,  by 
throwing  open  their  doors  to  the  public  on  the  even- 
ing-of  August  27.  Several  hundred  citizens  took  ad- 
vantage of  the  opportimity  ofifered  and  were  taken  all 
over  the  plant  and  initiated  into  the  intricacies  of  shoe 
manufacture.  An  illustrated  lecture  on  the  natilral 
foot  and  the  foot  deformed  through  improper  foot- 
wear was  given  by  Mr.  V.  Taplin.  the  originator  of 
the  Natural  Tread  shoe,  after  which  the  shoes  were 
displayed  on  living  models.  The  entertainment  of 
the  evening  was  then  made  complete  by  refreshments 
and  dancing. 


We  must  either  wear  out,  or  rust  out.  every  one  of 
us.   My  choice  is  to  wear  out. — Theodore  Roosevelt. 
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Shoes  Specially  Designed  for  Defective  Feet 


SHOES  designed  to  prevent  or  correct  defective 
feet  formed  the  subject  of  an  interesting  address 
by  Max  Deutsch,  before  the  November  meet- 
ing of  the  New  York  Retail  Shoe  Dealers'  As- 
sociation. He  described  a  prescription  shoe  as  one 
made  according  to  specifications  outlined  in  a  physi- 
cian's prescription  and  intended  to  prevent  or  correct 
defects  of  the  foot.  Continuing,  he  said :  "To  under- 
stand what  is  required  of  orthopedic  footwear  we 
may  profitably  consider  the  conformation  of  the  nor- 
mal foot.  The  normal  foot  has  a  broad  base  in  the 
back  called  the  heel.  In  front  of  the  heel  is  a  hollow 
part  or  arch  which  rises  upward  from  the  heel  and 
then  descends  forward  to  meet  the  broadest  part  of 
the  foot  made  up  of  the  ball  of  the  toes  and  the  toes 
themselves.  The  toes  are  free  digits,  independent  of 
one  another,  just  barely  in  contact,  and  with  their 
long  axis  parallel  to  the  long  axis  of  the  foot.  The 
large  toe  is  on  the  same  line  with  the  heel,  so  that 
the  inner  border  of  the  foot  is  practically  a  straight 
line.  In  addition  the  foot  is  directly  under  the  leg, 
so  that  a  line  drawn  through  the  middle  of  the  leg 
will  fall  upon  the  middle  of  the  foot. 

"To  conform  to  the  above  described  or  normal 
foot,  a  shoe  must  have  a  low  broad  heel,  a  narrow 
shank,  and  a  very  broad  sole  to  allow  sufficient  room 
for  the  broad  ball  of  the  toes  and  unrestricted  toe 
action.  The  "toe"  of  the"  shoe  must  be  broad  and 
rounded  so  as  to  allow  the  big  toe  to  remain  on  the 
same  straight  line  with  the  heel. 

"What  I  have  described  is  admittedly  the  ideal 
shoe.  It  is  the  shoe  we  have  our  children  wear.  It  is 
the  shoe  we  all  would  wear  Avere  it  not  for  the  dic- 
tates of  fashion.  The  so-called  ideal  shoe  is  ideal 
chiefly  because  it  does  not  compress  or  deform  the 
foot,  and  does  not  compel  the  foot  to  operate  in  an 
abnormal  position. 

"With  the  exception  of  children  it  is  rare  for  the 
orthopedic  shoe  merchant  to  deal  with  a  normal  foot. 
In  the  majority  of  cases  we  are  confronted  with  a 
foot  that  is  more  or  less  abnormal,  and  requiring  ac- 
tive support  and  correction.  Our  aim  in  fitting  an 
orthopedic  shoe  is  to  help  correct  the  existing  defects 
in  the  shape  and  function  of  the  foot  and  approach 
as  near  as  possible  the  normal. 

Uncomplicated  Flat  Foot 
"The  commonest  condition  is  the  flat  foot.  This 
is  seen  frequently  in  adults  and  commonly  enough 
also  in  children  of  all  ages.  I  have  seen  many  child- 
ren of  two  years  of  age  and  even  younger,  who  showed 
distinct  flat  feet,  and  who  evidently  needed  corrective 
foot  wear.  Flat  foot  is  characterized  by  two  promin- 
ent elements  not  present  in  the  normal  foot.  First,  a 
falling  or  depression  of  the  arch,  and  second,  a  turn- 
ing out  or  valgus  of  the  foot.  To  emphasize  the  latter 
point,  I  would  remind  you  that  normally  the  middle 
of  the  foot  is  in  line  with  the  middle  of  the  leg.  In 
the  flat  foot  the  foot  is  turned  out  or  away  from  the 
mid-line  of  the  leg  with  the  result  that  unusual  pres- 
sure is  brought  to  bear  on  the  inner  side  of  the  foot. 
This  is  shown  in  the  shoe  when  the  inner  instead  of 
the  outer  ps.rt  of  the  heel  and  sole  is  worn  through. 

"Primarily  for  the  flat-foot,  therefore,  the  shoe 
must  have  the  following  features :   A  broad  heel  and 


a  broad  sole  to  allow  the  foot  proper  weight  bearing. 
The  shank  should  be  narrow  so  as  to  afiford  support 
to  the  depressed  arch.  A  wedge  of  1/8  or  1/4  inch 
thickness  should  be  inserted  on  the  inner  side  of  the 
sole  and  heel  to  turn  the  foot  inward  and  bring  the 
pressure  on  the  outer  side  where  it  normally  should 
be.  It  has  been  frequently  found  that  milder  degrees 
of  flat  foot  are  entirely  relieved  by  the  above  changes 
in  the  shoe.  This  is  especially  applicable  to  children 
between  2  and  6  years  of  age. 

"The  question  of  a  steel  shank  is  a  difficult  one 
for  us  to  decide.  Normally  a  foot  needs  no  support 
in  the  shank.  Physicians  are,  however,  not  in  agree- 
ment in  regard  to  the  advisability  of  steel  support  in 
the  shank  of  the  shoe  for  the  flat  foot. 

'"The  Whitman  School  of  physicians  believes  that 


Mr.  A.   S.   Lavallee,   one  of  MontreaTs  long- 
established   retailers.      Operates    store  at 
101  St.  Lawrence  St.  which  he  opened 
over   30   years   ago.   in   May.  1890 


the  function  of  the  foot  is  best  served  by  allowing 
free  motion  in  the  shank.  Many  other  doctors  are 
strongly  of  the  o])inion  that  a  steel  shank  provides 
necessary  and  valuable  su  )port  to  the  flattened  foot. 
In  this  particular  regard  we  must  obey  the  wishes 
of  the  indi\  idual  doctor. 

Transverse  Arch  Trouble 

"As  you  all  know  there  is  a  short  arch  across  the 
front  of  the  foot.  When  this  Ijreaks  down,  and  it  of- 
ten does  so,  the  heads  of  the  metatarsal  hones  lose 
their  support ;  these  bones  are  then  pressed  upon  ab- 
normally and  calluses  result  on  the  ball  of  the  toes. 

"As  a  result  of  the  falling  of  the  front  or  cross 
arch  the  individual  develops  severe  pain  in  the  ball 
of  the  toes,  and  more  or  less  painful  calluses.  The  un- 
derlying cause  for  the  discomfort  is  a  breaking  down 
of  the  arch  and  the  relief  of  symptons  depends  ujjon 
correction  of  the  arch.  From  our  side  we  can  do  sev- 
eral things  to  correct  this  condition.  First  and  fore- 
most, the  shoe  must  be  broad  enough  across  the  front 
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of  the  foot  and  over  the  toes  to  allow  free  play  of  the 
toes.  Free  play  of  the  toes  and  the  toe  muscles  tends 
to  elevate  the  front  arch.  Secondly,  we  may  build 
up  the  sole  of  the  shoe  on  the  inside  so  that  there 
is  a  rounded  projection  to  elevate  and  support  the 
front  arch  and  thereby  relieve  the  condition.  The 
modification  in  the  shoe  is  at  times  beneficial. 

"Some  years  ago  Dr.  Cook  of  Hartford  suggested 
what  he  calls  an  anterior  heel  for  this  condition.  The 
anterior  heel  consists  of  a  wedge  of  leather  inserted 
across  the  sole  of  the  shoe  near  its  junction  with  the 
shank.  This  is  supposed  to  lift  the  front  arch  and 
thereby  relieve  the  condition.  Many  physicians  be- 
sides Dr.  Cook  believe  in  the  anterior  heel,  and  we 
are  frequently  called  upon  to  use  it. 

Bunions 

"One  of  the  hardest  feet  to  fit  is  that  with  a  well 
marked  bunion.  This  is  usually  accompanied  by  con- 
siderable deflection  of  the  big  toe  outward.  In  a  foot 
of  this  type  the  front  is  more  or  less  pointed,  and  it 
is  improper  to  fit  such  a  foot  with  a  straight  last  shoe. 
The  shoe  should  have  a  broad  heel  and  proper  shank, 
and  the  front  must  taper  according  to  the  shape  of 
the  foot.  There  must  be  plenty  of  room  across  the 
base  of  the  big  toe  and  over  the  bunion.  The  great 
mistake  frequently  made  for  this  type  of  foot  is  that 
as  the  individual  complains  of  pressure  or  tightness 
across  the  front  of  the  foot,  the  shoe  salesman  applies 
a  "longer"  shoe  in  the  hope  that  what  is  lacking  in 
the  width  will  be  compensated  by  the  added  length. 
This  is  a  serious  mistake.  A  bunion  is  the  result  of 
pointed  shoes.  The  more  pointed  a  shoe  the  more  the 
toes  are  compressed.  As  a  result  of  this  the  big  toe 
is  pressed  outward,  and  the  bunion  is  pressed  upon 
and  irritated.  Therefore,  when  a  longer  and  more 
pointed  shoe  is  supplied,  the  toes  are  compressed 
much  more,  and  the  bunion  is  exposed  to  greater  ir- 
ritation. The  shoe,  in  a  word,  must  be  broad  enough 

"Another  important  condition  which  we  are  often 
required  to  relieve  is  a  bunion  over  the  small  toe. 
wherever  necessary. 

Here  again  we  realize  the  necessity  for  adapting  the 
shape  of  the  shoe  to  that  of  the  foot  instead  of  forc- 
ing the  foot  into  a  given  style  of  shoe.  A  foot  with 
bunions  over  the  big  or  small  toes  is  exceedingly  sen- 
sitive to  pressure,  and  in  the  fitting  we  must  err  on 


the  side  of  making  the  shoe  too  wide  rather  than  not 
wide  enough. 

Corns 

"In  fitting  a  foot  that  has  corns  we  are  often  con- 
fronted with  a  foot  that  has  many  other  defects,  such 
as  bunions,  hammer  toes,  contracted  toes,  soft  corns 
between  the  toes,  and  numerous  spots  of  ])ainful  cal- 
lous. These  conditions  make  the  foot  extremely  sen- 
sitive, and  call  for  the  greatest  care  in  accurate  fit- 
ting. Of  course,  no  type  of  shoe  can  remove  or  cure 
a  corn,  but  the  shoe  may  be  so  constructed  or  shaped 
as  not  to  press  upon  the  corns,  thus  avoiding  the  dis- 
comfort from  pressure.  In  this  particular  matter  more 
than  any  other  the  individual  foot  must  be  studied. 
For  instance,  in  some  cases  a  vici  kid  may  answer 
the  purpose,  as  it  is  soft,  yielding,  and  avoids  painful 
l)ressure.  In  other  cases,  a  calfskin  shoe,  well  arched 
over  the  front  of  the  foot  so  that  the  leather  does  not 
come  in  contact  with  the  toes,  may  be  the  best  type. 

It  is  important  at  this  point  to  call  attention  to 
the  fact  that  too  much  must  not  be  expected  from 
the  orthopedic  shoe.  There  are  many  instances  where 
the  toes  are  contracted  and  stiff.  The  deformity  may 
])e  extreme.  Such  feet  are  best  treated  by  the  surgeons. 

Stiff  Feet 

"This  is  an  abnormal  condition  that  we  see  fre- 
quently. No  greater  mistake  is  possible  than  the  at- 
tempt to  fit  and  correct  such  a  foot  with  a  shoe,  even 
an  orthopedic  shoe.  A  stiff  foot  is  a  medical  condi- 
tion, and  should  be  treated  by  a  physician.  To  apply 
a  pair  of  shoes  to  a  stiff  foot,  and  encourage  the  in- 
dividual to  believe  that  he  will  be  helped  is  not  only 
unethical  but  unpractical,  and  will  reflect  upon  our 
ability,  knowledge  and  good  intentions,  for  the  wear- 
er will  soon  discover  the  error  from  bitter  and  painful 
experience. 

"It  is,  I  hope,  evident  from  these  considerations 
that  the  fitting  of  orthopedic  shoes  is  a  serious  and 
important  thing.  In  order  not  to  take  up  too  much  of 
your  time,  I  have  omitted  consideration  of  shoes  for 
pregnant  women,  shoes  for  paralytic  deformities 
brace  shoes,  plaster  shoes,  etc.,  etc. 

"The  key  to  success  is  in  closer  studying  of  the 
normal  and  abnormal  foot,  and  co-operation  with  the 
attending  physicians." 
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Seen  at  the  Canadian  National  Exhibition 

Exhibits  of  Interest  to  the  Shoe  Retailer  and  the  Repair  Man 


The  exhibit  of  the  Goodyear  Tire  &  Rubber  Co. 
in  the  Industrial  Building  is  quite  distinctive  and  will 
immediately  attract  the  attention  of  the  shoeman.  It 
includes  a  number  of  iiandsome  show  cases,  in  which 
are  displayed  various  iines  of  footwear  with  Neolin 
soles  and  Wingfoot  heels.  Men's,  women's  and  chil- 
dren's shoes  are  shown,  demonstrating  the  adaptabil- 
ity of  Neolin  to  a  very  wide  range  of  footwear  re- 
quirements. All  the  shoes  have  the  Neolin  guarantee 
tag  attached,  which  states,  "If  the  soles  of  these  shoes 
fail  to  give  you  longer  service  than  you  are  accus- 
tomed to  receive  from  soles  other  than  Neolin,  return 
them  with  this  tag  to  the  dealer,  or  to  any  Goodyear 
branch,  and  another  pair  of  Neolin  soles  will  be  ap- 
plied free."  The  booth  is  very  prettily  decorated 
with  flowers  and  ferns,  which  add  an  attractive  touch 
of  color. 

Chas.  Tilley  &  Sons. 

Chas.  Tilley  &  Sons  have  a  double  display  at  the 
Exhibition.  One  booth  is  given  over  to  polishes, 
which  is  a  centre  of  attraction  for  the  children,  inter- 
esting souvenirs  being  given  away  with  each-  tin  of 
polish.  Mr.  H.  Turner  is  in  charge  of  this  exhibit. 
The  second  booth,  which  is  under  the  supervision  of 
Mr.  J.  A.  Creech,  one  of  the  firm's  Western  Ontario 
travellers,  is  given  over  to  findings  sole  leather,  foot- 
wear and  shoe  store  supplies.  The  shoes  displayed 
are  the  product  of  the  Nursery  Shoe  Co.,  for  which 
Chas.  Tilley  &  Sons  are  Ontario  agents. 

Dunlop  Tire  &  Rubber  Goods  Co. 

The  Dunlop  Tire  &  Rubber  Co.  have  a  number 
of  displays  at  the  C.  N.  E.,  but  the  one  of  most  interest 
to  the  retailer  and  repairer  is  in  the  Industrial  Build- 
ing, where  they  are  showing  their  Acme  soles  and 
Peerless  heels.  These  soles  and  heels  are  arranged  in 
tasteful  patterns  on  the  back  wall  of  the  booth.  They 
are  in  black,  brown  and  white.  As  an  attention-get- 
ter, they  also  have  a  large  model  of  a  sole  and  heel 
hung  upon  the  wall,  bearing  the  words,  "Acme  soles 
will  outlast  leather."  The  name  of  the  company  is 
brought  out  in  electric  lights. 

Gutta  Percha  Tire  &  Rubber  Co. 

A  feature  of  this  company's  exhibit  is  their  Maltese 
Cross  "Scoop"  Rubber  heels.  These  "Scoop"  heels 
are  concaved  so  that  they  grip  right  on  to  the  bottom 
of  the  lift  when  applied.  The  company  is  also  show- 
ing samples  of  their  "Tenax"  soles  and  various  lines 
of  Maltese  Cross  rubber  footwear  and  outing  shoes. 

Anglo-Canadian  Leather  Co. 

"Footwear"  also  located  the  Anglo-Canadian 
Leather  Co.  in  the  Manufacturers'  Building.  Their 
booth  is  rather  unique  and  attractive,  (being  trimmed 
with  hemlock  bark,  such  as  they  use  in  their  tannages. 
They  are  showing  their  regular  lines  of  Maple  Leaf 
hemlock  and  oak  leathers,  which  are  tastefully  draped 
around  the  sides  of  the  booth.  Tap  soles  and  top 
pieces  are  also  displayed  in  a  handsome  glass  show 
case.  As  an  attractive  advertising  feature,  large  pic- 
tures of  the  company's  Bracebridge  and  Huntsville 


plants  are  hung  above  the  exhibit.  Mr.  S.  L.  Lawther 
is  in  charg'e. 

Owens-Elmes,  Ltd. 

In  Manufacturers'  Building  No.  2,  Owens-Elmcs, 
Ltd.,  have  an  exhibit  which  is  of  particular  interest 
to  the  shoe  retailer,  as  it  shows  their  fancy  bench - 
made  footwear,  which  is  now  being  manufactured  in 
Canada  for  the  first  time,  at  their  own  plant  on  Shep- 
pard  Street,  Toronto.  The  display  includes  slippers, 
oxfords  and  pumps  in  many  very  handsome  designs. 
There  are  kids  and  colored  satins,  brown,  blue,  pink 
and  white  being  the  shades  most  favored ;  also  gold 
and  silver  brocades.  Many  French-American  cut- 
outs are  shown,  but  the  latest  feature  is  the  cross-strap 
designs,  which  are  taking  very  well  in  Canada. 

Breithaupt  Leather  Co. 

The  Breithaupt  Leather  Co.,  Ltd.,  are  located  in 
the  Manufacturers'  Building,  where  they  have  an  at- 
tractive exhibit  of  their  various  brands  of  leather — - 
Royal  Oak,  made  in  Woodstock;  Standard  Oak,  Lion 
Oak  and  Kitchener  Union,  made  in  Kitchener ;  Pene- 
tang  Hemlock;  and  Trent  Valley  Oak,  made  in  Has- 
tings. Mr.  W.  W.  Breithaupt,  who  is  in  charge  of 
the  exhibit,  told  the  "Footwear"  representative  that 
the  leather  business  appeared  to  be  picking  up,  though 
it  is  not  rushing  yet.  However,  they  look  forward  to 
good  business  this  fall.  The  Breithaupt  Co.  are  now 
making  a  new  Union  Oak  at  Burk's  Falls,  which,  Mr. 
Mr.  Breithaupt  informed  us,  will  shortly  be  placed 
on  the  market. 

A.  A.  Clarke  &  Co. 

Mr.  Theo.  Trickey  is  in  charge  of  this  company's 
exhibit  in  the  Manufacturers'  Building,  where  they 
have  their  various  lines  displayed  in  a  most  attractive 
booth.  Clarke's  patent  leather  is  of  course  the  feature, 
and  it  is  brought  out  that  the  company  is  the  largest 
producer  in  this  field  in  the  British  Empire.  Glazed 
horse,  which  has  latterly  been  coming  prominently  to 
the  fore,  is  also  displayed.  Besides  their  leathers,  the 
company  are  showing  gloves  and  mits  made  in  their 
own  plant. 

The  exhibit  is  very  tastefully  arranged.  On  the 
floor  are  sheepskin  mats  of  unusual  quality  and  beauty, 
and  the  booth  is  trimmed  and  decorated  in  such  a 
way  as  to  cause  one  to  stop  and  take  notice. 

United  Shoe  Machinery  Co. 

In  Machinery  Hall  shoe  repairers  will  find  an  ex- 
hibit of  particular  interest  to  them.  Here  the  United 
Shoe  Machinery  Co.  of  Canada  are  displaying  their 
line  of  repairing  machinery,  including  their  22-foot 
outfit,  their  8>^-foot  outfit  and  their  6^<^-foot  outfit, 
with  all  the  various  tools  and  accessories.  They  are 
also  showing  all  classes  of  findings,  and  sole  leather — 
indeed,  all  the  requirements  of  an  up-to-date  repair 
shop. 

The  22-foot  outfit,  which  is  the  machine  par  ex- 
cellence for  an  up-to-the-minute  repair  shop,  consists 
of :  Goodyear  outsole  rapid  lockstitch  machine ;  regu- 
lar factory  edge  trimmer  with  forepart  and  shank  cut- 
ter; cutter  grinder  and  holder;  a  57-inch  buffing  and 
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scouring  machine ;  a  78-inch  finishing  machine,  with 
equipment  for  black  and  colored  work ;  also  a  skate 
sharpening  machine  movmted  on  special  leg,  which 
has  two  sharpening  wheels  which  change  or  alternate 
position  as  desired,  allowing  the  use  of  fine  and  coarse 
stones. 

Mr.  Frank  Webster,  who  has  lately  joined  the  sales 
stafif  of  the  company,  is  in  charge  of  the  booth. 

Dominion  Rubber  System. 

Following  the  precedent  they  set  at  the  Montreal 
Shoe  and  Leather  Fair,  the  Dominion  Rubber  Sys- 
tem has  one  of  the  largest,  if  not  the  largest,  and  most 
striking  displays  at  the  Canadian  National  Exhibition. 
As  at  Montreal,  they  have  a  manufacturing  and  a  mer- 
chandising exhibit.  At  the  former,  which  occupies  a 
whole  section  in  the  Industrial  Building,  they  demon- 
strate the  manufacture  of  rubber  boots,  Fleetfoot 
canvas  rubber-soled  footwear,  Naugahyde  club  bags, 
waterproof  coats,  hot  water  bottles,  tobacco  pouches, 
etc.  The  process  of  manufacture  of  rubbers  and  rub- 
ber boots  as  demonstrated  at  the  firm's  booth  at  the 
Montreal  fair,  wa,'-  described  in  the  August  issue  of 
"Footwear."  Canvas  rubber-soled  footwear  is  made 
on  just  the  same  principle.  The  canvas  upper  is  plac- 
ed on  the  last,  and  friction  tape  is  applied  around  the 
lower  edge.  Then  the  binder,  a  piece  of  fabric  im- 
pregnated with  rubber  cement  is  apj^lied  to  the  sole. 
The  rubber  foxing  is  next  fitted  around  the  edge  and 
the  sole  is  then  firmly  rolled  on^  which  completes  the 
process,  except  for  the  vulcanizing. 

Naugahyde  bags  are  also  manufactured  at  the  ex- 
hibit. These  bags  are  the  same  weight  as  the  leather 
article  of  the  same  size  and,  being  finished  in  a  long- 
grain  dull  finish,  resemble  it  very  closely  in  appear- 
ance. They  are,  however,  practically  an  all-rubber 
product. 

A  feature  of  the  exhibit  is  a  number  of  small  stages, 
with  wax  figures  furnishing  an  object  lesson  of  the 
use  of  the  various  products  of  the  Dominion  Rubber 
System.  One  depicts  a  garden,  with  a  little  boy  and 
girl  wearing  Fleet  Foot  shoes  and  enjoying  foot  com- 
fort;  another  shows  a  farm  house  with  "Hiram"  seat- 
ed outside  with  his  dog  and  his  rubber  boots — and  so 
on. 

At  another  booth  in  the  same  building,  the  Do- 
minion Rubber  System  has  a  unique  and  eye-catching- 
exhibit  in  the  form  of  a  model  shoe  store.  One  of 
the  windows  is  trimmed  with  "Smart  Step"  and  Fleet 
Foot"  lines  and  the  other  with  rubbers  and  rubber 
boots  in  various  of  their  well-known  brands.  The  in- 
terior (if  the  booth  is  C(/mfortably  furnished  and  around 
the  walls  are  ranged  show  cases  displaying  their  dif- 
ferent lines.  In  the  centre  also  there  is  a  handsome 
show  case  in  which  "Koscy  Korner"  footwear  is  dis- 
played. 

The  N.C.R.  Exhibit 

A  dis])lay  which  should  interest  every  retailer  is 
that  of  the  National  Cash  Register  Company  in  the 
Manufacturers'  Building.  The  various  models  of  the 
company's  cash  registers  are  shown,  a  feature  being 
made  of  a  new  type  which  gives  a  detailed  record  of  a 
transactions  in  which  sevral  articles  are  sold.  This 
model  shows  on  the  customer's  slip  the  amount  of 
each  item  and  total,  rectjrding  and  adding  up  at  the 
same  time.  Almost  human,  is  it  not? — but  it  is  infal- 
libly correct.  The  ideal  machine  for  the  large  shoe 
retailer,  however,  is  the  nine-drawer  "silent  partner." 
And  there  are  models  to  suit  everybody. 


International  Shoe  and  Leather  Fair,  London 

The  twenty-first  International  Shoe  and  Leather 
Fair  will  be  held  in  the  Royal  Agricultural  Hall,  Lon- 
don, on  October  4th,  5th,  6th,  7th,  8th,  and  9th.  This 
Fair  was  established  in  1894  as  a  private  enterprise, 
but  its  control  is  now  vested  in  a  society  representing 
every  department  of  the  shoe  and  leather  industries  of 
the  United  Kingdom.  The  Fair  of  1920,  while  retain- 
ing its  international  character,  will  aim  at  giving  special 
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prominence  to  British  leather  and  leather  products. 

A  large  number  of  British  firms  engaged  in  the 
manufacture  and  distribution  of  leather,  boots  and 
shoes,  machinery  and  trade  accessories  will  display 
their  goods  at  this  Fair.  Tanning  and  manufacturmg 
operations  shown  by  machinery  in  motion  will  also  be 
an  important  feature. 

It  is  understood  that  all  the  space  avail- 
able for  exhibits  has  been  applied  for  and 
will  be  occupied  by  firms  representing  every  de- 
partment of  the  trade.  The  Fair  is  managed  on  behalf 
of  the  Society  by  the  Shoe  and  Leather  Record,  40 
Finsbury  Square,  London,  E.  C.  2,  to  whom  all  com- 
munications should  be  addressed. 


Western  Rubber  Footwear  Men  Attend 
Montreal  Fair 

MR.  G.  H.  CONNOLLY,  manager  Calgary 
branch  of  The  Columbus  Rubber  Co.  Ltd., 
and  Mr.  G.  W.  Barrett,  manager  Winnipeg 
branch  of  The  Columbus  Rubber  Co.,  Ltd., 
spent  ten  days  in  Montreal  in  attendance  at 
the  National  Shoe  Convention  where  The  Columbus 
Rubber  Co.  Ltd.,  had  a  very  fine  exhibit  of  their  many 
lines  of  rubber  footwear  and  tennis  shoes  displayed. 
Messrs.  Barrett  and  Connolly  also  spent  several  days 
in  the  factories  of  The  Columbus  Rubber  Co.  with  Mr. 
Myles,  general  manager,  and  Mr.  Larose,  sales  man- 
ager, arranging  to  manufacture  new  lines  of  tennis 
shoes  and  rubber  footwear  to  be  distributed  for  West- 
ern Canada  trade  in  order  to  meet  the  demands  of 
their  numerous  customers  and  friends. 
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The  Outlook  as  Viewed  by  Prominent 
Men  of  the  Industry— Note  of 
Optimism  is  Dominant 


BELOW  is  a  word  of  cheer  contributed  by  Mr. 
F.  W.  Knowlton,  United  Shoe  Machinery  Co. 
of  Canada,  who  expresses  an  optimistic  view  of 
the  outlook  for  the  shoe  and  leather  industry. 
Most  of  the  prominent  men  in  the  trade,  we  believe, 
are  looking  for  better  things  when  the  fall  season  opens 
up,  and  we  think  Mr.  Knowlton's  letter  can  be  taken 
as  typical  of  the  most  trustworthy  opinion  of  the  trade : 
Editor  "Footwear  in  Canada"  : — 

I  have  read,  with  more  than  the  usual  amount  of 
interest,  the  July  and  August  issues  of  "Footwear  In 
Canada,"  containing,  as  they  did,  references  and  re- 
ports covering  the  very  successful  Shoe  and  Leather 
Fair  held  in  Montreal  last  month. 

Following  the  Fair  in  Montreal  I  was  able  to 
attend  the  Shoe  Fair  held  in  Boston,  and  considering 
the  field  in  Canada  as  compared  with  the  field  in  the 
United  States,  I  feel  that  the  exhibit  here  was  even 
more  successful  than  the  one  in  Boston,  and  the  quality 
of  the  goods  shown  here  compared  very  favorably  with 
corresponding  lines  exhibited  in  Boston. 

It  is  apparent  that  shoe  manufacturers  throughout 
Canada  are  looking  forward  to  a  successful  season  dur- 
ing the  coming  fall,  as  indicated  by  the  very  high  class 
product  which  their  advertisements  in  shoe  journals 
show  that  they  are  oflering  to  the  trade.  We  believe 
that  the  present  depression  in  the  shoe  business  has 
passed  its  worst  stage,  and  with  the  coming  of  the  fall 
season,  there  will  be  a  fairly  good  demand  for  all 
classes  of  footwear.  The  general  impression  held  by 
the  public  that  shoes  were  to  be  given  away  seems  to 
have  been  very  largely  dissipated,  and  while  some  con- 
cession in  price  is  still  expected,  it  is  apparent  that 
buyers  in  all  lines  will  be  prepared  to  pay  fair  prices 
for  their  requirements. 

So  far  as  our  particular  business  is  concerned,  we 
have  found  the  total  volume,  so  far  this  year,  running 
somewhat  in  excess  of  the  previous  year,  even  taking 
into  consideration  the  present  depression,  but  it  is 
hardly  likely  that  the  complete  year  will  show  the  same 
result  as  compared  with  1919.  We  feel,  however,  that 
the  total  should  not  be  materially  less  than  was  shown 
for  last  year,  with  good  prospects  for  further  increase 
in  the  future.  We  still  have  every  confidence  in  the 
continued  growth  and  progress  of  the  shoe  trade  in 
Canada. 

Yours  truly, 

F.  W.  Knowlton. 

Montreal,  Aug.  19/20. 

An  Expression  of  Opinion  From  a  Prominent  Last 
Manufacturer. 

Robin  Bros.,  of  Montreal,  likewise  sound  a  cheer- 
ful note.    They  say : 

"Business,  without  being  what  it  was  in  1917  and 
1918,  is  still  going  on  satisfactorily. 

"^'Retailers  should  buy  as  usual.  They  are  expecting 
lower  prices,  but  these  will  be  a  much  longer  time  in 
coming  than  they  think.  Our  prices  cannot  come  down 
materially  for  quite  a  while. 

"We  are  actually  doubling  our  factory  buildings 


and  will  add  25  per  cent,  more  machinery.  Are  we 
down-hearted?    I  guess  not." 

A.  A.  Cote  &  Son  Believe  There  Will  Be  Heavier 
Buying  For  Spring. 

Another  letter  conies  from  A.  A.  Cote  &  Son,  of  St. 
Hyacinthe,  who  also  are  hopeful  regarding  the  coming 
season : 

Editor  "Footwear  In  Canada": — 

"Trade  has  been  very  dull  this  season  for  the  shoe 
manufacturers,  owing  to  the  fact  that  as  a  rule  retail 
merchants  have  been  expecting  a  big  drop  in  the  prices 
of  shoes,  and  do  not  want  to  buy. 

"They  have  consequently  much  reduced  their  stock 
during  the  season,  and  even  in  certain  cases  sacrificed 
it  at  low  prices.  They  will,  therefore,  need  to  buy  for 
spring  when  travellers  call  on  them  with  spring 
samples  and  they  certainly  will  regret  having  sacrificed 
their  stock,  as  they  will  find  i)riccs  pretty  nearly  as 
high  as  they  were  last  spring. 

"So,  in  our  opinion,  retailers  will  buy  much  heav- 
ier for  immediate  delivery  and  for  spring,  than  they 
have  done  for  fall,  and  we  therefore  anticipate  much 
belter  business  for  the  coming  spring  season. 

"In  our  line  of  goods  we  have  added  many  new 
lines  made  out  of  best  Chrome  Tanned  Upper  Leather, 
on  best  fitting  lasts,  absolutely  strong  and  solid  for 
the  working  men,  and  we  look  with  confidence  for  a 
much  larger  trade  for  the  next  six  months." 

Well-known  Maritime  Firm  at  the  St.  John 
Exhibition 

WATERBURY  &  Rising,  Limited,  of  St.  John, 
N.B.,  put  on  a  very  large  and  attractive 
footwear  display  at  the  St.  John  Exhibition, 
which  opened  on  Sept.  6.  This  exhibition 
was  held  under  particularly  favorable  circumstances 
this  year,  as  Halifax  is  not  having  one,  and  there  were 
three  days  of  excellent  horse  racing  at  the  same  time, 
which  made  a  double  attraction  to  draw  crowds  to  the 
city.  Waterbury  &  Rising  therefore  considered  it  an 
especially  good  opportunity  to  bring  their  goods  pro- 
minently before  the  consuming  public  of  the  Mari- 
times.  One  of  the  very  attractive  features  of  their 
exhibit  was  the  presence  of  Miss  Arliss,  of  Citadel  Kid 
fame,  who  appeared  in  the  same  role  as  she  did  at 
the  Montreal  Shoe  Fair.  They  also  arranged  with  the 
United  Shoe  Machinery  Company  of  Canada  to  place 
one  of  their  complete  repair  outfits  in  the  Machinery 
Hall,  where  all  their  repair  work  was  taken  care  of 
during  the  Exhibition,  a  staf¥  of  six  expert  shoemakers 
being  on  the  job  to  demonstrate. 

The  following  brands  of  shoes  were  featured  by 
the  company:  "Winnie  Walker,"  "Waterbury  &  Ris- 
ing Special,"  "Romper,"  "J.  &  T.  Bell,  "  "Georgina," 
and  "Sniardon."  Mr.  P.  M.  Rising,  manager  of  the 
King  Street  retail  store,  was  personally  in  charge  of 
the  booth. 

All  Waterbury  &  Rising's  travellers,  including  the 
following,  were  in  St.  John  during  the  Exhibition,  to 
entertain  the  firm's  customers:  H.  D.  Ferguson,  .A.. 
G.  Barbery,  A.  F.  Stilwell,  O.  P.  Wilbur,  H.  R.  De- 
veau,  J.  J.  Gillies,  J.  S.  Perry. 


The  Canada  Last  Co.,  Preston,  Ont.,  have  recentlv 
installed  two  Sturtevant  high  humidity  kilns.  These 
are  the  last  word  in  kiln  construction,  making  it  i)os- 
sible  to  produce  dry  blocks  in  a  period  of  five  weeks, 
with  absolute  certainty. 
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Bennett,  Limited,  Entertain  Men  of  Montreal 
Shoe  Trades 

AT  invitation  of  Bennett,  Limited,  manufactur- 
ers of  heels  and  counters,  Chambly  Canton 
and  Montreal,  the  superintendents,  purchas- 
ing agents,  foremen  and  representatives  of 
the  Montreal  shoe  and  allied  trades  spent  a  very 
pleasant  day  at  Pine  Grove  Park,  Chambly  Canton, 
on  August  16th.  The  picnic  was  organized  by  the 
Superintendents'  and  Foremen's  Association,  in  con- 
junction with  Bennett,  Limited,  and  proved  in  every 
sense,  a  success.  The  invitation  met  with  a  very  large 
response  ,and  those  who  were  present  enjoyed  a  full 
day's  jileasure  and  also  added  to  their  knowledge  of  the 
shoe  trade,  in  that  they  had  an  opportunity  of  inspect- 
ing one  of  the  best  equipped  fibre  counter  factories  in 
Canada.  That  this  opportunity  was  appreciated  was 
beyond  question. 

The  party  left  Montreal  in  special  electric  cars  of 
the  Montreal  &  Southern  Counties  Railways,  and  on 
arrival  at  Chambly  Canton  were  met  by  the  staff  of 
Bennett,  Limited.  The  first  part  of  the  programme 
was  a  visit  to  the  factory  of  the  firm,  the  inspection 
being  made  in  groups.  The  visitors  were  shown  the 
process  of  manufacturing  heel  board,  counter  board, 
and  insole  board  from  the  raw  material  to  the  finished 
product. 

From  the  factory  the  party  went  to  the  picnic 
grounds,  where  a  programme  of  athletic  events  were 
proceeded  with.  The  arrangements  were  in  the  hands 
of  Messrs.  Geo.  Fortin,  superintendent  of  the  Star  Shoe 


Glee  Club  at  the  Bennett  picnic 

Co. ;  J.  B.  Barbeau,  superintendent  of  Dupont  &  Frere; 
and  M.  L.  Sturgis,  sales  manager  of  the  United  Last 
Company.  The  first  event  was  a  baseball  game,  which 
was  taken  very  seriously,  and  which  was  strenuous- 
ly contensted.  The  game  was  won  by  8  to  7,  by  the 
team  captained  by  Mr.  J.  Garrity.  Mr.  Barbeau 
ihe  umpire,  foimd  it  a  very  thirsty  job  and  had  to  call 
the  game  two  and  three  times  to  secure  the  necessary 
liquid  refreshment.  The  winning  team  was  composed 
of  Messrs.  Mason,  Hamilton,  Dupere,  Summers,  Mc- 
Dowell, Roux,  Langlois,  Clarke  and  Desaultels.  The 
consjjicuous  feature  of  the  game  was  the  fine  showing 
by  the  heavy  Aveigjits  of  the  teams.  Messrs.  lul  Sum- 
mers and  J.  Hari)er  of  Ames,  Holden,  McCready,  who 
respectively  filled  the  ])ositions  of  third  base  and 
shortstop,  doing  especially  good  work  and  fielding 
with  100  per  cent,  accuracy.  The  way  the  heavy 
weights  ])erformed  was  an  eye  opener. 

Then  came  the  lunch,  and  a  mighty  good  lunch 
too,  served  in  the  dancing  pavilion,  followed  by  a  re- 
sumption of  the  athletic  events,  which  were  diversi- 


fied and  which  provided  some  amusing  features.  One 
of  the  items  which  excited  a  large  amount  of  enthus- 
iasm was  the  tug  of  war,  Ames,  Holden, McCready 
against  the  field.  Those  composing  the  for- 
mer team  were  all  of  substantial  proportions,  but 
their  advantage  in  this  respect  proved  of  no  value,  as 
their  opponents  scored  an  easy  win.  The  running 
broad  jump  was  won  by  Mr.  Mason,,  Mr.  Taylor  be- 
ing second.  In  the  fatmaii's  standing  jump,  Mr.  E. 
Summers  was  first  and  Mr.  Harper  second.  The  54 
yards  dash  was  captured  by  Mr.  L.  Dupere,  while  in 
the  fatman's  50  yards  dash  Mr.  J.  Garrity  was  the  first 
to  pass  the  '.iipe.  The  200  yards  race  fell  to  Mr.  Ham- 
ilton. 

Just  before  leaving,  -Mr.  Fortin  expressed  the 
thanks  of  the  visitors  to  Bennett,  Limited,  for  their 
entertainment  and  also  for  the  opportunity  of  inspect- 
ing the  factory.  At  the  conclusion  of  the  speech,  three 
cheers  were  given  for  Mr.  F.  E.  Norton,  president  of 
the  company.  At  6.45  the  party  left  for  Montreal,  re- 
freshments being  served  en  route. 

Among  the  officials  of  Bennett,  Ltd.,  present  were: 
Messrs.  F.  E.  Norton,  president;  P.  E.  Bonin,  general 
manager;  Geo.  E.  Davis,  in  charge  of  the  Montreal 
office ;  P.  Warrington,  treasurer ;  L.  S.  Harmer,  E. 
Littlefield,  C.  M.  Hall,  and  P.  Vertefeulle. 


Montreal  Man  Represents  British  Firm 

BRITISH  shoe  manufacturers  are  paying  more 
attention  to  the  Canadian  market.    The  popu- 
larity of  the  brogue  has  of  course  done  a  great 
deal  to  help  this  trade,  but  in  other  directions 
British  manufacturers  are  showing  considerable  en- 
terprise.  The  firm  of  P.  Haldinstein  &  Sons,  Norwich, 
England,  have  just  appointed  Mr.  A.  J.  Machin,  Mont- 


Mr.  A.  J.  Machin 

real,  as  their  representative  in  Canada.  The  firm  are 
makers  of  ladies'  and  children's  fine  footwear,  and 
have  five  factories.  Mr.  Machin  has  been  in  the  shoe 
business  for  fifteen  years,  and  for  the  last  eight  years 
has  been  with  George  Gales  and  Company.  Montreal, 
part  of  the  time  acting  as  Mr.  Gales'  right-hand  man. 
He  has  English  as  well  as  Canadian  experience. 


September,  1930 


FOOTWEAR  IN  CANADA 


55 


Views  of  Montreal  Retailers  on  the  Question 
of  Refunds  and  Exchanges 

"I  always  restore  the  money  to  a  custoiner  if  re- 
quired."— J.  Robinson. 

"We  always  refund  the  money  or  exchange  goods 
in  the  event  of  a  disatisfied  customer.  There  may  be 
an  occasional  loss,  but  the  best  policy  is  to  please 
your  customer."— T.  Dussault. 

"Refunds  and  exchanges  should  not  exist  in  the 
shoe  trade.  People  should  know  what  they  want  aL 
the  time  of  their  purchase.  As  a  rule  before  selling  a 
pair  of  shoes  we  have  to  try  on  three,  four  or  more 
styles.  There  are  shoes  that  after  trying  them  on  for 
a  number  of  times  lose  their  appearance.  Exchanges 
might  be  taken  into  consideration,  but  no  refunds." — 
C.  Sofio. 

McBride's  take  a  broad  viewpoint  of  the  question 
of  exchanges.  They  believe  that  any  purchase  made, 
not  used,  but  considered  imdesirable  by  the  purchas- 
er, should  be  taken  back  and  the  price  refunded. 

"As  to  the  question  of  exchange,  my  practice  is  to 
give  back  the  money  if  the  customer  is  not  satisfied."— 
Frank  Power. 

"We  make  refunds  and  exchanges  freely  where 
there  is  a  good  and  just  cause." — G.  G.  Gales. 

"The  question  of  sending  goods  out  on  approba- 
tion is,  in  my  view,  more  serious  than  that  of  refunds 

+  „„  ^ 
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I  am  positive  that  the  retailer  can  obtain  | 
great  advantages  if  he  will  organize.  The  trouble  ! 
is  he  will  not,  as  a  rule,  take  the  trouble  to  join  ' 
either  the  local  or  provincial  organization,  and  j 
thus  loses  opportunities  which  are  open  to  him. 
— Louis  Adelstein. 

4  .  .—4 

or  exchanges,  as  it  often  leads  to  lot  of  trouble." — 
J.  Belisle,  Henry  Morgan  &  Co. 

"I  am  definitely  opposed  to  the  refund  system,  and 
believe  it  should  be  done  away  with.  I  consider  the 
exchange  method  more  sotisfaotory,  howevel",  and 
fair  to  all  concerned." — J.  Lemire. 

"We  invariably  exchange  goods  or  refund  the 
money.  The  neglect  to  do  so  is,  in  my  opinion,  the 
best  way  to  lose  customers,  while  if  we  refund  or  ex- 
change ,  it  inspires  confidence  on  the  part  of  buyers. 
For  instance,  sometimes  a  man  will  buy  shoes  for  his 
wife,  they  may  not  suit,  and  if  we  declined  to  ex- 
change, the  customer  would  naturally  feel  sore." — • 
A.  A.  Daoust. 

"The  customer  is  always  right,  and  I  believe  that 
in  meeting  the  wishes  of  customers  in  this  respect,  a 
retailer  adopts  the  best  advertisement  he  can  secure 
in  the  way  of  giving  service." — Louis  Adelstein 


A  Successful  Special  Sales  Plan 

The  dollar  day,  inaugurated  many  years  ago  by 
Rowland  Hill  of  London,  Out.,  is  still  one  of  the  most 
prominent  features  of  this  firm's  business  organization. 
Testimony  to  its  success  is  seen  throughout  the  Lon- 
don district,  where  retailers,  not  only  of  footwear, 
but  in  numerous  other  lines,  habitually  advertise  dol- 
lar day  sales. 

The  original  idea  of  Mr.  Hill  was  to  reduce  a  cer- 
tain number  of  lines  to  one  dollar.  This,  of  course, 
under  present  day  conditions,  is  impracticable,  and, 


although  the  sale  still  retains  the  time-honored  name 
of  "dollar  day"  it  has  lost  its  original  significance. 
It  is  still  recognized,  however,  by  Mr.  Hill's  custom- 
ers as  a  real,  thorough-going  bargain  sale.  So  much 
so,  that  the  last  one,  put  on  about  two  weeks  ago  by 
Mr.  Hill,  realized  the  largest  gross  daily  income  in 
the  history  of  the  store — a  figure  that  would  make  many 
retailers  in  our  larger  cities  envious  if  they  heard  it. 

Mr.  Hill  puts  on  two  sales  each  year,  one  in  the 
spring  and  one  in  the  autumn,  and  these  sales  last 
only  one  day.  Through  long  years  of  experience  he 
has  found  that  this  is  sufficient  to  keep  his  shelves 
clear  of  undesirable  stock.  Mr.  Hill  never  reduces  the 
price  of  his  best  lines.  On  the  two  days  on  which  the 
sales  are  held  only  stock  is  displayed  that,  for  some 
reason,  it  is  undesirable  to  carry  any  longer.  The 
reductions  are  such  that  the  people  realize  they  are 
getting  a  bargain,  and  the  sum  total  is  that  Mr.  Hill 
lias  a  nice  little  tidy  sum  of  money,  plus  a  good,  clean, 
up-to-date  stock  of  footwear. 

On  the  last  occasion  of  this  sale,  which  had  been 
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Mr.  R.  J.   Henderson.  Sales  Manager  for  the  well-known  wholesale  firm 
of   Nathan   Cumrnings,  Montreal 
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well  advertised  of  course,  the  store  became  so  crowd- 
ed around  nine  o'clock  in  the  morning  that  it  was 
necessary  to  lock  the  doors.  However,  this  was  not 
approved  by  the  police  authorities  and  it  was  neces- 
sary for  a  number  of  hours  to  have  the  door  attend- 
ed by  a  police  officer. 

The  ideal  condition  in  the  shoe  retailing  business 
will  be  when  men  can  buy  so  wisely  that  they  never 
have  any  old  stock  or  odd  sizes  left  over.  Until  that 
time  comes,  Mr.  Hill's  arrangement  seems  to  be  about 
the  nearest  approach  to  the  ideal  that  it  is  possible 
to  attain. 


Death  of  Well-Known  Shoeman 

We  regret  to  announce  the  death  of  Mr.  Geo.  H. 
Murray,  of  the  Murray  Shoe  Co.,  London,  Ont.  Mr. 
Murray  passed  away  some  weeks  ago  at  the  home  of 
his  daughter,  Mrs.  W.  F.  D.  Jarvis,  in  London,  hav- 
ing reached  the  age  of  66  years. 
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Montreal  Shoe  Manufacturer  to  Visit  Shoe 
Factories  in  Old  Land 

MR.  C.  S.  Slater,  son  of  Mr.  Geo.  A.  Slater,  Mont- 
real, sailed  on  the  C.  P.  O.  S.  "Corsican" 
recently  enroute  to  England  for  the  purpose  of 
visiting-  the  large  shoe  factories  in  the  Mother 
Country.  Mr.  Slater  is  connected  with  the  manufactur- 
ing end  of  the  Invictus  Shoe  Factory  and  is  desirous  of 
sizing  up  the  English  factories  at  first  hand  in  order  to 
note  the  system  of  manufacturing  high  grade  shoes 
that  is  followed  by  the  overseas  tirms.  It  is  probable 
that  Mr.  Geo.  A.  Slater,  who  is  now  in  France  studying 
the  shoe  and  leather  situation  and  who  has  been  over- 
seas since  January  last,  will  return  with  his  son  early 
in  the  autumn. 

Factory  at  Belleville  Making  "Taplin  Natural 
Tread"  Shoes  Now  Operating 

IT  will  be  an  interesting  piece  of  news  to  retailers 
throughout  Canada  to  learn  that  this  factory  is 
now  ready  to  supply  to  the  trade  all  lines  of  this 
scientific  shoe.  For  many  years  V.  E.  Taplin, 
the  originator  and  designer  of  this  highly  approved 
shoe,  as  well  as  the  system  used  in  its  introduction  to 
the  public,  has  been  building  up  a  retail  trade  in  To- 
ronto, and  a  general  demand  throughout  America.  Mr. 
Taplin  is  of  the  firm  opinion  that  it  is  the  duty  of  the 
shoe  manufacturer  and  retailer  to  provide  for  the  con- 
sumer footwear  that  is  constructed  on  scientific  lines, 
both  as  to  pattern,  last  and  general  makeup,  and  so 
constructed  that  it  will  give  perfect  ease,  comfort  and 
genuine  protection. 

The  Natural  Tread  Factory  is  all  on  one  floor  of 
eleven  thousand  square  feet,  with  light  on  all  sides, 
and  is  what  might  be  truly  termed  a  model  one.    It  is 
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5  Retail  shoe  merchants  should  all  join  their 

I  association,  take  an  interest  in  the  meetings  and 

t  co-operate  with  the  manufacturers  in  order  that 

g  there  may  be  discussion  on  points  of  common 

I  interest  to  the  trade. — J.  T.  Lemire. 

! 
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equipped  with  all  modern  devices  for  the  safety  and 
health  of  employees.  The  main  driving-  power  is  hy- 
dro-electric, and  the  factory  has  hardwood  floors 
throughout.  The  shoe  making  machinery  is  of  the 
newest  approved  type  for  high  grade  welt  and  turn 
work,  with  capacity  for  about  four  hundred  pairs  of 
shoes  per  day. 

The  "Taplin  Natural  Tread  Shoe"  and  business  are 
unique  in  many  important  respects.  Shoes  arc  made 
on  two  lasts  only:  the  "Natural"  and  the  "Semi-Nat- 
ural," each  suggestive  of  its  shape  and  mission.  The 
range  of  sizes  is  broad:  men's  from  4^2  to  12,  and  in 
8  widths;  women's  sizes  from  1  to  9,  and  in  9  widths; 
misses'  sizes  from  10  to  2,  and  in  5  widths;  boys'  and 
youths'  sizes  10  to  5,  and  in  5  widths. 

At  present  no  shoes  will  be  made  under  size  10  for 
children,  except  special  pairs,  as  it  is  thought  that  the 
trade  is  fairly  well  sui)plied  with  correct  shoes  in  the 
smaller  sizes. 

Shoes  for  men  and  women  are  made  in  blacks, 
browns  and  tans,  and  whites,  for  every  ])urpose.  None 
having  heels  higher  than  one  inch.  All  have  straight 
inside  lines,  flexible  shanks,  and  all  l)Ut  dress  shoes 
have  rubber  heels.    No  shoe  is  introduced  for  a  season 
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and  then  discontinued, —  in  other  words,  when  a  leather 
and  pattern  have  been  passed  on  as  a  necessary  line 
the  line  becomes  standard  and  is  always  obtainable. 
Lasts  are  never  changed. 

The  Natural  Tread  Shoes  Limited,  will  carry  about 
four  lines  of  women's  and  a  like  number  of  men's,  as 
"in  stock"  lines. 

Mr.  Taplin  says  he  already  has  requests  from  many 
dealers  from  coast  to  coast  for  information  in  respect 
to  this  line  and  that  it  has  the  unqualified  endorsation 
of  the  Y.W.C.A.  of  U.  S.  and  Canada,  the  Federation 
of  Women  Physicians  of  America,  the  Toronto  Gen- 
eral Hospital,  Orthopedic  Surgeons  and  medical  men 
everywhere,  athletes  and  physical  directors,  private 
schools  for  girls  and  boys,  golfers,  ])rofessional  and 
amateur,  etc. 


Manufacturers  Discuss  Cancellations  and 
and  Sales  Tax 

THE  subject  of  cancellations  and  the  sales  tax 
were  considered  at  a  meeting  of  the  executive 
of  the  Shoe  Manufacturers'  Association  of  Can- 
ada, held  in  Montreal  on  the  23rd  of  August. 
Those  present  were:  Messrs.  F.  S.  Scott,  president; 
Jos.  Daoust,  A.  Brandon,  T.  H.  Rieder,  Geo.  Blach- 
ford,  C.  A.  Sunderland,  J.  D.  Palmer,  J.  E.  Samson,  J. 
E.  Warrington,  Albert  Tetrault,  W.  F.  Martin,  G.  \Y. 
Macfarland,  and  Henri  Viau,  secretary. 

The  following  resolutions  on  cancellations  were 
adopted,  in  conformity  with  wishes  expressed  by  the 
district  associations  of  Ontario,  Quebec  and  Montreal : 
"Resolved,  that  the  members  of  this  association 
will  not  accept  any  cancellation  of  orders  in  process 
or  orders  varying  from  regular  samples  either  in  ma- 
terial or  construction. 

"Resolved,  that  the  members  of  this  association 
will  not  credit  the  return  of  any  goods  claimed  as  de- 
fective unless  it  is  proven  that  the  goods  do  not  come 
reasonably  up  to  standard. 

"Resolved,  that  the  members  of  this  association 
are  urged  to  send  to  the  secretary-treasurer  the  name 
and  address  of  every  retailer  who  persists  in  cancel- 
ling or  returning  goods  sold  and  bought  in  good  faith, 
and  in  order  to  put  a  stop  to  these  unfair  practices 
this  information  will  be  passed  on  to  every  other 
member  of  this  association." 

Many  shoe  manufacturers  have  asked  the  execu- 
tive to  adopt  a  uniform  policy  in  the  interpretation  of 
the  sales  tax.  It  was  pointed  out  that  the  Government 
will,  as  a  rule,  receive  at  least  2%  on  all  sales.  When 
the  manufacturer  sells  through  the  jobber,  a  total 
sales  tax  of  2%  is  received  by  the  Government  as  fol- 
lows:  The  manufacturer  collects  1%  from  the  jobber 
by  adding  it  as  a  separate  item  to  the  selling  price  on 
his  invoice.  The  jobber  collects  1%  from  the  retailer 
or  consumer  in  the  same  way.  These  total  2%.  When 
the  manufacturer  sells  direct  to  the  retailer  or  con- 
sumer he  collects  the  entire  2%.  This  places  the  manu- 
facturer who  sells  through  the  jobber  and  the  manu- 
facturer who  sells  direct  to  the  retailer  or  consumer 
on  practically  the  same  basis. 

The  executive,'  with  a  view  to  a  uniform  policy, 
passed  the  following  resolution : 

"Resolved,  that  it  is  the  opinion  of  the  executive 
that  the  leather  shoe  manufacturers  should  adopt  the 
same  policy  on  that  question  and  we  recommend  to 
our  members  to  add  to  their  invoices  the  following 
sales  tax:  Manufacturers  selling  to  jobbers,  1%; 
manufacturers  selling  to  retailers,  2%." 
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Is  Any  Considerable  Drop  in 
Shoe  Prices  Possible? 

What  the  Figures  Show— Manufacturers  Views 
on  the  Situation 


There  are  many  retailers  who  appear  to  believe 
that  a  considerable  reduction  in  shoe  prices  is  prac- 
ticable and  are  looking  to  the  manufacturers  to  make 
a  big  drop  in  their  figures.  This  feeling  is  largely  due 
to  newspaper  reports  in  regard  to  the  hide  and  leather 
market,  but  it  is  pointed  out  by  manufacturers  that 
high  grade  leather  is  not  obtainable  at  any  such  prices 
as  are  often  quoted.  Below  we  give  comparative  fig- 
ures of  the  main  items  of  cost  in  a  9  in.  high  grade 
women's  kid  shoe  last  year  and  at  the  i)resent  time 
which  demonstrate  the  fact  that  (jnl\-  a  slight  reduction 
is  possible. 


1919  1920 

Upper  (at  $1.40)  $5.43    (at  $1.20 j  $4.50 

Outsole   .62  .56 

liLsole   .46  .41 

Welting   .32  .15 

Carton   .04  .10 

Labor   .93  1.33 


Total   $7.80  $7.05 


Idere  we  see  a  difference  of  only  75  cents,  and  at 
the  same  time  the  manufacturers'  overhead  is  higher 
than  it  was  last  year.  Heels  and  top  lifts  are  also 
more  expensive.  So  it  will  be  seen  that  on  a  boot  of 
this  kind,  only  a  slight  decrease  in  price  is  possible. 
It  must  also  be  taken  into  consideration  that  this  is 
a  9  in.  shoe  and  as  the  upper  is  the  greatest  factor  in 
the  decrease,  in  oxfords  and  low-cuts  the  difference 
would  be  reduced  so  as  to  be  almost  negligible. 

Will  Shoes  Cost  Less? 

Below  are  some  interesting  letters,  one  from  A.  A. 
Cote  &  Son  and  another  from  the  Lady  Belle  Shoe 
Co.,  Ltd.,  and  a  third  from  Mr.  F.  S.  Scott,  M.P., 
dealing  with  the  matter  of  shoe  prices.  The  former, 
while  intimating  a  reduction  of  from  5  to  10  per  cent, 
on  Spring-  samples,  warns  of  the  danger  of  an  in- 
crease in  leather  prices  when  business  livens  up. 

St.  ITyacinthe,  P.O.,  August  31/20. 
Editor  "I'^ootwear  in  Canada": — 

"We  have  just  finished  figuring  our  new  prices  for 
our  Spring  samples,  and  note  that  the  reduction  in  the 
average  is  from  five  to  ten  per  cent.  In  a  \ery  few 
cases  the  reduction  may  go  a  little  over  10''  .  but  we 
do  not  believe  that  the  average  goes  uj)  to  10'/^.  For 
our  part,  in  two  kinds  of  sole  leather  we  are  using, 
one  has  not  been  reduced  in  price  at  all  since  last 
.Spring,  and  the  other  has  been  reduced  8%.  Finding.-, 
are  as  high  as  they  were  last  Spring,  also  labor ;  upper 
leather  has  been  reduced  some  but  not  very  mucli, 
with  the  exception  perhaps  of  a  few  kinds. 

"So  in  our  opinion  shoes  that  will  be  offered  to  the 
retailers  this  Fall  for  immediate  or  Spring  delivery, 
may  be  from  5%  to  10%  lower  than  last  Spring,  but  not 
more,  and  the  probabilities  are  that  when  shoe  manu- 
facturers become  busv,  prices  of  leathers  mav  still  go 

xours  \  ery  truly, 

A.  A.  Cote. 


.Mr.  .\.  A.  .\rnd)urst,  of  tbe  Lady  J5elle  Shoe  Co., 
al>o  warns  the  retailer  ag;tinst  expecting  any  great  de- 
crease in  shoe  prices,  and  points  out  some  factors  that 
ni.ake  a  large  reduction  impossible: 

Kitchener,  C  anada,  Sept.  Isl,  V)20. 

lulitor  "I'ootuear  in  Canada": — • 

In  looking  over  general  conditions,  it  would  appear 
to  the  writer  that  the  day  is  near  at  hand  when  tl: 
retailers  will  be  compelled  to  go  into  the  market  ior 
sizing  for  immediate  recjuirements.  While  there  may 
be  a  certain  amount  of  stock,  which  the  manufacturer 
has  accumulated  through  cancellations  and  returns,  it 
will  ne\  ertheless  force  the  manufacturer  to  go  to  the 
tanner  and  purchase  more  stock,  and  should  the  re- 
tailer decide  as  a  whole  to  go  onto  the  market  for  re- 
plenishing requirements  at  one  time,  in  the  writer's 
opinion  it  would  have  an  effect  on  the  tanner,  which 
would  re-act  on  the  hide  man  who  along  with  the 
tanner  would  stiffen  the  prices  according  to  the 
demand. 

1  here  is  also  the  uncertaint}'  as  to  the  manufacturei- 
working  to  cajjacity,  as  in  nornral  times.  When  the 
manufacturer  figures  on  an  output  of  400  pairs  daily, 
and  then  only  has  an  output  of  200  pairs,  the  overhead 
;ind  fixed  charges  are  immediately  doubled,  to  sax- 
nothing  of  the  advances  of  the  last  six  months  in 
fabrics,  nails,  etc.  All  findings  have  advanced  con- 
-iderabl}'  since  we  last  figured  our  costs.  We  figure 
our  prices  only  twice  a  year  and  these  prices  are  those 
ruling  at  the  time  the  business  is  being  booked  for 
deli\ery  during  the  fcjilowing  ^ix  months.  Conditions 
have  altered  in  comiection  with  both  labor  aufl  find- 
ings. 

The  splendid  conditions  of  the  crojjs,  which  are 
])r:ictically  as.>ured  in  Ontario  and  the  West,  are  i^ouig 
to  have  a  very  important  infiuence  on  conditions  of 
today.  We  believe  that  the  Canadian  Northwest  will 
give  us  splendid  results,  as  well  as  Ontario.  The 
whole  thing  is  to  convince  the  retailer  and  to  show 
him  that  there  is  not  a  possibility  of  shoes  dropping 
in  price  in  proportion  to  the  quotations  on  hides.  The 
hide  merchant  will  have  to  be  considered.  Also,  the 
hides  which  are  quoted  today  at  prices  that  most  of 
the  retailers  and  public  see,  are  much  inferior  and  it 
will  be  impossible  to  use  them  except  in  a  very  lov^^ 
grade  of  shoes — wdiich  the  retailer  is  not  looking  for 
today.  Better  grades  of  hides  cannot  be  bought  at 
any  such  prices.  I  sincerely  believe  that  we  will  have 
to  face  an  advance  in  the  leather  market  if  there  is 
any  activity  shown  by  the  manufacturer;  I  can  hardly 
see  how  it  can  fee  otherwise  owing  to  the  retailer  hcln'g 
compelled  to  replenish  his  stock.  I  think  he  will  buv 
more  conservatively  than  in  former  seasons,  which 
will  ])ossibly  be  a  good  thing,  as  it  will  allow  him  to 
reduce  his  liabilities  and  be  in  a  much  better  and 
healthier  condition. 

Yours  truly. 
The  Lady  Belle  Shoe  Comj^any,  Limited. 

A.  A.  Armburst. 

*      *  * 

The  following  isteresting  letter  is  received  from 
Mr.  F.  S.  Scott,  M.P.,  President,  Gettv  &  Scott,  Ltd., 
Gait: 

Editor  "  [""ootwear  in  Canada" — 

We  are  in  receipt  of  your  favor  of  the  28th  ult.. 
regarding  the  future  in  the  shoe  industry,  and  in  re- 
ply would  say  that  it  is  our  belief  that  the  re- 
duction in  ])rices  will  be  gradual.  Upper  leather  costs 
at  the  present  time  are  lower;  .sole  leather,  there  has 
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been  no  reduction  in;  findinj^s  and  .sui)|)lics  of  \:iri- 
ous  kinds  are  practically  the  same  prices  as  last  sea- 
son ;  in  s(jme  few  instances  there  ha\e  been  further 
ad\ances,  and  there  is  no  ])ossil)ilit\'  of  wages  and 
salaries  hein^-  reduced  during  the  next  few  months. 

In  view  of  the  above,  it  is  apparent  that  any  reduc- 
tions that  are  made  are  not  likely  to  l)e  nearly  so 
.L^reat  as  the  trade  have  ibeen  led  to  expect.  'J'he  re- 
tailers of  Canada  should  realize  that  it  does  not  re- 
(|uire  any  pressure  or  influence  on  their  i)art  to  Ljet 
manufacturers  to  reduce  ])rices.  just  as  fast  as  con- 
ditions will  allow,  prices  will  be  reduced;  it  is  en- 
tirely a  matter  of  cost  of  production.  The  shoe  manu- 
facturing- industry  is  carried  on,  on  the  lowest  pos- 
sible mari^in  of  i)rortt.  and  it  would  appear,  in  view 
of  all  the  conditions,  that  the  retailers  would  be  well 
advised  to  average  up  their  costs  and  sell  gcxxls  at  a 
lower  ]irice  wherever  i)ossible. 

.Manufacturers  are  compelled  to  take  losses  on  tlie 
materials  which  they  ha\  e  on  hand  where  goods  can 
be  bought  at  a  lower  ])rice.  We  are  inclined  to  think 
that  there  has  been,  on  the  i^art  of  the  Canadi;in  re- 
tailer, too  much  of  a  tendency  to  ])Ut  off  buying,  and 
the  result  will  ])e  a  shortage  of  goods  in  the  ne;ir  fu- 
tu  re. 

N'ours  \'ery  truly, 

Getty  &  Scott,  Limited, 

F.  S.  Scott,  Tresident. 


Boston  Leather  Market  Review 

Conditions  Very  Quiet  at  Present  But  Turn  to 
More  Active  Business  Expected— Quota- 
tions in  Most  Lines  Firm 


Our  l)Oston  correspondent  rejiorts  as  follows  un- 
der date  Sept.  1  : 

Only  very  small  orders  for  leather  are  being  placed 
and  those  call  for  immediate  deliveries.  Nowhere  is 
there  apjiarent  an  attempt  to  lay  up  a  future  stock. 

Reports  from  India,  China,  Africa  and  South  Am- 
erica show  large  stocks  of  hides  available,  while  na- 
tive western  centres  are  more  than  able  to  supply  the 
demands  of  the  packers  and  tanners. 

The  farmers  express  hope  for  the  future  in  the 
fact  that  the  market  is  clean  and  that  the  shoe  manu- 
facturers have  already  started  cutting.  Both  the  kid 
and  calf  markets  are  very  quiet,  with  tanneries  oper- 
ating on  curtailed  schedule.  This  is  due  to  the  heavy 
overstocking  of  the  spring  still  ha\ing  a  dejjressing 
effect. 

Calf  of  the  better  grades  is  being  cpioted  at  from 
H5c  to  ySc  ])er  foot  in  cohjrs,  and  from  5c  to  10c  less 
for  blacks. 

W  ith  suri)lus  stocks  greatly  diminished,  the  retail 
sluje  shops  operating  with  barren  shelves,  and  prices 
more  ncjrmal  than  in  many  months,  there  is  e\-erv 
reason  to  beliexe  that  a  turn  toward  more  acti\'e  bus- 
iness cannot  be  far  off. 

The  expected  demand  for  the  high  ten-inch  boot 
predicted  by  the  style  c(jnnoisseurs  seems  to  indicate 
a  heavy  futtn-e  dem.'ind  for  the  best  grades  of  line  kid 
and  calf. 

Patent  Leather 

What  little  call  for  p.atent  ieatiicf  has  been  noted 
is  for  the  exjjort  Iradc  The  (Icni.uul  is  for  colors 
around  H.Sc  a  foot. 

.Sliee])skin  lamieries  are  still  running  on  abbrex  i- 


;itcd  scheduli'>.  Prices  remain  lirm  ;il  .^0  to  .\^c  a  fool 
lor  t(jp  grades  of  c(dors  with  best  grades  of  russet 
being  offered  at  around  ,3(Jc  by  the  tanneries.  Some 
\ery  good  grades  are  also  a\ailal)ie  at  25  to  28c  a 
pound. 

Cordovan  is  selling  well,  even  at  $1.30  for  average 
grades  and  higher  for  top  offerings. 

f.ower  selections  in  glazed  horse  are  being  <jf- 
fered  and  taken  at  around  .^0  to  .^.^c. 

Sole  Leather 

Prices  in'  the  sole  leather  market  continues  firm 
despite  a  consideraible  suri)lus  of  middle  and  liglit 
weights  of  various  gradesr  It  is  also  said  that  Union 
sole  cutters  have  been  cutting  more  stock  than  a 
month  ago  and  are  seeking  rather  heavy  orders  of 
backs,  cow  and  steer  hides.  Most  of  the  .sales  have 
been  to  the  wholesale  finding  trade,  who  take  care  of 
the  \  ery  heavy  repair  business. 

Chrome  .sole  is  selling  slowly,  ])rices  remaining 
even,  though  hea\y  business  is  in  prospect. 

Quotations  on  oak  sole  are  nominal,  with  heavy 
scoured  No.  1  bends  going  to  the  shoe  manufacturers 
for  from  9.tc  to  $1.00  a  ])ound.  Scoured  backs,  84c  to 
90c  a  jjound.  No.  2  backs,  at  from  7.3c  t(j  80c  a  pound, 
and  No.  3  backs  at  70c. 

The  foreign  demand  for  hemlock  sole  is  increasing 
appreciably,  but  the  local  demand  has  been  dull. 


Up]iers.  Cents  |)er  Ft. 

Calfskin,  black  $  .70    to    $  .90 

suede    1.30 

colors  70  1.10 

(dazed  Kid,  black,  best  70  .90 

mediums  33  .70 

cheai)est  22  .43 

colors,  best  90  1.13 

tilazed  Horse  60  .70 

Kips  63  .70 

Patent  60  .75 

Sheepskin,  best  30  .34 

Sheejiskins,  medium  16  .24 

Soles — 

Pelting,  Butts,  heavy  1.14  1.17 

Chrome  Sole,  drv  hide  60  .65 

P.elting  Butts,  light  1.16  1.20 

Chrome  sole,  dry  hide  60  .65"^ 

green  hides    .60* 

Hemlock  No.  1   52  .55 

Plemlock.  seconds  50  .52 

shoulders  36  .36 

heads  14  .15 

bellies  20  .22 

Oak  No.  1,  bends  1.05  1.15 

backs  84  .90 

shoulders  58  .62 

heads  35  .27 

bellies  30  .35 

Cnion,  heads  14  A? 

bellies  29  .30 

* — cents  |)er  ft. 


Supervises  Montreal  and  Quebec  Business 

William  A.  Platz  of  the  Standard  Kid  Mfg.  Com- 
])any,  P>oston,  and  Wilmington,  Deleware,  has  re- 
moved to  their  New  York  office  to  take  charge  of  the 
Domestic  business  in  that  territcjrv. 

lie  also  has  su])ervision  over  their  business  in 
Montreal  and  Quebec. 
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New  Firm  will  Manufacture  High  Grade  Turn 
Footwear  in  Toronto 

THE  Newport  Shoe  Co.,  which  has  recently  been 
established  at  Ryerson  and  Wolseley  Streets, 
Toronto,  is  a  new  enterprise  in  the  shoe  manu- 
facturing business  of  Canada.  The  purpose 
of  the  firm  is  to  manufacture  women's  high  grade 
turn  footwear — all  with  wood  heels.  The  factory  in 
which  these  shoes  are  being  turned  out  is  equipped 
with  all  modern  machinery  and  a])pliances  for  this 
class  of  product  and  has  a  staff  of  skilled  shoemakers 
in  every  department.  The  machines  are  all  driven  by 
individual  direct  motors,  which  is  a  unique  feature  and 
will  make  for  the  highest  efficiency.  The  manage- 
ment consider  that  they  are  starting  in  at  an  oppor- 
tune time,  not  having  bought  goods  at  the  peak  of 
the  market  and  being  able  to  take  advantage  of  the 
somewhat  lower  levels  now  prevailing. 

The  president  and  general  manager  of  the  company 
js  Mr.  William  Chamberlain,  who  is  well-known  to 
the  trade  as  a  producer  of  high-grade  shoes.  The 
travellers  representing  the  firm  will  be:  Geo.  H.  Fer- 
guson, who  will  cover  Western  Canada  from  Port 
Arthur  to  the  Coast ;  A.  E.  Elmer,  who  will  represent 
the  firm  in  Eastern  Ontario,  Ouel)ec  and  the  Maritime 
Provinces ;  and  R.  E.  Wilson,  covering  Toronto  and 
Western  and  Northern  Ontario  to  Sault  Ste.  Marie. 


Canadian  Branch  of  British  Dye  House  Caters 
to  Tanners'  Needs 

MR.   Harold  I'rook,  who  has  had  a  long  and 
])ractical  experience  in  the  manufacture  of 
aniline  dyes,  is  the  manager  of  the  Canadian 
branch  of  L.  B.  Ilolliday  &  Co.,  Limited, 
ITuddersfield,  England,  manufacturers  of  dyes,  includ- 
ing those  used  by  tanners. 

Born  in  Huddersfield,  he  was  for  six  years  of  his 
business  IHe  with  Read  Holliday  &  Co.,  afterwards 
known  as  British  Dyes,  Limited.  When  L.  B.  Holli- 
day &  Co.,  Ltd.,  was  formed  in  September,  1915,  he 
joined  the  staf¥  of  that  company.    In  December,  1919, 


Mr.    Harold  Brook 


he  came  to  Canada  as  manager  of  the  Canadian  branch, 
and  under  his  direction  special  attention  is  being  given 
to  the  requirements  of  the  tanning  trade.     He   is  a 


member  of  the  Society  of  Dyers  and  Colorists.  Mr. 
Brook  has  considerably  developed  the  business,  and  is 
actively  pushing  the  I'ritish  dye  interests  in  this  coun- 
try. The  Montreal  branch  is  at  27  St.  Sacramput 
Street,  where  considerable  stocks  are  held. 

Mr.  T.  T.  Riishforth,  the  chief  Canadian  salesman. 


Mr.    T.   T.  Riishforth 

who  has  his  headquarters  in  Toronto,  was  born  at 
I  Bradford,  England.  Lie  was  for  six  years  with  the 
liradford  Dyers'  Association,  and  on  coming  to  Can- 
ada, in  1910,  worked  for  the  Cobourg  Dyeing  Co.  Later 
he  joined  his  brother,  the  late  Matthew  Rushforth,  who 
represented  Messrs.  Edelsteins  Wools,  of  liradford. 
.\fter  travelling  for  the  John  Cowan  Chemical  Co., 
who  held  Messrs.  Llolliday's  agency  in  1918,  he  was 
ai)poined  chief  traveller  for  Messrs.  Holliday,  the  firm 
having  decided  to  open  a  Canadian  branch  and  to  have 
their  own  representation.  Mr.  Rushforth,  who  has  a 
])ractical  knowledge  of  the  business,  is  well  known 
throughout  the  trade. 


New  Catalogs  Issued  by  Miner  Rubber  Co. 

The  Miner  Rubber  Conii)any  have  issued  their 
"Greyhound"  canvas  shoes  and  "Greyhound"  work- 
shoes  catalogue  for  1921.  It  is  printed  in  three  colors, 
and  from  the  artistic  point,  ranks  very  high  among 
work  of  this  character  The  many  illustrations  give 
a  good  idea  o  ftlie  colors  in  which  the  shoes  are  manu- 
factured, while  the  descri])tions  are  complete.  Each 
page  is  decorated  with  cuts  of  the  new  well  known 
"(ireyhound"  trademarks  of  the  company.  In  a  fore- 
word, attention  is  called  to  the  qualities  of  Miner's 
high  pressure  cured  rubber  footwear,  a  process  which 
eliminates  all  porosity  from  the  rubber,  toughens  it 
without  any  loss  of  pliability,  and  doubles  the  wear- 
ing qualities  of  the  shoes. 


The  "Foot  Comfort"  week,  recently  held  in  Toron- 
to by  the  Scholl  Mfg.  Co.  was  a  pronounced  success. 
Dr.  ilill,  from  the  company's  central  organization  in 
Chicago,  demonstrated  the  fitting  and  use  of  Scholl 
api)liances  for  the  relief  and  correction  of  foot  ail- 
ments of  e\  er_\-  kind,  and  a  large  number  of  retailer> 
took  advantage  of  the  ()i)portunit v  of  improving  their 
knowledge  in  this  important  branch  of  their  business. 
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Hamilton  Shoe  Retailers'  Annual  Picnic 

THE  Hamilton  Retail  Shoe  Dealers'  Association 
held  their  second  annual  picnic  at  Wabasso  J'ark 
on  Wednesday,  August  18.  Over  200  retailers 
and  their  employees,  together  with  representa- 
tives of  a  number  of  wholesale  houses,  took  advantage 
of  the  occasion,  and  a  very  enjoyable  day  was  spent. 
Races  and  games  were  held  during  the  early  part  of 
the  afternoon  and  handsome  prizes  were  awarded  to 
the  winners  of  the  various  events.  Two  baseball  games 
were  also  played,  the  first  between  the  wholesalers 
and  the  retailers,  and  the  second  between  the  retailers 
and  the  shoe  clerks.  The  retailers  proved  to  'be  in  fine 
fettle  and  pulled  ofif  both  games  by  scores  of  5-3  and 
4-2,  respectively.  The  batteries  for  the  wholesalers 
were  Lennox  and  Burjaw,  and  for  the  retailers,  Wilson 
and  Dresback.  In  the  secon  game,  the  retailers'  bat- 
tery was  Finlay  and  Dresback,  and  the  clerks',  Carey 
and  Burjaw. 

Following  the  game  the  party  adjourned  to  the 
l^avilion,  where  refreshments  were  served,  after  which 
the  prizes  were  presented  by  Arthur  Angus,  of  R.  B. 
Griffith  &  Co.  Mr.  Angus  made  a  brief  speech,  in  which 
he  complimented  the  retailers  upon  their  getting  to- 
gether and  suggested  that  during  the  winter  they  hold 
monthly  meetings. 

The  winners  of  the  various  races  were:  Girls,  13 
and  under,  Doris  Pilling,  Muriel  Grant;  shoe  clerks 
(men),  W.  Finlay,  C.  Carey,  F.  Burjaw;  boys,  15  and 
under,  E.  Burjaw,  J.  Warham,  S.  Siegel ;  shoe  retailers. 
Art  Wilson,  Harry  Clark,  C.  M.  Haiste;  retailers' 
wives,  Mrs.  Shot,  Mrs.  A.  Wilson,  Mrs.  Haiste ;  clerks, 
ladies,  M.  Smith,  S.  Smith,  S.  Plaster;  cigaret  race, 
Harry  W^oods,  James  Gib.son,  J.  Watson;  watermelon 
race.  Pilling,  Goldblatt,  Myron ;  three-legged  race, 
Carey  and  Birdshaw,  Ridge  and  Shrine.  Smith  and 
Gibson. 

The  drawing  for  a  beautiful  set  of  silverware  do- 
nated by  the  Goodyear  Tire  &  Rubber  Co.  was  won  by 
J.  Sutton. 

Everybody  went  home  happy  after  the  day's  outing, 
and  the  credit  for  the  success  of  the  aflfair  was  due  to 
the  picnic  committee  which  arranged  the  programme. 
The  following  gentlemen  acted  on  this  committee  :  S. 
Spence  (chairman),  F.  Kickley,  W.  A.  Smith,  Tom 
Ross,  W.  Batstone,  C.  Levinson,  C.  Jones,  H.  Clark  nnd 
A.  L.  Wilson,  secretary  of  the  association. 

The  wholesalers  present  included  John  Lennox,  of 
the  John  Lennox  &  Co.;  John  Townsend,  of  the  lirm 
of  J.  S.  Townsend;  R.  B.  Griffith,  of  R.  B.  Griffith 
&  Co. ;  H.  FI.  Francis,  of  the  Canadian  Consolidated 
Rubber  Co. ;  Harry  Ralston,  of  Robert  Ralston  &  Co. ; 
.\rthur  Tipping,  of  D.  D.  Hawthorne  Co.,  Toronto,  and 
W.  S.  Duffield,  of  the  John  McPherson  Co. 


Well-known  Welt  Manufacturers  Cultivate 
Canadian  Field 

CnXSPK'UOUS  auKjng  the  American  concerns 
of  high  standing  who  are  actively  soliciting 
business  among  Canadian  shoe  manufacturers, 
is  the  Brockton  Rand  Company  of  Brockton, 
Mass.,  manufacturers  of  Barbour  Grooved  Endless 
Welting".  This  concern  cxhil)ited  at  the  recent  show 
in  Montreal  and  made  a  very  favorable  impression  u|>- 
on  the  Canadian  trade. 

Mr.  George  W.  I'"olger  has  been  calling  on  the 
manufacturers  in  the  interest  of  this  concern  in  tiie 
past  hix  or  eight  months  and  expects  to  make  a  trip 
every  sixty  days  throu*liout  the  trade. 


This  line  of  welting  seems  to  meet  with  a  favorable 
reception  among  the  Canadian  manufacturers  and  its 
economy  features  are  somewhat  of  a  novelty. 

The  Brockton  Rand  Company  was  the  first  to  pro- 
vide welting  already  grooved  at  no  additional  charge 
and  their  latest  innovation  is  the  scarfed  end  by  means 
of  which  manufacturers  are  able  to  eliminate  the  waste 
that  comes  at  the  end  of  the  hank.  In  these  days  of 
high  prices,  it  is  decidedly  worth  while  to  take  advan- 
tage of  all  economical  features  of  this  nature.  Cana- 
dian manufacturers  are  quick  to  appreciate  the  advant- 
age of  this  and  the  Brockton  Rand  Company  are  en- 
joying a  very  satisfactory  volume  of  business  in  Can- 
ada. 


Well-known  Rubber  Footwear  Man  Has  Wide 
Experience  in  Shoe  Field 

EMILl^LAROSE,  the  sales  manager  of  the  Col- 
umbus Rubber  Comjiany  of  Montreal,  Limited, 
has  had  an  all-round  experience  in  the  shoe 
1rade.  He  commenced  about  12  years  ago  as  a 
retailer  in  Montreal.  In  1912  he  joined  the  selling  staff 
of  Messrs.  Kirvan  &  Doig,  covering  the  Maritime  Pro- 
\  inces,  and  later  he  was  identified  with  Messrs.  Gag- 
non,  Lachajjclle  &  Lecours,  selling  to  jobbers.  When 
tlic  Canadian  1^'ootwear  Co.,  Ltd.,  was  organized  he 
became  sales  manager,  and  in  the  spring  of  this  year 


Mr.  Ernile  Larose  (Captain) 


was  appointed  sales  manager  of  the  Columbus  Rubber 
Company  of  Montreal,  Limited. 

Mr.  Larose  is  associated  with  many  sports,  being 
closely  connected  with  the  National  Amateur  Athletic 
Association.  He  takes  a  particular  interest  in  hockey, 
snow  shoeing,  and  field  athletics. 


Crude  Rubber  Reaches  Lowest  Price 

It  is  remarkable  to  note  a  commodity  which  shows 
a  large  decline  in  price  since  before  the  war.  Such, 
however,  is  the  case  with  crude  rubber,  which  is  now 
selling  at  from  28  to  30  cents  a  pound,  the  lowest  price 
e\  er  recorded.  These  (juotations  rci)resent  a  gradual 
(leclirif of  about  20  cents  a  i)ound  from  the  prices  ruling 
six  months  ago.  During  1919  the  price  of  crude  rubber 
ranged  between  44  cents  and  55  cents.  In  1913  it  sold 
for  more  than  $1  a  pound. 
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Some  Pointers  on  the  Care  of  Footwear 

Valuable  Hints  Which  the  Shoe  Retailer  or  Repairer  Should  Pass 

Along  to  His  Customers 


The  shoe  retailer  and  the  shoe  repairer  should  be 
encyclopaedias  of  knowledge  to  their  customers  in  all 
matters  pertaining  to  footwear.  They  should  not  only 
be  able  to  explain  to  them  in  an  intelligent  way  any- 
thing they  may  wish  to  know  regarding  the  manu- 
facture of  the  shoes  and  the  class  of  leather  used  in 
them,  but  also  to  tell  them  all  there  is  to  be  told 
about  the  proper  care  of  shoes.  This  last  question  is 
a  question  in  which  people  are  particularly  interested 
at  present  when  shoe  costs  are  high.  The  U.  S.  De- 
partment of  Agriculture  has  gathered  together  a  num- 
ber of  pointers  on  this  question,  some  of  which  are 
not  new,  but  are  frequently  overlooked  or  forgotten. 
It  will  pay  the  retailer  or  repairer  to  keep  them  in 
mind  and  pass  along  to  his  clients.  Indeed  the  pro- 
gressive shoeman  might  very  well  work  up  a  little 
pamphlet  along  these  lines  and  hand  them  out  to  his 
customers.  It  is  a  service  that  would  be  appreciated, 
and  at  the  same  time  would  help  to  build  up  a  nice 
trade  in  findings.    Here  are  some  pointers : 

Walk  Right  to  Save  Shoes 

Careful  poise  of  the  body  in  walking  prolongs  the 
life  of  shoes.  A  careless,  slipshod  gait  wears  shoes 
unevenly,  while  an  erect  carriage  tends  to  keep  the 
soles  and  heels  level. 

Shoes,  even  more  than  most  other  articles  of  cloth- 
ing, need  to  be  aired  after  wearing  in  order  to  prevent 
the  perspiration  from  rotting  the  lining.  It  is  a  good 
plan  to  keep  them  on  shoe-trees  or  stufifed  with  tissue 
paper,  because  in  this  way  the  wrinkles  are  forced 
out  and  the  original  shape  is  preserved. 

Wetting  tends  to  spoil  the  appearance  of  shoes  and 
to  shorten  their  ])eriod  of  service;  therefore,  overshoes 
should  be  worn  in  bad  weather. 

Wet  shoes  should  be  dried  slowly  and  carefully, 
for  heat  tends  to  crack  the  leather.  It  is  especially 
important  to  restore  the  shape  of  wet  .shoes  by  shoe- 
trees  or  paper  stuffing.  Even  with  the  most  careful 
drying,  moisture  tends  to  rot  the  threads  with  which 
a  shoe  is  sewn,  and  "an  ounce  of  prevention  is  worth 
a  pound  of  cure." 

Shoes  should  be  oiled  or  greased  whenever  the  lea- 
ther begins  to  get  hard  and  dry.  They  should  be 
brushed  thoroughly  and  then  all  the  dirt  and  mud 
that  remains  washed  off  with  warm  water,  the  excess 
water  being  taken  off  with  a  dry  cloth.  While  the 
shoes  are  still  wet  and  warm  apply  the  oil  or  grease 
with  a  swab  of  wool  or  flannel.  It  is  best  to  have  the 
oil  or  grease  about  as  warm  as  the  hand  can  bear,  and 
it  should  be  rubbed  well  into  the  leather,  preferably 
with  the  palm.  If  necessary  the  oil  can  be  applied 
to  dry  leather,  but  it  penetrates  better  when  the  lea- 
ther is  wet.  After  treatment  the  shoes  should  be  left 
to  dry  in  a  place  that  is  warm,  not  hot. 

Castor  oil  is  satisfactory  for  shoes  that  are  to  be 
polished ;  for  plainer  footgear  neatsfoot,  fish  oil  or 
oleine  may  be  sub.stituted.  If  it  is  desired  to  make 
the  shoes  and  boots  more  waterproof,  beefy  tallow 
may  be  added  to  any  of  the.se  substances  at  the  rate 
of  half  a  pound  of  tallow  to  a  pint  of  oil.    The  ed^e 


of  the  sole  and  the  welt  should  be  greased  thoroughly. 
Too  much  grease  cannot  be  applied  to  these  parts. 

A  simple  method  of  making  the  soles  more  dur- 
able, pliable  and  water  resistant  is  to  swab  them  occa- 
sionally with  linseed  oil,  setting  them  aside  to  dry 
over  night. 

Many  of  the  common  shoe  polishes  are  harmful  to 
leather.  All  those  which  contain  sulphuric,  hydro- 
chloric and  oxalic  acids,  turpentine,  benzine  or  other 
volatile  solvents  have  a  tendency  to  harden  the  lea- 
ther and  make  it  more  liable  to  crack. 

All  ty])es  of  rubber  overshoes  are  now  so  expen- 
sive that  they  should  be  treated  as  careftillv  as  the 
shoes  they  protect.  They  should-  be  kept  away  from 
great  heat,  and  set  "right  side  up  with  care"  to  pre- 
vent their  losing  shape.  They  should  also  be  washed 
or  brushed  so  that  the  grit  on  them  may  not  wear 
down  the  surface. 

Rest  is  Good  for  Them 

It  is  economy  to  keep  two  pairs  of  shoes  in  use  and 
wear  them  on  alternate  days  ;  the  thorough  airing  on 
shoe-trees  or  stufifed  with  paper  keeps  them  fresher  and 
more  shapely  so  that  each  pair  gives  longer  service. 
All  shoes  should  be  kept  clean  and  well  brushed.  Lea- 
ther may  be  rubbed  with  vaseline  to  keep  them  soft, 
and  also  to  keep  moisture  from  passing  (piickly 
through  the  leather.  Only  good  polishes  should  be 
used. 

In  using  paste  polishes,  a  brush  is  preferable  to  a 
cloth,  as  it  will  force  the  paste  into  all  crevices.  The 
shoes  should  stand  a  few  minutes  after  the  paste  is 
applied ;  then  they  should  be  brushed  with  a  flat  stifif 
brush  and  polished  with  a  cloth  or  buf¥er,  a  brush 
made  of  layers  of  cloth  having  a  napped  surface.  A 
glove  made  of  sheepskin  with  the  wool  on,  such  as  is 
used  for  rubbing  furniture,  is  also  very  good  for  pol- 
ishing shoes. 

White  canvas  .shoes  are  usually  cleaned  with  a 
commercial  preparation.  If  water  is  used,  no  more 
than  necessary  should  be  applied  on  the  shoes  and 
they  must  be  cleaned  on  shoe-trees  or  stuffed  with 
paper  to  prevent  canvas  from  shrinking.  If  they  are 
badly  soiled  they  may  be  washed  with  soap  that  con- 
tains whiting  dried,  and  if  necessary  treated  with  a 
commercial  cleaner.  All  traces  of  the  cleaner  should 
be  carefully  wiped  from  the  edges  of  a  colored  sole  : 
otherwise  the  shoe  will  have  a  slovenly  appearance. 
White  suede  and  buckskin  shoes  are  cleaned  in  much 
the  same  general  way,  but  with  special  cleaners  made 
for  the  purpose. 

Chest  or  Bags  Conserve  Space 

Where  conservation  of  space  is  not  necessary,  a 
small  chest  for  holding  shoes  may  be  added  to  the 
furniture  of  the  bedroom ;  or  shoe  bags  hung  on  the 
inside  of  the  closet  doors  are  good.  Pairs  of  bags  in 
different  colors  are  very  useful  for  packing  shoes 
when  travelling;  they  keep  the  shoes  from  being 
scratched,  prevent  them  from  soiling  other  articles. 
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and  make  it  possible  to  sort  out  a  particular  pair 
quickly. 

Shoe  repairing  has  become  such  an  art  that  shoes 
must  he  of  very  poor  leather,  indeed,  if  they  will  not 
stand  repairs.  Run-down  heels  spoil  the  shape  of 
shoes  and  should  be  leveled  at  once.  If  the  shoes  are 
of  good  leather,  well  shaped,  and  well  made,  it  is 
worth  while  to  have  full  soles  hand  sewed  on  them 
and  new  heels  put  on  when  the  first  set  wears 
through.  Shoes  thus  mended  will  out-wear  those  re- 
paired with  ordinary  half  soles,  and  also  have  a  much 
better  appearance.  Brass  nails  in  the  heels  make  less 
noise  than  iron  nails  in  walking.  Rubber  heels  pre- 
vent jarring  and  for  some  persons  they  seem  to  wear 
longer  than  leather  heels. 


"Kinks"  for  the  Shoe  Repairer 

Same  Things  the  Other  Fellow  Has  Found 
Out  That  May  be  Useful  to  You 


EVEN  the  best  workman  needs  to  check  him- 
self up  now  and  again  to  see  where  little  im- 
provements m-ay  be  made  in  the  work  he  is 
turning  out.    Here  are  a  few  pointers  from  the 
"Shoe  Repair  Shop"  which  will  be  helpful  to  the  re- 
pairer :— 

The  heel  black  edging  must  be  in  just  the  right 
temper  at  the  time  the  heel  is  burnished  to  obtain 
good  heel  finishing.  If  the  heels  are  too  wet  with 
blacking  it  has  a  tendency  to  rub  ofif  and  show  red 
spots.  If  the  heels  are  too  dry  there  will  be  no  body 
on  the  blacking  to  finish  up  and  the  heels  will  have 
a  tendency  to  show  gray  spots. 

^      ^  ^ 

There  is  only  one  sure  way  of  stopping  the  squeak 
in  shoes,  and  that  is  to  rip  up  the  soles  far  enovigh 
to  get  something  under  them.  Felt  seems  to  be  the 
best  to  put  between  the  soles,  for  it  stays  there  as 
long  as  the  shoes  are  worn,  and  will  always  prevent 
friction,  which  is  the  cause  of  the  squeak. 

*  *  * 

In  repairing  heels  exam-'ne  the  nails  in  the  second 
lift,  and  if  they  are  set  very  close  to  the  edge  it  is 
better  to  take  of¥  a  part  of  this  lift  than  to  have  it 
on  and  cut  into  the  nails  when  scouring  the  heel.  You 
may  cover  these  up  with  wax  so  they  will  not  show, 
but  your  customer  will  notice  them  when  the  wax 
wears  ofl^,  and  some  one  else  will  get  his  next  job. 

^  ;h  * 

A  mucli  Ijetter  polish  can  be  put  on  heels  and 
bottoms  by  using  a  yarn  brush  to  finish  up  with.  It 
is  best  to  have  it  rather  small,  too,  for  a  large  one 
travels  too  fast  for  good  work. 

*  *  * 

Do  not  build  heels  with  dry  lifts  as  the  edges 
will  apjjear  fuzzy  and  rough.  Have  your  top  lifts 
and  licel  building  material  ],)roperly  tempered  for  the 
quickest  and  best  work.  And  do  not  r-m  the  edges 
dry,  but  apply  a  little  water  on  a  tooth  brush  around 
the  edge  and  welt  before  trimming.  Yoi/  will  find 
that  .1  better  edge  will  be  the  result. 

*  *  * 

Well  shined  shoes  reflect  the  heat  instead  of  ab- 
sorbing it,  and  therefore  are  cooler  in  summer  than 
dustv  ones.    They  are  also  warmer  in  winter  because 


of  the  fact  that  a  shining  surface  radiates  less  heat 

than  a  matt  or  dull  surface. 

*  *  * 

Some  repairers  say  it  improves  the  appearance 
of  sole  leather  to  wax?  over  the  grain  side  of  the  soles 
before  applying,  as  it  fills  in  the  pores  and  glosses  up 
the  entire  surface  in  a  firm  manner.  In  rubbing  in  the 
wax  a  high  speed  brush  is  necessary.  When  applied 
to  a  nice  clear  stock  it  helps  to  preserve  the  stock 
from  color  deterioration  or  from  absorbing  dirt  and 
dusts  if  set  aside  for  a  while  before  using. 

When  putting  a  new  insole  into  a  shoe,  whether 
it  is  a  McKay  or  a  welt,  use  a  material  that  will  not 
subject  the  wearer  to  vmnecessary  inconvenience  or 
loss,  through  rough  feeling  insoles  or  damaged  hos- 
iery. A  fabric  insole  will  not  crack  and  form  a  rough 
surface. 

*  *  * 

The  finish  of  leather  is  injured  every  time  any 
wash  or  cleaner  must  be  used  to  take  of¥  spots  or  dirt 
resulting  from  carelessness.  Work  should  be  done  so 
carefully,  especially  on  white  or  light-colored  shoe-,, 
that  it  will  not  be  necessary  to  have  to  use  a  cleaner 
to  remove  spots.  Hands  should  be  washed  before  tak- 
ing up  such  delicate  colored  shoes. 


Shorten  Life  of  Shoes 

"At  one  time  there  was  an  extreme  turn  up  (or 
extra  toe  spring)  in  the  last  then  in  vogue,  known 
as  the  Ski  and  Tokio  lasts,  but  the  abnormal  toe  spring 
of  these  lasts  was  far  preferable  to  the  ground  scratch- 
ing drop  toe  last  now  in  use,"  declares  a  shoemaker 
of  long  experience.  "I  have  an  idea  that  lasting  ma- 
chinery is  to  some  extent  responsible  as  it  is  much 
easier  to  last  on  a  straight  last  then  one  with  a  toe 
spring.  Boots  require  to  be  pieced  in  the  toes  aftei 
a  very  short  time  in  wear  when  made  on  the  drop 
toe  last ;  besides  there  is  an  undue  wrinkling  of  the 
vamp  which  should  not  exist.  At  one  time  the  opin- 
ion prevailed  among  the  leadmg  shoemakers  of  Eng- 
land and  America  that  there  should  be  a  space  of 
from  }4  in.  to  ^  in.  space  between  the  toe  of  the 
boot  and  the  ground  irrespective  of  the  height  of  heel, 
and  this  was  strictly  correct,  and  the  present  droop,  or 
ground  scratch  toe  is  positively  wrong." 


New  Shoe  Lace  Factory 

The  Narrow  Fabric  Company,  Reading.  Pa.,  which 
is  well-known  to  the  trade  as  the  manufacturers  of 
"Nufashond"  shoe  laces,  have  recently  established  a 
new  factory  at  West  Reading,  which  was  formally 
opened  in  July.  This  plant,  which  is  claimed  to  be 
the  largest  of  its  kind  in  the  world,  has  190.000  square 
feet  of  floor  space  and  is  equipped  in  accordance  with 
the  most  modern  ideas.  Special  attention  has  been 
given  to  the  welfare  and  comfort  of  the  employees; 
the  lighting  is  of  the  best  and  all  the  female  employees 
who  sit  while  at  Avork  have  back  rests. 


It  is  generally  not  the  best  policy  to  have  a  season's 
requirements  of  shoes  all  delivered  at  the  one  time,  or 
in  very  large  batches.  From  the  psychological  view- 
])oint,  it  is  wiser  to  have  new  shoes  coming  in  period- 
ically. This  enlivens  the  salesman's  interest,  gives  him 
something  new  to  think  about,  and  tends  to  keep  him 
out  of  a  rut.  We  all  get  tired,  sooner  or  later,  of 
handling  old  stock,  and  it  is  human  nature  to  long  for 
variety. 
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Some  Interesting  Experiences  in  Dealing 
With  Complaints 


Is  llic  cusloiiier  always  right?  Should  the  retailer 
always  defer  to  the  customer  in  the  matter  of 
complaints,  and  face  any  loss  which  may  occur 
in  the  return  of  money,  the  exchange  of  goods,  or 
in  giving  a  rebate,  How  far  in  fact  should  the  re- 
tailer go  in  meeting  complaints  with  a  view  of  holding 
or  attempting  to  hold  business?  In  a  general  way 
these  questions  may  be  answered  by  the  statement 
that  the  policy  of  the  retailer  should  be  guided  by  cir- 
cumstances, the  standing  of  the  customer,  the  triviality 
or  the  seriousness  of  the  complaint,  and  the  good 
faith  of  the  purchaser 

Every  retail  merchant  is  faced  with  complaints. 
Some  of  them  are  reasonable,  others  unreasonable, 
pnd  not  a  few  are  barefaced  attempt's  to  "put  some- 
thing over."  The  retailer  will  often  go  beyond  legiti- 
mate bounds  in  order  to  satisfy  the  customer,  and, 
even  in  cases  where  an  element  of  trickery  enters  in- 
to the  transaction,  will  absorb  a  loss  in  order  to  re- 
move the  cause  of  complaint.  Sometimes,  of  course, 
demands  are  met  which  are  simply  outrageous,  and 
one  wonders  at  the  amount  of  "nerve"  possessed  by 
some  people  in  returning  goods  without  cause. 

In  dealing  with  complaints  it  comes  down  to  a 
matter  of  the  judgment  and  temperament  of  the  re- 
tailer, and  while  some  men  will  take  up  a  very  de- 
cided attitude,  others  will  give  way,  and  take  losses., 
which  really  should  not  be  assumed. 

In  some  instances  the  retailers  can  pass  on  the 
onus  of  the  complaint  to  the  manufacturer,  but  he 
too  has  complained  that  he  is  sometimes  burdened 
with  the  unfair  return  of  goods. 

Here  are  some  interesting  incidents  picked  up  in 
retail  shoe  stores  which  illustrate  what  the  retailer 
is  "up  against"  at  times  and  the  attitude  which  differ- 
ent merchants  assume  in  dealing  with  these  prob- 
lems :  A  lady  purchased  a  pair  of  satin  pumps  cost- 
ing $25.00.  After  wearing  them  for  a  short  time,  she 
returned  them  to  the  store  saying  they  were  soiled, 
and  asking  that  they  should  be  exchanged  or  her 
money  refunded.  This  the  retailer  refused  to  do,  on 
the  ground  there  was  no  guarantee  on  .satin  shoes  and 
that  they  were  purchased  at  the  customer's  risk.  This 
complaint,  which  was  made  after  the  customer  had 
worn  the  shoes,  was  an  unreasonable  one,  and  the  re- 
tailer was  right  in  refusing  her  request. 

Another  instance  is  that  of  a  gentleman  who 
bought  a  pair  of  kid  boots,  and  wore  them  without 
rubbers.  Water  caused  the  leather  to  harden,  and 
the  boots  were  returned  to  the  storekeeper.  The  re- 
tailer gave  a  rebate  on  a  new  pair,  and  the  customer 
went  awav  satisfied.  This  is  a  case  where  the  retailer, 
though  losing  money,  maintained  the  goodwill  of  his 
customer. 

A  fiu^ther  case  is  that  of  a  customer  who  insisted 
on  buying  a  pair  of  boots  that  were  a  size  too  small. 
The  customer  realized  his  mistake  later,  and  return- 
ed the  worn  boots  to  the  store.  They  were  exchanged 
for  a  new  pair.  The  customer  in  this  instance  hap- 
pened to  be  one  of  long  standing.  The  recpiest,  of 
course,  was  unfair,  but  the  retailer  deemed  il  good 
business  to  make  the  exchange. 


Another  retailer  cites  an  instance  where  a  gentle- 
man purchased  a  pair  of  kid  boots,  and  where  constant 
perspiring  caused  the  inside  of  the  boot  to  harden.  He 
returned  them  to  the  storekeeper,  who  exchanged 
them  to  the  storekeeper,  who  exchanged  them  for  a 
new  ])air.  In  this  instance  the  retailer  would  have 
been  justified  in  refusing  to  make  an  exchange,  but  in 
order  to  hold  his  trade  he  agreed  to  do  so. 

A  particularly  bold  attempt  to  impose  on  a  re- 
tailer was  that  of  a  lady  who  exchanged  her  shoes 
twice,  for  some  trivial  reason.  The  retailer  readily 
agreed,  as  the  goods  had  not  been  worn.    But  his 


Mr.   G.   G.   Hodges,  Vice-president  and  Man- 
aging-director   of    the    Industrial  Export 
Co.  of  Canada 


patience  was  exhausted  when  she  appeared  on  a  third 
occasion,  this  time  with  the  shoes  soiled,  as  she  had 
worn  them  away  from  the  shop  on  a  rainy  day  against 
the  retailer's  advice.  She  cooly  requested  that  the 
retailer  should  take  back  the  shoes,  and  give  her  a 
new  pair.  He  pointed  out  that  the  goods  were  of  no 
value  to  him,  upon  which  she  suggested  that  he  no 
doubt  had  a  friend  to  whom  he  could  sell  the  shoes 
at  a  reduction.  He  assured  the  customer  that  he  was  not 
in  the  second-hand  shoe  business,  pointing  out  that  he 
had  twice  previously  exchanged  the  goods,  and  that 
she  would  have  to  keeo  them,  or  sell  them  herself.  He 
had  a  dissatisfied  customer,  but  one  whose  trade  was 
not  worth  much  trouble  to  hold. 

Our  last  case  is  that  of  a  gentleman  who  purchased 
a  pair  of  brogues,  .\fter  three  days'  wear  the  stitch- 
ing gave  way,  and  the  boots  were  taken  to  the  store 
with  a  re(|uest  that  they  be  exchanged.  This  the  re- 
tailer refused  to  do,  stating  he  would  send  the  boots 
to  the  factory  for  rei^air.  This  was  done,  but  after  a 
week's  wear  the  same  trouble  occurred.  The  boots 
were  again  returned  lo  the  store  with  the  same  ro- 
(|uesl.  and  a  second  time  were  repaired  at  the  factory. 
."\fter  a  week,  the  stitches  gave  wa\-,  for  the  third 
time,  ;ind  the  retailer  refused  to  re|)air.  exchange  the 
boots,  or  give  a  rebate  on  a  new  pair.  Was  he  right, 
or  should  he  not  have  made  a  concession? 
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Toronto  Shoe  Repairers' Annual  Picnic 


One  of  the  Biggest  Get-together  Features 
of  the  Year— 250  Attend 


WE  know  of  nc  other  organization  of  its  kind 
which  provides  more  social  enjoyment  for 
its  members  than  does  the  Toronto  Shoe 
Repairers'  Association.  The  members  be- 
lieve in  making  the  most  of  the  association  in  the  mat- 
ter of  entertainment  as  well  as  in  a  business  way.  One 
of  the  outstanding  events  of  the  year  is  their  annual 
picnic.  As  usual,  this  season  it  was  held  at  Victoria 
Park,  Niagara  Falls,  and  the  popularity  of  this  out- 
ing was  proven  by  an  attendance  of  250.  They  had  i 
glorious  day,  an  enthusiastic  crowd,  and  the  spirit  of 
good  fellowship  which  always  pervades  the  gather- 
ings of  the  repair  men.  Everything  went  as  smoothly 
as  a  Rolls-Royce  and  everybody  was  as  happy  as  the 
day  was  short — or  seemed  short. 

The  committee  in  charge  of  the  sports  made  a 
splendid  success  of  their  job.  Things  were  arranged 
so  that  everybody  had  a  chance  to  win  a  prize.  Tn 
former  years,  there  has  always  been  the  difficulty  that 
a  few  of  the  athletic  memibers  could  "cop"  almost  the 
whole  prize  list.  But  this  year  the  arrangement  was 
different.  All  the  races  were  of  the  novelty  variety, 
with  the  exception  of  the  races  for  the  employees  and 
the  children.  Besides  there  was  a  button-sewing  com- 
petition, so  that  if  any  of  the  ladies  did  not  care  to 
run,  they  could  try  and  show  somebody  their  dust  in 
sewing  on  a  button. 

And  then  we  mus'nt  forget  about  the  baseball 
game.  It  was  some  little  battle,  believe  us.  There 
was  some  fancy  willow-wielding,  and  the  little  ole 
pill  actually  left  trails  of  blue  smoke  behind  at  times. 
Charlie  Robertson  and  C.  A.  Canning  were  the  op- 
posing skippers,  which  is  sufficient  guarantee  of  the 
pep  that  was  put  into  the  game.  As  to  the  result,  the 
Robertson  team  built  up  a  huge  score,  and  would 
have  won,  only  so  did  the  Canning  crew.  So  we'll  call 
it  a  draw,  as  we  couldn't  keep  tap  on  the  score. 

A  new  scheme  was  used  this  year  in  connection 
with  the  distribution  of  the  prizes.  On  other  occasions 
it  had  been  customary  to  bring  the  prizes  along  and 
distribute  them  after  the  sports  were  over.  This,  how- 
ever, is  quite  a  troublesome  procedure  and  means  just 
so  much  excess  baggage.  So  this  time,  it  was  decided 
to  leave  the  prizes  behind,  and  let  the  winners  obtain 
them  when  they  came  back  to  the  city.  For  this  pur- 
pose a  duplicate  ticket  was  used  with  a  number  print- 
ed on  it.  On  each  of  the  duplicates  the  prize  was  in- 
dicated. One  was  retained  by  the  president,  Mr. 
Burnett,  and  the  other  signed  by  the  secretary,  was 
given  to  the  winner,  who  on  his  return  to  the  city 
presented  it  to  Mr.  Burnett  and  received  his  prize. 

The  contributors  to  the  prize  list,  whose  donations 
the  executive  of  the  as.sociation  wish  to  acknowledge 
with  thanks,  were:  C.  S.  Hyman  Co.,  Ltd. ;  P.  B.  Wal- 
lace &  Son  ;  C.  S.  Parsons  &  Son,  Ltd. ;  Adams  Leath- 
er Co.;  Chas.  Tilley  Son;  iireithaupt  Leather  Co.; 
Beardmore  &  Co.;  Jos.  King;  Miner  Rubber  Co.;  Gut- 


ta  Percha  &  Rubber,  Ltd. ;  Anglo-Canadian  Leather 
Co. 

Previous  to  the  picnic,  the  Toronto  Shoe  Repairers' 
Association  had  an  outing  to  Wabasso  Beach,  and 
another  outing  is  pi^mned  for  the  very  near  future  to 
Toronto  Island,  which  will  be  for  the  entertainment 
of  the  children  particularly.  It  is  felt  that  these  out- 
ings and  picnics  go  a  long  way  in  the  promotion  of 
good  fellowship  ihiong  the  members,  and  we  believe 
that  they  are  one'  of  the  factors  in  the  success  of  the 
association. 


Famous  Men  who  Sat  at  Cobbler's  Bench 

The  shoemaking  art  has,  it  is  claimed,  produced 
more  illustrious  men  than  any  other  calling — while 
the  stone  mason  trade  has  given  but  one — the  immor- 
tal Ben  Johnston.  The  immediate  reason  for  the  shoe- 
makers' preponderance  lies  in  the  fact  they  were  more 
numerous  than  any  other  profession  or  trade.  While 
many  of  them  were  dissipated,  others  were  studious, 
highly  intelligent  men.  And  the  nature  of  their  call- 
ing had  an  effect  in  this  direction.  In  regard  to  their 
numbers  it  is  stated  that  in  1851  there  were  over  50,- 
000  shoemakers  in  London.  Saint  Crispin,  the  patron 
saint  of  shoemakers,  and  his  brother  Crispinian  ap- 
pear to  be  shrouded  in  rather  a  heavy  mist  as  they  are 
differently  reported  by  various  writers,  one  of  which 
connects  these  canonized  gentlemen  with  burglary, 
stating  that  they  stole  leather  by  night  and  converted 
it  into  shoes  by  day,  which  were  given  to  the  poor. 
Here  are  the  names  of  other  shoemakers,  who  at- 
tained to  fame  and  whose  names  are  written  in  the, 
pages  of  history. — 

Aninus,  Bishop  of  Alexandria;  Alexander,  Bishop 
of  Comona ;  John  Partridge,  astrologer  and  physician 
to  Charles  II  of  England;  Admiral  Sir  Cloudsley 
Shovel,  who  with  his  entire  fleet  was  wrecked  on  the 
Scilly  Isles ;  Samuel  Drew,  metaphysical  writer,  on 
whom  the  colleges  of  London  and  Aberdeen  both  con- 
ferred the  degree  of  M.A. ;  George  Fax,  founder  of 
the  Society  of  Quakers;  John  Pounds  of  Portsmouth, 
England,  founder  of  Ragged  Schools ;  Bloomfield,  Eng- 
lish poet ;  Hans  Sachs,  German  poet ;  William  Carey, 
luissionary  to  India  and  translator  of  the  Bible  into 
Bengalese  and  Hindustani ;  William  Gifford,  editor  of 
the  Quarterly  Review ;  Wilson,  the  Natie  shoemaker, 
vice-president  of  the  United  States ;  John  Greenleaf 
Whittier,  American  poet;  William  Edwards,  Welsh 
naturalist.  These  are  among  the  most  notable,  while 
Shaw,  the  Life  Guardsman  of  Waterloo  fame ;  Lin- 
neaus,  the  Swedish  naturalist,  and  Hans  Sloane,  the 
founder  of  the  British  Museum,  were  also  workers  at 
the  bench. 


-The  United  Last  Co.,  Ltd.,  are  manufacturing  a  new 
shoe  tree,  which  is  characterized  by  a  ver}^  good  ven- 
tilation feature. 
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THE  TWENTY-FIRST  INTERNATIONAL 

Shoe  and  Leather  Fair 


THE  Fair  was  established  in 
1894  as  a  private  enterprise, 
but  its  policy  and  control  are 
now  vested  in  a  Society,  the  Council 
of  which  represents  every  depart- 
ment of  the  Shoe  and  Leather  Indus- 
tries of  the  United  Kingdom. 

The  Fair  of  1920,  while  retaining 
its  International  character,  will  aim 
to  give  special  prominence  to  British 
Leather  and  Leather  Products. 

To  serve  this  end,  the  United  Tan- 
ners' Federation  of  Great  Britain 
and  Ireland,  the  Federation  of  Cur- 
riers and  Light  Leather  Dressers, 
and  the  Incorporated  Federated  As- 
sociations of  Boot  and  Shoe  Manu- 
facturers of  Great  Britain  and  Ire- 
land have  actively  co-operated,  and 
the  Department  of  Overseas  Trade 


has  kindly  offered  to  bring  the  Fair 
to  the  notice  of  Overseas  Buyers 
through  its  Overseas  Officers.  Col- 
onial and  Foreign  Visitors  are  cor- 
dially invited,  and  a  large  attendance, 
both  of  Home  and  Overseas  Buyers, 
is  expected. 

A  very  large  number  of  British 
Firms  engaged  in  the  manufacture 
and  distribution  of  Leather,  Boots 
and  Shoes,  Machinery  and  Trade  Ac- 
cessories will  show  their  Goods  at 
the  Fair,  while  Machinery  in  motion, 
both  for  Tanners  and  Boot  Manu- 
facturers, will  be  an  important  fea- 
ture. 

More  than  all  the-  space  available 
for  Exhibits  has  been  applied  for, 
and  will  be  occupied  by  Firms  repre- 
senting every  department  of  the 
Trade. 


The  Fair  is  managed  on  behalf  of  the  Society  by 
The  Shoe  and  Leather  Record,  40  Finsbury 
Square,  London,  E.G.  2,  to  whom  all  communica- 
tions should  be  addressed. 


Shoe  and  Leather  Fair 

Royal  Agricultural  Hall,  London 
OCTOBER  4,  5,  6,  7,  8  &  9,  1920 
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Training  Course  for  Scholl  Salesmen 

A FEW  months  ago  the  Scholl  Mfg.  Co.  adopted 
a  policy  of  a  six  weeks'  thorough  training  for 
their  salesmen,  the  plan  of  which  is  as  follows: 
When  a  new  man  joins  the  organization,  the 
first  week  of  his  time  is  spent  in  the  Chicago  school 
room  obtaining  instruction  from  Dr.  W.  A.  Hill  on  " 
complete  study  of  the  anatomy  of  the  lower  extremi- 
ties from  the  knee  down. 

This  includes  the  bone  structures,  the  relatii?fi!ship 
of  one  bone  to  another  as  regards  this  function,  then 
a  complete  study  of  the  foot  with  special  reference  to 
the  action  of  the  muscles  as  leVers.  The  difYerent 
angles  of  the  foot  in  its  various  positions  and  what  effect 
the  action  of  these  angles  have  upon  the  balance  of 
the  human  structure  during  standing  and  walking. 
The  action  of  ligaments  acting  as  pulleys  for  the  ten- 
dons of  the  various  muscles. 

From  that  subject  he  is  taken  into  detailed  anatomy, 
Ijertaining  to  the  original  location  and  function  of 
every  muscle  of  the  foot  and  leg;  co-relative  action  of 
the  various  muscles;  complete  nerve  and  blood  supply. 
That  concludes  the  study  of  the  normal  foot  and  leg. 

The  next  step  goes  into  the  details  of  aljnormal 
conditions,  taking  first  of  all  the  effects  of  imi)roper 
posture  upon  the  muscles  and  ligaments,  then  tracing 
the  effects  of  continued  abuse  as  it  develops  from  one 
stage  of  a  weakness  to  another. 

The  above  takes  in  the  studies  of  weak  and  flat 
foot  in  all  types,  following  with  conditions' affecting 
the  anterior  metatarsal  arch,  and  this  is  followed  by 
detailed  work  upon  bunions,  the  various  types  of  corns, 
ingrown  nails  and  all  other  minor  conditions  or  ail- 
ments that  the  foot  or  leg  are  subject  to.  This  con- 
cludes the  first  week  of  study. 

The  second  week  starts  by  the  titling  and  adjusting 
of  the  various  appliances  and  remedies  for  these  con- 
ditions, followed  by  a  complete  course  in  shoe  fitting 
with  detailed  explanation  and  discussions  with  refer- 
ence to  the  various  types  of  so-called  corrective  shoes. 

The  balance  of  the  week  is  spent  in  training  a  man 
how  to  merchandise  the  products  by  use  of  the  stere- 
opticon  machine,  combined  with  continued  drilling  on 
the  various  types  of  public  lectures  to  be  given  by  them 
under  varied  conditions. 

The  third  week  the  man  is  given  an  opportunity  to 
put  his  theoretical  training  to  actual  practice  by  work- 
ing under  the  direct  supervision  of  E.  C.  Wilhite  in  the 
Orthopedic  Department  of  Mandel  Bros. 

While  in  this  department  his  work  is  continually 
observed  and  constructively  criticized  to  bring  out  the 
finer  points  of  corrective  fitting  and  constantly  to  drill 
the  man  on  the  finer  points  of  the  retail  salesmanship. 

If  he  has  developed  sufficient  ability  by  the  end  of 
this  third  week,  he  is  then  given  an  opportunity  to  as- 
sist in  the  Orthopedic  Department  in  any  one  of  the 
several  large  department  stores.  If  not  capable,  he  is 
held  in  Mandel  Bros.'  for  another  week  in  training; 
every  opportunity  being  made  at  all  times  to  instill 
the  necessary  degree  of  confidence  re(|uired  to  meet  any 
emergency. 

After  com])leting  this  four  weeks'  training,  he  is 
given  a  rigid  written  examination,  covering  every  de- 
tail of  the  preceding  work,  and  he  must  demonstrate  his 
ability,  passing  his  grades  with  a  sufficiently  high  mark- 
ing; otherwise,  he  is  re(|uired  to  go  l)ack  and  take  the 
course  of  instruction  over  again. 

Having  satisfactorily  reached  this  point  in  his  work, 
he  is  then  required  to  travel  with  a  salesman  for  a  week 


in  some  section  of  the  country  so  as  to  develop  an 
ability  for  meeting  the  managers  and  buyers  of  the  vari- 
ous establishments  without  the  necessity  of  the  tutor 
accompanying  him.  His  mistakes  are  rigidly  corrected 
and  suggestions  for  his  betterment  expressed. 

The  sixth  week  of  his  training  consists  of  assisting 
a  denKjnstrator  at  some  point  in  the  territory  to  conduct 
a  series  of  demonstrations.  This  gives  him  an  oppor- 
tunity to  have  his  work  supervised  by  a  successful  man 
and  at  the  same  time  to  begin  to  exercise  his  own 
ability  in  the  public  lecture  field,  being  requested  to 
give  numerous  talks  to  various  organizations  and  in- 
dustrial plants  under  all  kinds  of  circumstances. 

If  at  this  time  his  work  is  satisfactory  he  then  is 
given  a  territory  of  his  own  in  which  to  conduct  dem- 
onstrations; but,  if  not,  he  will  be  required  to  continue 
to  assist  until  such  time  as  he  can  develop  ability  to 
handle  the  work  unassisted. 


New  Company  Takes  Over  Regal  Organization 

Tl  I  1'^  Corson  Shoe  Mfg.  Co.,  Limited,  has  been 
formed  for  the  purpose  (jf  taking*  over  the 
Regal  Shoe  Co.,  Ltd.,  Toronto,  and  has  already 
commenced  openations  at  new  premises  on 
Sterling  Road.  Mr.  C.  S.  Corson,  who  was  manager 
for  the  Regal  Shoe  Co.,  is  the  head  of  the  new  enter- 
])rise  and  has  taken  over  the  Regal  organization  com- 
plete. There  has  been  no  change  in  the  organization, 
except  in  the  directorate;  there  is  the  same  staff  of 
salesmen,  the  same  superintendent  and  foreman,  and 
the  same  factory  staff.  The  company  will  also  con- 
tinue to  manufacture  the  same  shoe,  under  license, 
and  the  Regal  footwear  distributed  to  the  Canadian- 
trade  from  now  on  will  be  as  up-to-the-minute  in 
style  and  workmanship  as  it  has  been  in  the  past.  The 
same  agents  will  handle  Regal  goods  and  their  closest 
co-operation  is  being  invited. 

The  company's  new  factory  on  Sterling  Road  will 
have  a  capacity  of  800  pairs  per  day,  and  it  is  laid  out 
on  the  most  modern  plans,  gotten  out  by  the  United 
Shoe  Machinery  Co. 


Scholl  Adds  to  Factory  Space 

The  Scholl  Mfg.  Co.,  Chicago,  have  been  forced 
to  take  on  20,000  square  feet  of  additional  space  tor 
manufacturing  purposes,  due  to  the  enormous  increase 
in  demand  for  their  foot  comfort  appliances.  A  large 
portion  of  this  space  will  be  devoted  to  the  Chemical 
Department,  where  all  the  medicinal  articles  in  the 
Dr.  Scholl  line  are  produced.  New  machinery  is  being 
installed  and  a  heavy  increase  in  production  is  under 
way,  despite  the  great  difficulty  in  securing  raw  ma- 
terials due  to  the  railroad  situation. 

The  Average  Sales  Clerk 

"I  am  afraid  that  the  average  sales  clerk  does 
not  take  full  advantage  of  trade  papers.  This 
applies  to  men  in  all  trades.  If  they  would  real- 
ize it,  the  sales  clerks  could  receive  a  lot  of  in- 
formation which  is  of  great  value  to  them,  but 
they  seem  indifferent." — M.  A.  Cafferky,  man- 
ager Shoe  Dept.  John  Murphy  Co. 
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MELTONIAN 

Boot  Polishes 

and 

Creams 


The  Polishes 
That  Get  Hold 
of  the  Public 


SAMPLES 
PRICES 
&  TERMS 

with 

PLEASURE 

from 

Mr.  Robt.  D.  AYLING 

23  Scott  Street 
Phone  Main  7613 

TORONTO 

Agent  for  the  sole  manufacturers: 

E.  BROWN  &  SON,  Ltd. 

LONDON  AND  PARIS 
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FOOTWEAR  FINDINGS 


Happenings  in  the  Shoe  and  Leather  Trade 
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The  estate  of  the  late  J.  B.  A.  Corbeil,  shoe  manufac- 
turer, Montreal,  has  been  sold  to  F.  X.  Leblanc,  who  was 
fi)rnierly  with  Aircl  and  Son. 

D.  S.  Benvie,  of  the  James  Rol^inson  Co.,  Limited,  and 
F.  A.  Todd,  of  the  Canadian  Consolidated  Rubber  Com- 
pany, Limited,  have  been  elected  meml^ers  of  the  l)oard 
of  governors  of  the  Canadian  Credit  Men's  Trust  Associ- 
ation, Limited. 

J.  A.  McLaren,  of  the  J.  A.  McLaren  Co.,  Ltd.,  sailed 
recently  for  Europe,  where  he  will  spend  two'  morvths 
on  a  trip  on  the  Continent. 

Mr.  Frank  Wel:)Ster  has  recently  joined  the  sales  staff 
of  the  United  Shoe  Machinery  Co.  of  Canada,  and  will  cover 
the  territory  from  Toronto  to  Niagara  Falls,  Ont.  Mr.  Web- 
ster was  formerly  with  John  Agnew,  Limited,  Brantford, 
whose  repair  department  he  managed  for  three  and  a  half 
years. 

O.  H.  Vogt.  of  the  Great  West  Felt  Co.,  Elmira, 
recently  spent  a  holiday  at  Highland  Inn,  Algonquin  Park, 
recovering  from  the  effects  of  an  illness. 

W.  S.  Pettet,  president-elect  of  the  Brantford  Shoe 
Repairers'  Association,  is  the  proud  father  of  a  new  shoe- 
maker, Kenneth  George  Pettet,  whose  mother  presented 
him  to  the  trade  within  the  last  few  months. 

Messrs.  J.  W.  Roach,  C.  T.  Rotchill,  Denton  and  Joyce, 
all  returned  men,  have  recently  opened  up  business  for  them- 
selves in  Brantford,  Ont.,  and  have  become  members  of  the 
local  repairers'  association. 

Mr.  Noel  Martin,  a  popular  member  of  the  Brantford 
Shoe  Repairers'  Association,  has  joined  the  ranks  of  the 
benedicts  and  started  life  anew  in  the  double  harness. 

United  Shoe  Shops,  Ltd.,  have  taken  out  letters  patent 


of  incorporation,  and  are  operating  two  stores  in  the  city 
of  Hamilton,  Ont. 

Comfort  Children's  Footwear  Co.,  Ltd.,  has  been  in- 
corporated, with  head  office  at  St.  Hyacinthe,  Que.;  capital 
stock  $20,000. 

Letters  patent  of  incorporation  have  been  issued  to  the 
Rita  Shoe,  Limited,  St.  Hyacinthe,  Que. 

Henry  King,  one  of  the  oldest  business  men  in  Oshawa. 
Ont.,  if  not  the  oldest,  has  retired,  after  forty  years'  suc- 
cessful operation  of  the  shoe  business,  to  which  he  suc- 
ceeded his  father. 

Oscar  Rumpel,  felt  shoe  manufacturer.  Kitchener,  Ont., 
has  purchased  the  factory  of  the  Silversmiths,  and  plans  to 
instal  machinery  and  operate  a  branch  plant. 

The  "University  Shoe  Hospital,"  Montreal,  has  been 
registered  by  John  Croce. 

The  death  is  announced  of  Mr.  John  Grant,  who  for- 
merly carried  on  a  shoe  and  dry  goods  business  in  Amherst- 
burg,  Ont. 

Chas.  Bennett  has  opened  a  shoe  repair  business  in 
Uxbridge  and  has  already  worked  up  a  good  connection. 
He  is  also  doing  a  nice  trade  in  findings.  Mr  Bennett  is 
a  returned  man  and  was  formerly  located  at  125  Davenport 
Road,  Toronto. 

R.  L.  Savage,  one  of  Canada's  well-known  shoe 
travellers,  has  recently  joined  the  stafif  of  the  Tetrault  Shoe 
Mfg.  Co.,  and  will  represent  them  in  Western  Canada  from 
Port  Arthur  to  the  Coast.  He  will  also  continue  to  repre- 
sent Messrs.  Clark  Bros.,  Limited,  in  the  same  territory, 
ritory. 

J.  D.  McArthur,  who  carries  on  a  retail  shoe  business 
in   Guelph,  Ont.,  and  is  also  operating  as  a  jobber,  has 


Factory  formerly 
operated  by  E.  T. 
Wright  &  JCo.,  St. 
Thomas,  Ont., 
which  has  now 
passed  into  the 
hands  of  the  St. 
Thomas  Shoe  Co. 
which  has  been 
formed  to  take 
over  the  first  men- 
tioned concern. 
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Outing  Shoes 

Make 

Life-Buoys 

Your  Favorite 
Summer  Line 


The  continued  popularity  of  Rubber  Soled  Canvas 
Shoes  for  suinmer  wear  makes  it  obligatory  to  anti- 
cipate your  next  season's  requirements  so  that  you 
will  be  in  a  position  to  care  for  a  maximum  demand 

DECIDE 

LIFE-BUOYS 

1921 

A  Life-Buoy  Salesman  will  call  shortly. 
Wait  for  him  or  write  nearest  warehouse. 

The  Kaufman  Rubber  Co.,  Ltd. 

KITCHENER,  ONTARIO 


VANCOUVER,  CALGARY,  EDMONTON,  SASKATOON,  REGINA,  WINNIPEG, 
LONDON,  TORONTO,  OTTAWA,  MONTREAL,  QUEBEC,  ST.  JOHN,  TRURO, 

CHARLOTTETOWN 


to 
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t'oiunl  il  necessary  to  expand  liis  ijrcniises.  lie  lias  scoiir- 
ed  part  of  tlie  Dominion  Bank  building  next  to  his  present 
store,  and  will  there  place  his  children's  department.  A 
ladies'  rest  room  will  also  be  provided  in  the  new  premises. 

The  United  Shoe  Shops,  Ltd.,  have  taken  ,iver  the 
store  of  Thos.  H.  Ross. 

Angelo  Duci  and  Pietro  Longo  have  regisered  a  shoe 
shine  and  repair  bnsiness  under  the  firm  name  of  Dnci  dt 
Longo. 

The  H.  &  C.  Shoe  Cu.,  2r,82  Dundas  St.,  W.,  Toronto, 
lias  recently  been  registered.  • 

A.  Gordon  has  taken  over  the  boot  and  shoe  business 
of  M.  &  A.  Guberman. 

The  Hartt  Boot  &  Shoe  Co.,  Ltd.,  liave  taken  out  a 
pro\incial  license  in  Manitoba. 

Kilgour  Boot  Shop,  Winnipeg,  is  giving  up  business. 

M.  Johnson  has  purchased  the  retail  shoe  business  of 
Cook  &  Co.,  Truro,  N.S.,  and  occupied  the  premises  on 
August  1.  Mr.  Johnston  has  another  store  in  the  same 
town. 

Duf  resne  &  Locke,  Montreal,  are  shipping  their  spring 
samples.  Mr.  C.  Dufresne  states  that  in  their  slipper  de- 
partment they  have  enough  orders  to  keep  tliem  going 
till  December  1st. 

W.  Davis  lias  opened  a  branch  shoe  store  on  Dalhonsie 
.St.,  ()ttawa,  mider  the  st_\le  "Clearing  House." 

ivoy  Mercier,  sline  nianul  actnrcrs,  Quebec  City,  have 
assigned. 

W.  I!.  Jones,  shoe  dealer,  kcgina,  .Sask,,  has  gi\en  up 
business  and  is  succeeded  by  J.  .\,  .Struthers. 

John  Miller,  shoe  merchant.  Montreal,  has  sold  out  to 
Real  Fit  Footwear. 

E.  Poirier,  shoe  merchant.  Montreal,  has  assigned  to 
V.  Lamarre. 

Adolph  D.  Stettner.  dry  goods  and  shoe  dealer.  Notre 
Dames  des  Anges,  Que.,  has  assigned  to  V.  Lamarre. 

The  Gourlay  Shoe  Co.,  Mount  Forest.  Out.,  has  obtain- 
ed a  charter. 

The  National  Hide  Co.  has  been  registered  by  Wm. 
Bushenbaum.  Montreal. 

Geo.  H.  Cavin,  shoe  retailer,  Cumberland,  B.  C,  has 
just  recentlj'  commenced  business. 

Stanton  A.  Nickle,  shoe  retailer,  Calgary,  is  held  on  a 
manslaughter  charge,  as  a  result  of  an  automobile  acci- 
dent in  which  Mrs.  Wm.  Campbell  was  knocked  down  and 
killed  l)y  his  motor. 

Ed.  Summers  has  resigned  as  purchasing  agent  of 
Ames,  Holden  McCready,  Ltd.,  to  accept  the  position  of 
sales  mana.ger  of  the  Eagle  Shoe  Company,  Montreal. 

A.  J.  Machin,  of  Montreal,  has  been  appointed  Cana- 
dian representative  of  L  Rapaport  &  Co.,  Limited,  London, 
England,  manufacturers  of  over  gaiters. 

Harry  Lincoln,  of  the  International  Supply  Co.,  Kitch- 
ener, Out.,  recently  made  a  business  trip  across  the  line, 
where  he   visited   Milwaukee  and   Cincinnati.    Mr.  Lincoln 

Mr.  C.  H.  /\lbee,  of  the  Myles  Shoe  Co.,  has  just  re- 
cently returned  from  a  two  weeks'  trip,  during  which  he 
visited  the  Montreal,  London  and  Boston  leather  markets. 

Major  Myles  of  the  Myles  Shoe  Co.,  Toronto,  has  been 
enjoying  a  holiday  at  the  Wa-Wa  hotel  up  north  during  the 
last  week. 

Mr.  W.  J.  Sisnian.  of  the  T.  Sisman  Shoe  Co.,  Aurora, 
lias  been  on  a  motor  trip  through  New  York  State  with  his 
wife  and  sister. 

Mr.  Jas.  T.  ileffering,  of  Torrjiito,  lias  ceased  to  repre- 
sent the  Macl'"arlane  .Slif)e,   Ltd.,  of  Montreal. 


•  ilso  slopped  oCf  al  Lcuiis\ille,  Ky.,  and  bnuiglit  back  hi-, 
lamily  witli  him,  who  had  been  \isiting  there. 

Geo.  Bourl)onniere,  formerly  in  the  shoe  department  of 
John  Muri)liy  Co.,  Ltd.,  Montreal,  has  joined  the  travel- 
ling staff  of  the  Hub  Bor)t  &  Shoe  Co.,  7C  St.  I'aul  St.  W., 
Montreal. 

Jas.  Watts,  a  returned  man  who  spent  four  years  over- 
seas, has  taken  over  the  store  at  2140  Yew  St.,  Vancouver. 
Mr.  Watts  was  formerly  13  years  in  Winnipeg. 

W.  G.  Fallen,  of  Getty  &  Scott,  Ltd.,  Gait.,  Out.,  spent 
two  weeks  in  August  with  Mr.  Fryer,  of  Scott-Chamberlain 
Ltd.,  London,  at  Mr.  Fryer's  cottage  in  the  Georgian  Bay 
district,  and.  like  all  true  fishermen,  reports  many  bi,g 
catches. 


WANTED— Traveller 

for  Manitol^a.  Sa.skatchewan  and  Alberta,  for  Wo- 
men's Fine  McKay  Shoes,  exclusively.  Box  355, 
I'ootwear  in  Canada. 


SHOE  TRAVELLER  WANTED  for  city  of  Montreal,  city  of  Qucht-c 
,umI  tin-  Maritime  I'rovinces.  Women's  medium  priced  welts.  Ontario 
tirni.     .\iMdy    Box  Footwear  in   Canada.  '.) 


WANTED — for  Uritish  C'oluinliia  C'oasI,  liy  exjierienced  shoe  man, 
nianuf.'iclurers*  an<l  jot)l)ers'  line  of  Hoots  and  Shoes.  Hox  ^520,  Footwear 
in  (■ana<la,   J'oronto.  0 


SELL  THE  WASTE  -Sell  the  cuttinss  and  elippinRs  tliat  fall  from 
your  m.'icliiius  at  a  price  that  will  make  it  well  worth  your  while.  We 
are  in  the  market  to  buy  and  deal  in  all  kinds  of  Kelt,  Welt,  Saddle, 
.Scrap  Leathers  and  olifal.  It  way  he  a  little  less  trouble  to  have  your 
local  junk  ilealer  carry  the  stuff  away  but  we  can  pay  you  its  full 
value.  Let  us  know  what  you  have  to  offer.  Good  reputation  and  finan- 
cial standing.     iiox  321,  Footwear  in   Canada,  S  IOIJH 


$6.50 


Colored 

and 

Black 

Calf 

Shoes 


Notice  to  the  Shoe  Dealer 

We  have  floor  stock  of  10,000  pairs  of 
men's  colored  and  black  calf  in  vari- 
ous lasts  which  we  offer  at  $6.50  while 
they  last.    Write  for  samples. 

C.  N.  Saba  &  Company 

Manufacturers  and  Importers 

84-86  Wellington  Street  West 
TORONTO,  Ont. 
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If  you  have  a  satisfactory 
White  Cleaner  to  offer 
your  customers— you  are 
more  than  half-way  to 
making  a  sale  of  White 
Footwear — so  stock 


Registered  Trade  Mark. 


KEEPS    WHITE    SHOES  WHITE. 

gVERYBODY  who  habitually  wears  white 
boots  orshoes  knows  and  buys  "  BLANCO." 

Everybody  who  buys  new  white  footwear  will 
need  "  BLANCO,"  and  no  one  who  has  ever 
used  it  will  ever  be  persuaded  to  take  a 
substitute,  for  "  BLANCO  "  aoes  its  work,  does 
it  well — and  easily— no  trouble,  no  messiness. 

"BLANCO"  quality  will  take  care  of  your 
reputation — "BLANCO"  profits  are  as  good 
as  its  reputation. 

So  with  every  consignment  of  White  Footwear 
order  a  consignment  of  "  BLANCO  " — "  to  keep 
those  white  shoes  white. " 


JOSEPH   PICKERING   &   SONS,  Ltd., 
Sheffield,  England. 


Order  NOW  from  your  Jobber. 


Made  only  by 
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H.  W.  UPHAM 

Maritime  Province  Headquarters  for 
Shoe  Repairer's  supplies  of  ail  kinds. 


Prompt  Service        Fair  Prices 


SUSSEX 


N.B. 


We  design  manufacture  and  export 

FINE  WOOD 
^""""^^  HEELS 

of  Every  Description 

New  York  Wood 
Heel  Company 

25-29  Quincy  Street 

Brooklyn,  New  York 


EST  D 
1895 


Wide  Awake  Merchants 
look  to  us  for  a  solution 
of  their  "Window  Dis- 
play" Problem 

l.ct  us  help  you  out  of  your  diffi- 
culties with  our  large  and  varied 
assortments  of  Background  Pa- 
pers, Baskets,  Flowers,  Price  Tick- 
ets, and  Glass  Shelves,  etc. 

A  TRIAL  ORDER  WILL  PROVE 
THEIR  WORTH 

Send  for  complete  catalogue 

Doty&Scrimgcour  Sales  Co. 

IJSC. 

30  Reade  St.,  New  York  City 


The  Globe  Pillow  Welt 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  Welt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  shoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess, but  the  'Out  Sole  is  soft  and  flexible,  such  as 
required  for  a  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

Selling  Agents 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 


Patented 

1919 


THE  WAY 

the  Child's  Foot  is  ^rbwing 

OBE  PILLOW  WELT 

The  Result  of  30  Years  Experience 


September,  1930 


FOOTWEAR   IN  CANADA 


7:5 


Sound  Merchandise 

at  rock  bottom  prices 


THE  jobber  will  find  ample  opportunity  for  pro- 
fitable turn-over  in  our  splendid  line  of  Men's, 
Youths'  and  Boys'  shoes. 

There  is  no  better  time  than  right  now  to  get  in 
touch  with  us.  We  believe  we  can  make  you  very 
attractive  quotations. 

^^^^^  Ask  us  about  our  Women's  McKays. 

No.  46 


LAGACE  &  LEPINAY 

QUEBEC 


No.  60 


BOOST 


Our  High  Class  Lines  of 

Men's,  Women's,  Boys'  and  Youths' 
WELTS  and  MEDIUM  McKAYS 

These  shoes  meet  all  the  requirements  of  jobber  and  dealer,  and  will  net 
you  liberal  profits  and  give  you  a  rapid  turnover. 

They  are  lines  of  footwear  which  are  reliable  in  service  and  embody  all 
the  essentials  of  correct  style  and  quality  materials. 

We  Sell  the  Jobbers  Only 

LUDGER  DUCHAINE 

593  St.  Valier  Street  QUEBEC  CITY 
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A  line  of  Men's  superior  Boots  and  Shoes  that  con- 
tinues to  hold  its  well  earned  place  in  the  hearts  of 
particular,  comfort  loving,  value  expecting  patrons. 

The  best  skill  and  materials  known  to  shoe  craft  are 
employed  in  their  construction;  that  is  the  secret  of 
their  wide  popularity. 


East  Weymouth,  Mass.,  U.  S.  A. 


Bar  Harbor 


^^Qhow  Cards  in  your  windows  are  the 
\J  same  as  Salesmen  in  your  store " 

ey  sell  merchandise  for  yon 

Show  Cards  are  continually  talkmr"  ' 
about  your  shoes  -  your  service,  etc. 

.  Our  monthly  service  plan  gives  you  the  opportunity  to  get  a 
set  of  seasonable  decorative  hand  designed  show  cards  each 
month  —  ^x;itK  our  copy,  or  yours. 

A  set  of  beautiful  frames  to  match  your  fi)ctures  and  near 
■3rice  tickets  are  FREE  FEATURES  of  our  service. 

Only  one  shoe  dealer  m  a  locality  can  get  this    ■  .  • 
service It's  usually  the  live  wire  who  has  it.    "      ' '  , 

JjTOpus^line  and /earn  more  about  it.  ,;.  • 

Stahdarp  Show  Carp  SEPyiCE/S^a 

5b  V.VasKingion  Street  ,  Chicago, 111., U.S. A.  : 
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Melco  De  Lux 
Glass  Fixtures 


Glass  Fixtures,  like  diamonds,  are 
graded.  Some  are  clear  and  pure, 
some  are  clouded  and  poorly  moulded. 
The  difference  between  the  clear  and 
clouded  is  that  one  make  is  protected 
from  the  fire  and  fumes,  while  the 
other  is  not.  Hence,  the  difference  in 
color.  Vou  will  find  no  mould  mark 
or  seams  on  Melco  De  Lu.'C,  neither 
will  you  find  any  discolored  or  clouded 
glass.  Melco  De  Lux  is  made  by  the 
new  process.  Do  not  accept  the  in- 
ferior kind.  Get  the  best  for  less 
money. 


The  attractive  set  of  Melco  De  Lux  Glass  Fixtures  pictured  above  would  add  100%  to  the 
efficiency  of  your  window  displays.  We  have  sets  to  fit  any  size  window  and  at  prices  to  fit  any 
size  pocketbook.     Let  us  send  you  illustrated  circular. 

VALANCES 

A  further  improvement  for  your  windows  would  be  the 
use  of  Valances  at  the  top  of  the  plate  glass.  We  sug- 
gest you  let  us  furnish  you  with  illustrations  of  designs 
and  prices. 

Everything  in  Fixtures 

We  have  anything  you  may  need  in  Wood  or  Metal  Fix- 
tures, Window  Rugs  Plushes,  Artificial  Flowers,  Shoe 
Disjjiay  Trees,  etc. 

Write  for  our  Latest  Catalogue 

Melius  &  Cowley 

Entire  14th  Floor  Medinah  BIdg.   -  Chicago 


MILITARY' 

^^US  &  HEElS 


Are  Now  Sold  in 
Canada 


Ever  since  the  return  of  Canadian  soldiers  from  Europe,  shoe  dealers  and  re- 
pair inen  throughout  the  country  have  been  deluged  with  inquiries  for 
Phillips'  Military  Soles  and  Heels.  They  wore  Phillips'  on  the  long  marches 
along  the  hard  paved  roads  of  France,  and  now  they  need  them  on  Canadian 
sidewalks  and  pavements.  Phillips'  Military  Soles  and  Heels  have  been 
adapted  to  light  and  civilian  shoes.  You  are  missing  a  big  share  of  this  trade 
if  your  stock  does  not  contain  Phillips'  Military  Soles  and  Heels. 


Distributors  to  the  Trade. 


Canadian  Phillips  Company 

370}4  College  Street    m  Toronto 
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Aird  iK:  Son  .   i  :i 

Anics-ilolden-McCVcady   i;: 

Armstron.t;-,   W.   I)   !S!) 

Aylin.u,  Kohl.  I)   07 

Hcckwith  Box  Toe  C'niniuiny   81 

I'enne'tt,  Limited   5 

Blouin,  Pierre    HO 

Boot  &  Shoe  Union   Ho 

Borne,   Lucien    H7 

Boston   Blacking  Company    His 

Boston  Leather  Stain  Company   ...  14 

Brodie  &  Harvie   SO 

Brockton  Rand  Co  

Canadian  ConsoHdated  Rul)l)cr  Co.  3-43 

Canadian  Footwear  Co   17 

Canadian  I'liilHps  Co   75 

Canadian  Shoe  Findings   7') 

Champion  Shoe  Macliinery    S;i 

Children's  Footwear  Co   77 

Children'.s   Shoe    Mfg.  Co  

Clapp,   Edwin    74 

Clarke  &  Co.,  A.  R  cover 

Columbus   Rubber  Co   II 

Conway  Wadsworth  Tattcrn  Co.  .  .  .  Xl 

Corson  Shoe  Mfg  Co  cover 

Cote  &  Son,  A.  A   s.s 

Cote,  J.  A.  &  M   (M) 

Cumminss,  Nathan    :iG 

Curtis  Lcd.ffer  Fixture  Co   HO 


Dale  Wax  Figure  Co   84 

Daoust-Lalonde  &  Co   4 

Decorative  Fixture  Co   84 

Deshler  Broom  Co   83 

Doty  &  Scrimgeour   73 

Dufresne  &  Locke    31 

Duclos  &  Payan   7 

Dupont  &  Frercs   30 


Las-U-rn  Shoe  Mfg.  (  o   S3 

h'.dwards  ik  lulwards   H8 

luireka  Slioe  Company    HI 

Franklin    Machine    H8 

Kortuna  Machine  Co   80 

Freeman,  Louis   78 

(ialt  Shoe  Co   ]>.» 

(Jerouard,   Le   Maison    H3 

(ilobe  Furniture  Co   94 

C;io)ie  Shoe  Co   73 

Cioodrich,  Hazen  B   89 

(ioodyear  Tire  &  Rubber  Co.  .  . .  38-39 

Hinde  &  Dauch  Paper  Co   80 

Hecht  Fixture  Co   40 

Holliday,  L.  B   10 

Hydro  City  Shoe  Mfrs   78 

Humberstone  Shoe  Co   84 

Independent  Rubber  Co   38 

Industrial   Export   Co   35 

Infants    Footwear   Co   80 

International  Supply  Co   15 

Kaufman  Rubber  Co   09 

Kelly,  Thos.  .V   79 

King  Bros   89 

King  Paper  Box  Co  84 

L  a  Duchess  Shoe  Co   83 

Legace  &  Lepinay   73 

Landers  Bros.  Co   79 

Lang  Tanning  Co   31 

Landis  Machine  Co   79 

Lennox  &  Co  ,  John   30 

Ludger  &  Duchaine   73 

Maranda  &  Desormeau   93 

Melius   &   Cowley    75 

Milner  &  Company   94 

Miner  Rubber  Co   34 


Mini.-,lry   of   Mujiilions    77 

Montreal   Moccasin    10 

Montreal  Slipper  &  (iaiter  Co.   ...  93 

Miner  Rubber  Co  22-2;; 

Montreal  Stencil  C"o   8S 

Morse-Redden  Co   82 

Owens  i'Llmes  Mfg.  Co   .34 

Narrow  Fabric  Co   8(» 

National  Cash  Register  Co   91 

New  Castle  Leather  Co   30 

New  Shoe  Machinery  Co  ,  •  •  .  94 

New  York  Wood  Heel  Co   72 

Northern    Rubber   Co   41 

Panther  Rubber  Co  cover 

Perfection  Counter  Co   94 

Pickering  &  Sons,  Joseph   71 

Retail  Shoe  Salesmen's  Inst   39 

Robson  Leather  Co   78 

Robin    Bros   6 

Robinson  Co.,  Ltd..  James    8-9 

Samson  Enr.,  J.  E   87 

Saba,  C.  N   70 

Shoe  and  Leather  Fair  •.    ...  05 

Sisman  Shoe  Company    33 

Slater,  Geo.  A   18 

-Spaulding  &  .Sons,  J   25 

Standard  Kid  Mfg.  Co   87 

.Standard  .Show  Card  Service   74 

The  Signry   92 

Tetrault  Shoe  Mfg.  Co   37 

Tillsonburg  Shoe  C'o   37 

United  Shoe  Machinery  '  Co.,  Ltd.  93-95 

United  States  Hotel,  Boston   87 

Universal   .Shoe   Machinery  Co.    ...  89 

Upham,  H.  W     72 


GRIFFIN  POLISHES 

OF  QUALITY 


Order  Now  for  Fall 
Immediate  Delivery 
Try  Them— Be  Convinced 


SOFTENS  ClfANS  AND  POIISHES 
HIGH  GRADE  ... 


i'TAN'^oBROWN  LEATHER  II 
BOOTSAwSHOK  III 


MOST  EXCClLtW  FOR 

TAN    VICI  KID 


POSITIVELY 
CONTAINS  OIL 


TMCOIIIS  eiiKDCD  50«S  NOT  TO 
«*KC  IME  SHOt  CRt»S*  AT  THE 
SAME  TIME  RtraiNIKG  ITS 
SOrTfNING  QUALITIES. 

GRIFFIN  MF'G..CO. 

«•  muttatr  tT . 
KCW  YORK. U.S.A. 


Two  Specials 

BIG  SELLERS 


Lotion  Cream 


In 


GRIFFIN 
RAPID  BLACkI 

JT^N  VICI  KID 
I    TAN  BOX  CALF 
Ton  ft  Russei  Leorher 
A  JET  BLACK 


■if 


Dark   Brown,   Black,  White, 
Light  Grey  and  Dark. 
Cleans,  Polishes  and  Preserves 
Kid,  Calf,  etc. 

Rapid  Black  Dye 

is  the  Finest  Dye  on  the  Market. 
Leaves  no  odor.  Waterproof  and 
is  Perfect.  Also  made  in  Brown. 

Cntalognv  and  Priro  List  Gladly  Mailed 

im  Request. 
We  have  a  GRIFFUS  POLISH  or  Cleaner 
for  every  leather  or  material. 

Canadian  Shoes-Findings-Noveliy  Co. 

Adelaide  1731,  4194  2  Trinity  Square,  Toronto,  Ont. 


<^onfain5  norhino  in- 
jui-ious  to  the 
I,  ^^^'"hef.dnd  is 
pctepfedforMdrne^ss 
^fchels,  efc. 
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MINISTFCfof 
.MUNITIONS 


&y  Ord&r  ofihs 

Government 


Property 


FOG  SALE 


FACTORIES 

AERODROMES 

BUILDING  MATERIAL 

FURNITURE 

DOMESTIC  EQUIPMENT 

MACHINERY 

POWER  PLANT 

STEAM  PLANT 

ELECTRICAL  PLANT 

AGRICULTURAL  MACHINERY 

f^OAD  BRIDGES 

RAILWAY  MATERIAL 

DOCK  MATERIAL 

etc., 


CONTRACTORS'  STORES 
TEXTILE  GOODS 
CLOTHING 
BOOTS  AND  SHOES 
MEDICAL  STORES 
FERROUS  AND  NON-FERROUS 
METAL 

CHEMICALS  AND  EXPLOSIVES 
RIVER  AND  CANAL  CRAFT 
MOTOR  LAUNCHES  AND 

STEAMERS 
MISCELLANEOUS  STORES 
etc. 


1 
i 

i 
1 


5 

1  1 

Note. — A  special  Export  Dept.  of  the  Disposals 
Board  has  been  set  up  to  meet  the  convenience  of 
Exporters  and  Foreign  Buyers.  Enquiries  should 
be  addressed  to  the  EXPORT  DEPT  DBS 
MINISTRY  OF  MUNITIONS.  WHITEHALL 
PLACE,  S.W.I. 


For  further  particulars  of  Government  Property 
for  sale  see  "Surplus,  price  by  quarterly  subscrip- 
tions of  2s  post  free,  payable  in  advance  to  the 
Director  of  Publicity,  Ministry  of  Munitions, 
Whitehall  Place,  S.W.I. 
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Hydro  City  Shoes 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


They  give  the  wear  that  only  solid 
all  leather  shoes  can  give. 

They  yield  the  comfort  that  only 
shoes  made  by  the  best  skilled  workmen 
can  yield. 

They  give  the  satisfaction  that  can 
only  be  gotten  by  the  combination  of  these 
two  qualities. 

And  their  sales  show  that  such 
qualities  count  *'big"  with  people  seeking 
a  solid  staple  shoe. 


[iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

HYDRO  CITY  SHOE  MFRS. 

KITCHENER  Limited  ONTARIO 


TANNERS  AND  CURRIERS 


Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 

MONTREAL  OSHAWA  QUEBEC 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
clays,  the  average  daily  output  has  been  800  dozen 
Tinished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,300,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catalogue  with  prices  and  terms. 


^1 


Landis  No.  12  Shoe  StUchcr. 
Sold  outright  -No  royalty. 


Landis  Machine  Co.,  isis  n.  25th  st.,  St.  Louis,  U.S.A. 
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Brodie's 


PATENT  FLOUR 


An  ideal  adhesive  for  all  shoe 
manufacturing  requirements. 

It  is  clean  and  smooth  work- 
ing, and  for  fine  work  can  be 
easily  reduced  by  simply  add- 
ing water.  Let  us  send  you 
samples  and  prices. 


IVs  free  from  lumps 


WRITE  US  TO-UAY 


Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


Shoe  Store  Display  Equipment 


Loiiig  XVI  Period  Wuttd  Fixturen 

Up-to-datf  fixtures  are  as  important  to  a  iiiodcrn  shoe  store 
as  a  stock  of  stylish  shoes.  The  beauty,  and  dignity  of  our  period 
wood  fixtures  have  made  them  rightfully  popular. 

Curtis-Lcger  has  studied  the  needs  of  shoe  merchants  (or  51 
years.  The  fruits  of  our  studies  arc  incorporated  in  our  complete 
and  practical  line  of  display  equipment. 

Send  far  tfur  Catalog  !\o.  44-  on  Display  Equipment  for  Footwear 

Curtis-Leger  Fixture  Co. 

228  W.  Jackson  Blvd.  -  Chicago,  III. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     he  opened 

witliom  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They   save  storage  space. 

ti. — They     have     strong  adver- 
tising value. 

T. — They  can  be  made  to  your 
specifications. 
— Their    first    cost     is  lower 
than  wood. 

Our  booklet  "How  to  Pack 
It"    explains   all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 


September,   1920  FOOTWEAR    IN    CANADA  '  81 

pllllllllllllllllllllllllllllllllllllllllllilllllllllllllllllli 


VULCO  -  UNIT 

BOX  ih^  P  TOE 


Apparatus,  Process  and        v9^B^'        Products  Patented 


If  Vulco  Unit  Box  Toes  will  make  possible  better  shoes — if 
their  use  will  give  greater  value  to  the  shoe  itself — -give  greater 
comfort  and  service  to  the  wearer — increase  sales — if  they  will  do  these 
things,  and  we  ha\  c  ample  proof  that  they  do — is  there  any  reason 
why  YOU  sliould  not  l)e  using  them,  too 

SOLD  ONLY  BY 

BECKWITH  BOX  TOE  LIMITED 

I  I  SHERBROOKE,  QUEBEC 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


"EUREKA" 


9693.  Women's  9  Black  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

9694.  Women's  9  Brown  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

WRITE  DIRECT  TO  US 
FOR  QUOTATIONS  AND  SAMPLES 

Our  salesmen  are  now  visiting  the  jobbing  trade  with  a 
complete  line  of  our  new  styles  for  Fall.  See  our  latest 
production  on  Last  65. 


JOBBING  TRADE  ONLY 

EUREKA  SHOE  CO.,  LIMITED 

THREE  RIVERS,  QUE. 
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Buyers  and  Dealers 

In  all  kinds  of 

Belt,  Welt,  Saddle,  Scrap 
Leathers  and  Offal 

WE  BUY  AND  SELL 

All  Kinds  of  SOLE  LEATHER 
Tannery  Offal  and  Scrap  Leather 

Also  ROUGH  SPLITS  of  all  kinds 


Consignments  Solicited 


Let  us  know  what  you  have  to  offer.    We  will 
help  you  market  your  accumulations 

Correspondence  Solicited 

Morse-Redden  Inc. 

50  South  St.,  Boston,  Mass.,  U.S.A. 


Whalebone  Barber  Whisks 


WHALEBONE 

PAT.  OCT.  27. 1914 


Until  the  "FAMOUS  WHALEBONE  BARBER 
WHISK"  was  patented  there  Avere  no  Barber 
Whisks  that  gave  satisfaction.  All  difficulties 
have  been  overcome  in  the  WHALEBONE  and 
we  guarantee  every  one  of  them.  SOLD  TO 
JOBBERS  ONLY. 

We  also  manufacture  the  celebrated  DESHLER 
HIDE  BROOMS  which  are  especially  adapted 
for  sweeping  and  cleaning  Hides.  Users  of  Hide 
Brooms  should  get  in  touch  with  us.  Every 
broom  guaranteed.  References :  All  the  Lead- 
ing Hide  Dealers  and  Packing  Houses  of  the 
United  States. 

Wc  arc  the  sole  manufacturers  of  above  named 
Articles.    Watch  for  our  circular  letters. 

Deshler  Broom  Factory 

DESHLER,  Nebr. 


THE 

EASTERN  SHOE  MFG.  CO.,  LTD. 

150  Frontenac  Street  Montreal 

MANUFACTURERS  OF 

high  class  footwear  in 
misses',  child's  and  infant's 
McKays 


Embracing  distinction  in  quality 
and  workmanship 


"La  Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 


Get  in  touch  with 
your  jobber  early  and 
let  him  show  you  the 
splendid  "La  Duchesse" 
models  he  has  wait- 
ng  for  you.  In  a 
variety  of  leathers, 
lasts  and  patterns,  and 
radiating   good  work- 


manship and  unusual 
value. 


Jobbers 
only 


La  Duchesse  Shoe  Co. 

Registered 

MONTREAL 


For  Better  Lines  of 

WHITE  CANVAS  SHOES, 
FELT  SHOES  and  SLIPPERS, 
GAITERS  and  LEGGINGS, 
RUBBERS,  Etc., 

Our  Service  Has  Stood  the  Test. 
WE  SOLICIT  A  TRIAL  ORDER 

La  Maison  Girouard  Limitee 

(F.  T.  Shoe  Co.)      ST.  HYACINTHE,  QUE. 


SepteniluT.  1920 
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A  Shoe  Merchant 


With  a 


Champion  Shoe  Repair 

Department,  said 


Every  customer  tor  a  new  pair  is  a  prospect  (or  the  repair 
department. 


Ily  installing  tlie  shoe  repair  department  behind  a 
glass  partition,  customers  can  look  right  into  the  repair 
shop  and  see  how  the  work  is  done.  I  would  put  the 
Stitcher  right  up  near  the  glass  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outfit  is  very  small.  The  neces- 
-ar\-  stock  and  accessories  to  slan  t!iis  tlepartment  do 
not  call  for  any  large  expenditure  of  money.  Any  live 
merchant  could  start  right  in  making  such  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 


ance, etc.  'I'his  would  leave  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  rei)air  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 
ment. 

Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 

Champion  New  Model.  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 

Over  20,000  Champion  Machines  of  various  types 
in  use-That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of: 

Seven  difYerent  types  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 
Forty  different  models  of  Repair  Outfits,  consisting  of  Stitchers 

and  Finishers. 
Two  distinct  types  of  Nailing  Machines. 
Many  different  Models  of  Finishers. 
Universal  Model  Curved   Needle  ^  complcte  line  of  Doublc  Tread  Tire  Machines, 

"by  gal'  gasoHnrofeTecTricity'''  Many  labor  and  material  saving  auxiliary  machines. 


CHAMPION  SHOE  MACHINERY  CO.,  372341  Forest  Park  Bvd..  St.  Louis,  Mo. 

Please  send  me  particulars  about  a  shoe  store  repair  department. 


Name   Street 

City   State 
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S(  |if  i  iiil)i  r,  i<j;jo 


Wonderful  Wood  Fixtures 

NoUiiiig  ill  tlie  sv.n  of  lixluris  lias  t-vcr  made  sucli  a  ikcidiil 
hit  as  the  period  dcsij^n  wood  fixtures  now  so  universally  used. 
They   liavc  the  i;ieat  :idvaiitaRe  of  lieauty   and  practicahility. 

NEW  CATALOG 

The  catalog  pictured  above  is  just  off  the  press.  It  shows  you 
the  very  last  word  in  modern  window  fixtures.  We  want 
every  display  man  and  merchant  to  have  a  copy — send  for 
yours  today. 

DECORATIVE  FIXTURE  CO. 


1600  S.  Jeffer»on  St. 


CHICAGO:  Illinois 


Display  Your  Shoes 
Attractively  on  the 
Classic  Stand 


The  Classic  is  the  most  hand- 
some display  stand  ever  put  on 
the  market  in  Canada. 

Its  simplicity  and  beauty  of 
design  will  add  refinement  to 
your  store  and  attractiveness 
to  your  goods.  The  Classic 
Shoe  Stand  is  finished  in  a 
rich  gold  with  black  relief. 

Write  for  further  particulars. 

DALE  WAX 
FIGURE  CO. 

LIMITED 
TORONTO 


CLASSIC 

No.  4025— Double 
Shoe  Stand 
Made  in  three 
heights,  18,  24  and 
30  inches. 


Mr.  Retailer  ! 


Ask  your  Jobberjfor  OuriFamousf 

NON-RIP  SANDALS 

Made  of  SOLID  LEATHER^in 
—  EZ^r^    ^Patent  and  Tan. 

Ifytmr  It  hiili-aiile  Man  iliirn  nnl  carry  llu-m,  wrilr  un  anil'wr  thnll  u-nMhiit 
v«M|«r#»  gup/>liftl.     fVv  Bfill  to  WhatfimlR  Trttde^oniy. 

THE 

Humberstone  Shoe  Co.,  Ltd. 

HUMBERSTONErONT. 


PAPER 

BOXES 


We  manufacture  paper  boxes  of 
every  description  for  Boots  and 
Shoes.  Send  us  your  enquiries 
stating  sizes  and  quantity. 

THE  HOUSE  OF  SERVICE 

THE 

King  Paper  Box  Co. 

Limited 
Everything  in  Paper  Boxes. 

864  LASALLE  AVENUE,  MONTREAL 

PHONES:     LASALLE  440—2085 


Si'pteiuhcr.  ]'XlCi 


FOOTWEAR   IN  CANADA 


For  Everyone,  Every  Time ! 


SHOES  bearing-  the  one  and  only  stamp  of 
the  Boot  &  Shoe  Workers'  Union  alone  are 
accepted  by  everyone  every  time. 

NOT  only  do  they  appeal  to  Mr.  Average 
Customer  but  they  are  the  only  shoes  ac- 
ceptable  to  the  Union  man  and  his  family. 

THE  retailer  who  fails  to  keep  a  complete 
stock  of  Union  Made  footwear  is  disre- 
garding the  demands  of  good  business. 


Boot  and  Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  SUMMER  STREET         -         BOSTON,  MASS. 

COLLIS  LOVELY  Gen  l  Pre.  t  CHAS.  L.  BAINE,  Gen'l  Sec  y-  Treas. 
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7oTtum 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agent*  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Leathers 


Glazed  Kid 

Black  and  all  colors. 

Side  Leathers 

All  sfrades,  all  weigrhts,  all  right. 

Glove  Leather 

Grain  and  splits,  all  kinds,  all  colors. 

Shoe  Findings 

Buttons,  Bows,  Fabrics,  Topping, 
Drills,  Twills,  Cottons,  Cork  Screws, 
Flannels,  Cotton  Threads,  Ducks, 
Poplin. 

Canadian  Representative  : 

Standard  Kid  Mfg.  Co.,  Boston 
The  Thomas  Lake  &  Whiton  Inc.,  Boston 

You  will  confer  a  favor  to  ut  if  you  call  on  them  when  in 
Boston.    They  will  surely  interest  you. 

Pierre  Blouin  Reg^d 


QUEBEC 

60  Colomb  St. 


MONTREAL 

59  St.  Peter  St. 


MADE   IN  CANADA 


Our  line  of  Channel  Cements,  Sole  Laying 
Cements,  Chrome  Cements,  and  Surefold 
is  a  quality  line. 

The  first  consideration  given  to  their  make- 
up is  QUALITY. 

You  may  depend  on  them  being  as  good  a 
Cement  as  can  be  made. 

Boston  Blacking  Company 

152  McGill  Street,  MONTREAL,  Canada 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and    Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  distance  of  the  shopping  di^rid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
European  plan,  $2  a  day  and  up.     Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
v^'ide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  .E  SAMSON  ENR. 

QUEBEC 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

Tlie  General  Merchants  are  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


K«»wu.Kcy  riMANUu..unn(uu:iAi  &. 
Ovrr   :W   y^-ars   in   its  bf\f\ 

''CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG.  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Picific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver.  Toronto,  Montreal.  Chicago,  New  York,  London,  Eng. 


OURFACE   KID      black  and  colors 


Beautifully  pliable  and  with  glove-like  grain — 
■^^^^Surface  Kid  is  particularly  suitable  for  dressy  shoes. 
^^^^      It  rivals  the  beauty  of  Real  Kid  and  is  very 
much  cheaper. 
Made  in  black  and  colors  and  sold  at  attractive  prices. 
Send  to-day  for  samples. 

BUTTS  IN  GUN  METAL,  DULL,  GLAZED 
CABRETTAS,  GLAZED  KID,  SHEEPSKINS 


Head  Office 

491  St.  Valier  St.,  Quebec 


LUCIEN  BORNE 


Montreal  Office — 225  Lemoine  St. 
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STEEL  DIES,  SHOE  STAMPS, 

Shoe  Lining  MarkerSf 

RUBBER  and  BRASS  STAMPS  For  All  Purposes 

Stencils.  Marking  Inks  and  Supplies,  Numbering  Machines 

One  of  the  oldest  Stencil  and  Steel  Die  manufacturing  establishments 
,  in  Canada. 

MONTREAL  STENCIL  WORKS,  Limited 

221-223  McGill  St.  Montreal 


ESTABLISHED  1875 


Tel.  Main  1434  &  6616 


Edwards  &Edwards 


TANNERS 
OF 


SHEEPSKINS 


FOR 

Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 


EDWARDS  &  EDWARDS 

Tanneriet 

Woodbridge,  Ont. 


H  -•ad  Office  and  Sale  Rooms 

27  Front  E.  Toronto 


Quebec  and  >4aritime  Provinces 
Represented  by 

JOHN  McENTYRE  LTD.  'S,S',ifik"C'SJt 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.L 


STANDARD 
SCREWED 
SHOES 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

A.  A.  COTE  &  SON 

LIMITED 


McKAY 
SEWED 
SHOES 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

ST.  HYACINTHE 

QUE. 


Manufacture  lines  of  Staple  McKay  Shoes  in  Men's,  Boy's,  Youth's,  Little  CIcnt's,  and  Children's,  as  well  as  a  Strong  Line  of  Heavy  Work- 
ing Shoes,  out  of  best  Chrome  Tanned  Side  Leathers,  on  Koot  Fitting  Lasts,  at  reasonable  prices.  Standard  Screwed  Soles,  Stitch  Aloft,  Natural 
Finished  Hottoms,  so  that  buyer  can  see  the  nature  of  leather,  and  know   wliat  he   is  buying.     THAT'S  THE   LINE   FOR  YOU. 
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INFOOT  BRAND 
British-Made 

INFANTS'  FOOTWEAR 

SOFT-SOLE  SHOES, 

in  Kid,  Silk,  Poplin,  Wool,  etc. 

HARD-SOLE  SHOES, 

Sizes  1-6,  Black  and  Tan  Leathers. 

INFANTS'  FOOTWEAR,  Limited 

LONDON,  ENGLAND 
Greene-Swift  Building,  LONDON,  CANADA 


HAZEN  B.  GOODRICH  &  CO. 

HAVERHILL  -  MASSACHUSETTS 


MANUFACTURERS 

MEN'S  &  WOMEN'S  SLIPPERS,  OXFORDS,  PUMPS 


It  is  no  longer  nec- 
essary, to  pay  Duty 
and  exchange  ratef, 
or  Royalty  in  order 
to  have  Shoe  Repair- 
ing Machinery. 


Here  is  a  Cut  of  our  new  Canadian  Model  "F.F."  Finisher.    Notice  its 
strength,  compactness  and  class.    This  principle  is  embodied  in  all  our 
styles  from  six  feet  long  to  twenty-two  feet  long. 

Universal  Shoe  Machinery  of  Canada,  Limited 

128  Queen  Street  -  MONTREAL 

ADAMS  BROS.  HARNESS  MANUFACTURING  CO.,  LTD.,  Agents  for  Ontario,  Saskatchewan  and  Manitoba 

CALGARY  SADDLERY  CO.,  Agents  for  Alberta 

H.  W.  Upham  —  Sussex  and  Mancton  N.   B.  —  Agents  for  the  Maritime  Provinces. 


•V.D.'A.RMSTRO^lG- 

ENGRAVEROF  FINE  STEEL  STAMPS  &DIES 
230^<vVJES;jM0NTREAL.myw^  675 
CR^-^^C^^g^  o  QUE,  cy  CS^>ur  A»AIN 


MY  STAMPS  ARE'UPTO  DATE  IN  DESIGN 
&  ADO  AN  ARTISTIC  FINISH  TO  VOUR  SHOES 
•  WHICHWILL  INCREASE  YOUR  SALES 


THE  Established  1863 

KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturers  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  rlexible  and  Wax  Splits  for  Home  and 
Export  Trade 
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CANADA. 


Over  Hfty  years  the  favorite 


Yamaska  Brand  Shoes  draw  enthusiastic 
praise  from  both  wearer  and  dealer.  The 
wearer  because  of  the  extra  comfort,  wear  and 
value  he  receives.  The  dealer  because  of  the 
ready  sales  and  the  increasing  number  of 
satisfied  customers  which  they  create. 

For  your  Mens'  and  Boys'  trade  insist  on 


YAMASKA  BRAND 


La  Compagnie 


J.  A.  &  M.  COTE 

St.  Hyacinthe  Quebec 


1 


THE  DUPLEX 

Heel  Breast  Scouring 
Machine 


Install  this  scourer  for  greater  production, 
greater  economy  and  better  quality  of  work. 
All  your  fine  and  rough  scouring  can  be 
accomplished  with  one  handling  of  the  shoe. 
Furthermore,  by  using  two  different  fixtures 
it  permits  of  scouring  the  breast  on  one  and 
scalloping  on  the  other.  This  can  be  done 
with  all  styles  or  shapes  of  vertically  breast- 
ed heels.    Easily  and  safely  operated. 

Write  for  Full  Particulars 

The  Louis  G.  Freeman  Co. 

CINCINNATI,  OHIO 


Representatives : 

International  Supply  Company,   Montreal — Kitchener — Quebec. 

Manufacturers    Supplies    Company,    St.    Louis,    Mo. — Milwaukee, 

Markem  Machine  Company,  Boston,  Mass. 

Schuster  Erlich  &  Cia.,  Buenos  Aires,  Arg.  Rep.,  S.  A. 

Ernst  Enna,  Copenhagen,  Denmark. 

O.  J.  Locke  Co.,  New  York. 

Standard   Engineering  Co.,   Leicester.  England. 


Wis. 
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No  more  mistakes  in  adding  up 
the  items  of  a  sale 


OLD  WAY 


By  hand  and  brain  and 
pencil . 

Makes  mistakes. 
Causes  losses. 
Causes  worry. 


NEW  WAY 

This  new  receipt-printing  cash  register 
adds  the  items  by  machinery. 

1.  It  prints  a  receipt  for  each  customer.  — ^ 

2.  It  prints  the  price  of  each  article. 

3.  It  indicates  the  price  of  each  article.   ^ 

4.  It  prints  the  total  of  all  items.   ^ 

5.  It  retains  an  added  and  printed  record. 


J.  SMITH 
COMPANY 
lO  MAIN  ST. 

ao7 
a32 

0.48 

0.19 


TOTAL 
$01.06 


Copy  of  receipt, 
with  merchant't 
name,  printed  fot 
each  cuttomer. 


It  also  does  many  other  things  which  have  made 
National  Cash  Registers  a  business  necessity. 

We  make  cash  re^istets  for  every  line  of  business 

NATIONAL 

CASH  REOISTER  CO. 


OF  CANADA  LIMITED 
TORONTO.  ONT. 
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ENGLISH    ARCTIC  SLIPPERS 

SOLD  BY  ALL  GOOD  JOBBERS  AND  MADE  IN  CANADA  BY 

MONTREAL  SLIPPER  &  GAITER  CO. 

287-  291  NOTRE  DAME.  W.,  MONTREAL 


SHOE  RACKS 


We  Make 
"SHOE  RACKS"  OF  ALL  STYLES 
END  WOOD  CUTTING  TABLES 
HARDWOOD  DIEBLOCKS 
TABLES  FOR  SHOEMAKERS 
WOODEN  BOXES  OF  ALL  KINDS 

Maranda  &  Desormeau 

I  0  Delorimier  Ave.  WONTREAL 

Phone  East  9604 


Subscribers*  Information  Form 

Many  letters  reach  us  from  subs;cribers  enquiring  where  certain  goods  can  be 
obtained.  We  can  usually  supply  the  information.  We  want  to  be  of  service  to 
our  subscribers  in  this  way,  and  we  desire  to  encourage  requests  for  such  informa- 
tion.   Make  use  of  this  form  for  the  purpose. 


Date  19 


'FOOTWEAR  IN  CANADA" 

347  Adelaide  Street  West,  Toronto. 


Please  tell  us  where  we  can  secure  (give  description  as  fully  as  possible) 


Name  . . 
Address 


If  your  next  adver- 
tising campaign  in- 
cludes— 

OUTDOOR 
ADVERTISING  or 
ELECTRIC  SIGNS 
get  our  quotations. 


THE  SIGNRY 


340 

RICHMOND  ST., 
London,  Ont. 

Branch 
62  Sandwich  W.,  Windsor 


We  also  conduct  a 
SHOWCARD 
SERVICE 
by  mail. 

A  trial  order  will 
please  you. 
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{BK  BELTING 

FOR  ALL  PURPOSES 

iB^  Oak  Round  Leather  Belting 

A  selected  quality  of  leather  belting  which  has  given  highly  satisfactory  results  for  years.  Suitable 
for  use  on  all  light  running  machines,  and  will  stand  up  favorably  with  all  makes  of  special  tannage. 
Carried  in  stock  in  all  regular  sizes.    Put  up  on  spools  of  100  feet. 

Powatan  Round  Leather  Belting 

A  belting  of  special  tannage  which  has  become  very  popular   in    the    United    States,    and  which 
compares  favorably  with  other  beltings  of  special  tannage. 
Carried  in  stock  in  all  regular  sizes.    Put  up  on  spools  of  250  feet. 

Tannate  Round  Leather  Belting 

A  well-known  belting  of  special  tannage  which  is  claimed  to  be  the  best  belting  on  the  market. 
Specially  suited  for  heavy  running  machines. 

Carried  in  stock  in  all  regular  sizes.    Put  up  on  spools  of  100  feet. 

Perfection  Round  Leather  Belting  Made  in  Canada 

This  is  a  pieced  belting  made  up  of  pieces  not  less  than  24"  and  up  to  48"  long,   well   joined.    It  is 
straight  cut  taken  from  the  back  only  ;  for  this  reason  it  is  superior  to  whole  belting,  which  is  circular 
cut,  irrespective  of  soft  spots,  this  being  the  cause  of  so  many  belts  breaking,  ultimately  becoming  a 
pieced  belt  of  inferior  quality. 
Carried  in  stock  in  all  regular  sizes.    Put  up  on  spools  of  100  feet. 

Cleco  Web  Belting 

The  ideal  belt  for  light  high  speed  machines.    Non-stretch,  strong  and  durable,  conserves  power  and 

assures  strong,  steady,  continuous  pull. 

I  inch  to  4  inches  wide.    36  yards  to  the  roll. 

Samples  and  Prices  of  any  or  all  of  these 
Furnished  on  Request. 


United  Shoe  Machinery  Co.  of  Canada,  Limited 

Bennett  Avenue      Montreal      227  Craig  St.  W. 


Toronto  Kitchener  Quebec 

90  Adelaide  Street  West  179  King  Street  W.  28  Demers  Street 
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"PERFECT" 


in 

every 
sense 
of 
the 
word 


The 


Perfect  Counter 


A  tibrL'  tunntcT  thai  pul^  a  distinctive 
quality  into  >oui'  shoes  which  becomes  ap- 
parent when  tlie  wear  is  strenuous,  givinji 
an  excellent  lit,  unc(|nalled  comfort  and  sat- 
isfaction. 

Try  the  "Perfect"  and  you'll  endorse  uur 
statements. 

Perfection  Counter  Limited 

699  Letouvneux  Ave.  Cor.  Ernett  St. 

Montreal 


Electric  Buffer  Dryers 
Electric  Treeing  Irons 
ElectricHeatingDevices 


All  sold  subject  to  your  approval 
after  thirty  days  free  trial. 


Write  today  for  full 
particulars 


Millner  Company 

1706  N.  12th  St.,  St.  Louis,  Mo. 


Globe  Furniture  Co. 

(Limited) 

Waterloo,  Ont. 


Send  for  Catalogue  and  Prices 

GLOBE  INTERLOCKING  SHOE 
STORE  CHAIRS 


Shoe  Tools  and  Findings 


BOSTON  BURNISHERS 

Made  in  2  size* 


TRI-ANGS 


For  protecting  heels  from  wearing  out  too  quickly.  Manu- 
facturers of  a  large  and  complete  line  of  tools  and  findings  {or 
shoe  repairer  and  shoe  store. 

The  New  Shoe  Machinery  Company 

PROVIDENCE,  R.I.,  U.S.A. 

Distributors  for  British  Columbia: 

B.C.  LEATHER  &  FINDINGS  COMPANY  LIMITED 

VANCOUVER,  B.C. 

Distributors  for  Provinces  of  Saskatchewan, 
Alberta  and  Manitoba: 

THE   GREAT    WEST    SADDLERY  COMPANY 


Winnipeg 


Edmonton 


Saskatoon 


Calgary 


September,  1920 
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GOODYEAR 
SERVICE 
BEGINS 

WHERE  OTHERS 

LEAVE  OFF 

When  a  machine  is  sold  outright,  all  interest  taken 
by   the   vendor   in   most   cases  suddenly  ceases. 

WHEN  GOODYEAR  MACHINERY  OR 
SHOE  REPAIR  OUTFITS  ARE  INSTALLED 
OUR  INTEREST  AND  SEVICE  BEGIN 

We  maintain  a  large  number  of  experts  to  install 
and  keep  in  operation  all  Goodyear  machinery,  and 
a  stock  of  parts,  so  as  there  will  be  no  delay  in  the 
case  of  a  breakdown.     This  is 

REAL  SERVICE 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 


SALEABILITY 

The  question  of  whether  your 
shoes  will  contain  that  all  impor- 
tant feature — saleability — can  best 
be  answered  by  using  Clarke's  Pa- 
tent Leather. 

Used  by  the  most  successful 
manufacturers  of  high  grade  shoes 
in  Canada. 

A.  R.  Clarke  &  Co.,  Limited 

MONTREAL   TORONTO  QUEBEC 
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Huirh       MacLean.  T.imited,  Pul)li-lii  r' 


Toronto.  Ortol.er.  1020 
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SURE  STEPS 

TO  INCREASED  SALES 

This  is  a  combination  that  will  bring 
discriminating  customers  to  your  door 

Panther  Soles 

^  and 

''Sure  Step'' 
Rubber  Heels 


PANTHER  SOLES  are  tenaciously  strong,  can  be 
worked  just  as  easily  as  leather — stitched  and  trimmed. 
They  will  not  crack,  are  waterproof,  and  prevent  slipping. 
Specify  Panther. 

Panther  "Sure  Step"  Rubber  Heels  give  absolute  satis- 
faction to  both  the  dealer  and  the  wearer.  You  will  be 
pleased  to  recommend  them,  knowing  that  "Sure  Step"  will 
bear  out  your  claims. 

STOCK  THEM  NOW 


Panther  Rubber  Co.,  Ltd 


Sherbrookef  Que. 


October,  1920 
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There's  Nothing  to  be  Gained 

by  Waiting 


You  should  know  about  how  many  pairs  of  Fleet  Foot  you  will 
need  for  next  summer's  business  and  also  the  styles  that  will  sell 
best  in  your  territory. 

By  making  selections  now,  you  are  sure  of  getting  your  complete 
order  made  up  and  delivered  in  ample  time  for  warm  weather. 

If  you  put  this  off  until  Spring,  there  will  be  hundreds  ahead  of 
you,  and  you  might  be  disappointed. 

The  Fleet  Foot  line  for  1921  is  complete.  The  styles  are  adopted. 
The  Fleet  Foot  factories  are  ready  to  start  right  in  on  your  order. 

Make  success  assured  for  the  summer  season  of  1921  by  placing 
your  order  for  Fleet  Foot  NOW. 


Dominion  Rubber  System  Service  Branches 


You  have  everything  to  GAIN  and  nothing 
to  lose  by  placing  your  1921  orders  NOW 

for 


Are  located  at 


Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford,  Kitchener, 
London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina,  Saskatoon, 
Calgary,  Lethbridge,  Edmonton,  Vancouver  and  Victoria. 


4 


FOOTWEAR    IN  CANADA 


r)ctol)er, 


I 


i 


i 


Styles  That 
Attract  and  Sell 


THE  feminine  trade  is  no  small 
item  of  a  shoe  retailer's  busi- 
ness, and  it  is  worth  going 

after. 

The  one  successful  method  to  se- 
cure their  patronage  is  the  intro- 
duction in  your  store  of  our 

Medium  and  Fine 
McKays 

for  women,  misses  and  children. 

They  demand  stylish  shoes — and 
our  styles  will  cause  them  to  pause 
in  front  of  your  window. 

Every  shoe  a  model  of  good  work- 
manship. 


Canadian  Footwear  Co. 

Limited 

Montreal 

Salesroom:  36  St.  Genevieve  St.  Factory:  Pointe-Aux-Trembles 


1 


i 


October,  1930 


FOOTWEAR   IN  CANADA 


5 


SNAP 


The  ^'snappy  shoe^^  attracts 
attention. 

BENNETT  Counters  convey  the 
'  snap  of  the  last"  to  the  shoes. 
They  neither  add  nor  detract. 

Fitting    your    lasts    is    no  detail. 

We   consider   it  an  ART. 


BENNETT  LIMITED 
MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  QUE. 


Mndi-  in  Ciiniidn  by  tltr  l.arf;i:H  Slinp  Fibrv  Mtiki  r.t  in  ihv  British  ICm/iire 
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We  ha  ve  purchased  in  February  of  this  year  the  plant  of  the 
Maganetawan  Tanning  &  Electric  at  Burk's  Falls,  Ontario,  where  we 
are  now  manufacturing  High  Class  Dry  Hide  Oak  Sole  Leather.  With 
the  addition  of  this  large  and  extensive  Tannery,  we  are  in  a  better 
position  than  ever  to  look  after  your  requirements  in  Sole  Leather. 

We  have  a  tannage  for  every  demand,  from  finest  turn  to  heaviest 
staple. 

FIVE  TANNERIES:    Each  specializing  in  the  manufacture  of 
THE  STANDARD  OF  CANADIAN  SOLE  LEATHER. 

The  Breithaupt  Leather 

Company,  Limited 

Sales  Offices. 

KITCHENER       TORONTO       VANCOUVER       MONTREAL  QUEBEC 

Tanneries  at 

PENETANG     HASTINGS     KITCHENER    WOODSTOCK    BURK'S  FALLS 


Octi)l)ei-,  1930 
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"A  Made-in-Canada  Counter 

Manufactured  with  Canadian -Made  Fibres" 


The  "Made-in-Canada"  campaign  now  sweeping  the  country  is  des- 
tined to  bring  about  a  new  attitude  on  the  part  of  the  Canadian  Public 
toward  Canadian-Made  Shoes. 

A  Made-in-Canada  counter  is  the  logical  counter  for  a  Made-in-Can- 
ada Shoe. 

D.  &  P.  Counters  are  Made-in-Canada,  by  Canadians,  for  Canadian- 
Made  Shoes.   Are  you  using  them? 

KID  KIP 

A  chrome  side  leather  in  two  weights,  with 
a  grain  and  finish  like  genuine  kid,  but  much 
cheaper. 

It  is  exceptionally  durable  and  of  fine  ap- 
pearance, while  its  cheapness  compared  with 
the  genuine  kid  enables  you  to  offer  greater 
values  in  your  products.  We  should  be  pleased 
to  send  you  samples. 

DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  45  Front  St.  East,  Toronto;  Ontario  Selling  Agent 
Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  City 


Tannery  and  Factory:        ST.  HYACINTHE,  P.Q. 
Sales  Office  and  Warehouses  :  224  LEMOINE  STREET,  MONTREAL 
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Getty  &  Scott  Limited 


GALT 


ONTARIO 


'I'he  high  standard  of  their  manu- 
facture has  been  estal)lishe(l  throu'^'i 
the  evolution  of  hard  work,  lon.L; 
experience  and  honest  endeavor. 
They  justly  merit  the  approval 
^5i^■en  them  by  all  wearers  and  they 
command  the  support  of  the  far- 
seein"-  merchant 


CLASSIC  SHOES  have 
not  gained  their  reputr.> 
til  in  by  cutting-  a  price, 
)ut  by  increasing  a  value, 
'ilie}-  are  indeed  "Eine 
shoes  for  women."  and 
your  stock  should  include 
them. 


Octolier.  t!):3() 
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Makers  of  Fine  Shoes 

for  WOMEN  AND  CHILDREN 

I 
I 

i 

i 

i 
I 

I 

I 
I 

I 

i 
I 

I 

I 

i 
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Classic  Juveniles 

AIJ-KI'^  in  satisfaction  for  Ixttli  cliild  and  parent 
CLASSIC  ■■Triif-Trod"  and  "  K)t-'i>ainer" 
■  lia\c'  ht'Come  universal  fax-orites.  'I'lie  dealer 
need  only  leature  these  two  splendid  lines  of  jin- 
enile  tootwear  to  realize  their  immediate  appeal  lo 
his  ])est'  class  of  customers. 


They  are  designed  to  provide  real  comfort,  while 
placinj^-  the  growing-  foot  in  shoes  which  adhere 
])erfectly  to  hygienic  principles. 

(  )nc  of  our  salesmen  will  be  calling  uptMi  von 
shortly  with  samples  for  Spring  1921  selling.  Von 
would  he  well  ad\ised  to  hold  vour  orders  until 
vou  have  seen  them . 


Getty  &  Scott  Limited 

GALT,  ONT. 


i 


11) 


FOOTWEAR    IN  CANADA 


Ortuher,  19:20 


MylesShoeCo 


October,  1920 


FOOTWEAR    IN  CANADA 


J.  A.  McLaren  c 


OMPANY 
LIMITED 


 Boots,  Shoes  and  Rubbers  for   

SPRING  1921 

Keep  Ahead  by  Buying  Ahead 

Whatever  conditions  prevail  at  the  moment,  there 
is  one  thing  certain — Spring  1921  will  bring  its  trade 
— will  set  your  custom  seeking  for  new  styles,  ser- 
viceable wear  and  good  values  again.  You've  got 
to  meet  this  demand  with  the  right  goods  and  so 
keep  abreast  of  competition.  That  means  buying 
now  in  the  right  market,  where  experience,  reputa- 
tion and  a  wide  variety  of  the  best  lines  make  your 
decision  a  safe  one. 

Every  thing  in  Leather      Attractive  White  Goods 


whether  for  men,  women,  l)oys  or  misses — 
wonderfully  varied  and  presenting  all  the  new- 
est style  features,  with  a  (|uality  and  work- 
manshij)  that  is  consistently  high  grade  in  all 
lines. 


Imperial,  Maple  Leaf  and 
Little  Canadian 

need  no  introduction.  They  arc  known  as  fa.^t 
sellers,  s])lendid  wearers  and  good  custom 
makers. 


They  are  trade  winners  in  every  re3i)ect.  Lack 
ing  nothing  in  style,  variety  and  wearahilit}', 
(Hir  whitewear  will  compare  with  anything  on 
the  market.    They  feature  Oxfords,  Pumps, 

.Strap   .Slippers  and   High  Cuts  Goodyear 

Welts,  Gums,  and  McKay  Sewn — and  com- 
])rise  a  line  that  will  stimulate  profitable  busi- 
ness for  you. 

The  Famous  Speed  King 

is  among  oiu^  selection — The  line  that  has  cre- 
ated so  much  trade  and  good-will  for  dealers. 
They  earn  a  place  in  every  stock. 


Here's  a  good  tip — Be  ready  with  the  right  goods  for  your 
1921  trade,  but  don't  place  your  order  until  you  have  seen  our 
man.  By  giving  a  little  time  to  looking  over  his  samples  you 
will  be  amply  repaid  in  dollars  and  cents  when  it  comes  to  get- 
ting the  business  of  1921. 


J.  A.  McLaren  c°= 

30  Front  Street  West,  Toronto 
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nyawatha 

Slipper 

Moccasins 

HYAWATHA  slipper  moccasins  are 
cut  with  a  heel  curvature  which  pre- 
vents the  slipper  from  dropping  at 
the  back,  and  the  discomfort  of  walking 
on  a  crushed  heel. 

EVERY  pair  are  lasted  on  standard  shoe 
size  lasts,  and  are  from  one  to  two  sizes 
larger  than  the  average  slipper  moccasin 
on  the  market  to-day.  Test  them  and  see. 

The  paramount  quality  desired  in  a  slipper 
moccasin  is  of  course — comfort,  but  to 
this  we  have  added  a  decided  improve- 
ment in  style  and  finish. 

You  cannot  go  wrong  on  these  slippers 
for  your  Xmas  trade. 


Manufactured  by 

The  Montreal  Moccasin  Co.  Limited 

10  Shamrock  Ave.,  Montreal 


Octdlier.  I'.irii) 
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Beardmore  &  Co. 

Largest  Tanners  in  British  Empire 


TANNERS  OF 

Union,  Hemlock,  Oak  and  Chrome  Sole  Leathers, 
Harness  and  Saddle  Leathers,  Case,  Bag  and  Belt 
Leathers,  Belting  Butts  and  Lace  Leathers,  Cow- 
hide Upper  Leathers,  Shoe  and  Glove  Splits. 

MANUFACTURERS  OF 

Cut  Soles  and  Top  Lifts,  Moulded  Counters,  Up- 
pers, Leggings,  Leather  Belting,  Goodyear  Welt- 
ing, Etc. 

DEALERS  IN 

Imported  and  Domestic  Leathers  and  Findings  for 
Factory  and  Finders'  Trade. 


Established  1844 
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THE  SALESMAN'S 


OPPORTUNITY 


BOSTON,  MASSACHUSETTS 


OCTOBER  2.  1920 


HE  STUDIED -HE  WAS  READY 
WHEN  OPPORTUNITY  CAME 

Frank  fT  Stelling'  was  a  retail  shoe  sales- 
man in  Augusta,  Georgia — began  at  the 
bottom,  with  Mulherin  &  Marks.  He  wasn't 


Frank   H.  Stelling 

content  merely  to  hold  his  job.  He  studied 
his  ])rofession,  grasped  every  chance  to 
learn  ab(nit  shoes,  and  salesmanship  and 
merchandising.  So  he  became  a  first-class 
retail  shoe  salesman,  then  a  buyer.  Then, 
by  and  by,  when  the  time  was  ripe  he  and 
Charles  A.  Nickerson,  a  fellow-salesman, 
went  into  business  tor  themselves — started 
the  .Stelling  Nickerson  Shoe  Co..  in  Augus- 
ta. The)-  have  made  good.  They  have  an- 
other store  in  Cokimbia,  South  Carolina, 
that  (jecjrge  Nickerson.  (Charles'  brother) 
is  managing — he  was  also  a  retail  shoe 
salesman  and  worked  up. 

I''r;mk  Stelling  and  Charles  Nickerson  and 
(jeorge  Nickerson  will  tell  you  that  promo- 
tion comes  to  those  whj  are  ready  for  it. 
ICvcry  successful  shoe  man  will  tell  you  the 
same  thing. 


The  training  Course  and  Sefvice  of  the  Re- 
tail Shoe  Salesmen's  Institute  will  help  you 
to  rise  in  your  profession  to  the  better 
jdaces — with  the  accompanying  honors  and 
l)rofits.  This  Course  will  not  only  help  you 
with  the  necessary  facts  of  your  profession, 
its  best  practices  and  methods,  but  will  in- 
spire you  to  "be  the  best"  that  is  within 
vou  to  be — and  moreover,  will  save  you 
much  time  in  getting  there. 

All  told,  1,000  shoe  men  have  contributed 
of  their  knowledge,  experience,  opinions, 
ideas  and  suggestions  in  preparing  the  ma- 
terial making  up  the  Eight  Volumes  of  the 
Course — it's  yours,  to  help,  benefit  and  pros- 
per you. 

BETTER  TRAINING  IN  SELLING 

"The  manager  of  a  big  department  store 
said  once  that  he  could  send  an  inexperienc- 
ed substitute  into  almost  any  department  in 
the  store  with  the  expectation  of  his  doing 
l)etter  work  than  he  would  in  the  shoe  de- 
partment, because  of  the  technical  informa- 
tion that  the  shoe  salesman  needed.  This 
is  perfectly  true.  Every  shoe  salesman  does 
need  to  know  a  great  many  things  about 
shoes,  technically,  besides  having  in  him  the 
natural  instincts  of  a  salesman. 

"There  is  room  in  the  shoe  trade  for  the 
)()img  man  who  makes  a  serious  study  of 
the  business."    (Boot  and  Shoe  Recorder.) 

THE  BEST  DIPLOMA 

This  Institute  awards  a  Diploma  when  you 
complete  the  Training  Cotirse.  This  Dip- 
hnna  will  be  an  evidence  of  your  desire  to 
iniproNc   and   your  determination    to  get 


Aie  you  in  a  " Rut"— the  Course  will  help  you  out  of  it. 
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ahead.  Your  licst  (lii)lonia  will  be  this: — 
The  certification  of  yourself,  within  ycnir- 
self,  for  a  bigger  job.  a  bigger  salary,  a  big- 
ger Self.  The  Course  guides  and  directs 
you  to  that. 

ARE  YOU  A  VETERAN  SALESMAN? 

We  find  many  experienced  retail  shoe 
salesmen  who  say  this  to  us:  "I  know- 
enough  about  the  business  now.  I've  had 
five  (or  ten  or  twenty)  years'  experience. 
I  don't  need  the  Course." 
Let  us  say  this  in  reply:  "No  retail  shoe 
salesman,  of  whatever  experience;  no  as- 
sistant manager,  manager,  buyer  or  own- 
er but  will  find  in  this  Course,  not  a 
little,  but  a  great  deal  that  he  doesn't 
now  know — and  will  greatly  benefit  by  en- 
rolling." 

That  is  the  truth. 

Moreover,  veteran,  experienced  salesmen 
and  indeed,  successful  owners  and  man- 
agers, men  like  C.  K.  Chisholm,  of  Cleve- 
land,  George  E.  Peirce,  of  Providence,  W. 
C.  Goodwin,  of  Fitchburg,  and  many,  many 
others,  are  not  above  giving  themselves  the 
advantage  which  this  Course  ofiFers. 
Why  deny  the  great  benefit  to  yourself, 
whether  you  are  a  long-experienced  sales- 
man or  a  beginner?    Or  why  delay? 

"THEY  SAY" 

'The  proof  of  the  pudding  is  in  the  eat- 
ing." Listen  to  what  just  a  few  of  the 
many  who  are  now  members  of  the  Insti- 
tute and  pursuing  the  Course,  say  concern- 
ing their  experience  so  far  : 
"As  far  as  I  have  gone  in  the  Training 
Course  it  has  been  a  great  help  both  to  the 
customers  and  to  myself  in  the  way  of  ser- 
vice and  satisfaction.  I  consider  this 
Course  to  be  one  that  makes  a  salesman 
more  valuable  to  hi^  employer  and  to  him- 
self. 

WALTER  W.  KNOWLES,  Leominster, 

Mass. 

"I  find  the  Training  Course,  as  far  as  I 
have  studied,  to  be  most  beneficial. 
"It  is  indeed  a  short  cut  to  the  fundament- 
al principles  of  the  shoe  business  and  I 
personally  feel  that  I  am  deriving  a  benefit 
that  will  save  me  years  of  practical  exper 
ience.    I  have  learned  things  that  in  the 


ordinary  Ini'^iness  way  would  have  taken  a 
great  deal  of  time." 

E.  H.  KLIXE,  Youngstown.  Ohio. 

"I  have  gotten  more  information  out  of  the 
Course  so  far  than  I  have  gotten  in  my  year 
of  actual  work.  What  I  get  out  of  it  I 
applv  in  my  work.  In  doing  so,  I  can  give 
my  customers  a  much  better  service. 
"The  Course  so  far  has  been  a  big  help  to 
me  in  mv  work.  1  have  l)een  able  to  give 
information  that  my  employer  did  not  know 
and  he  has  been  in  business  for  twenty 
years." 

PRESTON    CHAMBERLIN,  Coatesville. 

Pa. 

And  so  on — dozens  and  dozens  have  written 
in  the  same  vein. 

DECIDE  NOW 
Make  uj)  \-()ur  mind  that  }ou  will  at  once, 
now,  begin  to  give  yourself  the  advantage 
which  the  Training  Course  offers..  The 
ability  to  decide  is  always  found  in  able  men 
and  women.  Decide  NOW.  Send  for  our 
60-page  free  booklet,  "The  Road  to  Ad- 
vancement for  Retail  Shoe  Salesmen" — this 
describes  the  whole  plan  in  detail. 


Founders  of  the 
Retail  Shoe  Salesmen's  Institute 

National  Shoe  Retailers'  Association 


Alexander  &  Co. 

Chisholm  Shoe  Co. 

Cohen  Brothers 

L.  S.  Donaldson  Co. 

William  Filene's  Sons  Co. 

R.  H.  Fyfe  &  Co. 

A.   H.   Geuting  Co. 

Gilchrist  Co. 

W.  C.  Goodwin 

Guarantee  Shoe  Co. 

F.    A.  Guinivan 

A.  v.  Holbrook  Bootery  Co. 

A,  H.  Howe  &  Sons 

Jones,  Peterson  &  Newhall  Co 

Krupp  &  Tuffly 

Lewis  &  Reilly 

John  A.  Meadows  &  Sons 

Thomas  F.  Peirce  &  Son 

Potter  Shoe  Co. 

Sherron   Shoe  Co. 

W.  G.  Simmons  Corp. 

Slade    .Shoe  Shops 

Stelling-Nickerson   Shoe  Co. 

\'aile  Shoe  Co. 

\'an  DeGrift  Shoe  Co. 

Volk   Bros.  Co. 

K.  W.  Watters  Co. 

W.   W,  Willson 


George  W.  Baker  Shoe  Co. 
Bliss  &  Perry  Co. 
Boot  and  Shoe  Recorder 
Bristol    Patent   Leather  Co, 
Brockton  Rand  Co. 
Brown  Shoe  Co. 
Arthur  L.  Evans 
L.  B.  Evans'  Sons  Co. 
Farnsworth,  Hoyt  Co. 
Hazen  B,  Goodrich  &  Co. 
Hazen-Brown  Co. 
Hunt-Rankin   Leather  Co. 
George  E.  Keith  Co. 
Keystone  Leather  Co, 
Menihan  Co, 
Morse  &  Burt  Co. 
A,    E,   Nettleton  Co. 
Peters   Mfg,  Co, 
Thomas  G,  Plant  Co, 
Rice   &    Hutchins.  Inc. 
S'amans   S:   CoI)l>  Co. 
.Selby    Shoe  Co. 
Stetson  Shops,  Inc, 
The  Shoe  Retailer 
United  Shoe  Machinery  Corp, 
United  States  Rubber  Co. 
Wizard  Foot  Appliance  Co. 
E.   T.   Wright  &•  Co.,  Inc, 


RETAIL  SHOE  SALESMEN'S  INSTITUTE 

727  Atlantic  Ave.,  Boston,  Mass. 

Please   send   me   your  GO. page   booklet    entitled    "The  Road 

to    Advancement    for    Retail    Shoe    Salesmen."    togetlier  with 

full  ]-)articulars  of  the  Training  Course  and  .Service,  It  is 
understood  that  this  is  sent  wit'.iout  obligation  to  me. 

Name   

,\ddress   

With    what  Finn  

I'' 
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TRADE  MARKL 
G.P.  &R.LTP 


iiiilllllllllllllilllllliiiiiiiillllllllllllliiiiiiliilllllliillllilliy 


Show  Your 
Customers 

Outing 

Brand 

Sporting 
Shoes 


npHE  kind  of  shoes  required 
^  for  Spring  1921,  are  illustrat- 
ed herewith.  Each  of  the  four 
styles  shown  is  made  from  se- 
lected materials— the  best  qual- 
ity bleached  white  duck,  and 
white  or  red  rubber  soles. 


These  are  shoes  that  are  certain  to  please  your  customers. 
They  are  built  to  ensure  the  greatest  amount  of  comfort,  with 
tough  Rubber  Soles,  which  are  pliable,  so  that  they  will  bend  to 
the  natural  form  of  the  foot.  Fitting  like  a  glove,  they  give 
the  wearer  a  feeling  of  being  rightly  shod. 

Ask  your  jobber  for  ^'Outing^^  Brand 


Gutta  Percha  &  Rubber,  Limited 

Head  Offices  and  Factory,  TORONTO 

BRANCHES:   HALIFAX,   MONTREAL,   OTTAWA,  FORT  WILLIAM,  WINNIPEG,  REGINA,  SASKA- 
TOON, EDMONTON,  CALGARY,  LETHBRIDGE,  VANCOUVER,  VICTORIA 
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fllllBlllllli! 


Reliable 

and 

Profitable 
Your  Business  Needs 

Them 

One  ideal  governs  the  manufacture  of  the  Tillsonburg 
Shoe.  It  is  to  embody  in  each  shoe  a  standard  of  qual- 
ity which  ensures  a  constant,  prolitable  trade  for  the 
merchant  and  the  greatest  possible  value  for  the  cus- 
tomer. It  is  to  this  end  that  every  member  of  our  or- 
ganization strives  and  the  result  is  but  lojical — a  100',, 
product  to  supply  an  ever  increasing  demand  . 

Investigate  the  merits  of  the  Tillsonburg  Line.  Your 
business  needs  them. 

Ask  Your  Jobber 

Tillsonhurg  Shoe  Co.  Ltd. 

TILLSONBURG      -  ONTARIO 

TILLSONBURG 

SOLID   STAPLE  SHOES 
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SHOE  PATTERN  SERVICE 


"STYLE  SELLS  THE  SHOE " 


Not  only  may  Canadian  Mannfacturcrs 
have  at  their  command,  the  latest,  most  ap- 
proved designs — but  they  may  have  them  at  a 
moment's  notice. 

Surely  Conaway — Wadsworth  Service  is 
worth  your  consideration.  A  post  card  will 
bring  full  details  immediately. 


Conaway  -  Wadsworth 
Pattern  Company  9  Ltd. 

223  McGILL  ST.,  MONTREAL 


GUS.  LOSSMAN, 
Manager. 


OUR  STOCK  OF  THE  FOLLOWING  LEATHERS 
IS  ALWAYS  COMPLETE 

GLAZED  KID— in  Black  and  Colors. 

SIDE  LEATHERS — Various  grades  and  weights 

GLOVE  LEATHERS— Grain  and  Splits,  all  colors 

SHOE  FINDINGS  —  Buttons,  Bows,  Fabrics, 
Topping,  Drills,  Twills,  Cottons,  Cork  Screws, 
Flannels,  Cotton  Threads,  Ducks,  Poplin. 

CORRESPONDENCE  SOLICITED 

Pierre  Blouin  Regr'd 

QUEBEC,  60  Colomb  St.    MONTREAL,  59  St.  Peter  St. 


Announcing  the  Spring,  1921,  Samples  of 
Brandon  and  Monarch  Footwear  for  Men 


ALL  1920  finds  us  remarkably  well  placed  for  filling  your  Spring  1921  re- 
quirements. We  feel  it  no  exaggeration  to  say  that  rarely  before  has  our 
salesmen  been  able  to  offer  you  such  a  splendid  assortment  of  lasts,  leathers 
and  patterns.  There  are  bals,  bluchers,  brogues  and  Oxfords  in  gunmetal, 
calf,  royal  purple  Russia,  Mahogany  Russia,  vici  kid,  brown  and  black  Kan- 
garoo and  patent.  Every  one  should  prove  a  consistent  trade  winner,  highly 
satisfactory  to  merchant  and  wearer  alike. 
Our  travelers  are  now  in  their  respective  territories,  as  they  are  unable  to  see  you  all 
early  in  the  season  kindly  wait  before  placing  orders. 


All  Gun  Metal  Calf  Bal  Elect  Last,  D  width,  sizes  6-10,  SYz-By, 


Royal  Purple  Russia 
Vici  Kid  Bal 


Verdun  "  D 

Aviator  "  D 

Aviator  "  D 

Elect  "  D 

Liberty  "  E 

"      "       "                       Vogue  "  D 

"      "       "                      Yale  "  D 

Black  Diamond  Cal  Bal  Elect  "  D 

Liberty  "  E 

Foch  "  D 

Verdun  "  D 

Aviator  "  D 

Haig  "  D 


6-10,  51/4-9 1/^ 

6-10,  SVz-dVi 

6-10,  SYi-SVi 

6-10, 

6-10 

6-10 

6-10 

6-10,  5I/4-914 
6-10,  51/4-91/^ 
6-10,  51/^-91/^ 
6-10,  51^-914 
6-10,  514-914 
6-10,  514-914 


These  are  put  up  in  15  pair  lots  sizes  514-9^^ 

6  -10 

All  single  soles  with  the  exception  of  one  line,  Black  Vici  Kid  Bal,  Liberty  Last,  E  width,  which  has 
half  double  sole. 

All  shoes  ready  for  immediate  shipment.  Monarch  or  Brandon.     Write  or  wire  for  Price  List. 
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THIS  IS  OUR  FACTORY 


■and  this  is  our  Product 


Notice  the  present  day  wide-awake 
appearance  of  the  above  Factory.  It  is 
here  that  expert  workmen  produce  the 
"Best  Every-day" —  a  solid  staple  shoe  of 
exceptional  merit. 

Your  Jobber  can  supply  you.  Get  in 
touch  with  him  for  the  coming  season. 


THE  T.  SISMAN  SHOE  CO.,  Limited 


AURORA, 


ONTARIO 


October,  1920 
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Are  You  Helping  Establish 
"  THE  BIG  IDEA  "  ? 

A  DVERTISEMENTS  urging  the  public  to  buy  what  shoes  they  need  NOW  and  to  buy  only 
/X    Made-in-Canada  shoes,  are  appearing  in  practically  every  important  newspaper,  farm  journal, 
and  magazine  from  Coast  to  Coast. 

This  extensive  publicity  campaign  is  supplemented  by  the  motion-picture  "Sole-Mates"  which 
tells  the  story  of  the  leather  and  shoe  trades  from  the  raw  materials  to  the  fitting  of  shoes  in  the  retail 
store.  It's  a  real  human  interest  story  and  it  will  pay  you  to  get  your  customers  to  see  it  when  it's 
shown  in  your  town. 

By  this  time  we  hope  that  the  portfolio  which  we  mailed  to  every  Retail  Dealer  in  Canada,  has  been 
safely  delivered. 

\\'e  also  hope  that  the  show  card  reading  "We  sell  and  recommend  Made-in-Canada  Shoes"  is  now 
prominently  displayed  in  the  thousands  of  dealers'  windows  and  stores  through  the  country, 
because  in  order  to  convince  the  people  of  Canada  that  their  best  interests  are  served  by  buying 
Made-in-Canada  shoes,  we  do  need  the  co-operation  of  the  retail  merchants. 

There  are  some  features  in  this  portfolio  that  we  would  like  to  bring  to  your  special  attention.  (Have 
you  got  yours  handy?) 


TAKE  PAGE  5,  for  instance.  Is  the  Show  Card  which 
accompanied  the  portfolio  displayed  in  your  window, 
or  some  other  prominent  part  of  your  store? 

ON  PAGE  6,  there  is  the  copy  for  some  advertisements 
which  would  be  splendid  for  your  local  paper.  Why 
not  run  these  advertisements  in  your  space  in  your  local 
paper  for  the  next  four  or  five  weeks?  They  will  help 
tie  your  store  up  with  the  advertising  we  are  doing. 

ON  PAGE  7  of  the  portfolio  are  details  of  an  "Essay 
Contest  for  Retail  Dealers  and  their  Clerks."  The 
first  prize  for  this  contest  is  $135.  There  are  nine 
prizes  in  all.  Somebody  is  going  to  win  these  prizes. 
Why  not  you?    Send  us  your  essay  as  soon  as  finished. 


ON  PAGE  8  you  will  find  details  of  the  "Essay  Contest 
for  School  Children,"  for  which  there  are  100  prizes. 
Many  dealers  are  making  a  "hit"  with  their  youthful 
customers  (and  the  parents  of  their  youthful  custom- 
ers) by  calling  their  attention  to  this  contest  and  in 
ducing  them  to  enter. 

PAGES  9  AND  10  relate  to  the  editorial  "The  Too 
Modest  Canadian."  If  you  paste  this  up  in  your  win- 
dow or  store  you  will  be  surprised  to  see  how  inter- 
ested people  are  in  reading  it.    Try  it  and  see. 

THE  BACK  COVER  of  this  portfolio  is  a  very  un- 
usual poster.  It  shows  in  a  very  interesting  and  graphic 
way  the  reason  why  every  Canadian  should  buy  "Made- 
in-Canada"  shoes.  Paste  it  up  in  your  window  or  some 
part  of  your  store.  This  picture  tells  a  story  very  vital 
to  Canadians  just  now. 


ofMade-in — 
Canada 


There  never  was  in  the  history  of  Canada,  such  strong 
sentiment  in  favor  of  Made-in-Canada  Goods.  Cana- 
dians are  steadily  and  surely  coming  to  the  convict- 
ion that  it  is  both  economy  and  practical  patriotism 
to  buy  Made-in-Canada  goods — particularly  Made-in 
Canada  shoes.  It  is  therefore  good  business  for  you 
to  identify  your  store  as  one  which  SELLS  AND 
RECOMMENDS  MADE-IN-CANADA  SHOES. 

If  by  any  chance  your  portfolio  has  not  arrived, 
please  let  us  know  and  another  will  be  sent  you 
immediately . 

Address 

National  Advertising  Committee 

SHOE  MANUFACTURERS' ASSOCIATION 
OF  CANADA 


1404  Traders  Bank  BIdg. 


Toronto 
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The  International  Shoe 


If  Invictus  Shoes  are  considered  very  desirable 
merchandise  by  the  firms  hsted  below — outside 
of  Canada — surely  they  possess  infinitely  greater 
value  for  the  up-to-date  merchant  in  Canada. 

United  States  Great  Britain 

Abercrombie  &  Fitch  Selfridge's 

Lord  &  Taylor  Manfield  &  Co. 

Coward  Shoe  Co.  Junior  Army  &  Navy  Stores 

France 

Pinet  et  Cie 


Shipments  are  being  made  regularly  to: 
SOUTH  AMERICA,  AUSTRALIA,  SOUTH  AFRICA 


Our  Canadian  sales  have  never  been  so  large, 
nor  our  distribution  so  wide  as  to-day. 


Geo.  a.  Slater  Limited 

MANUFACTURERS 

MONTREAL 


(lcl(>ber,  1920 
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Dufresne  &  Locke 


representing 
THE  UTMOST  IN 

VALUE 

FOR 
THE 

PRICE 

IN 

FOOTWEAR 

for 
men 
women 


children 


LIMITED 

MONTREAL 


October.  1920 
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High  Class  Men's 

and  Women's 
Goodyear  Welts 


^  AL  U  E  for  the  price  is  the  big  feature  of 
these  shoes.  They  are  essentially  a 
product  of  high  grade  material  and  work- 
manship, and  are  made  to  meet  the  exacting 
demands  of  the  buyer  who  is  determined  to 
have  a  first-class  shoe  at  a  moderate  cost. 


Our  white  goods  are  ready  for  inspection- 
bigger  and  better  assortment  than  ever. 


See  our  complete  line 
of  White  Footwear, 
it  will  please  you 


-Be  sure  to  get  our  prices, 
when  ready  to  place 
your  orders — 


2G 


FOOTWEAR   IN  CANADA 


October,  ]'J2() 


Daoust,  Lalonde  & 

Men's  Welts  and  Worn 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 


and 


now 


iirtrflpolttan 


We're  ready  with  a 
splendid  range  for 
your  approval  — 

Men's  medium  and 
fine  Welts,  Boys' 
and  Youths'  med- 
ium and  fine  Mc- 
Kays —  Women's 
and  Misses'  fine 
McKays  — Child- 
ren's medium  and 
fine  McKays 


for 


Springl 


r 


Hill 


llllllilillllllllllllllilllillil 
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Company,  Limited 

en's  Turns  and  McKays 


MONTREAL,  P.  Q. 


SPRING!  Perhaps  at  no 
other  time  of  year  is  so 
much  discrimination  shown 
by  the  prospective  purchaser  of 
Footwear.  With  the  bleak  days 
of  Winter  past  and  the  first 
sunny  days  at  hand,  then  it  is 
that  smart,  dainty  Footwear  is 
in  its  greatest  favor. 

This  kind  of  footwear  will  be 
found  featured  in  the  windows 
of  Daoust,  Lalonde  &  Co.,  Lim- 
ited, merchants.  Will  it  be  in 
yours?  We  know  it  will  if  you 
will  but  give  us  the  opportunity 
of  presenting  samples. 

Why  not  get  in  touch  with  us 
immediately? 


II 
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TETRAULT 


Hold 
A  High  Place 

PROGRESSIVE  shoe  dealers  are  our 
customers — and  all  our  customers 
are  progressive  dealers. 

Tetrault  Shoes  are  a  fast  selling-  line, 
and  the  dealer  does  not  wait  long  for 
his  profit. 

Tetrault  Shoes  hold  a  high  place  in  the 
public  favor,  through  merit  alone. 

The  fine  workmanship — exclusive  styles 
— and  wearing  comfort  of  this  line  are 
the  factors  that  put  the  Tetrault  name 
in  the  front  rank  of  the  makers  of 
better  shoes. 


Tetrault  Shoe  Manufacturing 
Company,  Limited 

LARGEST  MAKERS   OF  BOOTS  AND  SHOES  IN  CANADA 

MONTREAL 


October,  l!)ao 
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TETRAULT 


KNOWN 


for  their  greater  dealer  and  wearer  satisfac- 
tion and  their  business  creating  quahties — 

TETRAULT  SHOES 

Serve  the  dealer 

and  Serve  the  Wearer 

by  producing  the  utmost  in 

VALUE 

Let  Us  Know  Your  Requirements  Now 

Tetrault  Shoe  Manufacturing 
Company,  Limited 

LARGEST  MAKERS  OF  BOOTS  AND  SHOES  IN  CANADA 

MONTREAL 
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THROWING  THE  SEARCHLIGHT  ON 
GOOD  STYLES  ^  GOOD  VALUES- 


Descriptions  and  Prices 

No.    223— Black    Gliiz  d    Kid.  \o.  213— All   Glased   Kid  8Vi 

lOV.   -Inch     Welt.    CREXADIEIl  inch    Welt.    Imitation    Tip.  1«4 

Boot.   Imitation  Ti|i.   2%   leather  ""^*>  Olban  Heel.  90  last. 

I>oiii(i  Heel.  Imitation  collar,  per-  vAAp      •»  ^ 

rotated',  with  fleur-de-lis  perforated  ,09.°  DS  to  9             »8  00 

drop  piece  51  last _  Add  3u'  cents  for  sizes'  8%'  and  9. 
A.\  A-o  to  7  %  :  AA-4  ^  to  B  . 

A  4  to  8:             to  8;  C  >•„.  218— Same  as  213  in  Brown 

and  D-3  to  8  $0.40         Kid   *8.15 

\"o.  212— Glnzed  Ke^ent  Kid  8Vj 

!SO.  224 — Brown  Kid  *9.o0      ii.ch  Welt.  Tip.  1%  Military  Heel. 

93  last. 

„    AA.«-.".  to  8:  AA-4Vj   to  8: 

No.    SIO— Brown     NoTilla     Kul       A-:i '4  to  8  :  B-3  to  8  ;  C-2  V. 

S14  inch  English  Welt.  \%  inch         to  8:  D-3  to  8  «7.30 

Cut>an  Heel.  88  last. 

AA  4  to  8;  A-.IVi  to  8;  B-3              \o.  21T — Same  as  212  in  Brown 
to  S;  C.  D-2VJ  to  8  $T.S3         Side   Calf   $7.50 

>o.  177— All  Glazed  Kid  8  inch 
No.  214^Glazcd  Regent  Kid  8V'  Welt.  ■  VDE  TOP."  IK  inch 
Inch  Enclish  Welt.  Imitation  Cuban  Heel.  8r.  last  with  arrli 
Straight    Tip.    1%    inch    Cuban      supportinz  shnnk  piece  and  extra 

Heel      fifl    laet  '  COUnteTS. 

AA.4  to  8  'a  3.4  to  8;  B-3  '°         •  V  10 

.^H  Xi,  "--^  'V.i*';"?  -^.W  30  centa'for  VizeV  8%and  9. 
Add  30  cents  for  sizes  8'^  and  9. 

No.    210 — Glazed    Kid  Vamp. 

ntt     til  r-i..,™.!      I  a  <.,«i  Glazed  Resent  Kid  Top.   8  Inch 

5-  /."VTT'?  '  ^^"-i^!' .V  Flexible   Welt.   Sofshu.   Tip.  \% 

«elt.  Imitnlion  Tip.  2\\   leather  i„^|,  cnbat^  Heel.  Wingfoot.  rubber 

1.01118  Heel.   51   last.  „,„  |jf,    r,n  j.,,, 

AAA-4',<..   to  8;   AA  4   to  8:  \,\.^  to  8'  A-4>^.  to  8:  B-4 

A-3ii  to  8;  B.  C  and  D-2V,  to  9  :  c  and  I)-3ii  to  9.  .»7.00 

to  8   *S.1.>  .\dd  30  cents  for  sizes  8^  and  ^. 

TERMS:— NET  30  DAYS 


( )cloi)er,  I'Jr.'O 
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HOLTERSHOES 

READY  TO  SHIP  NOW 


No.  202— All  Glazed  Kid  S  inch 
V/flt.  Tip.  1%  inch  Milllary  Heel, 
'M  last. 

AA-4  54  to  8:  A-4  to  8:  B- 
3^  to  8:  C.  D-3Vi  to  8.  .9T.0O 

No.  21<t— Brown  Brazil  Kid.  SVi 

Eoelish  Welt.  IVa   inch  Military 
H.el.  92  last. 
Ai-m  to  7%  ;  A-3Vi  to  8; 
B  2Vi    to  8;   C.  to 
8  $7.00 

No.   221— Glazed   Regent  Kid. 
1014    inch    Welt,  GRENADIER 
Boot.    Imitation    Tip,    1%  loch 
Cuban  Heel,  Imitation  collar,  per- 
forated with  fleui>de-li3  perforated 
drop  piece.  90  last. 
AAA-5  to  7%  ;  AA-4%  to  8: 
A-4  to  8;  B-314  to  8;  C 
and  D-J  to  8  V9.00 


No. 

KiJ 


-Brown  NoTilla 


SIS — Glazed  Kid  Tamp. 
t;iHzed  Regent  Kid  Top.  8  incli 
('lexit)Ie  Welt,  Sofshu.  Imitation 
Straight  Tip.  1%  inch  Cuban 
Heel.  8o  last. 

AA  4W  to  8:  A-4  to  8;  B-4 

ii  9:  C  and  D-3H  to  9..»T.e<> 
Add  30  cents  for  sizes  8^  and  9 


No.  136 — Glazed  Kid  Vamp.  Dull 
Kid  top,  7  inch  Flexible  Welt. 
Sofabu.  1%  inch  common  sense 
heel.  33  last. 

A-5  to  8;  B-4 14  to  9;  C.  D. 

B-4  to  9  te.Tr, 

Add  30  cents  for  sizes  SVj  and  9, 


No.  142 — Glazed  Kid  Vamp.  Dull 
Kid   top,   7   inch  Flexible  Welt. 
Sofshu.    Tip.    IVj    Inch  common 
sense  heel,  20  last. 
B-4%  to  9;  C-4  to  9;  D. 

E-3Vj    to  9  »«...• 

.44id  30  cents  for  sizes  S',[;  and  9. 


TERMS:— NET  30  DAYS 


ORDER 
AT  ONCE 


THE  HOLTERS  COMP/ 


CINCINNATI 


OHIO 


FOOTWEAR    TN  CANADA 


Octolicr,  1020 


Correct  Shoes  for 
 Children  


Eclipse  shoes  fit  the 
child's  foot  ])ro])erly 
and  will  please  your 
customers  in  price  and 
quality.  They  oflfer  suf- 
ficient variety  to  give 
the  dealer  a  large  scope 
in  handling  and  selling. 
Your  juvenile  trade  is 
safe  with  these  splendid 
lines. 


Our  unceasing  en- 
quiry into  the  re- 
quirements in  children's 
shoes,  kee])s  our  pro- 
duct in  the  front  rank 
of  modern  juvenile 
footwear.  Indeed,  it 
may  be  said  that 
Eclipse  has  set  a  stand- 
ard for  this  branch  of 
the  industry  in  Canada. 


ECLIPSE 

Stitchdowns 
McKays  Turns 


The  Eclipse  line  ranges 
from  infants'  size  1  to 
growing  girls'  size  6.  Our 
traveller  should  call  upon 
you  shortly ;  if  he  does 
not,  let  us  know  immedi- 
ately. 


Gait  Shoe  Manufacturing  Co. 

Limited 

Gait      ;-;  Ontario 


October,  1020 
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International 

Electric 
Time  Systems 

Need  Be 

Neither  Expensive  Nor  Elaborate 

With  an  International  Electric  Time  Keeping 
System  a  small  factory,  without  taxing  its  re- 
sources is  enabled  to  keep  pace  with  all  the  de- 
mands of  modern  business. 


Here  is  a  suggestion  for  a 
system 

1  Master  Clock       1  "In  and  Out"  Recorder 
1  Secondary  Clock  1  Cost  Recorder 
1  Time  Stamp  for  Manager's  Desk 


Time  Stamp 


Master  Clock 


Make  the  cost  modest  if  you  will,  we  will 
supply  you  a  system  to  meet  your  needs. 


A  MASTER  CLOCK  in  the  Manager's  office  will  control  by  electrical 
connections  as  many  miits  as  you  desire  to  instal.  Starting  and  stopping 
time  may  be  announced  by  means  of  a  bell-ringing  system. 

A  SECONDARY  CLOCK  where  the  men  can  see  it  will  keep  them 
busy  until  the  last  minute  without  the  loss  of  time  resulting  from  fre- 
quent consulting  of  watches  of  "guesses"  at  the  quitting  hour. 

THE  ELECTRIC  TIME  STAMP  is  invaluable  in  any  kind  of  manu- 
facturing activity.  Month,  day,  hour  and  minute  may  be  indelibly 
stamped  on  letters,  invoices,  agreements  or  any  other  business  docu- 
ment— -establishing  a  record  beyond  dispute. 

THE  "IN  AND  OUT"  RECORDER  gives  to  the  employer  at  any  time 
a  complete  printed  time  record  of  his  workmen,  ready  for  pay-roll 
totaling. 

THE  COST  RECORDER  is  the  "First  Aid"  of  the  Manufacturer  in 
classifying  labor  costs,  both  productive  and  non-productive. 


International  Business  Machines  Co. 

LIMITED 

F.  E.  MUTTON,  Vice-President  and  General  Manager 

Head  Office  and  Factory  :         300-350  Campbell  Avenue,  Toronto 

HALIFAX   44  Granville  St.    ST.  JOHN,  18  Germain  St.    QUEBEC,  506  Merger  Bldg. 
MONTREAL,  1  and  3  Notre  Dame  St.    OTTAWA,  190  Queen  St.    TORONTO,  409i^^ 
Yonee  St     HAMILTON,  228  King  St.  E.     LONDON,  489  Richmond  St.  WALKER- 
'     VILLE,  44  Lincoln  Rd.    WINNIPEG,  227  McDermott  Ave. 
VANCOUVER,  110  Water  St. 

Also  manufacturers  of  Dayton  Scales  and  Hollerith  Electric  Tabulators 


"In   and  Out" 
Recorder 


Cost  Recorder 
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Make  Every  Fraction  of  a  Cent  Figure  in  Your  Favor 


BY  THE  USE  OF 

Barbour  Grooved  Endless  Welting 

YOU  ELIMINATE  WELTING  WASTE 

Our  Grooving  Service  is  not  an  arbitrary  arrangement  whereby  you  are  required 
to  use  any  special  groove.  We  follow  your  specifications  minutely  and  exactly, 
grooving  the  50  yard  hanks  from  end  to  end  without  a  broken  or  weakened  joint. 
And  the  saving  doesn't  end  there.  We  scarf  the  ends  of  each  hank,  supply  them 
with  cement  and  protect  them  from  deterioration  by  our  patented  waxine  envel- 
opes. These  are  readily  pulled  off  and  the  ends  quickly  joined  together  by  a  simple 
pressure  of  the  fingers,  thereby  securing  continuous,  wasteless,  endless  welting. 

■  y  INVITATrON 
MEMBER  OF 

Brockton  Rand  Co. 

Brockton,  Mass. 

U.  S.  A. 


OGtnl)er.  19:20 


FOOTWEAR   IN  CANADA 


35 


Honest 

Foot  WE  AE 

rpHERE  is  always  a  demand  for  good 
J_  sound  leather  shoes  for  every-day 
wear.    But  there  is  a  sharper  de- 
mand for  shoes  such  as  these,  v/hich 
bear  the  unmistakable  mark  of  superior 
workmanship.    One  has  only  to  see 
Yamaska  Brand  shoes  to  know  that 
they  are  exceptionally  well  made  and 
that  they  incorporate  the  best  materials 
money  can  buy.   The  price  is  right,  of 
course. 

We  feature  our  faci-  ns^^^B^ 
lities  for  prompt  ser-  1^^^8I 
vice.    A  good  stock  lu^^ll 
enables  us  to  offer  JS^^^IS 

quantities  of  our  foot-  ^H^^BB^ 

wear  ready  for  im-  ^SKK^^^^ 
mediate  delivery.  ^^H^P^^^^ni 

ijei  us  senQ  you  oui  ^^^^^^^^KJj^mm 
Spring  samples.  f^^^^KI^B^ 

> 

ST.HYACINTHE. 
CANADA. 

Fifty 

Years 
of 

Honest 
Shoemaking 

ha  Compagnie 

J.A,&  M.  COTE 

St.  Hyacinths^  Quebec 

Western  Agents : 
THE  M€icFARLAND  SHOE  CO.,  Calgary  and  Edmonton,  Aha. 
Stocks  Carried  at  Both  Warehouses 

• 
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A  Trade  Winning 
Range 
for  Spring 
1921 


MINER  SHOES 


Combine  smart  appearance 
with  unquestionable  comfort, 
wear  well  and  yet  are  moder- 
ate in  price. 

They  are  built  on  the  principle 
that  a  pleased  customer  is  a 
regular  customer,  and  that 
Miner  Shoes  are  destined  to 
build  up  steady  trade. 

Samples  now  ready  include 
Men's,  Boys',Youths',Women's, 
Misses'  and  (Children's  Good- 
year Welts,  McKays,  Turns 
and  Standard  Screws. 


The  Miner  Shoe  Co.,  Limited 


MONTREAL 


OTTAWA 


QUEBEC 


TORONTO 


Agents  for  the  celebrated  MINER  RUBBER  FOOTWEAR 
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IN  STOCK 

For  Immediate  Shipment 


Brown  Calf  Oxfords 

Goodyear  Welt,  Best  Quality 
Leather  and  all  Materials. 


BROGUES  PLAIN  OXFORDS 

Imitation  Tip 

^^'^^  At  $6.00 

Sample  5510  Sample  65115 

Widths,  C,  D  and  E.   Sizes,  2  1-2  to  8  Widths,  B,  C  and  D.    Sizes.  2  1-2  to  8 


CANADIAN  SHOES  LIMITED 

Toronto,  Canada 


FOOTWEAR    IN  CANADA 
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"■It  does  not  scuff 


It's  a  Case  of  Love  at  First  Sight 

when  your  customers  see 
shoes  made  of 

I>OVIDDfl[  KID 


Whether  you  cater  to  men,  women  or  children — you 
must  have  shoes  made  of  Novilla  Kid  to  complete 
your  stock. 

Shoes  made  of  Novilla  Kid  do  not  scuff.  They  are  dyed  all-the- 
way-through — take  and  retain  a  wonderful  polish. 

Novilla  Kid  is  made  from  mature  calf  skins  and  young  cow 
sides.  It  is  tanned,  colored  and  finished  precisely  like  the  finest 
glazed  kid — but  holds  its  shape  better — stands  harder  and  longer 
wear — and  is  just  as  stylish  and  comfortable. 

All  the  best  known  manufacturers 
make  shoes  from  Novilla  Kid  in 
Turns,  Welts  and  McKays.  Be  sure 
to  see  them  before  you  buy  again. 

Write  us  today  for  full 
particulars 

CASTLE  KID  Co.  INC. 

Originators  and  Makers 
CAMDEN.N.J. 


(  )ctol)er.  JlC'i) 
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LANG'S 
REAL 

SCOURED 
OAK 

LEA  THER 
LASTS 
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Minimize  the  Price  Talk 

in  Shoe  Sales 


j^^VERY  shoe  merchant  knows 
that  the  best  argument  agamst 
the  talk  of  price  m  his  shoe  sales 

is  longer  wear. 

And  he  also  knows  that  the  sole 
is  prominently  responsible  for  the 
wear  of  a  shoe. 

Neolin  Soles  wear  longer. 

The  longer  wear  they  give  has 
been  proved  in  countless  cases  by 
people  using  them  in  every  class 
of  service. 

Shoes  with  Neolin  Soles  can  be 
sold  at  the  same  price  as  shoes 
with  leather  soles. 

By  selling  them  to  your  customers 
you  render  them  a  double  service: 


1.  You  help  the  customer  lower 
his  shoe  cost  by  giving  him  longer- 
wearing,  more  comfortable  shoes. 

2.  And  as  only  the  highest-grade 
of  sole  leather  can  possibly  rival 
Neolin  soles  for  wear,  you  ease 
the  demand  for  this  grade  of  lea- 
ther and  help  keep  down  the  high 
cost  of  shoes. 

Neolin  Soles  need  only  the  shoe 
merchants'  recommendation  to  be 
universally  worn.  This  has  been 
proved  by  every  shoe  merchant 
who  has  put  in  a  good  range  of 
Neolin-Soled  shoes,  and  has  re- 
commended them  to  his  customers. 

Try  it  yourself.  Get  a  good  range 
of  shoes  with  Neolin  soles,  so  that 


GOOI^YEAR 

MADE  ^niN  CANADA 


I 


October,  H)2« 
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Recommend  Neolin  Soles 
to  Increase  Business 


when  a  customer  is  willing  to  ac- 
cept thtm  you  will  have  the  proper 
style  and  size.  You  can  then  offer 
your  customers  shoes  with  soles 
carrying  the  Guarantee  Tag  re- 
produced below  —  the  strongest 
guarantee  of  sole-wear  which  we 
know  how  to  write. 

The  Neolin  Sole  guarantee  puts 
the  responsibility  for  sole-wear  on 
us.  It  shows  your  customers  that 
Goodyear  stands  back  of  Neolin 
Soles  until  their  longer  wear  has 
been  established  to  the  customer's 
satisfaction.  Added  to  your  personal 
recommendation,  it  makes  the  sale 
of  shoes  with  Neolin  Soles  an  easy 
matter. 

If  you  do  not  know  just  where  to 
get  certain  kinds  of  shoes  with 


guaranteed  Neolin  Soles,  write  to 
Sole  and  Heel  Department, 

The  Goodyear  Tire  and  Rubber 
Co.  of  Canada,  Limited 
Toronto,  Ont. 


THESE  shoes  are  made 
on  leather  inner  soles, 
and  the  Neolin  soles  have 
been  applied  in  a  manner 
approved  by  us.  If  the 
soles  of  these  shoes  fail  to 
give  you  longer  service 
than  you  are  accustomed 
to  receive  from  Soles  other 
than  Neolin,  return  them 
with  this  tag  to  the  dealer, 
or  to  any  Goodyear  Branch, 
and  another  pair  of  NeoHn 
soles  will  be  applied  free. 

The  Coodyear  Tire  & 
Rubber  Co. 
0(  Caoads,  Umlled 

Hftlifu,  St.  Joba,  Qaebcc, 
Montreal,  Ottawa,  ToroDto. 
Hamilton,  Loodoo,  Wlnnlpcf. 
Rcgina,  Saskatoon,  Caljarr. 
Edmonton,  Vanconver. 


KEEP  THIS  TAG 
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Lawrence  Leathers 

.   Are  Known  and  Used  the  World  Over 


A.  C.  LAWRENCE  LEATHER  CO. 

BOSTON,  MASS.,  U.S.A. 


( )ctc.hcr,  l'.);20 
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A  C-LAWRENCE  LEATUER  C9. 

BOSTON,  MASS.  U.S.A. 

NEW    YORK         CHICAGO  ST  LOUIS  CINCINNATI 

ROCI-IESTCR  GLOVERSVILLC 
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We  can  Supply  you  with  Every  Need  of 

Blacking,  Stains,  Waxes,  Dressings, 
Cyclone  Bleach,  Etc. 


Ultra  Edge 

One   settinK  edge  iiik 

Uneeda  Edge 

The  King  Edge  Ink 

For  a  one  or  two  setting  edge 

Russet  King  Edge 

One  and  two  setting  for  russet  and  tan 
colored  shoes. 

King  Edge  No.  31  (Natural) 
Model  First  Setting 

A  stain  for  two  setting  edges 

Black  Diamond  Heel 

For  heels.     Made  in  all  colors. 

Colored  Heel  Stains 
Black  Diamond  Shank 
Black  Bottom  Dye 

A  dye  for  heels,  shanks,  top  pieces  and 
bottoms 

Striping  Dye 

Black  and  russet 

Cyclone  Bleach  (Made  in  Canada) 

For  removing  those  glucose  spots,  water 
stains  and  discolorations  on  soles  and 
giving  perfect  results  in  finishing 

Magic  Stain 

For  oak  and  union  leather.  Removes 
those  glucose  spots,  water  stains  and 
discolorations,  and  makes  a  hard,  smooth, 
uniform  finish. 

244  Sediment  Stain 

For  making  white  oak  bottoms 

Filling  Wax 
American  Eagle  Polish 
Gold  Bond  Polish 

Pov  stain  and  black  bottoms 

Slickum 

A  gum  to  use  where  a  high  polish  is 
wanted  on  a  paint  bottom 

Nevercheck 

Used  before  scouring  to  fill  and  make 
a  solid  heel 

Vamp  Dye 
Black  Tip  Dye 
Spirit  Black  Dye 
Welt  Dye 

Black  and  russet 


Look  Over  this  List  and  Send  in  Your 

Naphtha  Black 

For  raw  edges  of  vamps  and  tips 


Nonesuch  Filler 

A  filler  to  use  in  i)lace  of  wax  for  heels 
and  bottoms 

Everbright  Kid  Dressing 

For  kid,  kangaroo  and  chrome  stock 

Colorless  Dressing 

For  colored  stock 

Gun  Metal  Dressing 

Made  for  dull  and  medium  bright  finish 

Dressing 

For  all  kinds  of  upper  leather 

Enamel  Finish 

For  heels  and  edges,  in  white  and  all 
colors 

Rubber  Stain 

For  making  velvet  bottoms 

Improved  Sediment  Stain 

A  stain  finish  to  take  the  place  of  paint 
or  wax  finish ;  will  cover  all  kinds  of 
leather 

Paragon 

A  wax  stain  for  shanks  and  forepartr. 
on  black  and  colored  shoes 

Paragon  Thinner 
Redoakunion  Thinner 
Redoakunion 

A  paint  stain  for  all  kinds  of  leather 

Bottom  Stains 

Of  all  kinds 

Grain  Bottom  Cleaner 
Fakes 

Satin  Gloss 
Glossene 

Viscolene 

For  shoe  bottoms 

Ivory  Wax 

White,  red,  brown  and  black 

White  and  Black  Edge  Wax 
Ivory  Expedite  Wax 
Liquid  Wax 

For  making  high  gloss  polish  over  all 
kinds  of  bottom  finish 

Auto  Treeing  Composition 
Cutting  Board  Dressing 


Order 

Thread  Lubricator 
Hold  Tap  Sticker 

Apply  a  coat,  lay  on  your  tap  and  let 
.iry 

Oil  Remover 

Removes  oil  spots  and  stain  from  leather 

Patent  Leather  Repairer 

Ruby  Filler  No.  1 
Cutter  "  2 
Flow    "  3 

Finishing  Room  and 
Dressing  Room  Supplies 
Baby  Cow  Polish 

A  friction  polish  for  russet  leather  of  all 

colors 

Upper  Edge  Stain 

For  the   raw   edge   of   black   or  russet 

leather 

Tanners'  Finish 

For  staining  and  uiiifonning  all  colored 
upper  leather  slock 

Russet  Leather  Repairer 

I^iquid  repairer 

Crayon  Repairer 

Made  in  all  colors  to  suit 

Ooze  Calf  Cleaner 
Grain  Leather  Finish 
Leather  Filler 
White  Canvas  Dope 
Side  Lining  Cement 
Veneering  (Black) 
Veneering  (Russet) 
Inner  Sole  Stiffener 
Colorless  Stitch  Gloss 
Patent  Leather  Cleaner 
Russet  Leather  Cleaner 
White  Canvas  Cleaner 


Boston  Leather  Stain  Company 

109  Purchase  Street  Boston,  Mass.,  U.S.A. 

Sole  Canadian  Agents : 

INTERNATIONAL  SUPPLY  CO. 


Montreal 


Kitchener 


Quebec 


October,  1920 
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IMPORTERS  UUIg^IIt)!)  JOBBERS  V/J 
V        MANUFACTURERS X^^^S^  SALES  AGENTS  H 


H.  N.  LINCOLN 


FACTORY  AND  BRANCH 
37  FOUNDRY  ST.  S. 

KITCHENER.  ONT. 


Representing 

American  Lacing  Hook  Co 
Waltliam,  Mass 

Lacing  Hooks  and  Hook 
Setting  Machines 

Armour   Sand   Paper  Works 

Chicago,  111 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Boston,  Mass 
Ceroxylon,  the  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

Boston,  Mass 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co.. 

Cincinnati,  O 
Shoe  Machinery 

Hazen.  Brown  Co., 

Brockton,  Mass 
Waterproof  Box  Toe 
Gum.   Rubber  Cement 

Lynn  Wood  Heel  Co., 

Keene.  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass 
Marking  and  Embossing 
Machines,  Compounds. 
Inks.  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  Staying,  etc. 

Puritan   Mfg.  Co., 

Boston,  Mass 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 

Factory  Supplies. 
Needles,  etc. 

I.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Ont. 

Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass 
Leather  and  Imitation 
Leather  Facing,  Weltinf, 

Safety  Utility  Economy  Co., 
Boston,  Mass 
Electric    Heating  Equip- 
ment 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


BRANCH 
S66  ST.  VAUIER  STR 

QUEBEC 


THE  LARGEST  SHOE  FACTORY  SUPPLY   HOUSE   IN  CANADA 


MAIN  OFFICE 
154  NOTRE  DAME  ST..  W. 

MONTREAL 


In  addition  to  the  lines  shown  in  the 
Hst  of  Houses  we  represent,  and  for 
which  we  are  Exclusive  Agents,  we 
carry  large  stocks  of  Specialties. 

We  are  ready  to  Serve  you  Right  on 
any  of  the  following  lines.  Ask  for 
samples  and  prices  or  send  us  a  trial 
order: 


BELTING 

Oak  Tanned,  Tannate. 

BELT  HOOKS  and  PHERS 
BOWS  ALL  SIZES. 
BREASTING  KNIVES. 

CRAYONS  MARKING 

For  Leather  &  Rubber. 

CHEESE  CLOTH. 
COVERS  FOR  LININGS. 
COVERING  PAPER. 


DRY  PASTE,  STICKFAST. 

Kegs  &  Bbls. 

SILKOLINE,  SILK 
WIPERS. 

SPONGES. 

Dressing-Gumming. 

TAG  HOLDERS. 
TARRED  FELT. 

THREAD  COTTON. 

For  Puritans. 

TUBES  FOR  ALL  PER- 
FORATERS. 
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Cochrane's  Soles 

FROM  STOCK 


$12^' 

Per  Doz.  Prs. 


DELIVERED  DAY  ORDER  RECEIVED 

"Domestic  Sales  Department" 

Industrial  Export  Company 

OF  CANADA,  LIMITED 
16  St.  Sacrament  St.  -  -  Montreal 


Cctoher.  nt:2() 
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fiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin^^ 


LENNOX 


"The  Slipper  House  of  Canada  ' 


In  Stock  for  Fall 


The  largest  assortment  yet  shown  in 
shppers  for  the  whole  family. 

In  Canadian  and  English  manufac- 
ture, in  plaid  Arctic  cloths,  velvets  and 
felts,  in  Juliets  and  Koseys.  Slippers  will 
be  scarce  this  Fall,  so  it  will  pay  you  to 
get  your  requirements  while  yet  avail- 
able. We  have  just  received  a  nice  as- 
sortment of  the  celebrated  Sir  H.  W. 
Trickett  slippers  in  plaids  and  velvets  for 
men,  women  and  children. 

Write  us  for  a  sample  order. 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

JOHN  LENNOX  &  CO. 

18-20-22  KING  EAST,  HAMILTON 

BOOTS  AND  SHOES-STYLISH  AND  STAPLE 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^^ 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^   iiiiii  iiiiiiiiiiiiiiiiiiiiiPiiiiiii  iiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiii 


iiiiiiiiiiiiii 
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Dealer 
Loyalty 

Perhaps  the  greatest  asset  a 
shoe  manufacturer  can  have  is  the 
loyalty,  confidence  and  support  of 
his  dealers. 

Lagace  &  Lepinay  have  enjoy- 
ed such  loyalty  on  the  part  of  their 
Merchants  and  Jobbers  for  many 
years. 

With  Spring  samples  now 
ready,  wouldn't  this  be  a  good 
opportunity  to  know  more  about 
us.  A  postal  will  bring  full  par- 
ticulars. 

Men's   Goodyear  -  Women's 
McKays 

LAGACE  &  LEPINAY 

QUEBEC 


Boys',  Youtlis,  Little  (ients'  medium  McKays  and  S.S..  also  Women's 
McKays  and  Men's  (ioodvear  Welts. 


October.  19:e<l 
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Svs'tem 


The 


AMES  HOLDEN 


11 


Brand  of 


Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 


Manufactured  and  sold  by 


Ames  Holden  McCready,  Limited 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  London,  Winnipeg,  Regina,  Saskatoon, 

Edmonton,  Calgary,  Vancouver. 
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L.  B.  HoUiday  &  Company, 

Huddersfield,  England 

Aniline  Dyes 

And  Coal  Tar  Products 

To  the  Leather  Industry: 

Can  you  guarantee  yovu"  colored  leathers? 

Do  you  realize  that  such  a  statement  would  very  likely  influence  an  increase  in 
your  business? 

Today  men  come  to  you,  demanding  an  ironclad  guarantee — Can  you  cope  with 
their  demands?  . 

You  can  if  you  are  properly  equipped. 

The  equipment  you  use  and  the  ability  of  your  men  are  both  very  important  fac- 
tors. 

Yet  they  are  both  dependent  upon  the  dyes  and  colors  you  use. 
Dyestuffs  that  are  absolutely  guaranteed  will  therefore  help  you  to  guarantee  your 
j)roduct. 

Then  why  not  try  L.  B.  Holliday  &  Company    for   your    next    order    for  Dyes, 
Colors,  etc. 

The  following    is  a  list    of  our  products  which  are  of  particular  interest  to  the 
T>eather  Trade  and  which  can  be  shipped  from  Canadian  stocks. 

CHROME  LEATHER  BLACK  G.  NEW  PHOSPHINE  R. 

CHROME  LEATHER  TAN  2G.  AURAMINE  O.  CONC. 

CHROME  LEATHER  BROWN  G.  ORANGE  11. 

BASIC  TAN  O.  PONCEAU  G. 

BASIC  DARK  BROWN  P.  BRILLIANT  BORDEAUX  2-B. 

MAGENTA  POWDER.  ACID  PRUNE  V. 

METHYL  VIOLET  2-B  CONC.  NAPHTHOL  BLUE  BLACK  10-B. 

1<RENCH  BLACK  2938.  NAPHTHYLAMINE  BLACK  H. 

CHRYSOIDINE  R.  CONC.  LIGHT  ACID  BROWN  L. 

BISMARCK  BROWN  R.  CONC.  DARK  ACID  BROWN  L.  R. 

FAST  RED  A.  NIGROSINE  W.  S. 

Product  Samples,  Patterns  and  All  Particulars  from 

L.  B.  Holliday  &  Co.,  Limited 

Canadian  Office  and  Warehouse: 

27  St.  Sacrament  Street,  Montreal 

Orders  Supplied  Direct  from  Canadian  Stock.      New  Products  will  be  Added  from  Time  to  Time 
Gables,  "Dyewares,"  Montreal.  Telephone  Main  8105 
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JOBBERS 


We  offer  you  the  most  attractive 
Shoes  in  Style,  Quality  and  Price 

DO  NOT  MISS  THEM ! 

Men's,  Women's,  Boys'  and 
Youths'  Goodyear  Welts 
and  McKays 

Our  Spring  Samples  (as  shown  at 
the  Montreal  Style  Show),  offer 
great  possibilities  for  quick  turn- 
over at  attractive  profits. 

Remember  that  we  feature  a  ten- 
day  delivery. 


A.  E.  Marois  Limited 

Office  :  559  to  565  St.  Valier  St.     Factory  :  10  to  20  Arago  St. 


Montreal  Sample  Room — 
Shausfhnessy  Building: 

137  McGill  Street. 


QUEBEC 


Toronto  Sample  Room — 

329  Jarvis  Street. 


October,  1920 
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VAUGHAN'S 
IVORY 


The  Sole  that 
has  made  White 
Shoes  Staple. 


Trade    Mark  Registered 


AUGHAN'S  IVORY  SOLES  and 
HEELS  never  change  their  clean 
white  tone  during-  the  hfe  of  the 
shoe.  No  paint  or  spray  being  used 
their  edges  cannot  crack  or  peel. 

When  ordering  white  footwear  make  certain 
you  specify  VAUGHAN'S  IVORY  LEATHER 
soles  and  heels. 

Its  genuineness  will  make  a  direct  sales  appeal 
to  customers  who  wear  the  better  class  of 
white  footwear. 

Another  point  which  is  most  important  to  you 
is  that  VAUGHAN'S  IVORY— 

Costs  No  More  Than  Other  Good  Sole 
Leather. 


GEORGE  C.  VAUGHAN 

TANNERIES  AT   PEABODY,  MASS. 
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A  Plant— 

With  a  Purpose 
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Shoes,  Gloves,  Saddlery, 
Upholstering,  Bags  and  Suit  Cases, 

Bookbinding,  Fancy  and  Novelty 
Goods,  Skivers,  Embossed  Leathers, 
Etc.,  Etc. 
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X 

c 

E 
L 
L 
E 
N 
C 
E 


EDWARDS  &  EDWARDS,  LIMITED 

Head  Office:  Tanneries  : 

27  Front  Street  East,  TORONTO  WOODBRIDGE,  ONTARIO 

Quebec  and  Maritime  Provinces  represented  by 
JOHN  McENTYRE.  LTD.,  MONTREAL,  QUE. 
Boston  Gloversville  New  York 

Bernard  &  Co.,  Ill  Lincoln  St.  Stanyon  &  Russell 
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VULCO  n  UNIT  j 

BOX  i^.^  TOE  ^ 


Apparatus 
Procets 


Products 
Patented 


and 


The  Box  Toe 
with  the  Longer  Life 


Ability  to  stand  hard  knocks,  action  from 
perspiration  and  moisture,  and  to  give 
longer  life  to  the  shoe  itself,  are  features 
which  characterize  the  Vulco  Unit  Box 
Toe. 

The  advantages  to  be  gained  by  such  a 
product  can  only  reflect  itself  in  better, 
more  comfortable,  more  saleable  shoes. 
Samples  are  yours  for  the  asking. 

Fullest  information  concerning  our 
steam  box  toe  heaters  and  our 
new  electric  vapor  box  toe 
heater  gladly  sent  on 
request 


SOLD  ONLY  BY 


Beckwith  Box 

SHERBROOKE 


Toe  Limited 

QUEBEC 
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MAKim  FRIENDS 


If  s  a  great  thing  to  make  friends, 
to  feel  the  hand  clasp  and  the 
smile  as  we  journey  on  —  and 
making  friends  is 


JUST  MAKING  GOOD." 


For  forty  years,  we  have  been  "  making 
friends  "  with  our  numerous  customers 
by  helping  them  to  "  make  good  "  with 
their  customers 

ASK  ABOUT  OUR  SHOE  SERVICE. 


JAMES  ROBINSON 
COMPANY,  LIMITED 

MONTREAL 
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Strengthen  the  Bond 

With  Your  Customer 


T^HERE  is  only  one  way  to  make 
money  in  the  Shoe  business, 
and  that  is  to  give  people  what 
they  want. 

Service  is  the  great  secret  of  suc- 
cess. To  help,  to  please,  to  be 
organized  and  equipped,  to  give 
more  than  others,  puts  you  on  the 
straight  highway  to  better  and  big- 
ger business. 

The  dealer  who  is  taking  advantage 
of  the  Robinson  service  is  strength- 
ening the  bond  of  goodwill  with  his 
customers. 


James  Robinson  Co.,  Limited 

Specialists  in  Fine  Footwear 

MONTREAL 
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Individual  Attention 

and  a  Square  Deal 

m 

T^OR  forty  years  the  house  of 
^  Robinson  has  met  the  require- 
ments of  an  ever-growing  clientele, 
and  to-day  with  this  past  experience 
at  our  back,  we  are  enabled  to  give 
a  service  that  is  unequalled. 

We  give  individual  attention  to  all  orders, 
selecting  the  stock  with  personal  care  and 
supervision. 

We  will  supply  you. 


James  Robinson  Co.,  Limited 

Specialists  in  Fine  Footwear 

MONTREAL 


October.  11)30 
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Medium  Priced  Shoes 


II^OR  the  coming  season  more 
than  ever  before,  we  shall 
specialize  on  medium-priced 
shoes/'  The  public  will  demand 
them  and  merchants  having  a  good 
assortment  will  get  the  business. 

SORTING  SERVICE— 

No  matter  what  your  requirements 
our  immense  stock  is  nearly  always 
equal  to  the  demand. 

Let  us  know  your  needs  and  we 
will  show  you  what  ''shoe  service'' 
really  means. 


James  Robinson  Co.,  Limited 

Specialists  in  Fine  Footwear 

MONTREAL 
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Stock 
No.  1550 


READY  TO  SHIP 

A  Remarkable  Quick-Buy  Value 

Women's  full  nine  inch  Havana  Brown 
Calf  Boot,  slip  sole,  McKay  sewn,  split 
stock  lining,  sizes  2V2  to  7,  D  width  only. 

No.  1350,  same  shoe  finished  with  Louis 
heel.    Both  guaranteed  quick  sellers. 

The  above  are  new,  up-to-date,  roomy  lasts 
and  we  invite  your  request  for  sample  pairs. 


Ready  for  Instant  Shipment. 


Terms  Net  30  Days 


153  Peel  St. 

Montreal      -  P.Q. 


October,  1920 
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Stock 
No.  200 


READY  TO  SHIP 

A  Man's  Brogue  for  Service  and  Comfort 

Made  of  Number  1  Mahogany  Calf- 
skins, two  full  soles  to  the  heel, 
grain  leather  insoles.  Made  by  one  of 
Canada's  highest  grade  manufacturers. 
May  we  submit  sample  pair  and 
let  you  be  judge  of  their  value  at 

We  purchased  6,000  pairs;  they 
are  on  the  floor  in  sizes  SYz  to  11. 

Orders  Shipped  Same  Day  Received.  Terms  Net  30  Days 


153  Peel  St. 

Montreal     -    P.  Q. 
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the  Aristocrat  of 
all  Leathers 


The  prestige  of  New  Castle  Kid  is  of  incalculable 
value  in  presenting  your  newest  creations.  In  fact  it 
may  easily  prove  just  the  element  necessary  for  their 
success — the  one  thing  that  will  give  them  preference 
when  a  buyer  is  undecided. 


Do  not  hesitate  to  send  for  as  many  samples 
as  you  like. 


Black 


White 


Colors 


New  Castle  Leather  Company  Inc. 

NEW  VORK 

BOSTON  MONTIiEA.L,  CAN.  CHICAGO 

(7//cP  f/ie  'Principal  £oath(?r  and  S/ioo  Conlros  Ci^e/ywAcro 
_  Factory,  Wilmington, Del, 


1^ 
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The  Hydro  City  Shoe  is  best  known  for 
its  soHd  all  leather  construction,  its  moderate 
cost  and  the  longer  wear  it  gives.  Its  neat 
appearance,  too,  is  not  to  be  overlooked, 
and  for  comfort  and  fit  it  is  generally  ac- 
knowledged a  leader. 

Make  Hydro  City  your  staple  line  and  watch 

results  it  will  bring. 
Spring     Samples  now 
ready.    Wait    for  our 
travellers  or  write  us. 


HYDRO 

CITY 
SHOES 


Let  us  hear  from  you 


HYDRO  CITY  SHOE  MFRS. 

KITCHENER  Limited  ONTARIO 


TO  JOBBERS  ONLY 

Thirt}--tive  years  enj4aged  in  the  manufacture  of  H\0i  Cirade  Sta])le 
Footwear  enables  us  to  ot¥er  you  something  better-than-the-ordinary 
in  workmanship,  style  and  value.  These  shoes  in  Std.  Screw,  I'egs^ed, 
McKay  and  (ioodyear  A\'elt  process  mean  a  quick,  ])r()fital)le  turn- 
oxer.   Let  us  submit  samples  and  full  particulars. 

Women  -  Misses  -  Children 
Men-Boys  -  Youths 
Infants 

ONESIME  GOULET 

572  St.  Valier  Street 
QUEBEC,  P.  Q. 
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Lady  Belle 


Our  salesmen  are  now  in  their  respective  territories  with 
a  full  range  of  Lady  Belle  McKays  for  Spring  1921  selling. 
They  have  for  your  inspection  one  and  two  eyelet  ties,  imita- 
tion brogues,  white  McKay  welts  and  an  excellent  assort- 
ment of  shoes  on  sport  lasts.  Prominent  among  the  samples 
will  be  found  some  handsome  dress  shoes  with  Louis  heels, 
in  solid  leather  and  leather  covered.  The  leathers  comprise 
calf,  kid,  patent,  buck,  horse  and  side  leathers. 

The  whole  range  is  one  of  great  interest  and  well  worth 
your  close  inspection. 


The  Lady  Belle  Shoe  Co.  Ltd. 


Kitchener, 


Ontario 


High  Grade  McKays 

For  Men  and  Boys 


Yale  McKays  mark  a  dis- 
tinct advance  on  anything 
you  have  yet  seen  for  high- 
class  Men's  and  Boys'  trade. 
Their  style,  their  materials, 
their  workmanship — the 
three  factors  which  deter- 
mine the  degree  of  saleabi- 
lity  in  a  shoe — are  essential- 
ly "Blue  Ribbon"  grade. 


Include  them  in  your  plans 
for  next  Spring  and  Sum- 
mer business  and  you  will 
experience  a  new  sensation 
in  footwear  selling. 

Samples  are  now  waiting 
your  inspection. 


The  Yale  Shoe  Mfg.  Co.,  Limited 


Makers  of  Fine  McKays  for  Men  and  Boys 


Gait 


Ontario 
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Five  Live  Brands 
That  Have  Won  an 
Enviable  Reputation 


Bulldog 

Veribest 

Kant-Krack 

Dainty  Mode 

Dreadnought 

These  well  known  brands  "Kant  Krack",  ''Dread- 
nought", ''Bulldog",  "Dainty  Mode"  and  "Veri- 
best", represent  rubber  footwear  that  appeals  to 
the  customer  as  combining  good  looks  with  hard 
wear.  People  ask  for  these  brands,  and  they  mean 
quick  sales,  also  quick  returns  for  the  dealer. 

Your  jobber  will  supply  you. 

INDEPENDENT  RUBBER  Co.  Ltd. 

Merritton  -  Ontario 
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A  QUARTER  CENTURY 

ENGAGED  IN  THE  PRODUCTION  AND  DISTRIBUTION  OF 


FELT 


Naturally  FITS  US  to  Meet  Every  Demand  made  for  FELT.  FELT  has  become  the 
Most  Common  Product  used,  outside  of  Leather,  in  the  Making  of  Shoes.  It  is  used  for 
BOX  TOES,  UPPER  and  TOPPING  STOCK,  SOLES,  INSOLES,  LININGS,  GUSHING 
SOLES,  FILLER,  HEEL  PADS,  SHOE  ROLLS,  BUFFING  ROLLS,  SHOE  RACKS, 
Etc. — Its  Uses  Increase  Daily. 

The  SUPERIOR  Line  of  FELTS  Meets  ALL 
THESE  NEEDS  and  Many  More 

Send  for  Samples  and  Prices 

BOSTON  FELT  MFC,  CO. 

112  Beach  Street,   BOSTON,  MASS.,  U.S.A. 


INFOOT  BRAND 


Dainty  Footing  for  the  Babies 


SK  855 

Quilted  Silk 
Pink,  White  or  Blue 
Soft  Soles 


SK  858 

Silk  (Plain) 
Pink,  White  or  Blue 
Soft  Soles 


WS  518 
White  Kid  Finish 
Firm  Soles 
Pearled  Buttons 


WS  579 
White  Kid  Finish 
Firm  Soles 

Pink.  White  or  Blue 
Trimmings 


Stock  carried  in  Canada.    Special  attention  to  orders 
for  immediate  delivery. 

INFANTS' FOOTWEAR  LIMITED,  London,  E.C.1,  England 

GREENE-SWIFT  BLDG.,  LONDON,  CANADA 
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ANY  people  living  in  the  smaller  towns  are 
forced  to  send  away  to  the  city  for  their  foot- 
wear because  their  local  shoe  merchant  does  not 
handle  the  class  of  goods  which  attracts  them. 
In  this  way  the  merchant  loses  a  most  desirable 
class  of  trade  that  rightly  belongs  to  him. 

With  our  new  factory  in  operation  and  an  organization 
specially  formed  to  serve  the  merchant  with  the  highest  class 
of  hand  made  footwear  this  difficulty  is  easily  overcome. 

We  can  make  anything  in  turns,  of  Gold  Cloth,  Silver 
Cloth,  Satins  or  Brocades.  In  special  cases  where  a  customer 
wishes  to  match  a  gown  she  may  have  a  pair  made  up  from 
her  own  material. 

We  solicit  trial  orders  on  single  pairs. 

OWENS-ELMES  MANUFACTURING  CO. 
12-14  Sheppard  Street 
TORONTO,  ONT. 


Operating  the  first  and  only  factory  in  Canada 
making  strictly  bench  made  turns 
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When  Mothers  Buy  Shoes 

"  MAKE  IT  EASY  FOR  THEM  TO  BUY  " 

HURLBUT 

^  CUSHION-SOLE 

Shoes /^Children 

By  Keeping  a  Full  Range  of  These 
Famous  Shoes  in  Stock 

Before  ever  a  mother  has  entered  your  store,  she 
is  interested  in  HURLBUT  CUSHION  SOLE 
SHOES.  Their  name  and  fame  has  become 
known  to  thousands  through  practical  use  and 

OUR  DOMINION- WIDE 
PUBLICITY 


Made  at  Preston,  Canada  by 

Sole  Wholesale  Distributor  for  Canada  : 

THE  HURLBUT  CO., 

PHILIP  JACOBI 

Limited 

Toronto 
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THE  TALBOT  BROGUE 


I  The  Same  Products  | 

I  The  Same  Service  | 

I  The  Name  Only  is  Changed  | 

I  New  in  name  but  long  established  as  a  pro-  | 

I  duct  of  high  excellence,  "The  Talbot"  shoe  | 

I  will  continue  to  hold  the  high  place  in  Can-  1 

I  adian  shoe-making  which  has  given  the  | 

I  ''Just  Wright"  shoe  its  good  reputation.  | 

I  The  Canadian-made  shoe  "par  excellence"  | 

I  for  Men  and  Women  will  hence  be  known  as  1 

■  "The  Talbot."  I 


THE  TALBOT  SHOE  COMPANY 

E.  E.  DONOVAN,  Pres.     E.  N.  WRIGHT,  Vice-Pres.     J.  A.  SULLIVAN,  Sec.-Treas. 

Successors  in  Canada  to 

E,  T,  Wright  &  Co.^  Inc. 
ST.  THOMAS  -  ONTARIO 
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Acme  Soles  Earn  Money  for  You 

They  Save  Money  for  Your  Customers 


Anything  that  aids  in  reducing  personal  outlay  by  giving 
longer,  satisfactory  service  is  always  welcomed  these  days. 

In  this  case  it  is  Boot  and  Shoe  Soles. 

That's  why  we  want  you  and  your  customers  to 
know  all  the  good  points  al)Out  Dunlop  "Acme" 
Soles 

Advantages  Accruing  to  You  in  Selling 
"Acme"  Soles  and  Advantages  Accru- 
ing to  Your  Customers  in  Buying 
"Acme"  Soles 

You  cement  the  patronage  of 
high-class  trade  to  your  store. 

People    who    see  the 
reason   for   using  these 
soles  will  see  the  reas- 
on for  buying  other 
good 
you. 


things  from 


Your  marcrin 

of    profit   on  re- 
pair jobs  with  "Ac- 
me" Soles  is  larger  be- 
cause you   can  conscien- 
tiously    charge  adequate 
prices,  knowing  that  you  in- 
clude real  money's  worth  value  in 
every  job.    Then,  you  can  save  time 
in  attaching  them,  because  they  are 
easy  to  work. 

Their  value  is  apparent.    Most  people  can 
readily  appreciate  it,  as  soon  as  the  most  salient 
features  are  pointed  out. 
Dunlop  "Acme"  Soles  come  in  all  sizes,  and  in  prac- 
tically any  desired  thickness;  also  in  sheet  form. 
There  are  three  colours — Black.  White  and  Tan- 
sortment  adequate  to  match  all  shoe  colours. 
The  texture  of  these  Soles  is  fine  and  tough,  so  that  they  will 
trim  smoothly  and  polish  readily. 

"Acme"  Soles  are  also  easy  to  sew  and  are  guaranteed  to  hold  the 
stitches  and  not  to  crack. 

These  Soles  save  the  expense  of  rubl)crs.  They're  also  neat,  clean,  smart  looking,  and  comfort- 
giving  as  well  as  durable. 

"Acme"  Soles  wear  longer  than  leather.  Are  damp  proof.  Prevent  slipping.  Cushion  the  feet 
on  hard  walks.  Are  restful  and  substantial,  and  they,  combined  with  "Acme"  Whole  Heels  or  "Peer- 
less" half  Jleels,  make  it  possible  for  one  to  walk  quietly. 

Dunlop  Tire  &  Rubber  Goods  Co.,  Limited 


-an  as- 


Head  Office  and  Factories  : 


TORONTO 


BRANCHES    IN     IHE     LEADING  CITIES 
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Not  a  Stitch  Anywhere 

A  new  kind  of  travelling  bag 


A TRAVELLING  BAG  made  of 
one  piece  waterproof  material. 
Complete  protection  for  the  con- 
tents. That's  the  new  Naugahyde  Bag 
— smart  and  durable. 

The  composition  of  Naugahyde  and  the 
processes  of  manufacture  make  it  an 
exclusive  product.  The  material  is  ab- 
solutely proof  against  water,  dirt  and 
stains.  Its  handsome  black  surface  can 
be  wiped  clean  with  a  damp  cloth. 

The  material  is  first  fitted  carefully  over 
the  steel  frame  of  the  bag,  then — by  a 
special  process — the  seams,  joints  and 
corner  reinforcements  are  all  fused  to- 
gether into  one  piece.  The  result  is  a 
bag  that  can  stand  the  hard  knocks  of 


modern  travel  and  yet  keep  its  smart 
appearance. 

The  bags  are  made  in  a  variety  of  at- 
tractive styles,  each  with  the  finest  of 
brass  fittings  and  specially  selected  lin- 
ings. Men  and  women  everywhere  who 
demand  distinctive  luggage  will  want 
Naugahyde  Bags. 

They  are  made  in  sizes  for  both  men 
and  women — and  are  backed  by  the  re- 
putation of  Canada's  largest  rubber 
organization. 

For  full  information  as  to  sizes  and 
prices,  write  the  nearest  Dominion  Rub- 
ber System  Service  Branch. 


Dominion  Rubber  System  Service  Branches 

are  located  at 


Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford,  Kitchener, 
London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina,  Saskatoon, 
Calgary,  Lethbridge,  Edmonton,  Vancouver  and  Victoria. 
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Passing  the  H.  C.  of  L.  Peak 


Business  men  in  other  lines  of  industry  than  shoe 
manufacturing,  with  whom  we  have  discussed  the 
present  conditions  in  their  own  particular  commercial 
fields,  very  confidently  advance  the  opinion  that 
prices  are  coming  down  to  stay,  for  a  time  at  least, 
and  that  next  spring  will  find  them  at  a  more  normal 
level.  They  believe,  also,  that  wages  are  coming 
down  with  them.  In  one  of  Canada's  large  depart- 
mental stores,  we  are  told,  the  policy  adopted  at  the 
present  time  is  simply  to  weed  out  the  organization. 
The  least  valuable  and  efficient  workers  are  being  dis- 
carded one  by  one,  and  if  an  employee  wishes  to  leave 
no  financial  inducements  are  ofYered  to  tempt  him  to 
stay.  The  same  policy  no  doubt  is  being  followed  by 
many  retail,  wholesale  and  manufacturing  organiza- 
tions throughout  the  country,  with  the  object,  at  once, 
of  reducing  their  overhead  and  strengthening  their 
organization  by  getting  rid  of  all  dead  wood.  This  will 
have  the  efifect  of  greatly  increasing  the  floating  sup- 
ply of  labor,  and  is  bound  to  result,  first,  in  much  great- 
er efficiency  and  later,  no  doubt,  in  a  decrease  of  the 
standard  of  wages. 

Whatever  the  present  conditions  and  the  apparent 
prospects  in  the  footwear  industry,  it  will  necessarily 
be  largely  afifected  by  the  general  current  of  affairs  in 
industry  as  a  whole.  If  the  trend  of  labor  and  com- 
modity prices  in  other  lines  is  downward,  the  same 


tendency  will  continue  to  be  evidenced  in  the  footwear 
business,  but  that  there  can  be  anything  in  the  way 
of  an  avalanche  sems  to  be  beyond  all  likelihood.  The 
decline  must  be  universal  and  consequently  compara- 
tively slow.  Present  indications  are  that  retailers,  for 
the  moment,  seem  to  have  become  somewhat  panicky, 
and  to  be  throwing  their  stock  on  the  market  at  sacri- 
fice prices.  These  conditions  are,  in  our  opinion,  as  un- 
stable as  were  the  peak  prices  of  a  few  months  ago. 
Two  or  three  months  hence  we  shall  doubtless  have 
seen  the  pointer  move  upward  again  to  a  position  con- 
sistent with  the  limited  recessions  in  raw  materials, 
and  below  which  it  should  never  have  been  allowed  to 
recede. 

Co-operation  in  Ihe  Production  of  Styles 


One  of  the  lines  along  which  shoe  manufacturers 
and  retailers  can  co-operate  to  their  mutual  advantage 
through  their  associations  is  in  the  matter  of  style 
production.  The  manufacturer  can  study  the  situa- 
tion in  a  brcjad,  general  way,  examining  the  condi- 
tions in  other  countries  and  communities  besides  his 
own.  but  the  retailer  has  his  fingers  on  the  pulse  of 
the  trade  and  can  diagnose  the  trend  in  a  personal  wa}' 
which  is  impossiljle  to  the  manufacturer.  It  would 
seem  to  ])e  in  the  interests  of  the  trade  for  the  exe- 
cutives of  the  manufacturers'  and  retailers'  associa- 
tions to  get  together  on  the  question  and  form  a  com- 
mittee which  would  take  a  concensus  of  the  opinion 
of  both  elements  of  the  industry  and  get  out  a  general 
styles  programme,  taking  into  consideration,  of  course, 
the  influence  of  the  American,  French  and  English 
trend. 

A  Timely  Warning  to  Shoe  Merchants 

Shoe  merchants  who  deliberately  delay  ordering 
goods  for  their  future  requirements,  though  the  stock 
on  their  shelves  is  reduced  to  a  reasonable  level,  may 
find  themselves  in  difficulties  when  they  come  to  the 
point  where  they  are  forced  to  buy.  Whatever  the 
level  of  prices  may  be  around  New  Year  and  in  the 
early  spring,  there  is  going  to  be  trouble  in  securing 
deliveries  if  the  orders  which  are  now  be'ng  held  back 
are  all  sprung  upon  the  manufacturers  at  the  same 
time.  In  the  meantime  the  manufacturers  will  have 
trimmed  their  staffs  to  the  lowest  possible  point  and 
will  be  doing  no  more  than  keeping  their  factories 
running,  and  if  a  sudden  demand  arises  they  will  be 
in  no  position  to  handle  it  until  their  organizations  are 
again  built  up  to  something  like  their  former  propor- 
tions. This  will  have  a  tendency  toward  an  upward 
reaction  in  prices,  which  none  of  us  want.  "But,"  the 
shoe  merchant  will  say,  "I  believe  I  will  get  lower 
prices  by  holding  off  another  couple  of  months."  In 
his  surmise  that  prices  will  be  lower  before  they  are 
higher,  he  is  possibly  correct,  but  we  feel  sure  that 
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most  manufacturers  will  be  willing  to  make  arrange- 
ments with  him  which  will  give  him  reasonable  pro- 
tection if  he  orders  now.  Let  him  place  his  orders  for 
goods  to  be  charged  at  prices  ruling  at  time  of  deliv- 
ery. That  would  give  the  manufacturer  something  to 
go  ahead  on  and  keep  his  organization  together,  and 
we  believe  he  would  agree  to  do  it.  x\t  the  same  time 
it  would  safeguard  the  retailer  from  loss. 


Givino  Her  Gas  on  the  Dcwn  Grade 

It  begins  to  looks  as  if,  at  last,  prices  have  passed 
the  peak.  We  do  not  refer  to  the  shoe  business  par- 
ticularly, nor  is  the  condition  restricted  to  Canada 
alone;  the  fact  is  that  there  appears  to  be  a  genera! 
downward  tendeiicy  throughout  the  industrial  world. 
There  are  some,  however,  who — in  a  well-meaning 
spirit  no  doubt — are  seeking  to  hasten  the  movement 
unduly;  among  them  Henry  Ford,  the  dear,  good  man, 
who  on  a  previous  occasion  thought  to  terminate  the 
world  war,  and  has  now  decided  himself  to  make  war 
on  high  prices.  The  action  of  the  automobile  super- 
magnate  will  no  doubt  have  a  very  appreciable  ei¥ect 
upon  the  motor  manufacturing  industry  throughout 
the  Continent,  and  even  the  shoe  industry  may  find  a 
vibration  from  the  shock,  for,  of  course,  there  are 
bound  to  be  those  who  will  consider  it  economical  to 
buy  a  Ford  and  save  shoe  leather. 

However,  these  sudden  and  fierce  attacks  upon 
commodity  prices  are,  we  believe,  quite  unnecessary 
and,  for  the  most  part,  very  unwise.  The  law  of  sup- 
ply and  demand  is  operating  gradually  but  surely,  and 
any  attempt  to  hasten  its  working  may  result  in  a 
crash  of  prices  which  will  bring  many  a  merchant 
and  many  a  manufacturer  down  with  it  into  a  debris 
of  bankruptcy  and  failure. 


Imitation  a  Stumbling  Blcck  to  Success 

Perhaps  there  is  no  more  fruitful  source  of  medi- 
ocrities and  dead  failures  than  imitation.  By  "fail- 
ures" we  don't  mean  bankrupts,  but  just  fellows  who 
never  seem  to  get  anywhere  and  never  seem  to  amount 
to  anything.  You  meet  a  lot  of  folk  like  that — good 
enough  chaps  in  their  way,  but  ineffective.  What 
held  them  back?  The  Lord  gives  to  every  man  a 
certain  amount  of  brains  and  a  definite  individuality, 
and  if  the  dullest  of  us  were  to  develop  and  use  to  the 
fullest  all  the  stuff  that's  in  him,  his  name  would  go 
down  m  history.  Why,  then,  are  there  so  many  "no- 
accounts?"  Because  there  are  so  many  imitators. 
The  sucessful  man,  the  man  who  is  forging  ahead,  is 
studied,  envied  and  copied,  and  the  man  who  copies 
thereby  fouls  his  own  chances  of  real  success. 

Each  of  us,  as  we  have  said,  has  own  individuality, 
hi.s  strong  points  and  his  weak  points.    No  two  of  us 


are  built  alike,  no  two  of  us  have  the  same  mental 
material  to  work  upon,  and  therefore  each  must  have 
his  own  calling  and  his  own  way  of  doing  things. 
There  are,  of  course,  certain  laws  of  success  which  all 
must  follow  who  wish  to  make  real  progress  on  the 
path  of  achievement — work,  concentration,  thrift,  hon- 
esty, training,  but  after  that  it  is  a  question  of  indi- 
viduality, of  self-development.  The  copyist  fails,  be- 
cause he  necessarily  lacks  something  which  the  man 
whom  he  imitates  possesses.  Study  the  methods  of 
the  successful  man,  to  be  sure,  emulate  him,  make  a 
hero  of  him  if  you  like,  but  don't  try  to  copy  him.  Use 
what  you'x'e  got  yourself,  not  what  somebody  else  has 
got.  Be  yourself,  discover  yourself.  The  man  who 
discovers  himself  is  never  a  "no-account." 


An  Important  Asset  of  a  Salesman 

One  of  the  j^rime  assets  of  a  salesman  is  the  ability 
to  express  himself  correctly  and  forcibly  in  plain  Eng- 
lish. It  is  his  duty  to  convey  certain  ideas  and  im- 
pressions to  his  customer.  He  can  do  this,  partly,  by 
his  manner,  by  his  smile  and  by  the  goods  he  presents, 
but  after  all  there  is  no  medium  of  expression  com- 
parable in  effectiveness  with  the  spoken  word.  No 
matter  what  calling  a  man  may  follow,  if  he  is  skilled 
in  the  use  of  words  he  has  at  his  disposal  a  most  pov-- 
erful  weapon.  Many  a  strong  man  of  slow  speech  has 
been  completely  nonplussed  by  the  clever  tongue  of 
a  less  worthy  opponent.  It  is  the  rapier  against  the 
bludgeon,  and  the  rapier  is  bound  to  win. 

The  salesman  will  therefore  find  it  very  much  to 
his  advantage  to  cultivate  his  knowledge  of  the  Eng- 
lish language.  It  will  give  him  a  confidence  in  himself 
which  he  could  not  otherwise  possess,  and  will  enable 
him  to  increase  his  selling  ability  very  considerably. 
It  is  not  meant  to  suggest  that  the  salesman  should 
seek  to  acquire  a  vocabulary  of  big  words. 
"High-falutin"  language  will  amuse  some  customers 
and  offend  others,  but  plain,  simple,  direct  English 
will  offend  nobody  and  will  impress  everybody. 


Transferring  a  halky  Customer 

However  pleasing  a  salesman's  personality  may 
be,  there  will  always  be  an  occasional  customer  upon 
whom  he  will  not  make  a  favorable  impression,  for 
some  subtle  psychological  reason.  He  may  sense  a 
feeling  of  antagonism  on  the  part  of  the  customer,  or 
he  himself,  in  spite  of  his  best  efforts  to  be  pleasant, 
may  find  the  customer's  personality  very  irritating  to 
him.  In  such  instances,  the  sale  could  be  better  han- 
dled by  some  one  else,  and  it  would  be  the  part  of 
wisdom  for  him  to  (juiclly  draw  the  attention  of  the 
store  manager  or  a  disengaged  salesman,  turn  the  cus- 
tomer over  to  hitn,  and  back  out  diplomatically. 
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Suggestions  for  Fall  and  Winter  Window  Back- 
grounds and  Decorative  Effects 

Plan  Your  Displays  Ahead  and  Appeal  to  the  Various  Elements  in  the  Community  at 
the  Psychological  Moment— "Social  Function"  and  "Sporting"  Windows  arc 
Trade-Winners — Harmonize  Your  Decorations  with  the  Season 


By  H.  E.  Groves 


ALL  backgrounds  of  course  must  be  governed 
by  the  depth  of  your  windows ;  for  instance, 
it  is  impossible  to  use  a  landscape  or  scenic 
background,  if  you  have  only  a  depth  of 
3  or  4  feet  to  work  on,  for  the  reason  that  the 
distance  would  not  give  the  right  perspective,  unless 
the  picture  was  worked  out  to  the  minutest  detail, 
which  could  only  be  done  by  a  thorough  artist,  and 
then  in  the  mosXexpensive  materials,  so  that  the  cost 
would  be  too  high  to  allow  of  changing  fairly 
often. 

As  the  majority  of  show  windows  to-day  run  on 
the  shallow  side  we  will  consider  the  most  suitable 
background  for  this  type.  In  my  opinion,  there  is 
nothing  better  than  wood  panelling,  preferal)ly 
mahogany  finished,  especially  for  Fall,  as  it  has  a 
warm  rich  tone,  especially  to  the  eye,  and  shows  up 
your  merchandise  to  advantage.  The  panels  should 
not  be  too  large  or  too  close  together.  Illustration, 
Fig.  1,  will  better  convey  to  the  reader  my  idea;  and 
a  useful  addition  is  small  shelves  'between  the  panels, 
not  one  continuous  shelf,  as  is  often  seen,  but  say 
three  shelves,  each  capable  of  accommodating  two 
shoes  and  a  slender  flower  vase.  This  broken  efifect 
is  most  pleasing  and  gives  more  display  space.  1 
remember  when  I  was  trimming  for  a  leading  shoe 
firm  in  Canada,  they  were  opening  a  new  store  and 
it  was  very  difficult  to  persuade  them  to  introduce 
the  small  shelf  idea  when  fitting  up  the  windows,  but 
my  arguments  won  out,  and  they  were  delighted 
when  everything  was  in  shape.  The  idea  caught  on, 
as  several  other  stores  have  since  adopted  the  same 
style  of  background.  Also  to  give  some  life  to  this 
background  a  plaque  can  be  utilized  to  good  effect, 
either  of  your  Trade  Mark  or  some  allegorical 
figure  with  foliage  sparingly  festooned  around,  but 
let  this  be  of  the  best  and  the  color  in  keeping  with 
the  season.  For  fall  display  a  good  class  of  maple 
leaf  spray  is -in  order,  but  on  no  account  overcrowd 
your  space.  In  a  moderate-sized  window  about  three 
shelves  with  two  shoes  and  one  small  slender  vase 
with  a  single  bloom  on  each  shelf  will  be  ample. 
(Then  in  the  spring  to  give  a  lighter  effect  you  can 
insert  in  the  panels  an  over-panel  in  semi-relief  sug- 
gestive of  the  season  or  of  sport,  and  colored  in  old 
ivory  or  Wedge  wood  blue  or  any  delicate  shade  to 
break  the  monotony,  but  of  course  change  your  foli- 
age in  keeping"). 

A  Simple  and  Effective  Piece  of  Equipment 
Another  useful  and  inexpensive  idea  for  a  window- 
where  your  depth  will  only  permit  the  use  of  shoe 
stands  is  the  portable  screen — not  a  folding  screen, 
but  a  single  panel  on  feet  (see  Fig.  2).  Many 
artistic  shaped  frames  can  be  worked  u])  from  white 
pine  in  a  mahogany  finish  or  painted  to  tone  in  with 
your  fixtures,  and  your  panel  can  be  of  ])eaver  board. 
Let  your  design  on  the  panel  be  neat  and  unobtrusive 


carried  out  in  sofe  water  colors.  For  Fall  I  suggest  a 
ground  of  a  deep  shade  of  cream  with  an  overlay  in  a 
Vandyke  tone  and  shading  gradually  from  the  browns 
to  the  orange  and  through  the  golden  yellows  to  the 
palest  shade,  but  keeping  to  the  same  tone  to  blend 
with  the  cream  base.  Then  at  the  top  right-hand 
corner,  or  from  the  centre,  fasten  a  cluster  of  grapes 
with  a  golden  cord  and  let  the  foliage  trail  across 
and  down  the  panel.  The  black  grape  would  be  most 
suitable,  and  the  leaves  with  a  touch  of  autumn  gold 
in  them.  Your  shoe  display  should  cover  not  more 
than  two-thirds  the  height  of  the  panel,  and  should 
not  be  too  near;  let  your  drapes  blend  with  your 
panel. 

I  have  dealt  so  far  with  backgrounds  suitable  for 
the  long  shallow  windows,  but  we  also  have  to  con- 
tend with  windows  of  the  squarer  type,  the  most  diffi- 
cult of  which  are  those  where  the  back  is  of  glass. 
This  is  where  the  window  dresser  is  "up  against  it." 
as  he  cannot  use  a  solid  background  on  account  of 
blocking  the  light  from  the  store.  Here  the  single 
panel  screen  can  be  used  to  advantage,  but  for  all 
round  purposes  I  have  alwaysTound  a  neat  design  of 
lattice  work  most  suitable.  Fig.  3.  This  must  be 
colored  the  same  as  vour  other  woodwork  and  fix- 


Fig.  1. 


Small    shelves    between    panels  make 
panelled  background 


a     useful  addition 


tures  so  as  to  be  unobtrusive.  Your  foliage  should 
be  of  the  very  best  procurable,  and  your  trim  built 
high.  By  using  your  stands  and  pedestals  judici- 
ously you  can  build  up  a  window,  say  five  feet  deep, 
to  a  height  of  five  feet  at  the  back,  and  it  would  not 
look  toi)  herivy.    Or  in  place  of  lattice  work  a  cluster 
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of  tree  trunks  cut  out  of  l)eaver  board  and  mounted  on 
supports  lias  a  very  pleasing-  effect — they  must  l)e 
painted  to  look  as  natural  as  possible.  But  in  all 
trims  (and  it  applies  t(j  every  seas'on)  take  a  leaf  cnit 
of  the  Book  of  Nature.  In  the  l^iU  she  takes  on  her 
most  <^orj4eous  ap])arel,  i^x^d  predcjminant,  let  }dur 
trims  be  in  keeping;  then  in  the  Spring,  when  she 
makes  her  debut  in  all  the  daintiness  of  a  young  bride,, 
soft  pastel  shades  are  the  order  of  the  day.  So  for  all 
seasons  let  your  color  scheme,  both  as  regards  back- 
grounds, drapes,  foliage,  cards,  etc.,  pander  to  dame 
Nature's  whims. 

Make  Your  Shoes  Break  Into  Society. 

l-'^rom  Fall  it  is  but  a  short  step  to  Winter,  and  the 
window  dresser  has  a  busy  time,  especially  if  he  fol- 


Fig    2.     The  Single  Panel  Screen 


lows  all  the  festive  occasions.  His  Fall  windows  hav- 
ing had  their  run,  in  most  cases  he  is  expected  to  make 
a  showing  for  Thanksgiving"  Day  and  again  for  Hal- 
Ujw'een,  but  as  these  are  but  of  minor  importance, 
and  the  traditional  lines  for  windows  for  these  two 
celebrations  are  so  well-known,  we  must  turn  (jur 
attention  to  what  I  would  call  a  Social  Function  Win- 
dow. This  should  be  in  sha])e  by  the  end  of  October, 
as  by  then  "Society"  is  back  in  the  city,  recovered 
from  obesity  and  freckles,  and  feels  in  a  mood  to 
think  of  the  o])'Ta  f)r  ball. 

No  matter  what  class  (jf  trade  you  may  be  doing 
without  doubt  this  is  the  time  to  devote  a  whole  win- 
dow to  the  dis])ay  of  shoes, for  evening  wear,  with  car- 
riage boots,  silk  hose,  buckles  and  so  on.  If  only  for 
a  few  days,  it  will  i)ay  you  to  make  your  window  as 
strong  as  p(}ssi])lc  for 'this  occasicjii.  Now,  as  to  your 
lay(jut  for  such  a  window,  your  furnishings  shonhl 


be  as  luxurious  as  circumstances  will  jjermit.  Let 
us  sup])ose  you  are  well  in  with  a  good  house  furnish- 
ing store;  it  should  not  be  any  trouble  to  hire  or  bor- 
row a  few  requisites  such  as  a  rich  brocade  or  plush 
drape  for  your  background.  If  the  depth  of  your 
window  will  permit  of  a  gilt  chair  or  stool,  these  can 
be  used  with  good  efifect :  a  jjair  of  opera  glasses,  a 
fan,  a  pair  of  gloves  dro])ped  carelessly  will  all  hel])  to 
give  your  shoe  window  "atmosphere,"  and  relieve  it  of 
the  commonijlace.  If  you  cater  for  the  classes  you 
l)robably  run  your  own  satin  shoe  dye  department, 
and  it  will  be  worth  while  taking  a  pair  of  white  satin 
shoes  and  having  them  dyed  an  extraordinary  shade 
with  hose  to  match,  a  color  that  will  at  once  attract 
attention.  Display  a  small  sign  pointing  out  that  you 
s]jecialize  in  this  work.  It  will  stamp  your  store  as 
distinctive,  and  will  help  the  public  to  realize  that 
you  are  ali\e  to  the  i)ossibilities  of  your  business. 
But  even  should  you  be  catering  to  the  masses  you 
will  find  they  a])preciate  a  departure  from  the  custom 
of  having  their  requirements  thrown  at  them.  I  do 
not  know  of  any  phase  of  life  where  the  masses  try 
to  imitate  the  classes  so  much  as  in  Social  Functions, 
and  at  this  particular  season  the  window  dresser 
should  draw  on  his  most  vivid  imagination  to  make 
his  displays  as  attractive  as  possible. 

Angling  for  the  Sporting  Trade. 

Turning  from  the  social  aspect  of  the  season,  we 
ha\  e  to  consider  the  s])()rty  element,  which  is  becom- 
ing iiKjre  pronounced  every  winter;  there  are  not 
enough  shoe  stores  aiming  to  attract  the  sporting 
trade,  but  for  those  who  are  wide  enough  awake  to 
do  so  there  are  many  ways  of  making  their  windows 
attractive,  (iet  in  touch  with  all  the  recognized  clubs 
in  the  neighborhood  and  have  their  badges  carried  out 
in  attractive  styles;  have  these  worked  up  in  conjunc- 
tion with  snowshoes.  skis,  lacrosse  rackets,  and  so  on, 
interwined  with  maple  leaves,  and  you  will  have  an 
effective  background  for  a  sporting  shoe  window, 
with  cui)s.  shields  and  other  trophies  in  the  for'  - 
ground.     Do  not  crowd  your  window,  but  let  your 
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Fig.   3.     A   neat  design   in  lattice  work  is   a  practicable  and  attractive 
arrangement   where   window   is   backed   with  glass 


exhibit  be  representative  of  all  branches  of  sports 
footwear. 

It  is  now  time  to  figure  on  the  season  of  seasons, 
the  time  when  we  .sh(nild  all  try  to  enter  into  the 
s])irit  of  the  younger  generation. 

Christmas,  I  fear,  is  losing  a  good  deal  of  its  hold 
ui)on  us  older  people,  and  even  the  little  ones  begin 
to  doubt  much  of  its  mystery.  In  our  anxiety  to  get 
ahead  of  llic  other  fellow  we  are  killing  all  the  old 
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traditions  and  making  our  children  skeptics ;  they  can- 
not understand  why  Santa  Claus  comes  in  so  many 
different  ways,  and  so  long  before  the  accepted  time. 
Last  year  he  was  hanging  around  in  the  middle  of 
November,  and  the  kiddies  looked  ])ored  to  death  be- 
fore it  was  time  to  even  think  of  hanging  their  stock- 
ings up,  but  as  this  seems  a  situation  which  no  oni.' 
can  remedy,  we  must  plan  ahead  so  as  to  be  in  the 
running  for  the  Christmas  trade. 

The  day  of  the  cotton  wool  snow  effect  in  window 
displays  is  past ;  we  have  enough  to  contend  with  in 
actual  weather  conditions  without  it  being  rubbed 
in.  What  we  do  need  to  be  reminded  of  are  the  good 
old  days  of  "Peace  and  Goodwill  towards  Men."  W^e 
window  dressers  can  do  a  good  deal  in  these  troubled 
days  of  antagonism  to  suggest  to  the  public  that  at 
this  season  at  least  all  should  be  in  accord  with  the 
Spirit  of  Christmas,  displaying  suggestive  mottoes  in 
an  artistic  and  striking  manner,  by  backgrounds  de- 
picting the  "Dove  of  Peace"  poised  over  the  clasped 
hands  of  Capital  and  Labor,  and  1  would  even  sug- 
gest, where  feasible  and  possible  to  get  the  right  jtcr- 
spective,  a  black  cloth  depicting  the  "Manger  of 
Bethlehem"  and  the  "Star  in  the  East" — this  could  be 
arranged  to  give  a  transparent  effect  for  the  lights,  i 
make  this  suggestion  in  all  seriousness,  and  at  the  risk 
of  being  thought  sacrilegious,  and  1  think  that  if  it 
were  i)ossil)le  for  all  the  window  dressers  in  Canada 
to  get  together  and  decide  upon  a  general  scheme  of 
window  backgrounds  on  the  lines  suggested  this  com- 
ing Christmas  that  the  effect  would  l)e  most  ;.lrlking 
and  conducive  to  a  spirit  in  keeping  with  the  season. 

Fig.  4  shows  an  illustration  of  a  design  for  a 
Christmas  ])ackgTound  which  I  used  some  years  ago, 
and  which  was  much  admired.  The  star  was  blocked 
out  of  tin  with  a  depth  of  about  9  inches.  A  60-watt 
nitro  lamp  was  placed  in  the  star-shaped  aperture 
and  heavy  white  silk  was  placed  in  front  to  kill  the 
rays  of  the  lamp  and  reflection.  By  this  means  an 
even  spread  of  light  was  obtained,  which  carried  to 
each  point  of  the  star,  and  had  not  a  conspicuous 
centre  spot.  The  wreaths  were  of  holly  worked  up  on 
frames  and  soldered  together.  This  is  a  suggestion 
which  can  be  adapted  to  any  window,  but  is  especi- 


Fig.  4.     Suggestion  for  a  Christmas  Window  Decoration 


ally  suitable  for  Christmas.  The  design  can  be  sus- 
pended from  the  top  of  the  window  by  heavy  red  or 
white  cords  or  ribbon,  which  would  cover  the  electric 
wire  attached  to  the  star.  Let  your  foliage  be  clus- 
tered full  at  the  back  of  the  star  and  paint  outside 
of  the  star  a  fiat  black  to  kill  the  reflection  from  the 
tin.  If  you  pay  strict  attention  to  the'  small  details 
you  will  have  an  effective  window  at  a  small  cost. 

The  space  at  my  disposal  will  not  permit  of  fur- 
ther descriptions  or  suggestions,  but  those  I  have 
mentioned  are  ones  which  can  be  adapted  to  the  gen- 


eral run  of  shoe  windows,  and  are  easy  and  inexpen- 
sive, but  should  any  of  the  readers  of  this  article  be 
in  doubt  or  difficulty  and  require  information,  if  they 
will  send  me  details  as  to  size,  base  and  materials  of 
the  present  background  of  their  window.-,  1  shall  be 
pleased  to  do  what  I  can  to  help  them  out.  However, 
the  golden  rules  of  shoe  window  trims  may  be  sum- 
med u})  as  follows: — Absolute  Cleanlines.s — Avoid- 
ance of  Overcrowding — Attention  to  details,  especi- 
ally in  selection  of  merchandise — Foliage  and  Flowers 
strictly  in  season — Drapes  good  in  quality  and  colors 
to  tone  with  flowers  used — ShoAvcards  neat  and 
worded  to  the  point. 


Old  Concern  Keeping  Up  With  the  Times 

Some  attractive  samples  are  being  shown  by  the 
Humberstone  Shoe  Co.,  Ltd.,  Humberstone,  Ont.  This 
firm  has' been  established  in  business  for  twelve  years, 
manufacturing  children's  stitchdowns    in  boot.s  and 


sandals  and  their  product  is  well  known  throughout 
the  Canadian  retail  trade.  During  the  past  year  the 
Humberstone  factory  has  averaged  550  pairs  per  day. 
A  sample  of  an  attractive  child's  sandal  is  shovyn 
herewith. 

Mr.  Knoll,  manager  of  the  company,  states  that 
labor  conditions  have  been  very  satisfactory  recently 
and  that  during  the  year  they  have  not  had  a  single 
change  among  their  male  employees.  This  is  a  con- 
dition that  goes  a  long  way  towards  turning  out  a  good 
(|uality  article. 


The  Way  of  a  Woman 

THAT  the  best  laid  plans  of  merchants,  as  well 
as  mice,  gang  aft  awry,  particularly  where 
there's  a  woman  in  the  case,  has  been  brought 
home  with  peculiar  force  to  Chicago  shoe  re- 
tailers. The  retailers  had  decided  that  the  up-to-the- 
minute  young  college  ladies  would  buy  Louis  heels, 
colored  kids  and  fancy  gabrics  this  fall,  but  thev  had 
another  decision  coming.  The  snappy  undergraduates 
want  nothing  so  ordinary  and  are  determined  to  gi\  e 
Dame  Fashion  a  tip  instead  of  taking  one  from  her. 
Their  kid  brothers'  brogans  look  good  to  them  and 
they  have  set  their  hearts  on  having  them.  Nothing 
with  high  heels  is  to  be  considered  for  a  moment. 
The  boys'  shoes  are  more  comfortable,  stylish  and  eco- 
nomical, they  declared.  No  doubt  they  are  right,  but 
why,  in  the  name  of  common  sense,  did  thev  take  it 
into  their  heads  to  turn  sensible  at  such  an  awkward 
time,  when  the  retail  stores  are  stocked  up  with  non- 
sensical, high-heeled  goods,  is  what  the  shoe  mercti- 
ants  want  to  know. 
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An  Analysis  of  Canadian  Shoe  Retail  Opinion  on 
—What  Will  Be  Popular  Next  Spring? 

No  Radical  Changes  Indicated— Manufacturers  and  Retailers  Go  Slow  on  Innovations 
— Ties  and  Cross  Straps  Good — Moderate  Demand  for  Brogues  Both  for  Men 
and  Women  Anticipated— Medium  and  Dark  Browns  Still  Hold  Field 


THE  answer  to  this  question   is  bein;^-  eagerly 
sought  l)y  manufacturers,  wholesalers,  and  re- 
tailers   alike,    for    upon  it  depends  what  the 
manufacturer  should  make  and  what  the  re- 
tailer should  stock. 

The  opinion  is  held  in  certain  quarters  that  the 
manufacturers  arbitrarily  set  styles  without  regard  to 
the  wishes  of  the  retailer  or  the  ultimate  consumer.  If 
this  is  true  in  certain  cases  it  must  be  quite  as  un- 
satisfactory to  the  manufacturer  as  to  anybody  else. 
What  the  manufacturer  wants  to  know  is — what  kind 
of  shoe  will  meet  the  popular  demand — and  if  he  ap- 
l)ears  to  fix  the  style  arbitrarily  it  is  merely  because  he 
has  no  definite  basis  upon  which  to  form  a  conclusion, 
and  hence  arrives  at  a  certain  judgment  in  the  matter 
using  such  evidence  as  he  may  have  at  his  disposal. 
He  knows  what  styles  were  most  popular  last  spring, 
and  what  is  selling  best  at  the  moment,  and  by  the 
law  of  averages,  supplemented  by  his  own  good  judg- 
ment— and  a  natural  instinct  for  forecasting  the  fu- 
ture, which  every  shoe  manufacturer  must  ha\-e  to  be 
successful — he  decides  on  certain  lines. 

If  it  were  possible  for  the  rank  and  file  of  our  citi- 
zens to  make  up  their  minds  a  few  months  beforehand 
and  elect  what  kind  of  footwear  they  would  buy  in  the 
future  the  matter  would  be  comparatively  well  solved 
for  both  manufacturer  and  retailer.  This  seems  to  be 
impossible,  however,  and  the  next  best  bet  seems  to 
be  the  opinion  of  the  retailer  himself,  who  is  daily  in 
touch  with  his  customers  and  who  learns  to  instinc- 
tively read  and  interpret  the  channels  along  which 
those  customers  are  thinking.  The  retailer  then  would 
seem  to  be  in  the  best  position  to  .judge  beforehand 
what  the  near  future  is  likely  to  demand  in  the  way  of 
fashions  and  styles. 

That  thought  was  the  basis  of  our  decision  to  send 
out  a  letter  of  enquiry  to  a  number  of  the  most  pro- 
minent retailers  of  Canada,  and  to  pass  the  informa- 
tion along  through  our  pages  to  any  who  may  be  in- 
terested. We  did  not  expect  that  all  the  answers 
would  be  definite  and  decided,  but  we  did  expect  to 
see  through  it  all  a  lead,  which  it  would  be  possible 
to  follow.  In  this  we  are  not  disappointed.  Some  of 
the  (juestions  were  more  easily  answered  than  others, 
but  in  every  case  an  average  preference  is  shown 
which  gives  valuable  information.  In  many  cases 
the  answers  are  almost  unanimous.  The  questions 
submitted  to  the  retailers  were  as  follows: 

1.  Would  you  advise  early  buying  for  spring  re- 
quirements? 

2.  What  do  you  think  will  be  the  most  prominent 
features  cjf  spring  selling? 

,3.     Have  brogue  ])atterns  for  women  had  their  day? 

4.  \\'\]]  brogue  patterns  continue  popular  with 
men  .•' 

5.  What  length  of  vamp  will  be  fasored? 

6.  Will  fancy  colors  and  color  combinations  be 
l)0])ular?    What  colors  are  likely  to  "take"? 


7.  AVhat  leathers  or  fabrics  will  be  fas'ored  (a) 
in  women's  shoes,  (b)  in  men's  shoes? 

8.  What  styles  of  heels  will  the  ladies  demand? 

9.  What  is  your  ojjinion  regarding  probable  ])opu- 
larity  of  the  following  ? 

(a)  The  10"  l)oot;  (h)  Novelty  styles,  in  general; 
(cj  Cut-out  i)atterns  in  oxfords  and  high  cuts;  (d) 
Cross-strap  designs;  (ej  Fancy  sandals — Roman,  Bul- 
garian, etc. ;  (f)  Buckles;  (g)  Ties. 

A  large  number  of  answers  have  been  received,  and 
after  going  over  these  carefully  we  feel  that  we  are  in 
a  position  to  express  the  consensus  of  opinion  of  the 
leading  shoe  retailers  of  the  Dominion  regarding  the 
abo\e  (|uestions.    I'^ach  is  discussed  below  in  turn: 

1.  WOULD  YOU  ADVISE  EARLY  BUYING 
FOR  SPRING  REQUIREMENTS  ? 

The  answers  have  been  di\ided  under  three  heads: 
a  definite  yes,  a  definite  no,  and  a  middle  course.  F"ofty 
per  cent,  said  no,  30%  said  yes  decidedlv  and  30%  ad- 
\-ised  a  middle  course.  .A  number  of  retailers  sug- 
gested that  they  would  buy  at  once  if  the  manufac- 
turer would  guarantee  to  accept  the  prices  ruling  at 
date  of  delivery.  Among  those  who  were  definitely 
against  early  buying  were  a  number  who  stated  that 
they  were  well  stocked  up  and  believed  that  many  re- 
tailers had  enough  to  carry  them  through  the  spring 
season  without  further  purchases. 

An  argument  frequently  advanced  for  early  buying 
was  that  manufacturers  must  have  contracts  to  enable 
them  to  ])roduce  in  time  for  spring.  As  one  retailer 
puts  is:  "If  we  all  wait,  one-half  the  orders  will  be 
delivered  too  late  for  the  Spring  trade."  A  number 
expressed  the  opinion  that  prices  would  likely  be  lower 
in  the  S])ring,  though  one  prominent  shoe  man  points 
out  that  even  if  the  raw  material  goes  down  labor  is 
not  likely  to  do  so. 

Summed  up  it  looks  as  though  the  average  retailer 
would  agree  to  place  orders  now  for  staples  so  as  to 
keep  the  factories  running,  if  the  manufacturer  would 
agree  to  protect  him  against  lower  priced  goods  that 
his  comj^etitor  may  get  from  another  source. 

2.  WHAT  DO  YOU  THINK  WILL  BE  THE 
MOST  PROMINENT  FEATURE  OF  SPRING 
SELLING  ? 

The  answer  to  this  question  necessarily  covered  a 
pretty  wide  range,  Init  it  is  significant  that  85%  of  the 
replies  said  "oxfords."  The  opinion  was  expressed 
that  white  goods  will  be  particularly  good  sellers,  but 
oxfords  and  ties  seem  to  be  in  everybody's  mind.  Some 
of  the  retailers  mentioned  inim[)s,  but  perhaj^s  not 
more  than  .S%. 

3.  HAVE  BROGUE  PATTERNS  FOR  WO- 
MEN HAD  THEIR  DAY  ? 

S(;me  of  the  answers  were  particular!}'  definite  ra- 
garding  the  ])opularity  of  brogues.  Approximately 
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HAT  will  appeal  to  the  ladies?    That  is  a  dif- 
ficult question,  to  which  time  will  furnish  the 
answer.    Nevertheless    we    find    both  among 
manufacturers  and  retailers  some  with  fairly 
definite  ideas  as  to  the  probable  trend  of  shoe  styles.  There 
appears  to  be  an  almost  unanimous  verdict  in  favor  of  ties 
and  cross-straps.    Some  difference  of  opinion  exists  as  to 
the  popularity  of  cut-out  designs.    Many  believe  they  will 
continue  popular  in  low-cuts,  but  in  high-cut  shoes,  the 
general  feeling  seems  to  be  that  they  will  not  be  a  factor 
in  the  situation.    As  a  matter  of  fact,  bals  with  cut-out 
quarters  are  not  being  shown  by  Canadian  manufacturers. 

We  would  gather  from  our  canvass  of  the  trade  that 
there  will  not  be  as  great  a  demand  for  women's  brogues 
next  season  as  this  season.  Many  say,  without  qualifica- 
tion, that  they  are  "done,"  but  it  seems  probable  in  the 
medium  and  better  grades,  they  will  still  be  asked  for. 

There  is  a  definite  feeling  in  favor 
of  the  medium  vamp.  The  French 
vamp  is  not  wanted,  on  the  one  hand, 
and  the  elongated  efifect  appears  to 
have  lost  its  popularity,  on  the  other. 

The  general  sentiment  appears  to  be 
against  novelty  styles.  The  retailers 
are  anixous  to  keep  their  present 
stocks  "good,"  and  Canadian  manu- 
facturers are  not  inclined  toward  inno- 
vations under  present  conditions.  In 
the  highest  grade  shoes,  for  dress 
wear,  some  novel  color  combinations 
and  strap  effects  will  undoubtedly  be 
seen,  however. 
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White    figured    brocade    pump    with  behive 
trimming  in  beads  and  silk  13/8  Cuban  heel. 
An    English    model.      Fetch    &  Co. 


Dongola    one-strap    slipper    perforated  vamp, 
plain  toe,  square  edge.     Selby  Shoe  Co. 


4-Strap    patent    sandal.      J.    &    T.  Bell 


Black  kid  double  crossed  strap  shoe.  French 
cord  binding.     Pearl  buttons.     La  Parisienne 
Shoe  Co. 


Brown  glazed  kid,  hand-sewn  turn  sole,  with 
stout   edge  for   street  wear,   also   with  wafer 
edge  fordress  wear.     An   English   shoe  made 
by   Fetch   &   Co.    (Robt.   D.  Ayling) 
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Analysis  of  Canadian  Shoe  Retail  Opinion  on 
What  Will  be  Popular  Next  Spring 

(Continued  from  page  7.S) 

SO'/'-  say  they  are  "done"  so  far  as  women  are  concern- 
ed. 30%  say  they  will  be  popular.  20%  are  in  doubt. 
The  location  and  the  size  of  the  town  seem  to  have  a 
direct  bearino^  on  this  question.  In  Quebec  for  exam])le 
the  brogue  is  apparently  not  nearly  as  popular  as  in 
Ontario.  One  retailer  claims  that  brogue  patterns  will 
be  very  popular  with  men  and  more  or  less  so  with 
women,  particularly  if  the  Canadian  manufacturer  can 
make  a  better  article — that  is,  more  like  the  British 
brogue,  which  is  imported  into  this  country  at  the 
present  time.  Another  reply  from  a  town  a])out  the 
same  size  says,  "brogue  patterns  have  had  their  day 
They  are  extreme  novelties." 

4.  WILL  BROGUE  PATTERNS  CONTINUE 
POPULAR  WITH  MEN  ? 

The  opinions  coincide  pretty  closely  with  the  an- 
swers supplied  to  question  3.  Forty'  per  cent,  say 
brogues  are  done,  30%  say  good  for  another  season,  and 
30%  say  fair,  or  express  themselves  as  unable  to  form 
an  opinion. 

5.  WHAT  LENGTH  OF  VAMP  WILL  BE 
FAVORED  ? 

The  answer  to  this  question  was  gi\  en  with  no  un- 
certain sound.  Seventy-fi\'c  per  cent,  said  medium, 
20%  said  long,  .5%  said  short. 

6.  WILL  FANCY  COLORS  AND  COLOR 
COMBINATIONS  BE  POPULAR  ?  WHAT  COL- 
ORS ARE  LIKELY  TO  TAKE  ? 

To  this  question  also  the  answers  were  very  de- 
cided. Sixty-five  per  cent,  said  brown  decidedly^  60% 
also  mention  l)lack.  Fifty-five  ])er  cent,  of  the  replies 
expressed  themselves  as  not  interested  in  combination 
colors.  Next  to  browns  and  ])lacks — the  browns  in- 
cluding various  shades  of  tan — came  gray.  About  20% 
felt  that  there  would  I^e  an  inquiry  for  gray  and  for 
gray  and  black  combination.  For  fancy  wear,  blue 
was  most  prominently  mentioned,  fawn  onlv  once.  It 


certain! \-  looks  like  a  l)ro\\n  S])ring  in  light  and  dark 
shades,  with  the  more  conservative  calling  for  black. 

One  retailer  discussing  this  cpiestion  writes:  "Wo- 
men do  not  want  combination  or  fancy  ccjlors,  but  want 
very  dark  brown."  Another  says,  "we  prefer  to  have 
browns  and  blacks  in  order  to  keep  the  stock  more 
c\  en.  Dififerent  shades  of  cloth  and  different  shades  of 
leather  are  very  hard  to  match  together.  Customers 
complain  of  this.  A  large  city  retailer  says  "combina- 
tion colors  might  still  sell,  but  in  kid  tojjs  only,  and 
the  colors  v\  ill  l)e  of  light  fawn  and  dark  gray  for  men, 
and  sky  blue  and  royal  blue  for  ladies."  For  later  in 
the  season  white  apparently  will  be  more  po])ular  than 
ever,  the  can\as  shoe  with  rubber  or  composition  sole 
coming  in  for  an  almost  unanimous  vote  as  a  sport 
shoe. 

7.  WHAT  LEATHERS  OR  FABRICS  WILL 
BE  FAVORED  (A)  IN  WOMEN'S  SHOES,  (B)  IN 
MEN'S  SHOES  ? 

The  answer  to  this  might  have  been  taken  as  a  fore- 
gone conclusion,  but  our  idea  was  to  sound  out  the 
retailer  on  materials  other  than  calf  and  kid,  but  ap- 
])arently  there  will  be  little  doing.  For  women,  65% 
of  the  answers  favored  kid,  25%  calf,  and  the  balance 
are  divided  among  suede,  velvets,  fabrics,  etc.  In  the 
men's  75%  of  the  demand  will  be  for  calf  and  20%  for 
kid. 

8.  WHAT  STYLE  OF  HEEL  WILL  THE 
LADIES  DEMAND  ? 

First,  with  reference  to  height:  the  majority  favor 
medium.  About  40%  of  the  answers  refer  to  the  sport- 
ing heel  as  certain  to  remain  popular,  but  very  few 
fa\'or  high  heels.  One  retailer  states:  "I  believe  that 
women  are  about  done  with  Louis  heels  and  French 
heels,  except  for  very  fine  slippers  and  boots."  Another 
says,  "Slightly  lower."  Three-quarters  of  the  replies 
say  it  will  be  Militarv  or  Cuban.  This  would  seem  to 
indicate  that  the  puhlic  were  fairly  satisfied  with  last 
season's  designs  so  far  as  heels  were  concerned.  A  pro- 
minent retailer  from  the  East  expressed  himself  thus: 
"It  seems  to  me  the  people  are  getting  more  sensible 
and  will  demand  more  comfortal:)lc  footwear.    A  great 
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number  are  crippled  from  wearing  liigli  heels  and 
pointed  toes." 

9.  WHAT  IS  YOUR  OPINION  REGARDING 
THE  PROBABLE  POPULARITY  OF  THE  FOL- 
LOWING: 

(a)  The  10-inch  boot?  This  heii^ht  seems  to  be 
looked  upon  as  too  extreme  by  the  majority.  (_)ver  60% 
of  the  re:)lies  received  say  there  will  be  little  demand 
for  a  10-inch  boot.  A  number  express  themselves  as 
favorinfj-  8  or  9  inch  at  the  most,  but  less  than  25'^<;  aii- 
ticipate  that  the  demand  will  justify  them  stocking  the 
higher  top. 

(b)  Novelty  styles  in  general?  The  vote  is  also 
very  decided  on  this  question.  55'/c  say  "No,"  35%  say 
there  will  be  some  demand  and  10%  think  novelty 
shoes  will  be  popular. 

(c)  Cut  out  patterns  in  oxfords  and  high  cuts  ? 
The  opinion  here  is  ]M-etty  evenly  di\ided.  With  re- 
gard to  cutouts  in  oxfords,  30%  say  "yes,"  40%  say 
"no,"  and  30%  say  "some  demand."  With  regard  to 
hig-h  cuts  it  is  somewhat  different,  however.  Only  15% 
favor  them,  50%  disapprove  and  35%  feel  that  the  de- 
mand will  scarcely  justify  them  placing"  an  order. 

(d)  Cross  strap  designs?  Retailers  think  these 
will  be  popular.  45%  are  (|uile  decided  about  it,  35% 
believe  the  demand  will  be  moderate  and  only  20% 
express  themselves  as  unfavorable. 

(e)  Fancy  sandals,  Roman,  Bulgarian,  etc.?  Here 
again  the  retailers  vote  very  decidedly  "no.''  65'' 
don't  want  them,  30%  express  themselves  as  somewhat 
interested,  and  less  than  10%  think  they  will  be  in 
demand. 

(f)  Buckles?  Fifty  per  cent,  say  "yes,"  20%  think 
there  will  be  a  moderate  demand,  and  30%  feel  they 
will  not  be  popular. 

(g)  Ties  ?  "Ties,  ties,  ties,"  is  the  way  one  re- 
tailer expresses  it,  and  all  the  answers  received  show 
this  to  be  about  the  unanimous  verdict.  85%  of  the  re- 
tailers voted  "yes"  without  any  qualifications ;  less 


A   Snappy  kid  tie.     Perth  Shoe  Co. 


than  5%  voted  "no."'  One  retailer  says  "sailor  lies 
will  be  used  to  a  great  extent  as  well  as  the  little  old- 
fashioned  Southern  tie  with  round,  flat  toe." 

Interesting  Individual  Viewpoints. 

A  number  of  interesting  letters  have  been  received 
from  retailers,  treating  the  situation  in  a  general  way, 
and  while  we  have  no  authority  from  the  writers  to 
use  their  names  in  this  connection,  there  is  conceivably 
no  objection  to  publishing  them,  anonymously,  for  the 
benefit  of  our  readers,  as  indicating  the  viewpoint  of 
men  actually  engaged  in  the  retailing  of  shoes.  One 
of  these  letters  conies  from  a  town  in  Southwestern 


Ontario,  of  about  20,000  population,  and  reads  as  fol- 
lows : 

"With  the  condition  of  the  money  market  and  the 
prices  of  almost  all  commodities  inflated,  I  believe  it 
would  be  wise  to  put  ofif  buying  Spring  goods  as  long 
as  possible,  with  the  exception  of  absolute  necessities, 
getting  all  stocks  reduced  as  low  as  it  is  possible  to 
reduce  them.  This.  1  think,  will  be  for  the  general 
good  of  all. 

"Vamps,  1  think,  will  be  a  little  shorter,  brogue  pat- 
terns very  popular  with  men  and  more  or  less  so  with 


Women's    brogue    oxford    ,with    pinking  and 
perforation.      Canadian    Shoes,  Ltd. 
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women,  particularly  if  the  Canadian  manufacturer  can 
make  a  better  article,  that  is  more  like  the  English 
brogue,  which  is  imported  into  this  country  at  the 
present  time.' 

"W  omen  do  not  want  combination  or  fancy  colors, 
but  want  a  \ery  dark  brown,  and  I  believe,  that  k  d 
will  be  the  more  popular  leather.  Women's  reciuire- 
ments  seem  tending  towards  lighter  materials,  less 
walking  is  done,  more  autos  used.  Cities  are  growing- 
larger  and  women  are  doing  less  walking. 

"I  believe  that  women  are  about  done  with  Louis 
heels  and  French  heels,  except  for  very  fine  slippers, 
boots,  etc.  Cut  out  patterns  in  oxfords  will  be  the 
jiopular  thing,  also  in  high  tops.  Cross-strap  designs 
will  be  a  favorite. 

"Fancy  sandals,  Roman  and  Bulgarian,  and  so  on, 
will  be  quite  popular  for  evening  wear  and  may  be  even 
w  orn  on  the  streets  of  some  of' the  big  cities.'  Buckles 
will  be  in  favor.  Sailor  Ties  will  also  be  used  to  a  great 
extent,  as  well  as  the  little  old-fashioned  Southern  Tie 
with  round  flat  toes. 

"People  think  that  shoes  should  be  cheaper  and  a*-- 
not  inclined  to  buy  except  at  lower  prices.  I  believe 
this  is  tending,  at  the  present  moment,  to  make  trade 
more  or  less  backward. 

"Next  season,  1  belie\  e,  will  be  a  very  popular  one 
for  all  outing  footwear  with  canvas  tojjs  and  rubber 
bottoms." 

From  another  Ontario  town  of  5,000  population 
comes  the  following : 

"The  problem  with  the  most  of  the  shoe  retailers 
today  is  to  get  a  good  solid  class  of  leather' shoes  in  the 
medium  grades.  They  are  either  too  fine  and  stylish 
or  too  coarse  and  clumsy ;  they  have  gone  to  the  two 
extremes,  and  I  find  it  very  hard  to  get  a  good  grade 
of  medium-class  shoes  for  either  men,  women  or 
children.  IMost  goods  are  away  up  in  i)rice  and  down 
in  quality,  and  the  lines  that  are  keeping  near  their 
former  grade  arc  very  much  adx  anced  in  price.  How- 
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ever,  I  suppose  these  are  pi-oblems  we  will  have  to 
contend  with  for  some  time  yet." 

From  Eastern  Ontario  we  have  the  following  ]:)reezy 
comment,  the  identity  of  which  we  fear  we  cannot 
conceal  by  leaving  off  the  name: 

"To  be  candid,  1  feel  like  a  shi[)  at  sea  with  rudder 
not  working  properly.  Since  your  circular  letter  was 
issued  things  have  changed  materially  and  the  daily 
]iress  is  upsetting  the  buying  pul)lic  in  all  lines,  and 
if  something  is  not  promptly  done  to  pull  up  I  just 
feel  that  retailers  will  work  and  talk  their  heads  off 
in  the  coming  year  and  end  up  hundreds  (or  thou- 
sands) of  dollars  in  the  hole.  When  prices  were  go- 
ing up  they  hounded  us  to  death  for  shoes  at  the  old 
prices — last  year's  stock  at  last  year's  price,  etc.- — but 
now  they  are  talking  receding  prices.  Public  expect 
us  to  forget  what  they  cost  us,  disregard  our  legiti- 
mate profit  and  'mark  'em  down' — such  is  life." 

From  a  St.  Catherine  Street  retailer,  Montreal : 

"I  think  we  shall  have  a  big  demand  for  plain 
leathers  in  fancy  ties  and  cut  outs  in  l)rowns  and 
])lacks,  French  heels,  and  brown  and  black  Military 
heels,  in  oxford  ties.  I  also  think  satins  in  black  will 
be  in  demand.    Buckle  pumps  will  not  be  so  popular. 

"For  men  the  dark  mat  brogues  will  be  a  good 
seller  and  also  plain  l^rown  with  very  flat  heels — I 
would  say  six  gauge  heels. 

"For  ladies,  the  dark  mahogany  brogue  on  round 
and  medium  pointed  toe  should  be  a  good  seller  next 
year,  as  our  Canadian  women  are  just  getting  ac- 
quainted with  these  shoes." 

From  another  large  Eastern  city : 

"'I  am  buying  for  spring  but  very  carefully,  and 
not  many  fancy  patterns,  as  they  are  always  danger- 
ous, but  I  think  the  man  who  has  the  stock  will  do 
the  business  and  if  none  of  us  buy  how  can  we  get  it? 
The  manufacturer  will  not  make  enough  ahead  to 
meet  the  demand  when  it  comes.    As  for  prices  drop- 


Julianne    ankle    strap    pump    in    black  ooze. 
Hopkins   &  Ellis. 
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|)ing  lower  than  they  are  now,  I  doubt  it.  .\s  soon  as 
the  demand  is  made  they  may  go  up,  l)Ut  I  do  think 
that  high-])riced  boots,  that  is,  fancy-])riced  goods,  are 
about  dead.  Vor  my  i)art,  I  think  the  ])opular  prices 
will  not  exceed  $10.00  or  $12.00.  Over  that  will  be 
risky,  as  the  public  seem  to  I)e  in  a  ])inched  stale  of 
mind  and  are  learning  ecoiU)my  and  are  not  so  ex- 
travagant as  they  were  before." 
This  from  Winnipeg: 

"The  shoe  trade,  from  the  hide  mercliant,  tanner, 
manufacturer,  wholesaler  and  retailer  is  gcjing  through 


an  abnormal  period.  The  toboggan  price  ])ropaganda 
that  is  sweeping  the  country  is  having  its  effect  and 
it  is  bound  to  hurt  everyone  all  along  the  line,  even 
the  farmer,  the  ])roducer  of  the  hide,  as  each  one  down 
the  list  does  not  favcjr  ])uying  on  a  ]jrice  declining  mar- 
ket, and  the  public  will  fall  in  line  to  a  considerable 
extent.  The  pro])aganda  will  keep  the  public  from 
buying  and  this  will  re-act  upwards  all  along  the  line. 

"From  the  retail  merchants  point  of  \  iew  the  wise 
one  is  bound  to  follow  the  'Safety  First'  ])lan.  and  go 
into  the  market  l)uying  light.    I  do  not  think  the  trade 
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Beaded     Irene     slipper.      New     design  for 
evening  wear.     Geo.  W.  Baker  Shoe  Co. 
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in  general,  and  that  includes  the  buying  public,  are 
prepared  for  any  change  of  styles,  which  will  increase 
prices.  I  think  it  will  take  time  for  the  public  in 
general  to  have  their  fill  of  cheap  goods,  sacrificing 
quality,  and  that  until  they  have  had  their  fill  it  will 
be  hard  to  bring  in  any  new  styles,  fancy  colors,  com- 
binations, etc.  I  know  there  is  a  movement  already 
in  the  States  to  stimulate  trade  and  cause  women  to 
buy  shoes  again  by  bringing  on  10  inch  shoes  made  in 
lighter  colors  and  from  the  best  leathers.  Because  of 
the  high  cost  of  leather  and  that  these  light  skins 
will  take  the  light  color  tannage,  these  boots  cannot 
be  retailed  in  the  States  less  than  from  $15.00  to 
$25.00  per  pair.  I  doubt  if  these  style  artists  and 
manufacturers  have  rightly  judged  the  public  and  in 
my  opinion  they  are  liable  to  have  guessed  wrong  and 
that  only  a  customer  here  and  there  will  help  them  by 
buying  the  new  merchandise. 

"I  do  not  see  any  great  change  in  heels  and  toes, 
except  that  the  latter  will  be  shortened  gradually,  par- 
ticularly next  season.  I  think  that  the  long  drawn 
out  vamp  has  had  its  day. 

"Cut  out  patterns,  cross  straps,  etc..  should  be  pop- 
ular in  slippers  and  party  footwear.  Of  course  there 
will  be  some  for  street  wear. 

"In  conclusion,  I  would  say  that  we  are  going 
through  a  very  hard  period  and  while  the  prices  are 
declining  I  do  not  see  that  the  public  will  take  kindly 
to  any  abrupt  changes.  The  manufacturer  is  being 
hit  heavily  at  the  present  time,  and  the  wholesaler,  as 
well  as  the  retailer,  will  not  escape  making  a  loss. 
The  financier  is  ])laying  his  part  in  bringing  about  the 
l)resent  situation  and  no  doubt  it  is  a  step  in  the  right 
direction,  as  it  will  eliminate  a  calamity  that  might 
have  ])ecn  l)rought  on  if  this  straightening  up  had  iK'en 
delayed. 

"While  the  reduction  in  prices  has  l)een  l)rought 
al)()ut  by  cheaper  leathers  and  materials  we  all  know 
that  the  cost  of  everything  is  figured  on  labor  and 
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EN  are  still  buying  brogues  and  will  probably  continue  to  do  so 
next  Spring.  Pinkings  and  perforations  seem  to  have  caught  the 
fancy  of  the  younger  men,  particularly  in  the  oxford.  The  trend, 
however,  appears  to  be  rather  toward  the  semi-brogue  effect. 


But  these  decorative  designs  do  not  constitute  the  majority  of  the  of- 
ferings by  anv  means.  Many  clean-cut,  stream-line  shoes  are  shown  for 
Spring,  both  high-cuts  and  oxfords,  devoid  of  the  perforation  which  is  so 
popular  at  the  moment,  and  will  probably  find  a  very  ready  market  among 
the  more  conservative  elements. 


There  does  not  appear  to  be  any  marked  reaction  toward 
the  lighter  shades.  Dark  and  medium  browns  in  Russia  calf 
are  seen  in  the  lietter  grades,  A  raisen.  or  cocoa  shade,  is 
being  shown  by  some  manufacturers  and  royal  purple  and 
mahogany  are  still  features. 
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An  Analysis  of  Canadian  Shoe  Retail  Opinion 
What  Will  be  Popular  Next  Spring 

(  C"(mtii)iK  (l   from  pa^e  ) 

labor  will  most  l.kel}-  have  t(;  contribute  something  in 
this  line.  Should  it  continue  to  work  a  hardship  on 
labor  as  it  has  done,  1  think  that  everythins^'  will,  and 
should,  be  done  to  kee|)  labor  busily  en^a.i^ed,  but  1 
ha\'e  my  doubts,  as  we  may  find  \erv  little  for  labor 
to  do  and  three  men  looking;'  for  the  one  job. 

"After  all,  what  better  are  we  of¥  if  we  receive  four 
times  the  amount  for  our  work  and  i)ay  four  times 
for  everythint^'  we  eat,  wear  and  enjoy,  and  which 
causes  life  to  be  pleasant  and  happy. 

"The  shoe  tra\  eller  never  left  the  factory  with  such 
uncertainty  for  ^ettint^'  the  desired  business  for  his 
firm  as  this  season,  but  he  will  be  able  to  size  up  the  sit- 
uation as  it  is  and  report  to  his  firm,  and  it  seems  g-ood 
lousiness  for  all  concerned  that  sl\  le  changes  of  any 
description  should  be  tabooed  until  the  retailer  is  able 
to  reduce  his  stocks  to  a    normal    point    and  the 


Trend 


Boston 

Local  and  New  England  shoe  manufacturers  are 
preparing  for  an  early  spring  season,  and  are  already 
receiving  hea\y  advance  orders  from  the  south  and 
west. 

The  general  demand  has  been  strong  for  novelty 
footwear,  though  the  general  impression  among  the 
most  reputable  authorities  is  that  the  call  will  not  last. 

However,  there  is  no  denying  the  unprecedented 
call  for  new  effects.  One  of  the  trade's  best  known 
cutters,  who  has  just  returned  from  an  extensive  trip 
through  the  market,  declared  to  the  writer  that  he 
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never  knew  a  time  when  there  were  so  many  stra]), 
wave  top  and  wing  tip  patterns. 

Women's  styles  are  more  varied  than  has  ever 
been  known,  on  the  acknowledgment  of  jo])bers  and 
retailers  alike,  who  are  at  a  loss  as  to  how  to  order. 

Saddle  stra])  oxfords  in  black,  brown  and  blue  are 
selling  beyond  ])rediction,  with  one  strap  models  ])r('- 
d(jminating. 

lirogucs  and  modified  brcjgues  remain  in  favor  to 
an  even  greater  extent  than  during  the  past  two  .sea- 
sons. 


bu\ing  public  are  prepared  to  welcome  a  change  of 
styles  and  ])ay  the  i)rice  which  will  be  necessary. 

"1  compliment  you  on  the  ])ertinent  (juestions  that 
you  have  asked  and  hoj)e  that  the  answers  and  this 
explanation  will  helj)  you  in  gathering  the  desired  in- 
formation." 

And  finally  a  very  sensiljle  summing  up  from  the 
1  'ac:fic  C  oast : 

"Novelty  styles  seem  to  increase  as  a  wave  of  pros- 
])erit}-  i)asses  o\  er  a  ])lace  or  ])eople.  When  the  H.  C. 
of  L.  affects  the  majority  of- the  populati(jn  as  it  has 
the  last  few  months  they  naturally  try  to  'conserve/ 
and  wearing  novelty  shoes  does  not  appeal  to  them 
as  economical.  Therefore,  I  do  not  look  for  many 
novelty  shoes  during  the  year.  People  are  looking  for 
chea])er  shoes." 

In  addition  to  the  above  expressions  of  opinion 
from  sexeral  retailers,  the  following  summaries,  indi- 
cating the  results  of  investigations  emanating  from 
oiu-  ofifices  in  Chicago,  I^oston  and  New  York,  will  be 
of  considerable  assistance  to  the  Canadian  bu3'er  in 
laying  in  his  stocks  for  the  coming  Spring: 


There  is  a  stead}-  call  for  the  five  eyelet  oxford  in 
l)lain  colors  of  kid  and  calf,  with  the  staple  princess 
and  combination  last  most  highly  favored. 

In  all  models  wing  tipping  and  foxing  with  round 
edge  pinking  predominate. 

One  of  the  walking  oxfords  that  is  attracting  con- 
siderable attention  is  of  black  calfskin  with  good  walk- 
ing soles  and  one  and  one-eighth  inch  walking  heels ; 
shorter  \  amp  and  straight  perforated  tips.  The  vamp 
perforation  adds  to  the  smartness  of  this  shoe. 

Manufacturers  and  wholesalers  are  trying  by  ever}^ 
means  to  force  high  cuts  and  boots  in  novel  designs 
and  colors  upon  the  market,  with  considerable  suc- 
cess. The  chief  change  in  women's  styles  of  this  type 
shoe  is  in  their  height,  Syi  to  10  inches  being  the  new- 
est design  in  all  quarters.  The  tendency  is  to  get 
away,  from  the  blacks  tOAvards  shades  of  autumn 
brown,  henna,  blue  and  camel,  particularly  in  kid, 
i\iany  eliects  in  comb. nations  are  being  shown.  Wave 
to|)S  are  running  strong,  especially  with  cut  out  models, 
which  are  numerous. 

Medium  height  cuban  heels  have  supplanted  all 
other  styles.  The  trend  is  shown  in  the  style  stores 
of  IJoston,  which  are  buying  colored  kids  wdierever 
they  can  be  found.  Ciijf  ie  nowhere  near  as  prominent 
as  it  was  during  the  fall  and  spring  of  1919-1920,  due 
to  the  active  campaign  of  the  kid  manufacturers,  who 
have  been  working  ceaselessly  to  make  a  demand  for 
the  past  three  months. 

it  is  predicted  generally  that  Oxford  sport  shoes 
will  be  selling  stronger  during  .\])ril  and  May  than 
vwv  before.  Combination  efifects  are  ex])ected  to  pre- 
vail, especially  with  brown  calf  wing  tips,  stay  and 
counter,  ])erft)rated  and  pinked. 

In   summarizing   the   women's   st\le   situation  it 


of  Footwear  Styles  in  United  States 

Footwear's  Boston,  New  York,  and  Chicago  Correspondents 
Summarize  Situation — Unprecedented  Demand  for  Novel- 
ties at  the  Moment,  But  Spring  Situation  Uncertain — 
Brogue  Effects  Remain  Popular  —  Colored  Kids  in  Favor 
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miiiht  be  said  that  colored  kids  liave  captured  the 
market  and  will  probably  "go  big"  at  the  start,  giving 
way  later  in  the  season  to  plainer  models.  It  is  safe 
to  say  that  the  10-inch  boot  on  standard  Princess  and 
combination  lasts  will  be  the  biggest  sellers  through- 
out. 

In  the  men's  field,  straight,  Ace  and  Aberdeen  lasts 
are  all  the  vogue,  with  brogues  of  Norwegian  calf, 
cordovan  and  Russian  calf  having  a  clear  field.  There 
is  an  increased  call  for  bluchers.  Kid  and  kangaroo 
have  almost  disappeared,  even  for  conservative  styles 
and  models.     Bals  predominate,  although  some  ox- 


Glazed  kid  Louise,  beaded  throat  and  strap 
in  jet.     Nathan  D.  Dodge. 
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fords  are  being  shown,  late  May  and  June  being  the 
opening  of  the' Oxford  season  in  this  locality. 

Whatever  the  last  or  stock,  the  demand  seems  to 
be  for  all  lace  models  with  blind  eyelets. 

Cordovans  on  the  Bedford  last  are  much  in  favor, 
although  it  can  be  said  without  fear  of  contradiction 
that  heavy  sole  brogues,  wing  tipped,  perforated  and 
])inked  are  increasing  in  popularity  to  the  extent  ot 
outselling  all  other  ofi'eriugs. 

There  is  a  fair  run  of  gun  metal  and  Russian  calf 
bals  in  plain  models  on  smart  English  lasts. 

New  York 

There  seems  to  be  rather  fixed  opinions  as  to  the 
colors  for  spring.  The  most  popular  colors  are  as 
below,  in  the  order  given : 

1  Havana  Brown  ;  2,  Maple  Brown  ;  3,  Eong  Red  ; 
4,  Champagne;  5,  Midnight  Blue;  6,  Gunmetal ;  /, 
Bronze. 

Glazed  leathers  and  light  leathers  are  going  to  l)e 
o-ood  sellers  this  spring  from  all  present  indications. 
Battleship  gray  is  losing  all  its  former  prestige  and  is 
soon  doomed  to  go  out  of  existence. 

The  full  brogue  style  of  shoe,  in  so  far  as  men  s 
shoes  are  concerned,  is  giving  way  to  the  half  brogue. 
The  latter  is  becoming  especially  popular  m  the  ladies 
shoes.  The  high  boots  (ladies')  with  perforations  are 
o-oino-  to  sell  well  this  spring;  but  it  seems  to  be  the 
opinfon  of  many  that  this  style  of  shoe  is  going  to 
have  a  very  short  season  of  popularity.  The  French, 
toe  which  was  so  popular  last  spring,  has  given  way 
to  the  English  toe  again. 

Chicago 

Considerable  uncertainty  exists  among  the  leading 
manufacturers  of  men's  footwear  as  to  what  will  be 
the  most  popular  styles  for  spring  wear.  Their  sales- 
men are  taking  with  them,  on  their  calls  upon  the 
trade  very  complete  lines  of  styles  and  when  their 
initial  trips  have  been  made,  it  will  be  possible  to 


make  more  positive  statements  as  hi  what  shoe  re- 
tailers will  feature  for  spring. 

Medium  and  dark  shades  of  brown  will  predomi- 
nate and,  in  the  opinion  of  one  manufacturer,  there  will 
also  be  a  tending  toward  lighter  colors  in  the  better 
grades  of  shoes.  Blacks,  of  course,  will  be  sold  freely. 
Two  tone  effects  will  be  in  the  minority  for,  with  the 
present  high  prices,  purchases  of  footwear  favor 
largely  the  more  conservative  and  serviceable  colors. 

There  will  be  a  tendency  toward  a  straight  last 
and  a  little  broader  toe,  but  this  does  not  mean  that 
the  extremely  pointed  toes  may  not  be  had.  They  also 
will  be  sold  to  some  degree. 

Indicatunis  are  that  brogues  will  remain  as  popular 
as  before  in  both  light  and  low  shoes.  The  extreme 
brogue,  with  a  broad  fiat  square  toe,  will  be  featured 
also,  but  sales  on  this  style  have  not  been  as  heavy  as 
on  the  more  conservative  models.  Manufacturers,  in 
general,  have  turned  out  many  new  lasts  and  patterns. 

Prices  have  gone  down  as  a  result  of  the  decline 
in  the  leather  market,  but  the  return  of  pre-war  prices 
is  still  far  off. 

And  here  is  the  opinion  of  the  Canadian  Salesman 
of  a  U.  S.  manufacturer: 

"What  Will  Be  What"  For  Spring. 

While  our  house  has  not  yet  completed  its  line  for 
next  si:)ring,  it  is  hardly  too  early  to  offer  a  suggestion 
as  to  what  will  be  favored.  One  reason  that  our  sam- 
ples have  not  been  made  up  has  been  that  we  were 
rather  uncertain  as  to  just  what  would  be  "the  thing" 
for  spring,  and  it  was  thought  best  that  our  salesmen 
make  a  fall  boot  trip  at  the  usual  time,  covering  the 
territory  again  later  with  low  shoes  when  a  definite 
decision  had  been  reached  as  to  the  favored  styles  for 
next  season. 

Colonials  will  have  the  call.  Perhaps  I  should  not 
put  it  quite  that  forcibly  but  say  merely  that  colonials 
will  be  among  the  leaders.  The  Colonial  when  styled 
right  is  a  very  aristocratic  thing — real  class  and  char- 
acter stick  out.  It  is  my  opinion  that  quality  will  rule 
throughout  the  realm  of  footwear  next  spring,  and  only 
the  really  shapely  and  unusually  smart  designs  in 
Colonials  will  be  favored. 

Strap  effects  too  will  be  popular.  In  designing- 
strap  effects,  the  factory  has  great  leeway,  as  there 
can  be  almost  as  many  different  ideas  in  straps  as 
there  are  shoemakers.  Some  of  the  strap  effects  will 
be  of  the  distinctively  dressy  order,  while  others,  as  in 
])ast,  will  be  along  the  "mannish"  or  "sjiort"  character. 

Of  cotirse  oxfords  will  be  in  the  running,  as  usual. 
1  cannot  remember  a  summer  during  which  oxfords 
have  not  been  popular,  no  matter  what  the  ad\ance 
reports  had  to  say.  Oxfords  are  so  practical  and  the 
style  range  is  so  \aried  that  women  must  and  will 
have  them.  The  well-dressed  daughter  of  Eve  insists 
on  a  diversified  wardrobe,  among  which  at  least  one 
pair  of  oxfords  finds  a  place.  I  look  for  sport  oxfords 
to  have  quite  a  large  sale,  but  high-heel  oxfords  will 
be  even  more  popular.  Xo  doubt  the  high-heel  oxford 
will  divide  honors  with  colonials  as  part  of  the  "dress- 
up"  outfit.  For  sport  purposes  the  field  will  be  left 
clear  to  the  straj)  effect  and  the  low-heel  oxford. 
(By  Rosecrans  Murphy,  The  Julian  &  Kokenge  Co., 

Cincinnati,  O.) 

.Some  fellow-s  stand  on  their  dignity  because  they 
have  nothing  else  to  stand  on. 

If  one  never  had  anything  to  worry  about,  there 
wouldn't  be  much  virtue  in  cheerfulness. 
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A  Review  of  the  British  Shoe  Situation 

  From  Our  London  Correspondent   


THE  l)oot  and  shoe  trade  has  never  l)een  in  such 
a  l)ad  state  for  generations ;  it  has  experienced 
])ad  times  before,  but  nothing  approaching  the 
present  stagnation.  In  some  of  the  recognizerl 
manufacturing  districts  the  workers  are  only  able 
to  be  given  two  and  three  days'  work  a  week.  There 
are  many  reasons  for  this  state  of  afifairs.  Over-pro- 
duction consequent  upon  the  exigencies  of  war-time 
needs  and  the  extension  of  factories,  improvements  m 
machinery  and,  more  especially,  the  failure  of  tne 
Continental  markets,  viz.:  France,  Belgium  and  It- 
aly. The  adverse  rate  of  exchange  constitutes  tlie 
great  obstacle  to  selling  in  these  countries.  British 
Ininkers,  too,  have  considerably  curtailed  manufactur- 
ers' credits  with  a  view  to  restricting  gambling,  anci 
the  trade  is  in  such  a  chaotic  condition  that  many 
manufacturers  with  large  stocks  of  surplus  materials 
and  finished  goods  on  hand  are  comj^elled  to  dispose 
of  them  to  best  advantage.  A  select  number  of  the 
leading  manufacturers,  however,  are  able  to  weather 
the-  -starm  with  ease  and,  moreover,  keep  their  factories 
busy. 

Tliere  is  reallv  no  standard  of  prices  at  the  present 
time.  For  instance,  one  manufacturer  intimated  that 
he  had  had  upper  leather  of¥ered  him  recently  varymg 
in  price  over  one  shilling  per  foot,  grade  for  grade — 
a  discrepancy  which  becomes  inevitably  larger  in  the 
lower  qualities.  The  same  thing  applies  exactly  lo 
footwear.  I  have  seen  welted  shoes  of  similar  char- 
acter with  a  dif¥erence  in  the  price  of  fifteen  shillings 
per  pair.   Everything  depends  whether  the  seller  has 


Patent    anklet    shoe    illustrating  continental 
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heavy  slocks  of  raw  material  bought  at  high  prices; 
whether  he  has  stocks  of  finished  goods  which  he 
must  clear;  the  state  of  his  order  book  generally,  bu? 
more  es])ecially  the  state  of  his  bank  balance  and  the 
vvav  in  which  he  is  received  by  the  l)ank  managei. 
The  latter  and  the  M.  1'.  I),  are  the  true  cause  of  the 


majority  of  very  low  prices  one  hears  quoted  at 
the  ])resent  time. 

The  necessity  for  economy  on  the  part  of  the  gen- 
eral ])ublic  has  also  restricted  the  sale  of  standard 
lines  and  certain  manufacturers  have  hit  uj^on  the 
exi)edient  of  turning  out  very  cheap  lines  in  order  to 


A   patent  Salbot  pump.     The  Sabot  effect  is 
one  of  this  season's  features  in  England 
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work  oft"  surplus  material  and  keep  their  factories 
open.  These  cheap  lines  are  made  for  both  men  and 
women  and  sell  for  the  most  part  at  the  fixed  price  of 
£  1  per  pair.  They  are  not  sold  to  any  extent  by  the 
established  shoe  stores,  but  through  recently  estab- 
lished stores  which  conduct  extensive  advertising 
campaigns  and  feature  mail-order  business.  Surplus 
government  stocks  are  also  being  sold  extensively 
through  the  medium  of  these  stores.  There  certainly 
has  been  a  big  demand  for  these  cheap  grades  and 
just  as  long  as  the  demand  is  maintained  they  will 
continue  to  be  manufactured ;  they  are  good  value  for 
the  money. 

As  regards  styles  and  the  trend  of  fashion  of  the 
standard  British  product,  this  is  largely  influenced, 
of  course,  by  the  state  of  the  trade,  ^^'hatever  might 
have  been  the  case  under  normal  conditions  it  is  cer- 
tain that  men's  footwear  will  not  be  subject  to  any 
deviation  owing  to  the  fact  that  a  great  deal  of  next 
year's  requirements  will  be  met  from  present  stocks. 
Much  the  same  applies  to  women's  footwear,  although 
it  is  quite  probable  that  there  will  be  some  seasoi: 
novelty  to  take  the  place  of  this  year's  Sabot  and 
Anklet  shoes,  but  it  is  too  early  to  determine.  These 
extreme  fashions  rarely  crystallize  into  anything  de- 
finite until  the  end  of  the  year.  If  there  is  to  be  any 
decided  trend  at  all  it  will  be  in  the  direction  of 
abandoning  the  extremely  high  heel,  and  also  a  far 
wider  use  of  leather  heels  in  the  place  of  wooden  ones, 
while  the  two  extremes  of  toe-shapes  which  have  held 
sway,  viz.,  the  long,  narrowly  extended  toe  and  the 
short,  baliy  toe,  will  give  way  to  the  medium  all-round 
moderate  toe.  The  Oxford  is  steadily  gaining  in  pop- 
ularity, although  it  will  be  some  time  before  it  ousts 
the  (iibson  pattern  from  its  pedestal. 
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HE  kiddies  are   born  witb  an 
instinct  for  imitation  and  it  is 
only  natural  that  in  their  foot- 
wear  the    styles    adopted  by 
their  elders  should  be  copied 
to  some  extent.     We  see  some  attractive 
ties  and  cut-out  effects  for  the  girls,  while 
many  a  boy  will  be  made  happy  with  a  neat 
little  pair  of  brogues.    Comfort,  not  style, 
however,  must  always  be  the  first  consider- 
ation in  children's  shoes,  and  it  is  the  duty 
of  retailers  to  see,  in  the  first  place,  that 
they  are  shod  with  shoes  that  fit  their  feet. 
If  a  little  style  can  be  super-added, — well 
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What's  What  in  Dame  Fashion's  Home  Town 

Trend  of  Footwear  Styles  in  Paris— Extravagant  Effects  Sought  After  in  Luxury 
Shoes — Crisis  in  the  Market  for  Lower  Grades 


WHEN  one  speaks  of  "Style,"  Monsieur'  my 
reader,  it  is  necessary  to  turn  the  thoughts  to 
Paris.  There  is  the  home  of  art  in  all  its  ap- 
I)lications — whether  to  the  marble,  the  can- 
vas, or  the  wearing  apparel.  France  rules  the  world 
of  Fashion — which  is  the  art  of  attiring  oneself — and 
Paris  is  the  centre,  the  heart,  the  essence,  of  France. 
In  "La  Mode  Parisienne"  there  is  that  which  appeals 
to  the  heart  of  every  woman — for  as  the  great  Eng- 
lishman, Kipling,  wrote,  "The  Colonel's  lady  and 
Judy  O'Grady  are  sisters  under  their  skins."  There 
is  in  a  French  style  a  subtle  charm  which  the  femin- 
ine eye  cannot  resist — something  impossible  to  define 
but  which  perhaps  may  be  most  nearly  expressed  in 
English  as  "artistry."  It  is  the  grace,  the  dainty  ele- 
gance which  is  characteristic  of  "La  Petite  Parisienne" 
— which  she  is  born  with,  and  which  cannot  easily  be 
acquired — expressing  itself  in  her  apparel. 

It  is  true  that  a  French  style  cannot  always  be  ex- 
ported. That  which  is  Les  Champs  Elysees  may 
l)reath  forth  the  very  spirit  of  art,  worn  on  the  streets 
of  London,  or  New  York  or  Winnipeg,  may  be  as  a 
wildflower  plucked,  lacking  the  life  and  natural  charm 
which  belongs  to  it  in  its  native  atmosphere.  Never- 


theless, whether  Dame  J-^ashion's  edicts,  as  given 
forth  from  her  throne  in  Paris,  are  followed  literally 
or  not,  their  influence-  is  always  felt  in  every  land 
where  there  is  a  white  woman  and  a  plate-glass  mir- 
ror. 

The  French  footwear  fashions  now  prevalent  have 
not,  it  is  readily  admited,  won  for  themselves,  in 
their  original  form,  any  very  wide  or  lasting  popular- 
ity on  this  continent.  Still  the  writer  believes  their 
influence  is  quite  perceptible  both  on  the  North 
American  continent  and  in  Great  Britain.  While  the 
French  last,  as  introduced  in  some  of  the  big  U.S. 
cities,  had  a  very  brief  existence  and  was  indeed  a 
none-to-welcome  guest,  it  did  not  die  without  accom- 
plishing something.  It  left  as  an  of¥spring  the 
French-American  cut-out,  and  by  the  crossing  of  the 
breeds,  was  probably  instrumental  in  bringing  about 
a  curtailment  in  vamp  lengths.  French  decorative  ef- 
fects and  color  combinations  have  also  shown  their 
influences  both  in  the  United  States  and.  Canada 
though  there  are  perhaps  many  manufacturers  who 
would  deny  it.  Witness  the  10-inch  boot,  in  cut-out 
patterns,  which  appears  now  to  be  achieving  some 
popularity  in  the  United  States.    Latterly  this  type  of 
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(a)  The  white  ellccl  8ccn  in  this  shoe  may  be  secured  by  perforations  which  show  the  hose  or  by  insertions  of  white  kid.  (b)  A  new  design  for 
a  child's  fancy  sandal  in  white  kid.  (c)  All-patent  strap  shoe.  (d)  Black  and  whitj  tlTects  are  now  strong  in  popular  favour.  This  she*- 
would  be  worn  with  white  hose.     (e)  A  black-and-white  effect.     (f)  One  of  the  new  strap  models  in  patent  leather  and  open  cut  vamp. 

Cl'licsc    iiKJilcls    ail'    .sliouii    by    oourti-sy.    Footwear  Organizer) 
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hoot  has  Ijeen  Httle  seen  in  Paris,  owing  to  the  short 
skirts  and  fancy  hosiery,  which  have  incHned  toward 
the  wearing  of  low-cut  footwear,  hut  earlier  in  the 
season,  it  will  he  remenibered,  the  high  l)0ot,  in  highly 
decorative  designs,  was  much  in  evidence. 

Another  factor  in  the  influence  of  French  footwear 
styles  is  the  fact  that  the  finest  shoe  fabrics  used  in 
North  America  are  imported  from  France.  French 
brocades  and  French  satins  are  in  the  greatest  de- 
mand, and  materials  of  the  same  quality  are  not  else- 
where obtainable. 

Considering  these  facts,  the  writer  does  not  feel 
he  is  intruding  by  presenting"  a  little  discussion  on 
Parisian  footwear  fashions  in  a  Canadian  magazine 
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Woman's   brown    kid   oxford,    circular  vamp, 
single  sole,   plain  tip,     19/8     Spanish  heel. 
Ames-Holden-McCready. 
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He  is  well  aware  that  the  Canadian  shoe  Manufactur- 
ing industry  has  of  late  been  developing  an  individu- 
ality in  its  product  and  that  there  is  a  trend  of  style 
making  itself  evident,  expressive  of  the  national 
taste.  The  land  which  was  once  New  France,  though 
it  is  now,  we  know,  all-Canadian,  may  not  be  too 
proud  to  hear  from  Old  France  a  few'  hints  about  a 
game  she  has  long  practised  and  knows  best — cater- 
ing to  the  feminine  whims.  On  the  other  hand  it  must 
be  admitted  that  in  the  production  of  men's  styles  in 
footwear,  France  has  been  a  follower,  not  a  leader.  For 
long  enough — and  some  of  my  readers  may  be  sur- 
prised to  hear  it — French  manufacturers  have  been 
imitating  the  designs  of  British  and  American  manu- 
facturers. Now,  however,  they  are  making  a  determin- 
ed effort  to  get  out  of  the  rut  and  to  originate  styles 
of  their  own  in  men's  shoes.  With  the  lady's  shoes, 
as  we  have  pointed  out,  it  is  of  course  dift'erent — that 
must  agree  with  the  gown  and  the  gown  originates  in 
Paris. 

While  across  the  Atlantic  the  tendency  has  been 
toward  shorter  vamps,  in  Paris  a  gradual,  almost  im- 
perceptible elongation  has  taken  place.  The  general 
effect  is  still  the  same — with  the  round  brief  toe  and 
the  elevation  of  the  ii.istep — but  it  is  a  little  less  ex- 
treme. Some  toes  are  a  trifle  narrower  and  heels 
;)erhaps  a  trifle  lower,  and  the  whole  outline  is  a 
shade  less  abbreviated  in  appearance.  This,  to  the 
foreigner  will,  no  doubt,  be  considered  an  improve- 
ment, but  the  writer  begs  leave  to  remark  that  thai 
which  might  appear  clumsy  or  fantastic  on  the  foot  of 
a  woman  of  another  nationality  may  appear  to  be  the 
consummation  of  grace  on  the  foot  of  a  Frenchwo- 
man. Styles  must  accord  with  national  characteristics. 

As  to  leathers,  patent  may  be  mentioned  as  a  fea- 
ture. It  is  quite  popular  in  black  and  white  eiTfecrs, 
and  is  practically  the  only  material  used  in  all-l^lack 


shoes.  The  general  tendenciy,  however,  is  toward 
colors — in  kids,  fabrics  and  velours.  The  writer  has 
before  him  a  number  of  new  designs  which  may  be 
taken  as  somewhat  representative  of  the  trend.  One 
is  a  pump  in  mauve  kid — this  shade  is  a  feature  of 
Paris  styles  this  season — which  has  straps  springing 
from  the  vamj)  close  to  the  throat  on  either  side,  meet- 
:ng  in  a  decorative  design  over  the  instep  and  attach- 
ed to  each  quarter  with  a  single  button. 

Another  elaborate  creation  is  in  gilt  kid  with  a 
pretty  perforated  design.  It  has  an  ankle  strap  and 
a  well-conceived  arrangement  of  straps  over  the  m- 
step,  illustrating  a  very  marked  tendency  toward  ef- 
fects of  this  kind.  It  is  with  straps,  stitchings  and 
perforations  that  the  desire  for  novelty  and  ornamen- 
tation is  being  largely  met,  and  the  Parisian  Society 
l)elle  is  inclining  strongly  to  extravagant  eflfects.  Nor 
does  she  stop  at  decorative  designs  and  patterns.  In 
the  craze  for  novelty  and  elegance,  jewels  are  being 
used  for  the  ornamentation  of  shoes.  Dancing  slip- 
pers  are  seen  with  jewelled  heels,  and  this  whim 
is  carried  even  further  by  the  use  of  jewelled  mono- 
grams. 

The  tastes  of  those  who  may  be  classed  as  hixur}'- 
shoe  customers  are  expensive,  but  high  prices  are  no 
deterrent  to  this  class  of  trade  and  the  demand  for 
classical  novelties  is  unabated.  On  the  other  hand,  the 
readers  of  Footwear  in  Canada  may  be  interested  to 
know  that  quite  a  critical  situation  has  developed  in 
the  medium  and  lower  class  of  trade  owing  to  a  prac- 
tical cessation  of  buying.  The  cause  of  the  trouble  is 
probably  the  same  as  that  which  has  brought  about 
similar  conditions,  as  the  writer  understands,  in  Great 
Britain,  Canada  and  the  United  States.  The  public 
have  been  led  by  ill-advised  statements  appearing  in 
the  daily  press,  to  believe  that  a  large  drop  in  prices 
will  be  realized  in  the  near  future,  and  in  expectation 
of  it,  have  simply  refused  to  buy  shoes. 

Illllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 


Elaine.      Women's     white     duck     shoe  with 
white   rubber   soles.     Gutta    Percha    &  Rub- 
ber Co. 

Illlllllllllllllllllllllllllliillllllllllilllllllllllllllllllllli 

l  lowever,  as  pointed  out,  the  luxury  shoe  business 
lias  ])een  little  affected.  W  hile  the  styles  are  new  mi- 
lady will  buy.  The  writer  has  another  very  attrac- 
tive shoe  design  before  him.  It  is  in  a  fawii-colored 
satin  with  ornamental  two-button  strap  in  kid  and  a 
decoratix  e  efl'cct  in  k'.d  at  the  throat.  This  same  shoe 
is  supplied  by  the  manufactrers  in  rose,  sky  blue, 
and  salmon,  (ireat  \arietv  in  colors  is  demanded 
Black  is  much  seen  in  combination  with  bright  coIor.s, 
such  as  red  and  royal  blue.  The  range  of  colors,  how- 
ever, is  very  wide.  Delicate  grays,  blues  and  mauvwcs 
are  called  for  on  the  one  hand,  and  rich  shades,  sucn 
as  purple  and  maroon,  on  the  other. 

Another  novelty  which  is  quite  popular  is  the  elas- 
tic-sided slipper,  which  has  no  fastenings,  but  has  a 
colored  elastic  insert  at  the  side  for  ease  in  ])uttin<>- 
on  or  removing.  Straps,  however,  and  cut-out  orna'^ 
mental  designs,  may  be  considered  the  feature  of 
footwear  at  the  moment. 
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Canada's  First  Plant  for  the  Manutacture  of 
Fancy  Bench-Made  Turns 

Finest  Grade  Shoes  Produced  in  Owens-Elmes'  Toronto  Factory— Highly-Skilled  Hand 
Labor  Imported — Some  Fine  Points  in  the  Fancy  Footwear  Game — 
Where  the  Materials  Come  From 


FOR  the  first  time  in  Canada,  the  manufacture 
of  bench-made  fancy  turn  pumps  has  been 
undertaken  in  a  substantial  way.  The  Owens- 
Ehiies  Mfg.  Co.,  Ltd.,  have  gone  into  this  field, 
and  are  operating  a  plant  at  14  Sheppard  St.,  Toronto, 
as  yet  not  very  extensive,  but  rapidly  developing  and 
already  well-organized  and  in  good  working  shape. 
The  company  is  enjoying  splendid  business,  and  are 
increasing  it  according  as  the  development  of  their 
organization  permits.  In  handling  a  high  class  pro- 
duct such  as  theirs,  it  is  not  the  intention,  of  course, 
to  distribute  indiscriminately,  but  to  select  in  each 
territory  a  retailer  who  will  have  the  exclusive 
agency  for  their  goods.  In  Toronto  their  own  store 
covers  the  field,  and  in  Montreal,  Quebec,  Halifax. 
Hamilton,  Brantford,  and  as  far  West  as  Winnipeg 
and  Edmonton,  their  shoes  have  been  placed  with  re- 
tail concerns  and  are  being  distributed  to  the  public 
as  Canadian-made  footwear  of  Owens-Elmes  manu- 
facture. 

The  business  of  producing  bench-made  turns — as 
may  also  be  said  of  selling  this  fancy  class  of  shoe — 
is  one  that  holds  the  interest  and  appeals  to  the  im- 
agination. There  are  such  possibilities  of  novelty  and 
variety,  such  opportunity  for  originality  and  the  in- 
troduction of  artistic  ideas,  that  he  would  be  dull 
indeed  who  did  not  see  in  this  line  of  endeavor  an 
element  of  romance.  It  is  creative  art  in  the  truest 
sense  of  the  word,  and,  after  all,  whatever  aspersions 
we  may  cast  on  feminine  vanity,  is  it  not  as  importani 
that  art  should  be  used  in  the  prodviction  of  footweai 
so  that  a  dainty  foot  may  be  daintily  and  appropri- 
ately shod,  as  that  it  should  be  turned  to  the  repro- 
duction of  that  same  foot  in  marble.  More  so,  we. 
should  say,  for  our  shoes  we  have  always  with  us. 

In  the  fancy  footwear  business,  one  of  the  out- 
standing features  is    the    continuous    changing  of 


styles.  In  e\ery  grade  of  shoe,  styles  are  in  ])rocess 
pf  evolution,  but  in  the  high  grade  product,  the  pro 
cess  is  much  more  rapid  and  more  marked.  New 
to-day,  popular  to-morrow,  dead  the  next  day — that, 
in  a  nut.shell,  is  just  about  the  history  of  a  novelty 
style.  The  changes,  of  course,  are  not  always  radical. 
We  do  not  jump  from  one  style  to  another  erratically 
and  merely  by  chance,  although  we  may  .sometimes 
appear  to  do  so.  Rather,  there  is  a  gradual  variation 
and  devclo]mient  of  one  idea  until  finally  it  evolves 
itself  into  something  we  call  "new."  And  what  is 
left  behind  is  gone — not  forever — but  until  we  meet 
it  again  in  the  cycle  of  style  development.  For,  in 
passing,  it  is  interesting  to  remark  that  35  or  36 
years  ago,  cut-out  boots,  Roman  sandals,  ties  with 
open  throats  and  other  features  which  are  popular 
to-day.  were  being  worn  by  the  women  folk  of  Canada 
and  the  States.  The  lasts,  of  course,  were  different, 
and  the  cut  of  the  shoes  has  changed  considerably, 
but  the  ideas  are  there  just  the  same.  Plainer  grades 
of  footwear  follow  much  the  same  path,  but  change 
from  one  style  to  another  more  abruptly,  without  be- 
ing affected  by  all  the  little  changes  which  mark  the 
gradual  development  of  style  in  the  fancy  goods. 

This  preamble  is  appropos  of  a  few  remarks  we 
propose  to  make  on  the  manvifacture  of  bench-made 
turn  footwear,  as  we  saw  it  carried  out  in  the  plant 
of  the  Owens-Elmes  Mfg.  Co.  The  story  may  not 
be  entirely  new  to  many  of  our  readers,  but  we  think 
there  are  some  points  at  least  which  they  will  be  in- 
terested to  learn. 

For  this  class  of  shoe,  the  manufacturer  invariably 
buys  the  highest  grade  of  sole  leather,  oak-tanned, 
generally  in  bends — which  comprises  the  most  valu- 
alile  part  of  the  hide — and  cuts  out  the  soles  with  the 
greatest  care  in  order  to  avoid  any  spot  or  blemish 
on  the  sole  of  the  finished  product.    The  soles  are 


Where  "style"  first  goes  in. 
The  pattern  room  is  an  all- 
important  part  of  a  high  class 
factory.  Great  skill  is  requir- 
ed in  cutting  in  order  to  econo- 
mize expensive  materials.  Pat- 
terns  are   constantly  changing. 
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The  making  room.  Here  we 
are  right  back  to  the  old-time 
hand  shoemaking  methods.  In 
the  bench-made  shoe,  the  last- 
ing, sewing,  turning  and  fin- 
ishing are  all  done  by  one  man. 
Some  "team-work"  shoes  are 
also  produced,  the  operations 
being  split  up  among  a  num- 
ber of  workers. 


as  good,  but  there  is  lacking  just  that  touch  of  art 
which  is  put  into  it  by  the  individual  worker. 

The  hand-stitching,  when  carried  out  by  a  skilled 
operator,  is  superior  to  the  machine  work  in  that  the 
stitches  are  closer  together  and  each  stitch  is  locked 
or  knotted,  and  if  one  or  several  of  the  stitches  are 
broken,  the  rest  hold  as  firmly  as  ever,  whereas  the 
machine  sews  the  entire  shoe  with  one  thread  and 
when  the  shoe  is  worn  and  becomes  wet  it  is  liable  to 
lose  its  shape. 

The  turning  of  a  shoe — in  all  cases  a  somewhat 
delicate  oj)eration — requires  the  highest  skill  and  the 
greatest  care  where  the  upper  is  of  satin  or  other  fine 
fabric.  In  the  average  turn  shoe  factovy  the  material 
is  wet  to  soften  it  and  facilitate  the  turning  operation, 
but  in  the  Owens-Elmes  plant,  as  in  all  the  highest 
grade  hand-work  factories,  the  turning  is  done  dry, 
so  that  the  finish  and  stiffness  of  the  fabric  is  not 
affected  in  any  way. 

When  the  stitching  and  turning  have  been  done, 
the  shoe  is  replaced  upon  the  last  and  allowed  to  re- 
main on  it  for  two  or  three  weeks,  depending  upon 
the  class  of  material  in  the  vipper.  Lasting  a  satin  or 
fabric  shoe  is,  needless  to  say,  a  nice  job.  There  is 
no  pull-over  machine,  only  the  fingers  and  pincers 
of  an  experienced  workman,  and  even  under  these  cir- 
cumstances material  is  sometimes  spoiled.  The  lastei 
uses  a  hammer  and  smoothing  iron  to  smooth  the  solt- 
of  the  shoe,  and  he  also  has  a  small  iron  which  he 
heats  on  a  gas  jet  with  which  to  smooth  and  burnish 
the  edge. 

After  the  lasting  has  been  done  the  wood  heel  i.s 
cemented  in  place  and  a  vice  is  used  to  hold  it  firmly 
vmtil  the  cement  is  dry.  Later,  when  the  last  is  re- 
moved, it  is  nailed,  but  no  screws  are  rvsed    As  men 


tioned  previously  the  leather  of  the  sole  is  split  at 
the  heel  seat,  and  the  outer  piece  is  used  to  cover  the 
breast  of  the  wood  heel  and  is  inserted  right  under 
the  toj)  piece. 

It  is  at  this  point,  too.  that  the  shank  is  inserted 
and  cemented  in  place.  A  leather  shank  is  used  in 
the  Owens-Elmes  shoes,  which  is  done  only  in  the 
case  of  the  finest  turn  footwear. 

Two  methods  are  used  in  the  finishing  of  the  soles. 
One  is  to  bead  d(nvn  the  edge  to  the  thinness  of  a 
knife  blade,  and  the  other  is  simply  to  smooth  and 
burnish  it  as  with  heavier  types  of  shoes.  A  shoe 
finished  in  the  latter  method  is  known  as  a  mock  welt. 

■  •"or  the  finishing  of  the  bench-made  footwear, 
hand  tools  and  buffers  are  used  exclusively,  but  for 
the  product  made  by  team  work,  a  mechanical  'buffer 
and  edge  setter  are  employed. 

This  about  completes  the  story  of  the  manufacture 
of  hand-made  turn  shoes.  The  big  factor  in  the  busi- 
ness of  producing  them  is,  of  course,  "style."  We  arc 
showing  elsewhere  a  few  illustrations  of  Owens-Elmes 
models,  which  show  the  types  for  which  there  is  the 
largest  call  by  the  high  class  trade.  The  cross-strap 
design  has  just  come  into  popularity  in  Canada  and 
the  French-American  cut-out  still  continues  a  feature 
of  the  business.  An  interesting  point  to  note,  in  pass- 
ing, in  connection  with  the  cut-outs  is  that  the  design 
cannot  be  cut  in  the  lining  until  after  the  lasting 
operation,  as  otherwise  it  would  pull  and  tear.  This 
means  that  it  has  to  be  cut  out  with  a  sharp  knife 
after  the  shoe  is  completed.  The  lining  in  all  these 
high-grade  shoes  is  of  kid  or,  in  the  case  of  mules, 
satin. 

Other  features  of  the  Owen.s-Elmes  line  are  satin 
and  brocade  pumps,  plain  and  with  buckles,  Bulgarian 


Turning  a  shoe.  The  reader 
can  imagine  what  care  is  neces- 
sary in  this  operation  when  the 
upper  is  of  satin  or  other  fine 
fabric.  In  mechanical  plants 
the  material  is  wet  to  soften 
it,  but  here  the  turning  is 
done  dry  to  avoid  any  possible 
injury  to  the  finish  of  the  fab- 
ric. 


104 


FOOTWEAR   IN  CANADA 


October,  1920 


+  


The  mechanical  department 
of  a  hand-work  plant.  Soles  are 
cut,  channelled  and  breasted  by 
machines.  Finishing  machines 
are  also  installed,  but  only  us- 
ed   on    "team-work"  shoes. 


+  


first  cut  out,  in  the  rough,  with  square  corners,  and 
after  passing  through  the  leveller  are  channelled  with 
a  hand  channelling  machine.  This  is  an  importani 
operation,  for  if  it  is  not  properly  done,  the  efifort.s 
of  the  stitcher,  however  skilled,  cannot  produce  a 
workmanlike  job.  Next  ,the  sole  is  breasted — that  is, 
split  at  the  heel  seat,  the  thin  piece  of  leather  on  the 
outer  side  being  used  later  to  cover  the  inside  of  the 
wood  heel  and  being  inserted  underneath  the  top  lift. 
Thus  the  bottom  of  the  finished  shoe  shows  an  un 
broken  surface  of  le;ither  right  from  the  tip  to  the 
top  piece. 

Now  the  sole  is  nailed  to  the  last,  channelled  side 
out,  and  is  ready  to  proceed  to  the  making  room. 

Turning  our  attention  to  the  uppers :  The  Owens- 
Elmes  Mfg.  Co.  make  their  own  patterns,  and  in  tliat 
respect  are  self-contained.  The  cutting  out  of  the 
dif¥erent  parts  of  the  upper  for  high-grade  shoes  is  a 
job  which  none  but  the  most  skilled  operator  can 
undertake.  For  the  materials  are  very  expensive,  and 
there  is  every  opportunity  to  waste  it  by  unskillful 
handling.  In  satins,  for  instance,  the  greatest  dis- 
crimination and  judgment  is  necessary,  as  the  twill 
must  always  run  lengthwise  of  the  shoe.  Were  ii 
to  run  crosswise  over  the  toes,  it  would  split  when  ii 
is  lasted  or  the  first  time  worn.  Then  again  in  cross 
strap  designs,  the  straps  of  course  have  to  be  cut  our 
in  the  same  piece  as  the  vamp  out  of  the  whole  cloth, 
and  it  can  be  readily  seen  that  great  care  must  be 
used  in  order  to  use  the  material  to  the  best  advantage. 

When  the  patterns  are  cut  out  they  are  placed  in 
the  hands  oi  fitters  to  be  fitted  together  and  have  the 
lining  cemented  in  place.  This  done,  they  are  passed 
to  the  operators.  One  of  the  fine  points  in  the  fitting 
of  high-grade  footwear  in  satins  and  fa'brics  is  the 


applying  of  the  French  binding  around  the  edges  of 
the  throat,  the  quarters  and  the  cut-outs.  It  takes 
nimble,  skilled  and  sensitive  fingers  to  do  this,  as  will 
be  evident  to  anyone  who  examines  the  work  in  a 
well-made  shoe  of  this  type.  Cement  is  used  to  hold 
the  binding  in  place  until  it  is  passed  to  the  operator. 
The  stitching,  too,  requires  extraordinary  skill  of  eye 
and  hand.  Look  at  the  eyelets  in  a  tie  of  satin  or 
other  fabric,  and  imagine  the  delicacy  of  the  oper- 
ation by  which  the  metal  eyelet  is  ccjvered  by  being 
stitched  around  on  a  Singer  stitcher. 

When  the  fitting  and  stitching  has  been  com- 
pleted, the  uppers  are  then  assembled  with  the  heels, 
shanks  and  lasts,  and  proceed  to  the  making  room. 
It  is  here  that  we  get  back  to  the  old-fashioned,  time- 
tested  methods  which  were  used  in  the  early  days 
when  people  were  not  so  hurried.  The  term  "bench- 
made"  indicates,  of  course,  that  the  shoe  is  lasted, 
sewn,  turned  and  finished  by  hand  and  that  all  these 
operations  are  carried  out  by  the  one  man.  The  shoe- 
maker who  produces  shoes  of  this  class  is,  in  his  way, 
a  highly  skilled  artist,  and  there  is  a  pride  of  achieve- 
ment in  his  work  which  is,  unfortunately,  very  often 
sadly  lacking  in  the  mechanical  plant  where  each 
worker  attends  to  only  one  operation. 

In  the  Owens-Elmes  plant  a  certain  number  of 
shoes  are  also  made  by  what  is  known  as  team-work. 
In  this  case,  as  with  the  bench-made  process,  the 
work  is  done  by  hand,  but  it  is  split  up  among  a 
number  of  men.  One  man  will  attend  to  the  turning 
and  lasting  only,  another  man  will  do  the  sewing  and 
a  third  the  finishing  and  heeling.  This  system  is 
much  speedier  than  the  bench-made  work — indeed  it 
makes  it  possible  to  turn  out  about  twice  the  numbei 
of  shoes  in  the  same  time  and  the  quality  of  the  pro- 
duct is  perhaps  almost  as  good,  in  some  cases  quitb 


I 
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The  fitting  department.  The 
fitting  of  the  uppers  calls  for 
very  delicate  hand  and  machine 
work.  Neat  binding  is  one  of 
the  earmarks  of  a  high  class 
shoe.  Kid  linings  are  used  in 
Owens-Elmes  Shoes. 
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The  end  of  one  tale  and  the  be- 
ginning of  another.  Here  the 
shoes  are  being  inspected  and 
shipped — trim,  dainty,  artistic, 
ready  to  take  their  rightful 
place  as  the  aristocrats  of 
milady's  wardrobe. 


sandals,  Sabot  pumps  and  various  designs  in  ties. 

The  materials  used  by  the  company  are,  for  the 
most  part,  satins,  gold  and  silver  brocades,  kids — 
black,  white  and  colored — patent,  suedes,  and  dress 
goods.  In  the  case  of  the  dress  goods,  the  material 
has  to  be  backed  up  with  a  rubber  impregnated  back- 
ing before  it  can  be  used  as  a  shoe  fabric.  This  type 
of  shoe  is  proving  quite  popular,  as  the  ladies  are  al- 
ways anxious  to  exactly  match  their  new  gowns. 

The  hest  satins  and  the  gold  and  silver  brocades 
are  all  imported  from  France  and,  unfortunately  for 
the  trade,  the  supply  of  brocades  is  now  entirely  shut 
off.  These  arc  all  hand-woven  materials,  and  owing 
to  the  shortage  of  man-power  in  France  to-day.  it  has 


Mr.  C.   L.  Owens 

been  considered  necessary  to  prohibit  its  manufacture 
as  a  luxury  so  that  those  who  were  engaged  in  it  may 
turn  their  labors  to  the  tilling  of  the  soil.  A  very  fine 
quality  of  satins  is  also  imported  from  England,  bui 
on  this  Continent  nothing  of  the  same  grade  is  pro- 
curable. The  Owens-Elmes  Mfg.  Co.  are  favorably 
situated  in  this  connection,  as,  due  to  smaller  cus- 
toms duty,  they  can  import  their  materials  much  more 
cheaply  than  can  the  U.  S.  manufacturers. 

Mr.  C.  L.  Owens,  the  head  of  the  Owens-Elmes  Mfg. 
Co.,  is  the  moving  spirit  in  the  manufacturing  venture, 
and  he  is  to  be  congratulated  upon  his  enterprise. 
The  new  plant  supplies  the  missing  link  in  the  Cana- 
dian shoe  industry,  and  we  can  now  rest  content  in 


the  knowledge  that  Canadians  do  not  have  to  turn 
to  other  countries  for  even  the  highest  class  of  turn 
footwear:  The  shoes  being  produced  in  the  Toronto 
plant  are,  so  far  as  we  can  judge,  quite  the  equal  of 
anything  of  the  same  class  that  is  being  imported. 
All  the  workers  are  highly  skilled  men  who  have- 
gained  their  experience  in  some  of  the  best  foreign 
factories. 

A  Shoemaker  Sprung  From  a  Shoemaker  Family. 

Mr.  Walter  Pietz,  who  is  the  foreman  of  the 
Owens-Elmes  Mfg.  Company's  factorv,  was  born  in 
Poland  in  1888,  and  came  to  the  United  States  in  1910, 
where  he  made  the  first  hand-made  shoes  for  Slater  of 
New  York.  Later  he  went  to  Philadelphia  to  open  cx 
hand-made  shop  for  Laird,  Schober  &  Co.,  and  from 
there  went  to  Newark  to  open  a  shop  for  Thomas 
Court.  The  present  plant  of  which  he  has  charge  !s 
the  seventh  he  has  opened,  and  all  of  them  have  been 
successful. 

Mr.  Pietz'  skill  as  a  shoemaker  is,  to  some  extent 
at  least,  hereditary.    He  has  three  generations  of  shoe- 


Mr.  Walter  Pietz 


makers  behind  him,  and  his  father  is  at  present  the 
owner  of  a  custom  shop  in  Poland. 


The  supercilious  salesman  deserves  to  have  Bol- 
shevik customers. 


.'Vnd  the  salesman  who  doesn't  know  his 
should  be  paid  his  salary  in  Russian  roubles. 


goods 
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Co-operation  in  the  Footwear  Industry 

G.  W.  McFarland  Before  July  Meeting  N.S.R.A.  of  Canada,  Emphasized  Necessity 
of  "Mutual  Confidence  to  Develop  Individual  Business  to 
Point  of  Highest  Efficiency" 


TH  E  Shoe  and  Leather  Trades  as  at  present  or- 
ganized, form  a  very  important  industrial 
and  mercantile  group,  embracing  the  tanning 
and  shoe  manufacturing  industries  and  the 
wholesale  and  retail  business.  The  combined  capital 
of  this  group  is  conservatively  estimated  at  $111,000,- 
000.00.  The  number  of  people  employed  exceeds  44,- 
000,  with  a  yearly  pay  roll  amounting  to  approximate- 
ly $50,000,000.00.  It  will  be  seen  from  the  foregoing 
figures  that  from  a  financial  and  economic  point  ot 
view  we  occupy  no  mean  position  in  the  commercial 
world,  and  from  the  standpoint  of  ])oteniial  service 
few,  if  any,  of  the  allied  trades  command  a  wider 
field  for  usefulness. 

If  we  had  at  our  di'sposal  the  necessary  time  it 
would  be  interesting  to  go  back  to  the  early  days 
and  trace  the  history  and  gradual  development  of  this 
group  up  to  the  present  time— liack  to  the  days  we 
have  heard  our  friend  the  Hon.  J.  E.  Davis  tell  about 
when  he  tanned  a  few  hides,  loaded  them  into  a 
wagon — not  a  Ford — and  delivered  them  to  customers 
in  Toronto.  I  venture  to  say  that  Mr.  Davis  bought 
calf  skins  in  those  days  at  less  than  75  cents  a  pound 
in  the  raw  state  and  it  is  also  quite  safe  to  say  that 
he  did  not  realize  $1.50  a  foot  for  calf  leather.  Many 
a  poor  innocent  calf  was  sold  in  those  days,  no  doubt, 
for  about  $1.50  hide  and  all.  My  time  is  limited,  how- 
ever, and  I  shall  not  attempt  to  develop  the  subject 
along  these  lines. 

The  Spirit  That  Builds  Up 

The  question  is:  "How  can  the  various  units 
forming  the  group  under  consideration  co-operate  so 
as  to  achieve  their  own  individual  aims  and  at  the 
same  time  assist  in  the  developments  of  the  other  units 
to  which  I  have  referred.  There  is  a  psychological  as 
well  as  a  practical  side  to  this  question  and  it  may 
not  be  amiss  to  consider  it  from  both  angles.  You  will, 
1  think,  agree  with  me  when  I  say  that  co-operation 
of  any  kind  must  rest  on  the  firm  foundation  of 
Mutual  confidence.  If  that  be  true  then  the  first  step 
in  the  direction  of  permanent  co-operation  would  seem 
to  be  the  "demobiliation"  of  all  those  little  devils  of 
suspicion,  distrust,  jealousy,  deception,  greed,  selfish- 
ness and  all  the  rest  of  that  hateful  tribe.  The  next 
step  would  probably  be  a  very  careful  examination 
of  our  principles  for,  after  all,  it  is  principle  that  counts 
in  the  final  analysis.  There  are  two  outstanding,  fun- 
damental principles  of  Nature  with  which  we  are  con- 
stantly face  to  face — the  Constructive  Principle  and 
the  Destructive  Principle.  If  we  are  not  actuated  and 
governed  by  the  one  we  most  assuredly  are  by  the 
other.  There  is  no  neutral  ground.  If  our  business 
|)(<licies  and  methods  are  constructive  in  the  broadest 
sense  of  the  term  we  have  aljsolutely  nothing  to  fear 
from  any  cause..  If,  on  the  other  hand,  they  are  de- 
structive— well,  I  can  only  ask  ycni  to  remember  the 
fate  of  the  Central  Powers.  Nature  demands  e(|uili- 
brium,  and  unless  we  maintain  that  equilibrium  con- 
fusion and  ultimate  failure  must  result.    A  survey  (jf 


work  conditions  at  the  in-esent  time  furnishes  ample 
proof  of  this.  Briefly  defined  co-operation  would  ap- 
pear to  be  nothing  more  or  less  than  a  conscientious 
ai)])lication  of  the  Constructive  Principle  to  our  every 
da}'  business  life  and  conduct.  And,  gentlemen,  noth- 
ing can  defeat  it — the  final  result  must  and  will  be 
good.  Underlying  all  these  must  be  genuine  purpose. 
'I'hat  i)urpose  should  be  to  serve.'  There  is  an  ever 
increasing  number  of  business  men  to  whom  business 
and  service  have  become  synonymous — the  Rotarians 
for  example.  I  like  their  creed  or  motto:  "He  who 
serves  l^est  profits  most."  I  like  also  the  sentiments  ex- 
pressed in  the  following  lines  by  Berton  Braley  recent- 
ly pul)lished  by  the  U.  S.  Chamber  of  Commerce, 
W^ashington,  D.  C,  \  iz. : 

"Business  is  Business,  the  Little  Man  said, 
A  battle  where  ex  erything  goes ; 

Where   the  only  gospel  is  "Get  ahead" 
And  never  sj^are  friends  nor  foes. 


W.  J.  Weldon,  sales  manager  of  the  Industrial 
Export  Co.,  Montreal,  which  has  built  up  a 
thriving  export  business  in   Canadian  Shoes. 

Illllllllllllllilllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 

Slay  or  be  slain  is  the  slogan  cold. 

You  must  struggle  and  slash  and  tear. 
For  Business  is  Business,  a  fight  for  gold. 

Where  all  that  you  do  is  fair. 
Ikisiness  is  Business,  the  Big  Man  said, 

-V  battle  to  make  of  earth, 
.\  place  to  yield  us  more  wine  and  bread, 

More  pleasure  and  joy  and  mirth; 
There  are  still  some  bandits  and  ])uccaneers 

Who  are  jungle-bred  beasts  of  trade, 
lUit  their  number  dwindles  with  passing  years, 

.\nd  dead  is  the  code  they  made. 
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Business  is  Business  the  Big  Man  said, 

But  it's  something  that's  more,  far  more ; 
For  it  makes  sweet  gardens  of  deserts  dead, 

And  cities  it  built  now  rear 
Where  once  the  deer  and  gray  wolf  ran 

From  the  pioneer's  swift  advance ; 
Business  is  magic  that  toils  for  men, 

Business  is  true  Romance. 

And  those  who  make  it  a  ruthless  tight 

Have  only  themselves  to  blame 
If  they  feel  no  whit  of  the  keen  delight 

In  playing  the  Bigger  Game. 
The  game  that  calls  on  the  heart  and  head, 

The  best  of  Man's  strength  and  nerve, 
Business  is  Business,  the  Big  Man  said, 

And  that  Business  is  to  SERVE." 

That  "dead"  code  or  creed  to  which  the  author 
refers  is  the  rock  on  which  the  world  was  well  nigh 
wrecked  during  the  past  five  years.  But  co-operation, 
gentlemen,  saved  it  and  that  is  the  power  that  must 
save  us  from  all  the  industrial,  political  and  religious 
strife  at  the  present  time.  The  war  has  furnished  us 
the  greatest  example  in  history  of  the  destructive  prin- 
ciple in  operation  on  the  one  hand  and  the  most  mag- 
nificent example  on  record  of  constructive  co-operation 
on  the  other.  It  is  up  to  us  to  apply  these  lessons.  To 
attempt  to  side-step  them  is  a  reflection  on  our  com- 
mon sense  and  good  judgment. 

See  Other  Folks'  Difficulties  as  They  See  Them 

In  dealing  with  the  practical  side  of  the  question 
I  presume  we  may  start  with  the  tanner.  When  we 
poor  manufacturers  think  of  the  tanner  we  instinctly 
raise  our  hats.  He  looms  up  before  us  in  our  day 
dreams  with  bulging  pockets  and  a  placid  expression 
that  would  drive  less  saintly  mortals  to  profanity. 
But  when  we  meet  him  face  to  face  and  listen  to  his 
tales  of  poverty  occasioned  by  the  exorbitant  price 
of  hides  and  tanning  materials  and  the  "skinny"  price 
he  receives  for  his  leather,  we  timidly  consent  to  an- 
other advance  and  in  our  mutual  grief  we  damn  the 
Hide  Man,  who  is,  of  course,  responsible  for  all  the 
evils  of  the  trade  up  to  this  point. 

Seriously,  gentlemen,  we  owe  something  to  the 
Canadian  tanner  for  his  splendid  co-operation  during 
the  war.  There  were  times  when  he  could  have  sold 
his  products  abroad  at  higher  prices  than  he  sold  for 
in  his  home  market.  But  he,  like  the  shoe  manufac- 
turers, chose  the  wiser  course,  and  looked  very  well 
after  his  domestic  trade — as  well  as  it  was  possible 
under  the  trying  conditions  existing  at  that  '  time. 
Had  he  not  followed  that  course  there  would  have 
been  a  much  greater  shortage  of  footwear  in  many 
lines  than  there  was  during  the  war  period.  That  was 
practical  co-operation — and  it  was  good  business  on 
his  part. 

There  is  another  way  in  which  the  tanner  co-oper- 
ates with  the  manufacturer.  He  takes  our  orders  and 
he  takes  mighty  good  care  that  we  take  his  leather. 
At  the  mention  of  the  word  cancel  a  blank  look  envelops 
his  countenance — it  is  as  though  we  spoke  a  foreign 
language.  The  word  cancellation  does  not  appear  in 
his  dictionary.  Now  that  does  not  sound  like  co- 
operation, does  it  ?  But  when  we  come  to  analyze 
the  matter  carefully  and  fairly  it  is,  because  it  tends 
to  greater  stability  of  trade  as  between  these  two  un- 
its. When  you  remove  the  element  of  stability  busi- 
ness becomes  a  nightmare  and  a  burden.    That  "scrap 


of  paper"  notion  applied  to  lousiness  will  sooner  or 
later  wreck  any  business  effectually  as  it  has  wrecked 
empires.    It  is  destructive  wherever  applied. 

'ilie  tanner  can  further  co-operate  with  us  by 
making  a  more  careful  study  of  the  requirements  of 
the  shoe  trade  and  adjusting  himself  in  so  far  as 
possil^le  to  take  care  of  it.  I  venture  to  suggest  that 
he  should  make  an  effort  to  supply  his  home  market 
with  every  kind  of  leather  that  is  at  present  being  im- 
ported into  Canada.  We  must  recognize  the  fact  that 
there  are  limitations  here,  but  there  are  also  great 
])ossibilities.  It  is  very  gratifying  to  know  that  a 
move  has  already  been  made  to  supply  the  Canadian 
trade  with  Canadian  tanned  kid  leathers.  What  is 
our  attitude  going  to  be  toward  such  ventures  ?  How 
many  of  you  gentlemen  in  the  retail  business  are  go- 
ing to  demand  of  the  Canadian  manufacturer  Cana- 
dian tanned  leathers  in  the  shoes  you  buy  ?  If  you 
demand  it  the  manufacturer  will  supply  it.  It  will 
be  distinctly  to  his  interest  to  do  so.   Here  is  a  splen- 


Mr.    D.    F.    Desmaris,    one    of  Montreal's 
younger  shoemen,  has  been  a  partner  in  the 
La  Duchesse  Co.  for  the  last  five  years. 

Illllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 

did  opportunity  for  an  all-round  co-operation,  the 
result  of  which  will  be  the  building  up  of  other  Can- 
adian industries.  Let  u*^  put  aside  all  foolish  pre- 
judice and  settle  down  to  real  team  work.  The  pos- 
sibilities are  beyond  computation.  We  have  no  brief 
for  the  tanner,  gentlemen.  Moreover,  try  as  you  will, 
you  cannot  outflank  him,  but  he  is  a  very  essential 
part  of  our  group  and  is  in  a  position  to  render  inval- 
uable service  to  the  trade  generally.  We  must,  there- 
fore, be  good  to  him.  If  he  has  in  the  past  been  har- 
boring any  secret  sins,  such  as  tacking  on  a  little 
extra  nrotit,  let  us  hope  that  he  will  speedily  repent 
and  lend  us  his  fullest  co-operation  in  making  the 
shoe  business  of  Canada  greater  tlian  we  ha\-e  yet 
dreamed  possible. 

The  manufacturer  comes  nearer  to  vou,  gentle- 
men, and  I  am  sure  you  have  the  most  kindly  feelings 
toward  him.  That  is  only  natural,  for  he  is  your 
humble  servant — your  devoted  slave.  Wm  give  him 
an  order  and  he  smiles  and  is  grateful.  In  "anticipa- 
tion of  receiving  that  order  he  has  had  the  courage 
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to  go  into  the  market — that  treacherous  "Dismal 
Swamp"  and  l)uy  leathers  and  all  other  kinds  of  ma- 
terial necessary  to  complete  it.  He  is  a  creature  of 
profound  faith.  Knowing  him  as  intimately  as  I  do 
I  can  vouch  for  his  sincerity  of  purpose,  his  untirin.u 
efforts  to  co-operate  with  you  in  every  possible  way. 
He  very  often  takes  bio-  financial  risks  that  you  may 
be  assured  of  a  continuous  su])]:)ly  of  his  products. 
It  must  be  gratifying-  to  you,  gentlemen,  to  know  that 
he  reposes  such  unbounded  confidence  in  you.  At 
times  his  whole  capital  is  in  your  hands  ])lus  large 
sums  he  has  borrowed  from  his  bankers.  You  and 
the  wholesaler  represent  his  only  outlet  for  the  pro- 
duct he  manufactures.  When  you  fail  to  him  there  is 
disorganization  and  loss.  Ultimately  that  loss  must  be 
made  U])  and  a  part  of  it  at  least  becomes  your  loss. 
There  is  room  here  for  the  most  effective  co-operation. 
Buy  judiciously  and  then  religiously  take  delivery  of 
your  orders.  It  is  a  great  hardship  to  the  manufact- 
urer, who  has  to  purchase  his  raw  materials  so  far 
ahead  to  have  orders  cancelled  after  they  have  been 
1)Ut  in  ])rocess.  It  is  equally  unjust  for  the  manufac- 
turer to  cancel  an  order  on  a  rising  market  because 
he  can  sell  the  goods  to  better  advantage.  I  stibmit. 
gentlemen,  that  no  difficulty  can  arise  between  us  that 
cannot  be  more  easily  overcome  and  adjusted  by  heal- 
thy co-operation  than  by  trying  to  side-ste])  our  re- 
sponsibilities and  throw  on  other  shoulders  the  bur- 
dens that  are  rightly  oiu"  own. 

In  this  period  of  readjustment  of  which  we  hear  so 
much  it  is  a  foregone  conclusion  that  we  cannot  all 
escape  some  measure  of  loss,  and  we  should  all  be 
willing  to  bear  oiU'  just  share,  and,  where  necessary, 
assist  each  other  in  e\-ery  possible  way  to  bear  our 
burdens.  The  manufacturer  will  welcome  the  closest 
possible  co-operation  with  you.  We  need  you ;  you 
need  us — and  we  both  need  the  tanner.  Our  factories 
are,  in  a  very  important  sense,  your  factories,  and 
should  be  treated  as  such.  We  are  all  in  a  very  vital 
way  partners  ifi  the  sarrte  big  game,  and  what  the 
fttture  holds  for  use  is  very  much  of  our  own  making. 

A  Committee  to  Promote  Co-operation 

Just  here,  Mr.  President,  I  wish  to  offer  a  sugges- 
tion— that  is  that  the  Tanners',  Shoe  Manufacturers' 
and  Retailers'  Associations  appoint  a  joint  committee 
from  their  respective  exectives  to  meet  periodically 
for  free  and  frank  discussion  upon  all  matters  pertain- 
ing to  the  welfare  of  the  group.  I  may  be  Visionary, 
but  I  cannot  help  feeling  that  such  a  committee  could 
render  valuable  service  to  the  trade  as  a  whole  and 
])ave  the  way  for  intimate  co-operation.  I  am  firmly 
convinced  that  if  we  made  a  more  careful  study  of 
each  other's  problems,  ways  and  means  could  be  de- 
vised to  avoid  misunderstandings  and  overcome  many 
of  the  so-called  trade  evils.  In  this  field  alone  the  pro- 
posed committee  could  do  a  great  deal  of  construc- 
tive work. 

CJncc  more,  and  in  a  very  big  way,  you  can  lend 
your  co-operation  by  talking  Canadian-made  shoes  at 
every  ojjportunity.  It  has  cost  a  mint  of  money  and 
tireless  effort  on  the  part  of  the  manufacturers  to  bring 
the  Canadian  ])roduct  up  to  its  present  high  standard, 
as  evidenced  in  the  scores  of  si)lendid  exhibits  in  this 
building.  When  you  return  to  your  rcsi)ective  business- 
es think  of  this  show  as  your  show,  of  our  factories 
as  your  factories,  of  the  tanner  and  the  shoe  manu- 
facturer as  your  partners  and  then  try  to  imagine  your- 
self advertising  and  recommending  your  customers  to 
buy  shoes  not  made  in  Canada.   It  will  be  sim])ly  im- 


possible .\s  good  initriotic  citizens  you  could  blu.sh 
for  shame  at  the  very  thought  of  doing  such  a  thing. 
Cct  enthusiastic  over  over  Canada  and  Canada's  pro- 
ducts, and  then  watch  the  develojjnient. 

Now,  gentlemen,  I  have  no  dcntbt  you  will  think 
this  all  very  one-sided  and  that  we  manufacturers  be- 
long to  that  school  that  see  only  the  mote  that  is  in 
the  other  fellow's  eye  and  overlook  the  beam  that  is 
their  own.  This,  however,  is  not  the  case.  We  recog- 
nize the  fact  that  we  have  many,  very  many,  short- 
comings, and  we  believe  you  can  help  us  to  overcome 
them  in  a  great  measure  by  co-operating  with  us  in 
everything  that  concerns  the  interests  of  our  grouj). 

In  closing  let  me  say  that  I  greatly  appreciate  the 
honor  your  Committee  has  shown  me  and  I  thank 
you  for  the  very  kind  attention  you  have  given  to  my 
humble  effort.  It  is  a  great  gleasure  to  meet. such  a 
large  and  representative  body  of  shoe  retailers,  and 
on  behalf  of  the  Ontario  Shoe  Manufacturers'  Asso- 
ciation I  extend  the  most  cordial  greetings  and  good 
will.  We  wish  your  organization  continued  success 
and  to  the  members  of  your  Association  I  would  like 
to  say:  "lie  loyal  to  your  officers  and  give  them  your 
undivided  support — in  other  words  co-operate." 

In  conclusion,  Mr.  President,  I  wish  to  thank  you 
for  the  honor  you  have  shown  me  in  inviting  me  to 
give  this  little  paper,  and  I  want  to  .say  just  a  word 
to  the  members  of  the  National  Shoe  Retailers'  Asso- 
ciation of  Canada,  and  it  is  this :  Stand  behind  your  of- 
ficers. Perhaps  they  will  have  \  iews  sometimes  which 
yoti  will  not  always  agree  with,  but  nevertheless,  stand 
Dehind  them.  There  is  nothing  in  the  world  that  will 
spell  progress  more  clearly  than  the  solid  co-operation 
of  the  members  behind  their  officers. 

I  want  to  convey  to  you  the  congrattilations  of  the 
Ontario  Shoe  Manufacturers'  Association,  of  which  I 
have  the  honor  to  be  Chairman.  We  wish  you  God- 
speed in  the  work  of  your  Association.  We  hope  to 
have  an  opportunity  of  getting  together  with  you, 
and,  Mr.  President,  if  my  suggestion  is  worth  any- 
thing at  all  as  to  the  committee  of  which  I  spoke,  this 
might  not  be  an  inopportune  time  to  deal  with  it.  I 
thank  you.  (Applause). 


SHOE  salesmen,  in  general,  are  of  the  opinion  that 
the  speculation  period  is  at  an  end,  and  we 
gather  that  they  are  glad  of  it.  Asked  for  his 
ooinion  regarding  the  trade  outlook.  Mr.  R.  L. 
Savage  states,  "The  reducing  of  stocks  is  bound  to 
jnit  business  on  a  more  solid  basis.  Customers  will 
buy  recjuirements  and  not  speculate  as  has  been  the 
case  in  the  last  three  years."  A  similar  opinion  conies 
from  Mr.  J.  T.  Heffering,  who  points  out  that  reduced 
stocks  and  lower  prices  will  stimulate  buying.  Both 
Messrs.  Heffering  and  Savage  advise  the  retail  trade 
to  btiy  their  future  recjuirenients  in  advance,  as  in  the 
past,  but  again  the  point  is  emphasized, Don't  specu- 
late. This  will  help  to  keep  prices  down  and  stocks 
normal. 


A  good  salesman  doesn't  have  to  argue.  He 
answers  the  customers  objections  before  they  are 
voiced. 

*  *  * 

Worry  and  dissipation  are  leaks — Recreation  is  a 
safety  valve. 

*  *  * 

Ivefunds  should  be  made  only  in  justifiable  cases, 
h'-xchanges  we  always  make. — Peo])le's  Shoe  Store. 
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Weil-Known  St.  Thomas  Shoe  Manufacturing 
Concern  Reorganized  as  All- 
Canadian  Company 

SHOE  retailers  throughout  Canada  will  be  inter- 
ested to  learn  that  the  Canadian  branch  of  the 
well-known  firm  of  E.  T.  Wright  Co.,  which  has 
been  operating  in  St.  Thomas,  Ont.,  since  1912, 
has  now  been  taken  over  by  the  Talbot  Shoe  Co., 
Limited.  While  the  name  has  changed,  however,  the 
personnel  of  the  plant  remains  practically  the  same. 
The  connection  with  the  U.S.  company  has  been  sev- 
ered and  the  organization  is  now  completely  con- 
trolled by  the  men  who  were  responsible  for  building 
it  up,  namely,  Messrs.  E.  E.  Donovan,  E.  N.  Wright 
and  J.  A.  Sullivan.  These  three  men  are  well-known 
and  popular  figures  throughout  Canadian  shoedom, 
and  have  built  up  a  good  name  for  their  product  and 
goodwill  for  themselves,  through  the  character  of 
their  service  to  their  customers  and  the  geniality  and 
courtesy  which  has  always  marked  their  relations 
with  the  retail  trade. 

The  president  of  the  new  company  is  Mr.  E.  E. 
Donovan.  Mr.  Donovan,  who  now  ranks  as  one  of 
Canada's  outstanding  shoemakers,  was  for  a  number 


Mr.  E.  E.  Donovan 

of  years  with  the  E.  T.  Wright  Co.,  at  Rockland,  and 
with  the  Edwin  Clapp  Shoe  Co.,  at  East  Wemouth, 
and  was  later  connected  with  several  high-class  shoe 
firms  in  the  Middle  West.  It  was  in  1906  that  he  came 
to  London,  Ont.,  where  he  took  hold  of  the  Cook- 
Fitzgerald  plant  and  developed  the  business  very 
rapidly.  In  1912,  when  the  E.  T.  Wright  Co.,  Ltd., 
located  in  St.  Thomas,  he  took  charge  for  them — in- 
deed it  was  largely  due  to  his  advice  that  the  company 
established  their  Canadian  l)ranch. 

Mr.  K,.  N.  Wfight,  the  vice-prfts'ident,  is  old  in  shoe- 
making  experience,  though  not  in  years.  He  has  been 
connected  with  the  shoe  industry  for  over  a  quarter 
of  a  century,  and  was  at  the  zAmerican  company's  main 
factory  at  Rockland  before  coming  to  St.  Thomas. 

Mr.  J.  A.  Sullivan,  secretary-treasurer  of  the  Tal- 
bot Shoe  Co.,  has  been  with  the  E.  T.  Wright  organ- 
ization for  fifteen  years,  and  has  had  charge  of  the 
sales,  credits  and  collections  of  the  St.  Thomas  plant 
since  its  establishment. 

The  selling  force  of  the  new  com])any  remains  the 


same.  Their  representatives,  who  have  a  splendid 
connection  among  the  retail  trade,  are  A.  A.  Oren- 
dorfif,  who  will  cover  Western  Ontario  from  the  Soo 
east  to  Kingston;  Major  L.  W.  Johnston,  travelling 
east  from  Kingston  to  the  Maritime  Provinces ;  and 
Geo.  H.  Ferguson,  whose  name  is  also  known  in  con- 


Mr.  E.  N.  Wright 

nection  with  other  high  grade  lines,  covering  the 
western  territory  from  Fort  Wiliam  to  the  coast.  In 
the  smaller  towns  of  the  West  the  lines  will  be  carried 
by  the  following:  W.  G.  Downing,  in  British  Colum- 
bia; W.  J.  Moisley,  in  Alberta;  W.  D.  Harris,  in  Sas- 


Mr.  J.   A.  Sullivan 

katchevvan,  and  W.  C.  Freeborn,  in  Manitoba. 

The  reorganization  of  the  company,  or  its  transi- 
tion, as  it  might  more  properly  be  called,  has  taken 
place  without  disturbing  the  operations  of  their  plant. 
Work  is  proceeding  as  usual,  and  they  are  using  the 
same  lasts  and  j)atterns  that  have  gained  so  much 
favor  for  the  Jnst  '\\''right  lines. 
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Factory  formerly 
Dperated  by  E.  T. 
Wright  &  Co.,  St. 
Thomas,  O  n  t  .  , 
which  has  now 
passed  into  the 
hands  of  the  Tal- 
bot Shoe  Co., 
which  has  been 
organized  to  take 
over  the  first 
mentioned  con- 


Hundreds  of  Shoe  Travellers 
Acclaim  Kid 

Answers  to  Vode  Kid  Contest  Show  Them 
To  Know  This  Leather's  Qualities  Ex- 
ceptionally Well 

At  last  the  '"terrible  .suspense,"  as  they  say  in  the 
drama,  is  over.  After  months  of  careful  consideration, 
Messrs.  W.  G.  Dennison,  T.  F.  Anderson  and  A.  L. 
Evans,  the  judges  in  the  Standard  Kid  Manufacturing- 
Company's  $2,500  prize  contest,  have  made  their  df-- 
cisions.  They  announce  that  the  best  answers  to  the 
question,  "What  advantages  do  you  see  in  kid  shoes 
and  how  can  we  help  you  to  sell  more  of  them?"  were 
submitted  by  the  following: 

1st  prize,  $500,  "Larry"  Cross,  Pels  Company, 
Limited,  Brockton  ;  2nd  prize.  $300,  George  E.  Iforst, 
John  Kelly,  Inc.,  Rochester;  3rd  prize,  $200,  Donald 
'P.  Bass,  The  John  Fenton  Shoe  Mfg.  Co.,  Columbus, 
Ohio. 

Thirty  prizes  of  $50.00  each  were  awarded  to  other 
contestants,  among  whom  were  two  Canadian  travel 
lers:  Frank  R.  Delafield,  Getty  &  Scott,  Ltd.,  Gait, 
and  Jas.  J.  Harris,  of  L.  Higgins  &  Co.,  Moncton,  N.B. 

Shoe  travellers  seem  to  be  very  well  informed  on  the 
merits  of  kid/,  and  some  of  the  contestants  expressed 
\  ery  a])tly  indeed  their  opinions  in  regard  to  its  ad- 
vantages, h'or  instance,  with  reference  to  its  "style,'' 
(jne  prize-winner  ])ut  it: 

"Kid  shoes  are  stylish.  Could  anyone  picture  foot- 
wear more  beautiful  than  that  which  is  made  of  kid? 
l>eautiful  texture,  glossy  lustre,  luxurious  finish,  all 
lend  tnmness  of  appearance  to  the  foot  and  style  to 
the  dress  of  the  wearer.  And  in  addition  to  this,  kid 
shoes  take  and  retain  a  wonderful  polish." 

Another  declared  that  "The  wearer  chooses  kid 
shoes  because  of  their  superior  style;  because  only  in 
kid  shoes  can  she  get  delicate  colors  that  clean  easily; 
because  her  ankle  looks  most  trim  in  kid  toppings;  and 
she  can  wear  a  closer  lit  with  ease." 


(  )f  course,  no  paper  failed  to  mention  "comfort" 
as  une  of  the  attributes  of  kid  shoes,  but  from  all  the 
l)aragraphs  alluding  to  it,  one  ex])resses  the  idea  so 
elo(|uently  that  we  repeat  it  here: 

"You  have  all  heard  that  old  saying — 'as  comfort- 
able as  an  old  shoe.'  Today  we  might  change  that  old 
adage  around  a  h\t  and  say,  'as  comfortable  as  a  kid 
shoe.'  And  why  are  they  comfortable?  Because  kid 
shoes  are  made  from  leather  that  is  lighter,  softer, 
and  more  pliable  than  any  other  known  material 
suitable  for  the  manufacture  of  shoes,  and  therefore 
requires  no  breaking  in.  Kid  shoes  have  that  soft 
glove-like  feeling  from  the  first  time  they  are  tried  on, 
which  makes  them  irresistible  to  the  customer." 


New  Breithaupt  Tannage  on  the  Market 

THE  Breithaupt  Leather  Co.,  Ltd.,  purchased  in 
February  of  this  year  the  extensive  sole  leather 
tannery  and  all  the  assets  of  the  Magnetawan 
Tanning  &  Electric  Co.  at  Burk's  Falls,  Ont., 
the  production  of  whose  plant  was  formerly  handled  by 
Marlatt  &  Armstrong.  On  account  of  the  growth  in 
the  demand  for  Oak  Sole  leather  in  the  last  ten  years, 
and  the  fact  that  their  Penetang  plant,  Avhich  has  been 
turned  over  to  Hemlock  tannage  exclusively,  is  well 
able  to  take  care  of  demands  in  that  line,  the  Breit- 
haupt Leather  Co.  decided  to  devote  the  Burk's  Falls 
plant  to  the  manufacture  of  high-class  dry  hide  oak. 
The  new  product  froni  this  branch  is  being  placed  on 
the  market  during  l!h|e  prfeseiht  month,  and  the  com- 
pany state  that,  with  tlifi  addition  of  this  tannage,  they 
are  placed  in  a  better  position  than  ever  to  give  their 
customers  the  best  possible  service  both  as  regards 
(|uaHty  and  quantity. 

The  firm's  optimistic  view  of  the  future  of  the  in- 
dustry is  expressed  by  the  following  statement :  "We 
expect  that  as  soon  as  the  credit  of  the  European 
countries  is  satisfactorily  established,  that  a  very  large 
export  business  will  result ;  in  addition  to  this,  we 
have  unbounded  confidence  in  the  future  of  Canada, 
and  are  mapping  out  our  ])lans  accordingly." 


f)ct<> 
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Walking  is  a 
Pleasure 

when  tlie  taiig  of  the  Fall  is 
in  the  air — and  you  are  wear- 
iiip;   a   ])air   of   H  —  slioes. 

The    cut    siiow'S    one    of  our 
many    models     which  eomhine 
comfort     with   style.     This  is  a 
snappy  l)ro.!i;ue  ef- 
fect in  mahopfan>' 
calf,     at    a  very 
reasonahle 
price. 
$11.50. 


J.  Jones  &  Company 

65  Fourth  Ave. 


The  Vogue  for  Fall 


+  * 


The  Stratford 


Here  is  a  snappy  French-. \merican  cut- 
out which  is  a  very  popular  mode  this 
Fall.  It  is  extremely  smart  hut  not  fad- 
dish and  is  the  hest  comhination  of  style 
and  comfort  we  can  ofTer. 

The  upper  is  of  the  finest  grade  hlack 
kid  in  (lull  finish  and  the  tie  is  of  iin- 
ported  silk.  Every  detail  of  the  shoe  has 
lieen  given  the  attention  necessary  to  the 
jiroduction  of  an  artistic  jiroduct. 

We  can  also  show  you  many  other 
new  and  attractive  styles. 


*  + 


Matthews  &  Cummings 


331  King  St.  West 


— + 

I 
I 
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Shoes  and  Personality 


Ever  stop  to  consider  the  psy- 
chological effect  of  the  shoes  you 
wear? 

Ill-fitting,  ill-looking  shoes  get 
on  your  nerves,  while  good  shoes, 
properly  fitted,  give  you  a  feeling 
of  confidence  and  satisfaction. 

You  can  get  THE  LIEST  in 
footwear  at 

DeMILLE'S 

276  Main  St. 


The  "Styleplus"  Shoe  in  black 
or  Havana  brown   calf  $13.50. 


Distinctiveness 


A  Few  Footwear  Ad  Suggestions 


Do  you  want  a 
shoe  that  will 
match  your  gown 
and  satisfy  your 
whims  —  a  shoe 
that  seems  just 
made  for  you? 
You  will  find  it, 
we  feel  confident, 
at  McKay's.  We 
have  a  stock  of 
shoes  unexcelled 
in  variety  and  dis- 
tinctiveness, and 
a  staff  of  sales- 
people trained  in 
anticipating,  and 
meeting,  the  re- 
quirements of  the 
most  exacting. 


JOHN  McKAY  &  CO,,  LIMITED 

"  The  House  thai  Quality  Built  " 
127  HIGHFIELD  STREET 
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Important  Questions  Discussed 
by  Toronto  Retailers 

Campaign  Against  Fake  Advertising — 
Rubber  Footwear  Prices 
Criticized 


AN  important  meeting-  of  the  Toronto  Shoe  Re- 
tailers' y-vssociation  was  held  on  the  afternoon 
of  Wednesday,  Oc colder  6,  at  which  several 
important  matters  came  up  for  discussion. 
The  gatliering,  though  not  a  large  one,  was  (|uite  rep- 
resentative and  a  keen  interest  was  displayed  by  all 
those  present  in  the  various  subjects  which  were 
]:)rought  u]).  The  President,  Mr.  Walter  Burnill,  was 
in  the  chair. 

One  of  tile  matters  upon  which  a  number  of  the 
members  expressed  themselves  strongly  was  the  in- 
crease in  the  prices  of  rubber  footwear.  The  general 
feeling  was  definitely  opposed  to  this  action  on  the 
part  of  the  rubber  footwear  manufacturers.  It  is  con- 
tended by  the  retailers  that  in  view  of  the  downward 
trend  in  other-Un^s  and  smaller  margin  of  profits 
which  .etailers  themselves  are  now,  in  many  cases, 
forced  to  accept,  the  increase  is  being  put  into  eflfecc 
at  a  time  which  takes  them  at  a  serious  disadvantage. 

In  order  to  discuss  the  general  situation  with  re- 
gard to  the  sale  of  rubber  footwear,  it  was  decided  to 
hold  local  meetings  at  convenient  points  throughout 
the  city,  which,  for  this  purpose,  has  been  divided 
into  districts.  Convenors  have  been  appointed,  and  it 
is  hoped  to  be  able  to  arrive  at  some  advantageous 
conclusions. 

As  has  been  previously  mentioned  in  these  col- 
umns, the  Toronto  Shoe  Retailers'  Association '  have 
Ijeen  considering  mean  si  by  which  to  restrain  fake  ad- 
vertising in  the  footwear  business.  ■  Messrs.  Burnill 
and  Fegan  had  been  instructed  to  draft  a  letter  for 
distribution  to  the  members  on  the  subject.  This  let- 
ter, which  was  presented  at  the  meeting,  is  as  fol- 
lows : 

Letter  to  Members  on  Fake  Advertising. 

"The  question  of  false  advertising  is  considered 
])y  many  members  of  our  association  as  a  very  serious 
handicap  to  those  who  conduct  their  business  on  re- 
cognized business  lines. 

"Your  executive  have  had  several  complaints  from 
its  members  who  are  desirous  of  the  association  tak- 
ing some  action  in  the  matter. 

"Your  executive  have  considered  the  matter  from 
time  to  time  and  have  had  some  very  interesting  cases 
called  to  their  attention,  notably  the  case  in  Owen 
Sound,  where  the  merchants  were  successful  in  secur- 
ing a  conviction  and  having  the  ofifending  party  driv- 
en from  the  town. 

"In  order  to  secure  the  fullest  co-operation  in  the 
matter  you  are  invited  to  report  to  the  association  sec- 
retary any  case  of  fake  advertising  that  occurs  in  your 
district. 

"()nr  uicnibcrs  will  understand  lliat  in  order  to 
take  acti<jn  your  association  must  have    the  fullest 
|)ossible  inforniati(jn  ;  so  in  making  a  charge  be  sure 
and  secure  the  facts  necessary  to  \n-ove  the  case." 
Trespa.ising  in  the  Retail  Field  by  Jobbers. 

Another  (piestion  which  has  ])een  receiving  the 
consideration  of  the  Association  is  that    of  jobbers 


selling  shoes  at  retail.  This  jjraclice,  it  was  felt,  was 
indulged  in  in  many  cases  t(j  llic  disadvantage  of  the 
retailers,  and  in  seeking  to  curb  it  the  association 
have  determined  to  enlist  the  co-operation  of  the  job- 
ber^^,  to  whom  the  following  letier  has  been  sent.  This 
letter,  als(j,  was  drafted  l)y  Messrs.  Burnill  and 
I'\'gan  : 

"Some  time  ago,  the  Shoe  Retailers'  Association 
of  Toronto  endeavored  to  get  a  joint  meeting  of  the 
members  of  the  wholesale  and  reli'il  trade,  to  discuss 
and  suggest  nieaiis  for  curtailing  as  much  as  possiI)le 
the  grievance  complained,  of  by  the  retailers  that  the 
jobbers  sell  too  many  shoes  at  retail. 

"This  meeting  was  only  a  partial  success  because 
of  lack  of  attendance,  but  those  who  did  attend  were 
most  enthusiastic  and  ])romised  their  fullest  support 
and  co-operation. 

"Many  who,  for  business  reasons,  could  not  attend 
wrote  leters  in  sympathy  with  the  movement.  A  ru- 
mor was  also  current  that  the  wholesalers  intended  to 
organize  shortly,  and  that  then  we  may  expect  a  com- 
plete stamping  out  of  this  vexatious  problem,  or  at 
least  reducing  it  to  very  small  proportions. 

"The  shoe  retailers  have  reason  to  believe  that  the 


A   handsome   staple   shoe.     T.    Sisman    Shoe  Co. 
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whole  trade  are  in  sympathy  with  them  in  this  matter 
and  that  some  are  doing  all  they  can  to  put  an  end  to 
it. 

"If  you  are  now  doing  all  that  is  possible  in  this 
matter,  we  wish  to  thank  you.  If,  on  the  other  hand, 
you  have  only  given  this  a  half-hearted  support,  will 
you  please  upon  the  receipt  of  this  letter  instruct  your 
stalT  that  no  more  shoes  are  to  be  sold  from  your 
premises  except  to  bonafide  shoe  retailers." 

+  ^ 

!  I 

j  Keen  interest  was  aroused  by  the  publication,  j 

!  in  our  last  issue,  of  a  number  of  the  essays  sub-  | 

!  mitted  in  connection  with  Footwear's  "Most  Tell-  ! 

I  ing    Advertisement"    Contest.    Among    the    re-  j 

j  maining  essays  there  are  many  other  clever  and  j 

I  interesting     contributions,     which     we     believe  i 

!  would  be  welcome  in  these  pages,  and  a  number  | 

j  of  these  will  appear  in  our  November  issue.    We  | 

j  have  been  unable  to  find  space  for  them  in  this  | 

!  present  issue,  owing  to  the  inclusion  of  special  1 

j  material. 

i 

4.  ^ 


Ootober,  1920 


FOOTWEAR   IN  CANADA 


113 


Will  Canadian  Shoes  Hold  English  Market? 

An  Expression  of  Opinion  by  C.  H.  Barber,  of  London— Demand  Can  be  Developed 
if  Agents  Know  Goods— Slioes  Must  be  Up  to  Sample 


THIS  was  the  main  question  put  to  me  on  my 
visit  to  Toronto  in  May.  1919,  when  the  em- 
bargo was  lifted  by  the  English  Government — 
at  that  time  there  was  a  .rush  of  English  buy- 
ers to  get  hold  of  shoes.  What  I  said  then,  holds 
good  today,  and  that  is  "There  is  a  permanent  market 
for  Canadian  boots  and  shoes  in  England,  which  can 
be  held  if  the  goods  are  well  made  and  up  to  sample." 

What  has  caused  so  many  Canadian  manufactur- 
ers to  regret  they  ever  saw  an  order  from  England? 
Simply  they  did  not  know  the  English  method  of 
business.  Let  me  give  you  an  idea  of  what  is  ex- 
pected by  English  retailers  from  manufacturers.  The 
retailer,  if  he  does  not  know  the  house,  says  "  Will 
these  goods  come  in  to  sample?" — is  assured  by  the 
traveller  that  they  will,  and  if  by  any  chance  the 
goods  do  not  come  up  to  expectations,  they  are  return- 
ed. The  retailer  expects  to  see  the  goods  as  he  sees 
the  samples.  The  manufacturer  knows  it,  and  90  per 
cent,  of  them  send  their  goods  out  to  sample.  That  is 
where  the  average  English  manufacturer  scores  over 
the  Canadian  and  American  makers.  I  know  very 
well  that  a  lot  of  readers  will  say  a  maker  of  cheap 
shoes  cannot  send  his  goods  to  sample,  but  they  do, 
as  samples  are  not  given  the  extra  attention  they  re- 
ceive in  Canada  and  the  United  States.  The  American 
manufacturers  fell  down  on  this  point  years  ago.  Now 
only  a  few  retain  any  trade  in  England,  and  these 
firms  send  their  goods  in  100  per  cent,  to  sample. 

I  foresaw  what  would  happen  to  Canadian  shoes, 
and  I  mentioned  when  in  Toronto,  to  several  manu- 
facturers, that  all  shoes  should  be  examined  before 
they  left  Canada,  if  they  wished  to  hold  the  English 
market.  The  cheap  shoe,  or  "junk"  as  you  call  it,  is 
fatal  to  the  sale  of  good  lines,  and  what  I  thought  has 
happened.  For  the  sake  of  Canada,  no  shoddy  goods 
should  have  been  allowed  to  l)e  exported.  Today  if 
I  of¥er  Canadian  shoes,  the  buyer  offers  a  ridiculous 
price,  and  tells  me  he  has  just  been  offered  or  has 
bought  a  few  thousand  pairs  75  per  cent,  below  cost, 
and  I  know  it's  true.  The  public  are  offered  Canadian 
made  shoes  at  fifteen  to  twenty  shillings  a  pair,  and 
have  the  idea  that  Canadian  shoes  are  no  good. 

A  big  mistake  has  been  made.  In  1919  Canadian 
makers  had  letters  asking  for  agencies.  They  did  not 
know  the  agent,  but  as  business  was  easy,  and  they 
had  the  idea  that  anything  would  do,  (being  under  the 
impression  that  shoes  were  at  a  premium  in  Eng- 
land) they  sent  samples  to  anyone,  and  secured  a 
rotten  business.  It's  a  pity,  as  there  was  a  glorious 
chance  of  establishing  a  fine  trade  in  the  Old  Country 
on  good  shoes. 

Now  as  regards  styles.  This  was  also  a  drawback 
to  retail  trade.  English  styles  are  round  and  square 
toes,  and  no  lasts  were  shown  to  take  care  of  this. 
The  retailers  bought  because  they  were  short  of  shoes, 
and  they  thought  anything  would  sell.  The  agent 
who  handled  the  line  could  not  explain  why  pointed 
toes  were  always  sold  in  Canada,  as  in  some  cases 
they  had  no  knowledge  of  the  trade.  Other  agents 
only  knew  the  English  style.    When  I  showed  my 


range  of  Canadian  samples,  the  retailers  said  they 
could  not  possibly  sell  such  pointed  toes.  I  explained 
it  was  style  and  not  fitting,  and  I  think  I  made  a 
market  with  the  best  retailers  for  smarter  styles.  The 
public  see  the  advantage  of  a  long  graceful  toe,  com- 
pared to  the  short  stubby  ones  when  the  matter  is  ex- 
plained. The  reason  that  round  and  square  toes  are 
sold  in  England,  is  that  the  retailers  and  public  think 
the  correct  fit  is  for  the  toes  to  go  to  the  top  of  the 
shoe.  They  ignore  that  the  fitting  should  be  from  the 
joint  to  heel. 

I  gave  a  fitting  demonstration  at  the  Canadian 
Exhibition  in  London  in  June,  and  after  showing  the 
effect  of  a  smart  pointed  toe,  the  public  were  very 
much  surprised  and  pleased  to  think  that  they  could 
get  them  on  and  feel  comfortable,  l)ut  there  is  a  lot 
of  hard  work  to  educate  the  retailer  that  A.  &  B. 
widths  are  fitters.  They  are  all  under  the  im]M-ession 
that  English  people  have  broad  feet.  1  am  giving 
demonstrations  on  how  shoes  should  be  fitted  in  any 
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A    staple   shoe    in    chocolate    brown.     Jos.  Tanguay 
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retail  shop  to  any  retailer  who  is  interested.  So  far  I 
have  been  very  successful,  and  hope  to  make  agents 
m  each  town,  who  will  understand  that  pointed  toes 
only  count  for  style.  I  have  found  that  B  width  is  the 
best  seller.  Yet  if  I  went  to  some  of  our  best  retail 
shops  today,  the}-  would  only  order  D  and  E. 

There  is  no  chance  of  the  sale  of  Canadian  foot- 
wear being  increased  in  England  unless: 

First.    The  shoddy  goods  are  cleared. 

Second.  .\11  goods  are  up  to  sample. 

Thirdly.  The  English  agent  knows  what  he  is  sell- 
ing. 

Ihe  rate  ol  exchange  is  against  imports  at  present. 
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but  this  would  not  matter  very  much  had  all  Canad- 
ian footwear  been  of  the  highest  grade  and  all  stitched 
aloft.  A  remarkable  thing  in  regard  to  McKay  work, 
is  that  the  channels  open,  which  causes  lots  of  returns. 
The  English  channels  are  cut  much  deeper,  and  the 
edge  of  the  channel  does  not  o])en  up. 

There  is  a  great  market  in  England  for  any  firms 
that  have  the  pluck  to  push  widths. 

A  lot  of  footwear  that  came  to  this  country  was 
refused  by  customers  owing  to  late  delivery,  but  the 
real  cause  of  refusal  was  that  the  slump  came  about 
the  same  time,  and  it  has  caused  a  ])ig  loss  to  all  manu- 
facturers concerned,  even  the  firms  that  manufactur- 
ed goods  to  sample.  I  maintain  that  England  is  a 
good  market  for  Canadian  footwear,  if  the  firm  is  re- 
presented properly. 


A  Word  From  the    Best  Adr 
Prize  Man 

Didn't  Think  He  Had  a  Chance  But  TRIED 
Anyhow — More  in  the  Contest 
Than  the  Prize 


A N  interesting  letter  comes  from  Mr.  Jno.  R. 
1  Berwick,  winner  of  the  hundred  dollar  prize 
in  our  recent  advertisement  contest.  There 
are  two  points  in  Mr.  Berwick's  letter  we 
would  like  to  mention.  The  first  is  that  when  he  saw 
the  announcement  he  had  no  thought  of  entering  the 
competition — he  didn't  think  it  would  be  worth  the 
trouble — he  wouldn't  get  the  prize  any  way,  and  so 
on — just  the  way  the  average  retailer  felt  abotit  it,  no 
doubt.  The  second  idea  in  Mr.  Berwick's  letter  we 
want  to  drive  home  is  contained  in  his  statement 
"Every  time  I  have  entered  a  contest  of  this  kind  I 
ha\  e  learned  something,  even  if  the  prize  did  not  come 
my  way — often  what  one  learns  is  more  valualile  than 
the  prize." 

There,  in  our  humble  opinion,  speaks  the  progress- 
i\e  retailer.  It  explains  why  he  eventually  decided  to 
write  an  essay — in  any  case  he  would  learn  something 
about  his  business.  We  cannot  but  feel  that  every  con- 
testant in  the  essay  competition  feels  the  same  way 
about  it.  It  is  worth  a  lot  to  get  the  other  fellow's 
viewpoint.  It's  the  old  story:  ''You  have  a  dollar;  I 
ha\'e  a  dollar;  we  swap  dollars;  we  still  each  have  only 
one  dollar.  lJut  you  have  an  idea;  I  have  an  idea;  we 
swap  ideas ;  we  now  each  have  two  ideas."  Just  as 
soon  as  we  can  find  space  we  are  going  to  print  some 
more  of  these  essays.  In  the  meantime  here's  Mr!  F>er- 
wick's  letter: — 
Editor  l'\)otwear  in  Canada. 

Your  favor  to  hand,  telling  me  that  my  essay  had 
won  the  prize  in  the  "Ad  Contest'"  This  was  quite  a 
surprise  to  me,  though,  of  course,  a  most  agreeable 
one.  When  I  saw  the  announcement  of  your  ofi^er  in 
the  August  number  of  l-'ootwear  I  at  first  had  no  in- 
tentif)n  of  competing,  for  1  had  entered  other  competi- 
tions of  this  kind  and  didn't  even  finish  among  the 
"also  rans."  However  I  thought  it  wouldn't  do  me 
any  hariu  to  try  and  "I'\-iint  heart  never  won,  etc." 
So  fjne  Sunday  afternoon,  after  going  to  church,  and  a 
good  dinner,  the  plan  of  campaign  was  I)]ocked  out 
(hat  resulted  in  the  essay  that  was  sent  in. 

It  may  interest  you  to  know  that  I  had  chosen  as 
llic  three  most  telling  adxcrlisements  in  the  )ul\'  num- 


ber, I'ket  Foot,  Cietty  ^v:  Scott,  and  Novilla  Kid.  It 
is  rather  a  coincidence  that  Mr.  Hill  and  Mr.  Groves 
|)icked  on  the  ones  I  finally  left  out.  It  must  be  that 
those  three  advertisements  arc  the  outstanding  ones  in 
the  number. 

My  reason  for  turning  down  the  Novilla  Kid,  and 
( ietty  &  Scott  were  these :  After  selling  up  a  stand- 
ard, as  stated  in  the  first  two  paragraphs  of  the  essay, 
it  was  up  to  me  to  pick  the  ad.  that  came  nearest  to 


Bleached  white  duck  sport  shoe.  Tan  leather  facings.   Leather  insoles. 
Gutta  Percha  &  Rubber  Co. 
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that  standard.  Each  of  the  three  advertisements  was 
analyzed  carefully  and  my  choice  fell  on  the  Fleet  I'Vjot 
one.  The  others  I  rejected  because  of  the  negative  idea 
set  up  in  my  mind  when  examining  them.  In  the  No- 
villa  Kid  ad.  it  was  the  mudhole.  A  nice  pair  of  .shoes 
and  a  mudhole  don't  associate.  In  Getty  and  Scott  it 
was  the  word  "Perfect" — a  "perfect"  shoe  doesn't  ex- 
ist. Just  a  little  overstatement,  but  it  spoilt  that  ad. 
for  me. 

I  thank  you  for  the  opportunity  given  me  of  enter- 
ing this  contest.  Every  time  that  I  have  entered  a  con- 
test of  this  kind  I  have  learned  something,  even  if 
the  prize  did  not  come  my  way.  This  is  an  opportunity 
that  every  one  has — of  learning  something — and  often 
what  is  learned  proves  of  _more  value  than  the  prize. 
Yours  very  truly, 

(Sgd.)    Jno.  R.  Berwick. 


A  New  Publication  on  Window  Displays 

ONE  of  the  most  attractive  publications  on  win- 
dow dressing  that  have  come  to  our  attention 
is  "Frank  P.  Taylor's  Book  of  Shoe  Window 
Displays."  This  is  not  a  wordy  treatise  on 
the  science  of  displaying  footwear,  but  depends  rather 
upon  suggestion  and  illustration.  Many  examples  of 
modern  window  fronts  and  shoe  window  displays  are 
shown,  in  the  selection  of  which  praiseworthy  dis- 
crimination has  been  used,  and  the  cuts  are  of  unusual 
excellence.  Backgrounds  and  window  interiors  are 
dealt  with  in  a  brief  but  effective  way  and  the  uses 
of  the  various  types  of  fixtures  is  touched  upon.  An- 
other important  subject  covered  is  that  of  "Window 
lighting."  One  of  the  most  valuable  features  of  the 
])0ok,  however,  is  a  section  under  the  heading  of  "Sea- 
sonable Displays,"  which  offers  timely  suggestions, 
si)lendidly  illustrated,  for  each  month  of  the  year.  We 
are  reproducing,  on  the  opposite  page,  two  of  the  cuts 
used — one  a  Hallowe'en  display  suggestion,  and  the 
other  a  very  nice  idea  for  a  Thanksgiving  window. 
The  suggestions  for  other  seasons  and  special  occa- 
sions are  equally  artistic  and  practicable.  The  sub- 
ject of  window  cards  is  not  overlooked,  and  a  number 
of  atlr;ictive  exain])les  are  shown. 


Ocl.ilicr, 


FOOTWEAR   IN  CANADA 


Timely  Window  Display  Suggestions 


115 


Hallow-e'en  Offers  Opportunity  for  Attractive  Displays.  Here  is  a  neat  Sug- 
gestion.   (Courtesy  Frank  P.  Taylor) 


Make  Your  Window  Accord  With  the  Spirit  of  the  Season.    An  idea  for  a 
Thanksgiving  Window  by  Frank  P.  Taylor 
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Some  Factors  in  Retail  Footwear  Prices 


'llic  retail  sIkjc  merchant  should  study  carefully 
the  contributing;-  causes  to  the  high  prices.  He  should 
not  only  study  these  causes  very  carefully,  but  he 
should  so  sur\ey  and  analyze  them  as  to  be  able  to 
present  them  in  a  logical  way  to  the  shoe  ])urchasing' 
public  and  to  offset  the  man^■  canurds  ])ul)lished  con- 
cerning i)rofiteering  on  the  ])art  of  shoe  dealers.  If 
the  shoe  merchant  will  go  back  four  years  and  com- 
|)are  the  costs  of  the  shoe  manufacturing  industry  at 
that  time  with  the  conditions  now  obtaining,  he  will 
haye  a  most  potent  argument  with  which  to  offset 
complaint  of  the  buying  public  that  i)rices  are  too 
high. 

The  ayerage  person  does  not  realize  that  the  shoe 
is  the  most  im])ortant  jxjrtion  of  the  wearing  apparel. 
When  the  present-day  retail  ])rices  of  shoes  are  noted 
the  ayerage  person  does  not  make  comparison  with 
other  articles  of  clothing  ;  the  shoe  i)rices  are  not  out 
of  line  at  all.  Therefore,  it  would  appear  that  the 
shoe  dealer  himself  is  largely  responsible  for  the  dis- 
content yoic  ed  by  the  public  oyer  shoe  prices,  because 
he  has  not,  as  a  rule,  thoroughly  accjuainted  himself 
with  the  conditions  and  the  comparati\e  advances 
in  shoes  and  other  necessities  of  life. 

Merchandising — A  Science 

The  merchandising  of  shoes,  along  lines  that  will 
guarantee  for  the  merchant  the  most  efficient  and 
economical  handling,  is  in  reality  a  science  that  de- 
mands special  attention  and  ap])lication  for  each  indi- 
vidual store.  It  is  not  one  that  can  be  handled  by  an\' 
cut-and-dried  method,  nor  can  the  ])rices  be  regulat- 
ed by  legislation  or  a  definite  advance  oyer  the  manu- 
facturer's cost  to  the  merchant. 

Many  different  factors  determine  the  retail  price 
of  shoes.  These  factors  muot  be  given  consideration 
if  the  dealer  is  to  earn  adequate  return  on  his  invest- 
ment. 

The  (|uestion  of  location  is  a  ycr\'  potent  factor  in 
determining  costs.  The  type  of  trade  to  which  the 
store  caters,  the  type  of  service  rendered  and  the  class 
of  merchandise  handled  are  other  factors.  The  store 
handling  the  lower  and  medium  grade  of  shoes,  in 
which  customers  are  \irtually  allowed  to  wait  on 
themselves  does  not  require  as  high  margin  of  gross 
profit  as  do  the  stores  jjatronized  by  a  ]:)articular  class 
of  people  who  recpiire  the  almost  constant  attention 
of  high-class  clerks  fr(jm  the  time  they  come  into 
the  store  until  the  time  they  lea\  e. 

The  Style  Hazard 
Where  "'style  merchandise"  is  handled,  the  dealer 
must  gi\c  particular  thought  to  his  risk.  This  is  a 
class  ol  merchandise  in  which  the  styles  come  and  go 
o\er  niL;ht.  When  these  styles  go  out  the  merchants 
are  glad  to  get  rid  of  ihem  at  half-price  or  less.  Xew 
goods  have  to  l)e  marked  with  a  lari^tM-  margin  ol 
prolit  to  protect  the  f'ealer  against  this  lia/ard,  lint, 
on  the  (jther  hand,  on  staple  shoes,  which  practically 
never  go  out  of  style,  the  handling  cost  can  be  mark- 
ed at  a  lower  figure  because  of  the  fact  that  the  mer- 
chant is  carrying  a  smaller  risk  in  liandliuL;  that  tvi)e 
(>{  stcjck. 

Careful  consideration  (jf  these  various  aspects  of 
'.Xfldresd  Iw-fore  N.S.K.A.  lonviniion.  lio'^inn. 


their  indi\idual  businesses,  by  members  of  this  as.so- 
ciation,  will  tend  greatly  toward  the  establishment  of 
prices  on  a  justifiable  l)asis  which  can  be  readily  pre- 
sented to  the  i)Urchaser  who  complains  of  high  cost 
of  footwear. 

Exchange  is  Expensive 

It  might  be  well,  in  determining"  cost  of  handling, 
to  compare  the  a\  eragc  length  of  time  required  to  sell 
a  pair  of  shoes.  .\s  all  of  you  gentlemen  know,  there 
is  a  small  percentage  of  the  trade  that  can  be  readily 
fitted  and  accommodated  with  a  minimum  expendi- 
ture of  time  and  effort  on  the  part  of  the  salesman. 

On  the  iither  hand,  the  groat  majority  of  our 
customers  monopolize  the  time  of  the  salesman,  trv- 


Mr.  Albert  Lasalle.  who  is  well  '-.nown  among 
Montreal  shoemen,  operates  a  store  at  1803 
Notre  Dame  St.  W..  and  is  secretary  of 
the    Montreal    Shoe    Retailers'  Asso- 
ciation 


ing  on  dozens  of  jjairs  of  shoe>  and  insisting  upon  the 
l)rivilcge  of  e.xchanging  and  return.  All  of  these  con- 
tribute to  the  cost  of  handling,  and  must  be  added  to 
the  sales  price. 

.\  \er\-  strong  argument  along  this  line  can  l)e 
Used  in  ])resenting  the  correct  status  of  the  shoe  mer- 
chant's problems  to  the  public,  by  comparing  the  sell- 
ing cost  of  shoes  with  that  of  other  merchandise. 
Tliou-^and-  of  articles  of  merchandise  ha\e.  been 
standardized  and  put  up  in  ])ackages.  With  them 
there  is  nothing  for  the  salesman  to  do  but  to  hand 
ii\  er  the  good>  and  take  the  money,  whereas  shoes  are 
made  in  a  multitude  of  styles  and  patterns  and  have 
to  be  fitted. 

Fitting  Costs  Money 

Some  feet  are  long  and  narrow--others  short  and 
wide.  The  fitting  (.A  shoes  to  feet  call'^  for  s])ccial 
and  ])eculiar  knowledge  and  p;itience.  These  factors 
should    lie   ^•onsidel•ed     in    determining   the  amount 
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iiecessar\  to  add  In  the  n\ainifacturei"s'  cost  in  cstal)- 
lishiii^'  tlu-  rescllini^"  i)rice  to  tlie  pid)lic. 

AnotluT  item  often  passed  up,  but  which  should  Ik- 
£;iven  seri(jus  consideration  l)y  the  shoe  merchant,  is 
that  of  the  amount  of  space  required.  How  many  of 
vou  have  ever  asked  yourselves  as  to  how  many 
square  feet  of  space  are  required  to  sell  a  pair  of 
shoes?  and  how  does  the  percentage  of  rent  to  an 
average  sale  compare  with  the  disposition  of  other 
merchandise  ? 

Tf  the  >hoe  merchants  in  this  association  w  ill  fami- 
liarize thenT-ehes  with  these  facts  as  relating  to  their 
own  i)articular  businesses,  they  will  be  fortified  to  a 
very  large  degree  in  meeting"  complaints  of  the  ])ul)lic 
as  regarding  jjrices.  and  at  the  same  time  will  have 
paved  the  way  toward  offsetting"  that  institution 
which  is  rapidly  becoming  a  bugbear  to  the  retail 
merchant.   T  refer  to  the  mail  order  houses. 

Take  Mail  Order  Business  Seriously 

The  mail  order  house  is  no  longer  a  joke.  It  is  a 
question  of  serious  consideration  to  the  retailer.  The 
mail  order  house  must  be  considered  in  the  light  of 
contemporary  or  the  dealers  are  going  to  suffer  a  seri- 
ous loss  in  trade. 

It  is  but  human  for  jiersons  w  ith  a  limited  income 
to  stand  aghast  at  e\  ery  raise  in  price  on  the  necessi- 
ties of  life.  It  is  also  true  that  the  human  mind  does 
not  work  in  easy  stages,  but  jumps  in  periods.  The 
purchaser  of  shoes  seldom  sto]js  to  comi)are  the  price 
of  the  shoes  he  is  purchasing-  to-day  with  the  amount 
he  paid  for  the  last  footwear  he  secured.  On  the  con- 
trary, he  comjKires  the  |)rice  asked  t(j-day  with  that  of 
a  number  of  years  ago,  with  the  result  that  the  coni- 
parison  is  far  from  favorable. 

When  i)rices  in  anv  class  of  merchandise  reach  a 
certain  point  it  is  only  a  natural  tendency  that  a  cer- 
tain class  of  the  ])ublic  seek  either  a  dift'erent  class 
of  merchandise  or  a  subterfuge. 

Let  the  Public  Know  About  It 

Prices  ha\  e  gone  uo.  and  up,  and  ui),  until  they 
have  reached  a  ])oint  where  the  man  with  the  limited 
income  has  deemed  them  prohibitive — largely  because 
he  does  not  understand  the  true  value  of  shoes  in 
relation  to  the  cost  (jf  the  other  necessaries  of  life. 
Now  that  this  ])eriod  has  been  reached  in  the  minds 
of  many  such  ])eo])le,  they  seek  another  avenue  of 
securing  footwear,  at  prices  which  more  nearly  har- 
monize with  their  recollection  of  prices  of  other  days. 
It  is  here  the  mail  order  house  has  stepped  in. 

There  is  but  one  sound  way  in  which  mail  order 
houses  can  be  combated  by  the  retail  merchant.  This 
is  by  educating"  the  public  to  the  facts  in  the  shoe 
business.  The  merchant  must  not  only  be  able  to  tell 
forcibly  that  mail  order  shoes  are  not  worth  half 
their  price,  but  also  to  show  why  this  is  true.  The 
merchant  must  be  able  to  educate  the  i)ul)lir  into 
buying  honorable  footwear  at  prices  which  will  permit 
the  merchants  an  op])ortunity  of  maintaining  their 
business  establishiuents . 

Such  educational  matter,  ])resented  to  the  public 
through  the  advertising  mediurns  used  by  the  merch- 
ants, and  through  their  salesmen  personally  to  their 
patrons,  will  not  only  serve  to  off'set  the  serious 
menace  of  the  mail  order  house,  but  will  also  have  a 
very  gratifying"  eff'ect  in  combating    the  unjustified 
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attack  of  certain  (  lo\ crnnient  olffcials  on  the  sIkk 
dealers. 

1  would  very  serioush'  recommend  to  the  mem- 
bers of  this  association  that  they  g"i\'e  most  careful  at- 
tention and  study  to  the  problems  of  their  business 
and  keep  in  close  contact  with  the  manner  in  which 
these  problems  are  n"iet  elsewhere.  This  can  be  done 
most  successfully,  1  believe,  by  a  careful  reading  of 
the  shoe  journals. 

Careful  Buying  Urged 

In  closing",  ])erinit  n"ie  to  leave  this  thought  with 
you — carefulh-  guard  your  stock  of  shoes  on  your 
shehes,  keep  your  stock  at  minimum  and  your  sales 
at  maximum.   P>uy  carefully.   When  considering  |)ur- 


Mr.    Percy    M.    Carroll,    who    represents  Na- 
than  Ciimmings,  of  Montreal,  in  the 
Maritimes 


chases  for  this  Fall's  trade,  look  well  to  the  stock 
you  are  now  carrying  on  your  shelves.  While  indica- 
tions are  that  no  lowering  of  ])rices  may  be  expected 
soon,  yet  it  will  be  better  to  "watch  your  step." 

Remember,  always,  that  the  successful  merchant 
is  the  one  who  knows  most  about  his  own  business, 
and  that  man  knows  most  about  his  own  business 
who  has  developed  the  capability  of  asking  himself 
the  most  questions  about  it  and  finding  the  correct 
answers  to  those  questions. 

*  
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Recently  Established  Pattern  Shop  Finds  Grow- 
ing Demand  for  Its  Service 

TH  Conaway  Wadsworth  Pattern  Co.,  Ltd., 
wlTicli  has  l)cen  established  in  Ivlontreal  now 
for  six  months,  is  enjoying  prosperous  business, 
l)e'ng  able  to  count  among  its  customers 
practically  all  the  largest  shoe  manufacturing  con- 
cerns in  ( )ntario  and  Quebec.    "Shoe  l*attern  Ser\-ice" 


Mr.   Guss  Lossman. 


is  the  company's  slogan,  and  they  are  ready  to  supply 
any  pattern  required  for  men's  ,  women's  or  children's 
shoes  on  cjviick  notice.  The  demand  for  this  service 
proves  that  Canadian  manufacturers  really  needed  an 
vip-to-date  pattern  shop. 

Mr.  Gus  Lossman,  the  manager,  has  just  recently 
returned  from  a  trip  through  Ontario,  which  from  a 
business  standpoint,  was  a  very  successful  one.  There 
was  a  fly  in  the  ointment,  however,  inasmuch  as  Mr. 
Lossman  broke  both  the  front  and  back  axles  of  his 
automobile  en  route.  Despite  this  mishap,  he  is  cjuite 
optimistic  and  declares  that  "It  looks  like  as  if  things 
are  going  to  start  in  now  and  make  for  a  very  good 
season." 


Big  Advertising  Project  to  Develop  Empire 

Trade 

THhL  Dominion  Touring  Exhibition  has  been 
organized  by  the  British  Department  of  Over- 
seas Trade,  with  the  direct  object  of  fostering 
and  developing  trade  with  the  Dominions,  and 
enabling  manufacturers  and  merchants  to  bring  their 
goods  to  the  attention  of  buyers  in  all  parts  of  the 
I''m])ire.  S])ecially  selected  samples  of  Briti.sh  manu- 
factured goods  will  be  taken  to  South  Africa,  Australia, 
New  Zealand,  and  lastly  will  be  brought  to  Canada, 
where  Vanccnu'cr,  Winnipeg,  Toronto,  Montreal  and 
i  1  alifax  will  be  visited. 

It  is  believed  that  this  will  prove  a  chea|)  and 
effective  means  of  advertising  and  the  intention  is  to 
do  it  as  thor(nighly  as  possible.  The  tour  of  the  ex- 
hibition will  extend  over  two  years,  beginning  in  1921. 
so  that  the  Canadian  jjoints  will  not  have  been  cover- 
ed until  carl)'  in  1023. 

The  l)oniinion  ( lovernnicnts  are  olfering  every 
facility,  it  is  said,  (o  ]jroinotc  inter- lMn|)ire  trade  by 


this  means,  and  arc  ]»roviding  exhibition  halls  and 
arranging  for  reduced  railroad  rates,  etc.  The  British 
Inland  Re\enue  is  assisting  b)-  a  ruling  that  the  cost 
(jf  partici ijation  in  tlu-  tour  will  be  treated  as  advertis- 
ing expenses,  which  are  allowed  to  be  deducted  when 
making  calculations  for  the  excess  profits  tax. 

It  is  planned  to  make  the  exhibition  self-support- 
ing, ]i)roviding  500  units  of  space,  f)f  which  an  exhibi- 
tor may  take  half,  one  or  more.  The  ccjst  of  a  unit  is 
ap])roximately  $1,100,  which  may  be  considered 
merely  nominal  for  a  two  gears'  tour  (jf  goods  around 
the  world.  Real  business  is  t(j  Ijc  done  wherever  poss- 
ible— orders  will  be  taken  and  cabled  home  to  the 
manufactiu"ers  whose  gO(xls  are  rcfiuired.  Salesmen 
may  accompany  exhibits,  or  local  agents  may  take 
charge  on  reaching  a  territory,  or  exhibits  may  be 
shown  and  orders  taken,  by  the  exhibition  officials. 

A  novel  feature  of  the  tour  will  be  portable  movie 
shows,  which,  in  addition  to  other  interesing  films, 
will  demonstrate  machinery  or  other  goods  which  by 
their  nature  cannot  easily  be  sent  ar(jund  the  world 
on  such  a  trip. 


Nathan  Cummings'  Big  Deal 

ONE  of  the  largest  transactions  we  have  heard 
of  for  some  little  time  came  to  light  the  other 
da}'  when  a  "Footwear-in-Canada"  represen- 
tative learned  from  that  well-known  iMontreal 
jobber,  ]\lr.  Nathan  Cvmimings,  that  he  had  jusi 
bought  from  A.  E.  Marois,  Ltd.,  of  Quebec,  no  less 
than  twenty-three  thousand  pairs  of  men's,  women's 
and  children's  shoes.  At  a  time  like  the  present  when 
it  is  alleged  that  there  are  so  many  uncertain  quan- 
tities in  the  shoe  trade,  a  deal  of  this  magnitude  is 
noteworthy.  At  least  it  speaks  volumes  for  the  con- 
fidence in  the  situation  entertained  by  one  large  job- 
bing house  in  the  commercial  metropolis. 


Young  Shoeman  Promoted 

THE  Amherst  Boot  &  Shoe  Company,  Ltd.,  Am- 
herst, N.S.,  announce  that  Mr.  Fred  O.  Mum- 
ford,  who  has  successfully  managed  their  Hali- 
fax branch  during  the  past  few  years,  has  re- 
tired from  the  business.  He  is  succeeded  in  the  man- 
agement by  Mr.  Wallace  G.  Sutherland,  who  has  been 
connected  with  their  head  office  at  Amherst  since  his 
return  from  overseas  in  1919.  Mr.  Sutherland  is  a 
young  and  enterprising  shoeman,  well  acquainted 
with  the  industry,  and  aims  to  render  the  greatest 
service  to  the  company's  customers  in  Halifax  and  the 
vicinity. 


Improved  Pattern  of  Invictus  Boot  for 
R.  C.  N.  W.  M.  P. 

Tllh:  (ieo.  A.  Slater  factory,  iMontreal,  Avhich  is 
noted  for  tlie  high  standard  of  its  ridings  and 
arm\'  l)()ots,  recentlv  sul)mitted  an  improved 
I'attern  of  their  inxictus  boot  lor  iNIounted 
Troo])s,  to  the  Dominion  (iovernment.  The  boot  is  re- 
cjuired  for  issue  to  the  members  of  the  Royal  Canadian 
Mounted  Police,  and  the  (jovernment  has  placed  a  ver_\ 
substantial  order  for  same  with  this  firm,  who  are  now 
busily  engaged  in  manufacturing  these  boots. 


Did  somcbodv  say,  "Drive  a  Ford  and  sa\'e  shoe 
leather"? 
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British  Shoes  n  Canada 

Mr.  Robt.  D.  Ayling,  of  Toronto,  who  represents 
a  number  of  British'concerns  in  Canada,  has  recently 
returned  from  the  Old  Country,  where  he  had  been 
on  a  business  trip,  and  has  brought  back  his  family 
with  him.  When  in  England  he  took  over  a  new 
Canadian  agency,  for  William  C.  Terry  &  Co.,  of 
London,  and  is  showing  this  company's  line  of  men's 
and  women's  athletic  shoes,  in  canvas,  buckskin  and 
brown  leather.  He  has  also  been  made  Canadian 
agent  for  Messrs.  B.  Toone  &  Co.,  Desborough, 
Northampton,  manufacturers  of  boy's  solid  leather 
shoes,  exclusively. 

Besides  carrying  these  lines,  Mr.  Ayling  is  sole 
representative  in  this  country  for  Church  &  Co.,  ol 
Northampton,  and  I^etch  &  Co.,  Ltd.,  of  London. 
Church  &  Co.  manufacture  a  complete  line  of  men's 
and  women's  exclusive  high-grade  welts,  also  hand- 
sewn  pumps  and  opera  slippers.  The  Fetch  &  Co. 
line  consists  of  fancy  hand-sewn  turns  in  a  wide  var- 
iety of  fabrics  and  leathers. 

Mr.  W.  G.  Downing,  who  covers  the  Western  ter- 
ritory for  Mr.  Ayling  from  Port  Arthur  to  the  Coast, 
has  just  set  out  on  his  Fall  trip.  Mr.  Ayling  has  also 
set  out  to  visit  the  trade  in  Ontario  and  the  East. 


In  the  meantime  let  us  help  one  another  along,  and 
avoid  the  failures  which  are  bound  to  result  from 
panic. 


Death  of  Well  Known  Leather  Man 

Wm.  Cameron,  a  veteran  leather  man  who  was  well 
known  throughout  the  trade  in  Canada,  died  on  Sept. 
29th  at  the  home  of  his  daughter,  Mrs.  B.  Blackball, 
in  Toronto.  The  late  Mr.  Cameron  was  a  Scotchman 
by  birth,  having  been  born  in  Aberdeen  seventy-two 
years  ago.  He  came  to  Canada  as  a  young  man  and 
entered  the  employ  of  John  Hallam,  leather  merchant. 
Later  he  became  connected  with  Beardmore  &  Com- 
pany and  represented  them  in  many  countries  through- 
out the  world.  He  retired  from  active  business  last 
May.  His  death  came  rather  unexpectedly.  He  had 
been  ailing  for  some  days,  but  the  end  was  brought 
about  by  a  sudden  collapse. 


Bonus  for  Price  "Raising"  Illegal 

An  order  has  been  issued  by  the  Board  of  Com- 
merce making  it  illegal  for  a  shoe  retailer  to  offer 
a  bonus  or  percentage  to  his  clerks  for  selling  the 
goods  at  more  than  the  "normal,  proper,  or  stipu- 
lated" price.  It  is  stated  by  the  lioard  that  the  prac- 
tice of  paying  a  bonus  to  salesmen  engaged  in  selling- 
boots  and  shoes,  when  the  sale  urice  obtained  by  them 
exceeds  the  regular  or  marked  \alue,  does  actually 
exist. 


Women's   pure    white   fabric    Oxford.  Long 
pointed  toe.     Sport  heel.     White  smooth  rub- 
ber   sole.      Columbus    Rubber  Co. 

An  Interesting  Viewpoint  on  the  Present 
Situation 

The  People's  Shoe  Store,  Montreal,  is  among  the 
retail  establishments  which  take  a  sane  and  just  view- 
point of  the  present  situation.  They  believe  that  if 
prices  were  stabilized,  it  would  be  better  for  all  con- 
cerned. At  the  same  time  they  are  not  further  aggra- 
vating the  present  rather  confused  conditions  by  re- 
fusing to  accept  orders  and  leaving  it  to  the  other 
fellow  to  do  the  stabilizing.  They  state  they  are  ac- 
cepting all  orders  placed  and  that  the  goods  are  being 
delivered  promptly.  That  sounds  like  good  business 
on  the  part  of  both  retailer  and  manufacturer,  and 
that  it  is  good  business  is  proved  by  the  fact  that  the 
trade  for  the  present  season  in  the  Peoi)le's  Shoe  Store 
compares  favorably  in  \  ()lnme  with  1919  and  IQLS.  The 
l)roprietor  believes  that  prices  will  adjust  themselves 
without  hindering  business,  and  that  trade  will  be 
steady  during  the  P'all.  However,  they  are  keeping 
away  from  "freak"  styles,  finding  that  there  is  plenty 
of  demand  for  staples. 

"A  better  understanding  between  manufacturer  and 
retailer  and  a  disi)osition  to  help  things  along  until 
matters  readjust  themselves," — in  these  few  words, 
the  proprietor  of  the  People's  Shoe  Store  sums  up 
what  we  believe  is  the  solution  of  the  major  difficulties 
of  the  industry.    Matters  are  readjusting  themselves. 


Joins  Ranks  of  Benedicts 

Members  of  the  trade  throughout  Canada  will  hast  - 
en to  ofifer  their  felicitations  to  Mr.  N.  M.  Davison,  of 
the  Canadian  Consolidated  Felt  Co.,  Kitchener,  Ont., 
on  the  occasion  of  his  embarking  on  the  voyage  of 
matrimony.  Mr.  Da\-ison"s  wedding  took  i)lace  recently 
in  Kitchener  and  was  attended  by  a  large  representa- 
tion of  the  footwear  industries. 


Keen  interest  was  aroused  by  the  publication, 
in  our  last  issue,  of  a  number  of  the  essays  sub- 
mitted in  connection  with  Footwear's  "Most  Tell- 
ing Advertisement"  Contest.  Among  the  re- 
maining essays  there  are  many  other  clever  and 
interesting  contributions,  which  we  believe 
would  be  welcome  in  these  pages,  and  a  number 
of  these  will  appear  in  our  November  issue.  We 
have  been  unable  to  find  space  for  them  in  this 
present  issue,  owing  to  the  inclusion  of  special 
material. 


The  Ubiquitous  Kid 

The  Citadel  Leather  Company,  Montreal,  were  re- 
presented at  the  Shoe  Fair  held  at  St.  John,  N.l).,  dur- 
ing the  early  part  of  September  by  Miss  Eleanor  .\rliss. 
who  created  so  much  interest  at  the  Montreal  Shoe 
I'^air.  She  was  attired,  as  in  iMontreal,  in  a  becoming 
dress  of  green  and  white  kid. 


Not  every  display  device  that  attracts  a  crowd 
sells  the  goods.  The  attention  must  be  centred  on 
the  articles  to  be  sold. 
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Toronto  Shoe  Repairers' Annual  Outing 

to  Beardmore's 


THERE  were  about  150  of  Toronto's  shoe  repair 
men  accepted  the  invitation  of  Beardmore  & 
Coniijany  to  visit  Acton  and  go  over  their  tan- 
neries on  Se])tem1jer  29.  The  weather  was  not 
XL'ry  promising'  in  the  morning".  l)ut  the  afternoon 
cleared  up  l)eautifully,  and  every  member  of  the 
l)arty  felt  that  the  time  was  profitably  and  enjoyably 
spent.  Two  special  cars  provided  by  the  company  left 
Dundas  and  Keele  streets  at  1.30  p.m..  and  the  repair 
men  reached  Acton  around  3  o'clock.  On  their  arrival 
they  were  divided  into  groups  and  each  group  had  for 
its  guide  an  official  or  menil)er  of  Beardmore  &  Com- 
pany's staff,  who  ])iloted  his  party  on  the  long  but  in- 
teresting journey  through  the  great  tannery.  Six 
liundred  acres,  including  the  farm  which  is  required 
for  drainage  purposes,  the  tannery  covers,  and  there 
arc  some  75,000  hides  passing  through  it  in  ))rocess  at 
the  present  time.  Eirst  the  j^arty  visited  the  leather 
warehouses,  where,  to  the  eye  of  the  casual  observer, 
there  seem  to  1)e  enough  sides  of  leather  to  shoe  the 
nation.  But  nine  million  people  wear  out  a  lot  of  shoes, 
and  l)es:des  Beardmore  &  Company's  sales  are  not 
limited  to  Canada.  The  rei)air  men  were  also  taken 
through  the  beamhouse,  the  tanyards,  the  power- 
house and  the  finishing  departments,  where  the  vari- 
ous processes  were  explained  to  them.  Einally  all 
assembled  on  the  recreation  grounds  which  the  com- 
])any  haxe  provided  for  their  employees,  where  there 
is  a  splendid  clubhouse  and  bowling  greens  which  are 
reputed  to  be  among  the  best  in  Canada.  Here  was  a 
big  tent  with  a  festive  board  in  readiness,  where  the 
party,  after  having  their  pictures  taken,  en  masse, 
presently  repaired  and  made  good  use  of  the  ensuing 
hour. 

After  the  good  things  had  been  done  justice  to, 
Mr.  G.  W.  Beardmore,  the  genial  president  of 
Beardmore  &  Comi)any,  made  a  short  s])eech,  welcom- 


ing the  repairmen  on  tjehalf  of  himself  and  his 
brothers.  He  declared  he  was  a  firm  believer  in  gath- 
erings of  this  kind,  because  they  offered  the  oppor- 
tunity of  cementing  the  friend.ship  between  the 
branches  of  the  industry.  The  closer  the  tanners  were 
in  touch  w^ith  the  users  of  their  leather,  the  l)etter 
hey  understood  their  reciuirements,  and  their  firm  was 
always  anxious  to  suit  the  rei)airers  in  every  way. 
Iliere  was  no  (^her  tannery  as  large  or  as  up-to-date 
as  Beardmore's,  he  believed,  and  their  aim  was  al- 
ways to  make  the  best  leather. 

Mr.  Beardmore  said  he  was  glad  to  be  able  to 
state  that  Beardmore's  was  in  a  satisfactory  position 
financially.  .Some  tanneries  were  in  the  receivers' 
hands  at  the  present  time,  and  there  was  something  of 
a  crisis  being  experienced  on  the  other  side  of  the 
border  on  account  of  the  lower  prices.  It  took  about 
six  or  nine  months  to  tan  the  leather,  and  it  was  pretty 
hard  to  get  out  without  a  loss  when  prices  receded, 
but  it  was  fortunate  that  leather  had  not  gone  up  in 
the  same  proportion  as  other  lines,  and  therefore  the 
return  to  normal  was  not  as  serious  for  them  as  some 
other  trades.  Indeed  they  were  all  anxious  to  see  a 
return  to  more  reasonable  values. 

Continuing,  the  speaker  told  how  his  father  had 
started  in  the  business  about  eighty  years  ago.  laying 
the  foundation  of  the  i)resent  great  concern,  and  two 
or  three  years  since,  the  manager  of  the  l^ank  with 
whom  they  dealt  had  sent  them  a  photograph  of  the 
ledger  where  the  first  entry  to  the  late  Mr.  Beard- 
more's account  was  made,  in  the  year  1844. 

In  conclusion,  the  speaker  said  they  considered  it 
a  great  compliment  to  have  such  a  representaLive 
gathering  of  shoe  repairmen  present,  and  he  hoped 
they  would  al  come  again.  He  did  not  want  them  to 
feel  nervous  about  the  leather  supply ;  while  the  com- 
pany had  not  very  many  hides  in  the  vats,  they  had  a 


»  «>  ♦  ' 


Grouii  taken  in  Acton  tannery  grounds, 
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great  number  on  the  way,  and  they  might  rest  fully 
assured  of  being  able  to  secure  their  requirements. 

Mr.  S.  Burnett,  the  president  of  the  Toronto  Shoe 
Repairers'  Association,  tendered  to  Beardmore  and 
Company  the  best  thanks  of  the  repairmen  for  the 
invitation  to  visit  the  tanneries  and  for  the  entertain- 
ment which  had  been  provided.  The  visit  had  proved 
very  instructive  and  educational,  and  he  believed  it 
was  a  very  fine  thing  for  the  leather  men  and  the  rc- 
l)airers  to  fraternize.  Beardmore  &  Company,  the 
speaker  said,  had  shown  themselves  very  friendly  to 
the  repairers,  having  entertained  them  on  several 
occasions,  and  had  been  particularly  generous  to  the 
Toronto  Association. 

One  Excellent  Result  of  the  Outing. 

IMr.  Burnett  pointed  out  that  while  the  invitation 
had  first  been  sent  to  the  Associaion,  it  was  at  their 
own  sug'gestion  that  it  was  extended  to  the  trade  in 
general  in  Toronto.  As  a  result  there  were  quite  a 
number  of  non-members  present,  and  on  the  journey 
up  he  had  succeeded  in  securing  seven  new  members 
for  the  association. 

The  speaker  said  he  was  surprised  to  find  that 
there  were  some  Toronto  repairmen  who  did  not 
know  of  the  existence  of  the  association.  The  fee  had 
been  fixed  as  low  as  $3.00  .so  that  everyone  might 
come  in.  There  was  no  paid  organizer,  and  all  the 
work  had  been  done  voluntary.  The  only  money 
paid  to  any  of  the  officers  was  the  small  sum  of  some- 
thing over  $1.00  per  week,  which  it  had  recently  been 
decided  to  pay  the  secretary  in  return  for  the  large 
amount  of  time  he  must  give  to  Association  work. 

Mr.  Burnett  explained  the  difficulties  the  Associa- 
tion had  to  contend  with.  There  had  been  consider- 
able discussion,  and  some  difi^erence  of  opinion  over 
the  price  list,  but  he  believed  that  the  schedule  which 
had  finally  been  drawn  up  had  proved  of  value  to  the 
whole  trade.  Then  again  there  was  prejudice  shown 
against  some  of  the  officers.  Some  members  had  left 
and  others  refused  to  join  because  they  said  the  Asso- 
ciation was  run  by  a  clique.  It  was  true  that  most  of 
the  work  was  done  by  a  few,  but  every  member  had 
an  equal  voice  in  the  afifairs  of  the  Association,  and 
its  only  object  was  to  work  for  the  good  of  the  trade 
as  a  whole,  and  not  for  any  individual.  Every  repair 
man  should  be  in  it,  and  if  he  had  any  fault  to  find 
with  the  way  things  were  run.  let  him  put  his  shoul- 
der to  the  wheel  and  rectifv  them. 


Mr.  Arthur  Butterworth,  the  secretary  of  the  Asso- 
ciation, was  also  called  upon  for  a  few  remarks  by  the 
President.  Mr.  Butterworth  said  it  was  his  second 
visit  to  the  Beardmore  tanneries,  and  he  had  been  so 
greatly  impressed  with  them  that  he  believed  the  On- 
tario Ciovernment  ought  to  have  them  filmed  and  the 
motion  pictures  presented  to  the  public.  This  would 
be  very  interesting  and  educational,  and  would  show 
the  public  how  long  it  took  to  make  leather. 

Mr.  Butterworth  also  had  some  very  emphatic  re- 
marks to  make  about  the  value  of  the  Association, 
and  the  reasons  why  all  the  repairmen  in  Toronto 
should  join.  For  his  part,  he  could  not  see  how  any 
man  could  afiford  to  stay  out. 

Mr.  Torrance  Beardmore,  who  superintends  the 
Acton  tannery,  Mr.  W.  A.  Moore,  general  manager 
of  Beardmore  &  Co.,  Mr.  Harry  King  and  Mr.  Adam 
Hay,  were  among  the  other  speakers.  Mr.  Moore  im- 
pressed the  repairmen  with  the  fact  that  the  company 
wanted  to  get  their  viewpoint  on  the  requirements  of 
the  trade.  If  there  were  any  improvements  or  any 
changes  which  they  thought  could  be  made,  the  com- 
pany was  anxious  to  know  about  them. 


Neolin  Demonstrations  by  Repair  Men 

Messrs.  J.  Hendry,  Harry  Moore  and  E.  A.  Small- 
wood,  three  of  Toronto's  progressive  re])air  men,  who 
are  located  in  the  Beach  district,  recently  co-operated 
in  connection  with  a  demonstration  of  Neolin  repair 
work.  All  three  had  their  demonstrations  at  the  same 
time,  and  the  (joodyear  Tire  tl-  Rul^ber  Company  in- 
serted a  prominent  advertisement  in  "The  Ratepayer," 
a  local  organ,  in  which  the  jniblic  were  invited  to  visit 
their  stores.  They  believe  that  ])oth  their  shops  and 
Neolin  got  excellent  pul)licity  as  a  result  and  exjject 
the  efi:'ect  will  be  noticeable  in  increased  trade. 


A  Rapidly  Developing  Repair  Business 

i\Ir.  Arthur  Butterworth,  whose  name  is  familiar  to 
repairmen,  not  only  in  his  home  city  of  Toronto,  but 
also  all  over  the  province,  is  continuing  to  develop  his 
business  in  a  very  enterprising  way.  Mr.  Butter- 
worth has  just  recently  established  his  fourth  repair 
shop  at  274  College  St.,  Toronto,  where  he  has  in- 
stalled an  18-foot  U.S.M.C.  outfit.  He  is  also  negoti- 
ating for  the  purchase  of  two  (jther  shops. 


W.  lin.L'htliiig.  .'il.")  Kcowatiii  .\\c.-..  ■|"(,roiilo.  i.hot.ij-raphor. 
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Repairing  Turn  Shoes:  A  Ticklish  Job 
—  Should  the  Repair  Man 
Undertake  It? 


Turn  shoes  ;irc  a  bugljcar  of  the  repair  man.  They 
arc  not  made  to  l^e  repaired.  l)ut  customers — good  cus- 
tomers— often  demand  that  they  shall  be.  A  veteran 
shoe  repairer  has  recently  written  to  "Footwear"  with 
reference  to  this  question  and  has  many  interesting 
remarks  to  make  in  regard  to  it.    He  states: 

"In  a  recent  number  of  a  trade  journal  much  given 
to  shoe  rejjairing  1  find  a  n\nnber  iA  articles  under 
the  heading  of  "Repairing  turn  shoes  without  turn- 
ing them,"  which  is  an  absurdity,  and  can  only  be 
looked  u])on  as  an  unsatisfactory  makeshift,  clumsy 
and  unreliable  in  the  wear  test.  When  a  turn  shoe 
rips  as  it  often  does  after  a  very  short  time  in  wear, 
the  onlv  projjer  remedy  is  to  turn  it,  and  resew  in  the 
same  holes  with  a  twelve  cord  No.  20  thread,  using 
a  handleather  and  winding  the  thread  around  the  neck 
of  the  awl  shaft.  Level  the  seam  and  return  the  shoe  ; 
level  it  on  a  last,  and  rei)lace  the  sock  lining — an  oper- 
ation which  can  only  be  performed  by  a  ])atient  and 
skilful  man.  Besides  the  liability  of  damages  must  be 
taken  into  serious  consideration  ;  the  job  will  run  into 
time  and  trouble  for  which  no  adecjuate  return  seems 
])o^sible.  Two  turnings  of  a  narrow  ])ointed  shoe  is 
a  serious  undertaking,  the  toe  bearing  a  striking  re- 
semblance to  the  rear  i)art  of  a  wasp — and  it  is  one 
that  very  few  can,  or  will,  attempt. 

Half  Soling  Turn  Shoes 

"This  is  occasionally  rec|uired  when  the  sole  is 
worn  through  and  the  U])pers  still  good.  Some  re- 
pairs such  as  patches,  etc..  can  be  conveniently  done 
when  the  old  sole  is  ofif.  Mark  the  length  of  the  new 
half  sole  on  the  old  sole;  then  cut  it  of¥  about  6/8 
in  front  of  the  mark  so  that  a  good  and  solid  undertap 
for  the  new  half  sole  is  left.  Next  skive  it  to  a  thin 
edge  so  that  it  will  be  quite  smooth  on  the  inside  of 
the  new  half  sole.  Rip  the  sewing  back  as  far  as 
rec|uired  or  to  the  length  of  the  new  half  sole.  lU'Se 
the  old  half  sole  as  a  i^attern  for  the  new  allowing, 
say,  1/24  in.  more  all  around  to  compensate  for  the 
stretch  of  the  upper  while  in  wear.  Feather  and  chan- 
nel the  half  sole  the  same  as  the  old.  Skive  and  turn 
the  new  sole  where  it  overlaps  the  old.  This  is  an 
important  part,  so  that  the  joining  wnll  be  neat  and 
smooth.  Then  tack  it  across.  Two  or  three  shoe 
lacks  will  be  found  suitable  for  this.  Then  fasten  the 
sole  and  ui)])er  together  with  single  thread  stitches, 
one  at  the  centre  of  the  toe,  making  sure  that  the 
centre  of  the  sok*  and  the  centre  of  the  upper  are  exact. 
Due  or  two  stitches  at  each  side  will  suffice.  Sew  it 
with  a  12-cord  No.  20  thread,  well  pulled  in.  putting 
the  awl  through  the  stitch  holes  in  the  upper  so  that 
the  integrity  of  the  uPi)er  will  be  maintained.  Then 
level  the  seam,  turn,  finish,  and  sockline  in  the  usual 
way." 

Owing  to  the  great  difficulty  in  re])airing  turn 
work  in  anv  form,  howexcr.  our  correspondent  believes 
that  the  best  thing  to  do  would  be  for  all  repairers  to 
refuse  to  touch  it.  lie  suggests  thai  ihc  ni;inufaclnr- 
(I's  shoulcl  alter  the  present  jirocess  so  as  to  make 
repairing  easier.  Oni-  of  lln-  reeonnnendations  brought 
forward  is  thai  iiisica*]  of  liimniing  the  upper  close 


t(j  the  sewing,  ^  to  of  an  inch  be  left  on  and 
securely  cemented  down  to  the  sole.  When  ri]j])ing 
occurs  the  u])per  could  then  be  utilized  and  much  of 
the  difficulty  removed,  th(nigh  some  change  would 
have  to  be  effected  with  regard  t(j  the  socklining  which 
would  require  to  be  thin  at  the  edges  and  toe  and 
thicker  in  the  centre. 


Toronto  Association  Hears  Lecture  on  Care 
of  Feet 

AT  their  first  meet-ing  in  September,  the  Toronto 
.Shoe  Repairers'  Association  heard  a  very  in- 
teresting illustrated  talk  by  Mr.  Bellinger,  of 
the  Scholl  Mfg.  Co.,  on  the  care  of  the  foot. 
Mr.  Bellinger  was  assisted  by  Mr.  Hamilton,  who 
handled  the  lantern,  and  a  number  of  s])lendid  slides 
were  ])resented,  dei)icting  the  various  ailments  of  the 
foot,  how  the}-  begin  and  the  extreme  conditions  in 
which  they  finally  arrive.  The  causes  of  these  troubles 
were  explained  by  Mr.  Bellinger  in  a  very  lucid  way, 
and  it  was  jjointed  out  how  they  were  relieved  or 
remedied  by  the  use  of  dilYerent  appliances  made 
s]K'c.'fically  for  each.  There  is  little  doubt  that  due  to 
advertising  campaigns  and  greater  interest  in  hygenic 
education,  the  public  are  beginning  to,  at  least,  think 
more  about  the  care  of  their  feet,  and  the  repairer  or 
retailer  who  can  give  a  customer  relief  from  the  keen 
irritat'on  and  discomfort  which  arises  from  foot 
tr(nib]e  will  make  a  friend.  ma}'be  for  life.  A  thorough 
knowledge  of  this  part  of  the  human  anatomy  is  of 
real  value  to  the  repair  man,  and  something  that  he 
should  make  it  his  business  to  cultivate.  .Show  your 
customers  that  you  are  acquainted  with  all  sides  of 
vour  business. 


Blinded  Soldiers  Take  Up  Shoe  Repairing 

SHOE  rei^airing  is  one  of  the  trades  which  return- 
ed wounded  men  have  been  taking  up  in  consid- 
erable numbers.  It  is,  however,  surprising  to 
know  that  it  has  been  adopted  by  blind  veterans 
as  a  means  of  livelihood.  Sir  Arthur  Pearson  first  en- 
couraged this  at  St.  Dunstan's  in  England,  and  short- 
ly afterwards  similar  training  was  provided  at  Pearson 
Hall.  Two  Canadian  blinded  soldiers,  who  were  resi- 
dents of  Toronto  previous  to  their  joining  the  colors, 
commenced  to  learn  shoe  repairing-  at  St.  Dunstan's. 
and  on  their  return  to  Canada  were  given  a  post-grad- 
uate course  at  Pearson  Hall,  concentrating  upon  the 
special  requirements  of  the  trade  in  this  country. 
These  two  men.  Gunner  J.  H.  Davis  and  Pte.  J.  W. 
Ogiltree,  have  now  completed  their  training  and  have 
settled  down  to  commence  work.  The  former  is  now 
located  at  570  St.  Clarens  Ave.,  and  the  latter  at  85 
Dennison  Ave.  Both  of  them  are  totally  blind. 

These  two  men  have  shown  laudal)le  initiative  and 
])erseverance  and  deserve  encouragement  both  by  the 
public  and  by  the  members  of  the  trade.  They  are 
working  under  one  of  the  greatest  of  handicaps,  but 
by  the  law  of  compensation  it  very  often  happens  that 
blind  ])eople  develop  unusual  skill  and  sensitiveness  in 
their  fingers. 


In  order  to  raise  the  price  of  raw  rubber,  the  Rub- 
ber (irowers'  .\ssociation.  which  represents  about  one- 
third  of  the  owners  of  the  three  million  acres  of  rul)ber 
under  cultix  ation.  suggests  to  members  and  other  plant- 
;ition  growers  that  they  so  reduce  their  tappings  as 
to  efiect  a  25  per  cent,  reduction  in  output. 
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Premier  Oliver,  of  British  Columbia,  has  a  proposition 
for  the  making  of  leather  from  the  hides  of  sea  lions.  The 
weight  of  one  of  these  animals  is  from  2,000  to  2, .500  lbs., 
the  hide  being  nearly  an  inch  thick.  A  rough,  durable  leather 
can  be  tanned  from  them,  such  as  is  used  in  workinenVs  gloves 
and  in  saddles. 

It  is  reported  that  Mr.  liarney  Joseph  plans  to  erect 
a  felt  factory  in  Kitchener.  This  will  make  the  llfth  feit 
factory  in  that  city. 

Spontaneous  comlnistion.  starting  in  George  Fex's  shoe 
repair  shop,  is  given  as  the  cause  of  a  lire  in  the  business 
section  of  Brockville,  Ont.,  which  did  some  $200,000  damage. 

Burglars  entered  the  store  of  Mr.  Louis  Garshowitz,  at 
360  James  St.,  X.,  Hamilton,  Ont.,  recently,  and  stole  six 
pairs  of  men's  shoes. 

W.  A.  McEwen,  Thessalon,  Ont.,  recently  advertised 
a  "going  out  of  business"  sale  of  his  shoe  stock. 

The  Amputation  Association,  at  a  recent  meeting  adopt- 
ed a  resolution  that  the  government  ought  to  provide  all 
men  who  had  lost  a  leg  in  the  war  witli  orthopedic  boots. 
On  account  of  the  additional  burden  placed  on  the  sound 
leg  these  shoes,  it  was  urged,  were  necessary. 

Mr.  Robt.  R.  Fennel,  who  had  been  carrying  on  a 
shoe  repairing  business  in  Cobourg,  Ont.,  since  101.5,  re- 
cently passed  away.  Mr.  I'ennell  had  been  troubled  with 
acute  asthma. 

. According  to  a  newspaper  report,  C-  Caspar,  nian.ager 
of  the  U.  S.  factory  shoe  store  at  Welland,  Ont.,  is  alleged 
to  have  disappeared  from  the  town  with  his  books,  his 
shoe  stock  and  a  roll  of  cash. 

The  -  stock  and  fixtures  of  the  Walk-Easy  Shoe  Store 
and  the  Peterboro  Shoe  Store,  both  of  Peterboro,  Ont., 
were  auctioned  last  month,  both  belonging  to  the  estate 
of  H.  G.  White. 

A.  Astorins  has  opened  a  shoe  repair  shop  in  Fort  Wil- 
liam, Ont. 

\V.  S.  Scaife,  shoemaker,  Overbrooke,  Ont.,  has  dis- 
continued buisness  and  left  the  town. 

J.  A.  Ouellette,  shoe  retailer,  lluU.  Que.,  sold  out  on 
October  1st. 

D.  Sallnum  has  given  up  his  shoe  repair  Inisiness  in 
Hazelmore,  Sask. 

R.  Laninik,  shoe  repairer,  i-iegina,  Sask.,  has  discon- 
tinued business. 

Lefaivre  and  Gagnon  have  been  appointed  curators  for 
the  property  of  A.  D.  Stettner,  dry  goods  and  shoe  mer- 
chant. 

The  Gosselin  Shoe  Co.,  Ltd.,  Quebec  City,  has  (_)btain- 
ed  a  charter. 

Heughan  &  Co.,  dry  goods  and  shoe  merchants,  Lou- 
don, Ont.,  recently  advertised  their  business  for  sale. 

The  Gordon  Hubbell  Leather  Co.,  Montreal,  has  lieen 
registered  by  Gordon  S.  Hubbell. 

Officials  of  the  Attorney-General's  Dept.  are  making 
enquiries  into  the  disappearance  of  Geo.  Rood,  of  Quebec 
City,  a  shoemaker,  who  disappeared  in  the  woods  north  of 
Valcartier  while  on  a  fishing  trij)  in  the  month  of  Jniu-. 
According  to  his  convpanions,  he  left  them  mi  a  bush  mad, 
saying  he  intended  to  return  to  the  farm  lunise  and  would 


joint  them  the  following  day.  In  spite  of  the  fact  that  the 
l)ush  had  been  beaten  for  miles  no  trace  of  Rood  has  been 
discovered. 

Siel  and  Karp,  Halifax,  have  registered  as  ])artners. 
Their  business  will  be  operated  under  the  style  "The  Bos- 
ton Shoe  &  Shoe  Repairing  Co." 

The  Goodyear  Shoe  Mfg.  &  Repair  Co.,  Edmonton,  Alta., 
has  been  registered  as  a  partnership  by  Jane  Gardiner. 

The  Western  Tire  &  Rubber  Co.,  Edmonton,  has  lieen 
registered  as  a  iiartiiership  by  Win.  Hoher  and  Jolm  Hynd- 
man. 

J.  A.  Ouellette,  shoe  retailer,  has  assigned  to  V.  La- 
marre. 

Roy  &  Merc'er.  shoe  manufacturers,  Quel)ec,  are  in  the 
curator's  hands,  it  is  reported. 

The  Elite  Footwear  Company.  Montreal,  has  obtained 
a  Dominion  charter. 

J.  b'rank,  shoemaker,  Ottawa,  has  been  succeeded  l)y 
B.  Eskin. 

Harry  Sbulman  has  taken  over  the  shoe  repair  shops 
of  Da\id  Le\in  and  J.  Meers. 

The  Rnl)l)er  Company  of  Canada,  Montreal,  has  regis- 
tered. 

The  Certificate  Shoe  Co.,  Montreal,  has  been  registered 
by  Delby  J.  Smith. 

G.  E.  Mills,  shoe  retailer,  Beamsville,  (Jut.,  has  sold 
to  R.  A.  Saunders. 

Jack's  Shoe  Store,  Montreal,  has  been  registered  by 
Jacob  Rivenovitch. 

The  Robitaille  Cut  Price  Shoe  Co.,  Montreal,  has  been 
registered. 

G.  W.  Smith,  shoemaker,  Macdowall,  Sask.,  has  com- 
menced business. 

Messrs.  Wallace  Bros.,  of  j2.3  Harrington  St  ,  Halifax,  N. 

Illllllllllllllllillllllllllllllllllillllllllllllllllllllllilllillll^ 


A    Jos.  Tanguay  men's  staple  black  bkicher. 
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S.,  have  recently  opened  an  additional  up-to-date  boot  and 
shoe  store,  a^l  Young  St.,  which  will  be  known  as  the  Hyilro- 
stoiTe  Shoe  Store.  The  new  store  will  be  under  tlic  man- 
agement of  Mr.  \V.  Fenton. 

Jas.  H.  [Miillips,  shi>e  dealer,  Toronto,  recently  assigned 
to  X.  T..  Martin. 

Mr.  j.  A.  McLaren,  of  J.  .\.  McLaren  &  Co.,  Front  St., 
Toronto,  lias  just  recently  returned  from  a  two  months'  trip 
to  England  and  the  Continent. 

Among  the  shoe  factories  that  have  continued  to  operate 
throughout  the  summer  is  that  of  the  Brandon  Shoe  Co.  Mr. 
Brandon  says  that  whatever  happens  to  the  shoe  trade,  he 
will  stick  to  his  slogan,  "Where  quality  counts,  we  win." 

John  B.  Hogg,  representing  the  tirni  of  .\.  T.  Hogg, 
Strathmi,glo,  Scotland,  specializin.g  in  walking  and  golfin.g 
boots,  is  on  a  business  visit  to  Canada.  He  will  ,go  as  far  as 
\'ancouver. 

Oscar  Vo.gt,  of  the  Great  West  h'elt  Co,,  Elmira,  has  re- 
turned home  from  the  Toronto  General  Hospital,  where  he 
had  been  laid  up  for  some  time  with  a  serious  illness. 

H.  E.  Wettlaufer,  sales  manager  of  the  Chas.  .\hrens 
Co.,  Kitchener,  is  on  his  Western  trip.  takin,g  in  the  princi- 
pal cities  between  Toronto  and  the  coast. 

Geo.  Weston,  of  the  Geo.  Weston  Shoe  Co.,  Toronto, 
has  recently  made  an  attempt  to  beat  the  H.C.  of  L.  by  go- 
ing into  partnership — with  a  wife. 

J.  W.  Carey,  the  proprietor  of  one  of  I'eterboro's  shoe 
stores,  has  recently  taken  into  ijartnership  with  him  W. 
Ingram,  a  former  resident  of  ]3undee,  Scotland,  who  is  ■> 
practical  shoemaker.  They  have  put  _  in  a  new  Goodyear 
stitcher  and  finishing  machine,  and  look  forward  to  doing 
good  business. 

The  Hartt  Bofjt  &  Shoe  Co.,  of  Fredericton.  N.B.,  will 
open  a  retail  shoe  store  at  the  stand  recently  \acated  b\-  Mr. 
J.  B.  Kilgour  in  Winnipe.g. 

The  Ryan  Devlin  Shoe  Co.,  Winnipe.g,  will  establish  a 
new  store  in  the  new  Idock,  where  the  Clarendon  Hotel 
formerly  stood,  wdien  the  buildin.g  is  ready  for  occupation. 

The  assets  of  T.  A.  Ouellette,  shoe  dealer,  Hull,  Que., 
have  been  sold. 

Nathan  Goldber.g  &  John  Miller,  Montreal,  have  regis- 
tered the  National  Boot  &  Shoe  Jobbing  Co. 

Wm.  McDonald,  shoe  retailer  and  repairer,  Hamilton, 
Ont.,  has  sold  to  John  McAngus. 

C.  Casper,  shoe  dealer,  Welland,  Ont.,  has  left  that 
locality. 

Mr.  W.  A.  McLeod,  of  Kenora,  has  sold  his  business  to 
his  son,  William,  who  will  carry  it  on.  under  the  present 
name  of  W.  A.  McLeod  &  Co.  It  is  over  t'hirty-three  years 
since  Mr.  McLeod,  Sr.,  commenced  l)usiness  in  that  town, 
wliich  was  then  known  as  Rat  Portage.  At  first  he  carried 
groceries  as  well  as  shoes,  but  he  finally  decided  to  devote 
his  attention  to  the  shoe  business. 

Mr.  Jno.  Mcl^ean,  of  Alelbourne,  .\ustralia.  is  tourin,g 
the  Dominion  ;it  the  present  time,  calling  on  Canadian  shoe 
factories. 

J.  T.  Ilelferiiig.  of  To)-()nlo,  the  well-known  shoe  sales- 
man, has  recently  taken  the  (ilolie  line  of  children's  shoes, 
and  has  a  very  attractive  display  of  samples  at  his  office  in 
the  Lumsrien  lildg. 

Geo,  J,  Scott,  who  formerly  was  a  familiar  figure  to  the 
shoe  retailers  of  the  .Vorthwest  and  the  Maritime  provinces, 
as  tlie  rei)resentati vc  of  I'iiilip  Jacobi,  is  now  carrying  the 
lines  of  llie  Maci'arlane  Slioe  Co.,  Lid. 

Jas.   I',  (  lark   will   repi'csenl    the   linn   of    ('l,irl<  l!i-os.. 


Limited,  in  the  Provinces  of  Quebec  and  Ontario.  This  ter- 
ritory was  formerly  covered  by  Mr.  R.  L.  Savage,  who  is 
now  devoting  his  attention  exclusively  to  the  West  and  is 
carrying  Tetrault  as  well  as  Clark  lines. 

R.  \.  Williams,  who  was  recently  with  the  Roljert 
Simpson  Co.,  is  now  with  the  .\danac  .Shoe  Co.,  covering 
the  territory  fnnn  Sudbury  to  the  t.'oast. 

Phili])  J'ocock,  of  the  London  .Shoe  Co.,  left  on 
.\u.gust  2.")th  for  a  three  months'  tri])  to  Euro])e. 

E.  C.  Lepine,  a  native  of  Wimbledon,  lingland,  has 
opened  up  a  shoe  business  at  '.IHlh  and  h'rascr  Ave.,  Van- 
couver. Mr.  Lepine  served  with  the  I-'ort  Garry  Horse  dur- 
ing the  war. 

.\  repair  siiop  has  been  opened  at  Kerrisdale  by  Jas. 
Wilson,   a   returned    man,    who   has    recently    taken    a  six- 

lllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 


Women's  outing  shoe,     Diana  model,  Gutta 
Percha  &   Rubber  Co. 

Illlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 

months'  course  in  repairin,g  in  the  shop  of  M.  R.  Thomas, 
of  Vancouver. 

Tlie  shoe  factory  of  O.  Tr(.)ttier  at  St.  Tite,  Que.,  has 
l)een  destroyed  by  fire. 

,\  Windsor,  Out.,  shoe  repairer  operated  a  private 
still  and  paid  $.)()()  and  costs  as  a  result. 

J.  .\.  (Juellette,  shoe  retailer,  llull.  Que.,  has  had  hi:, 
stock  damaged  liy  lire. 

The  Marcelle  Shoe  Store  Co.,  Port  .\rthui',  Ont.,  has 
recently-  commenced  l)usiness. 

The  Clarke  Rul)ber  Heel  Co..  Ltd.,  Toronto,'  has  ob- 
tained, a  charter. 

R.  Cusson,  shoe  dealer  and  slipper  manufacturer,  Mon- 
treal, has  assigned  to  V.  Lamarre. 

The  firm  of  M.  Goldblatt  &  Co.,  shoe  retailers,  Mon- 
treal, has  been  dissolved. 

J.  O.  Hamelin  &  Co.,  shoe  retailers,  Montreal,  has  sold 
out  to  Paul  Bastien. 

J.  B.  Loiselle,  shoe  retailer,  Montreal,  has  sold  out  to 
J.  C.  Fagan. 

Hyde  Shoe  Mfg.  Co..  Ltd.,  shoe  manufacturers,  To- 
ronto, has  been  assigned  to  l'".  C.  Clarkson. 

Chas.  Triber,  shoe  retailer,  Cornwall,  Ont.,  has  recently 
assigned  his  business  to  R.  H.  Neeland. 

Letters  patent  of  incorporation  have  been  issued  ♦o 
the  Yale  Shoe  Mf.g.  Co.,  Ltd.,  which  is  operating  a  plant 
in  Gait,  r)nt. 

Dunse  &  Shore,  shoe  merchants,  ()ttawa,  recently  suf- 
fered loss  by  fire.    Their  propertj-  was  insured. 

R.  11.  MacKinlay,  shoemaker,  Kixerport,  N.S.,  had  a 
fire  in  his  premises  recentlj'. 

The  Manhattan  Shoe  Company,  Toronto,  has  been  dis- 
solved. 

F.  lioin-geois.  llull.  Que.,  has  sold  out  his  shoe  1)nsiness. 

The  linn  of  b".  iS;  I'',  llenderson,  Ltd..  has  been  incor- 
porated to  ac(iuire  the  liusiness  of        iS;   I''.  Henderson. 

J.  .\.  l)uclos,  lianiess  and  slioe  dealer,  C  hanildy  ("anton, 
Que.,   has  assi.gned   to   \'.  Lamarre. 
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MELTONIAN 


BOOT 
POLISHES 

and 

CREAMS 


Representing 
a  super  standard  of 
excellence 

which  speaks 
through  the  product 


Robert  D.  Ayling 

23  Scott  Street 
Phone  M.  7613 

TORONTO 

Agent  for  Sole  Manufacturer 
E.  BROWN  &  SON  LTD.,  LONDON  AND  PARIS 
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The    Breithaupt    Leather    Company   had   a   very   attractive    exhibit   at  the 
Canadian   National  Exhibition  as  shown  by  the  above  photo. 


The  Hurllnit  Company  I.td.,  Preston,  Ontario, 
liave  issued  a  writ  against  F.  H.  Hurlburt  of  Barrie, 
( )ntario,  and  the  Gait  Shoe  Mfg.  Co.  of  Gait  asking 
for  an  injiniction  restraining  the  defendents  from  us- 
ing the  word  "Hurlburt"  in  connection  with  the 
manufacture  and  sale  of  shoes.  The  Hurlbut  company 
claim  that  the  similarity  between  the  two  words  Hurl- 
but  and  Hurlburt  is  apt  to  mislead  the  public. 


When  you  get  a  g"ood  idea,  apply  it.  The  plan  you 
hesitate  to  put  into  efifect  to-day,  will  be  used  by  some- 
body else  to-morrow. 


SELL  THE  WASTE— Sell  the  cuttinRs  and  clippings  that  fall  from 
your  machines  at  a  price  that  will  make  it  well  worth  your  while.  We 
arc  ill  the  market  to  buy  and  deal  in  all  kinds  of  Belt,  Welt,  Saddle. 
■Scrap  Leathers  and  offal.  It  way  be  a  little  less  trouble  to  have  your 
local  junk  dealer  carry  the  stuff  away  but  we  can  pay  you  its  full 
value.  Let  us  know  what  you  have  to  ofifer.  Good  reputation  and  finan- 
cial standing.     Hox  324,  Footwear  in  Canada.  8-lODH 


SHOE  TRAVELLER  WANTED,  to  carry  a  good  line  of  "Shoe 
Laces"  for  Ontario,  New  Brunswick  and  Nova  Scotia  as  a  side  line. 
Cood  Coinniission  ijaid.    Address  "Laces,"  Box  1!).34,  Montreal,  JO 


Travellers  Wanted 


Well  educated,  good  appearance  and  good  connection,  to  represent  us 
ill  Canada.  Our  shoes,  service,  (juality  and  recommendations  unsurpassed, 
h'actory  at    Belleville..  Appiv 

.N'ATUKAI,  TKKAI)  SIIOKS  LTMITEI). 
10  "lO   ^'oll(^c■   SI.,  Toronto. 


Shoe  Factory  For  Sale 


III  <)iil.irii>,  iiiakiiiK  nun's  and  uoniin'.s  (loodyear  Wells.  I'laiil  ami 
slock  worth  'I'weiily  'i'liousaiid.  Will  lake  Five  'I'housand  cash,  balance 
ten'  years'  time.  Factory  inusl  be  sold.  Act  (|uick.  .'\l>ply  Box  :!72, 
J'ootwcar  in  Canada,  Toronto,  Out.  10-11 


THE  SIGNRY 


Attractive 

Cards 


UT  the  "punch"   into    vour  win- 
dow's appeal  b\-  the  addition  of  at- 
tractive, well  designed  show  cards.  A 
trial  order  will  convince  you. 

W'e  design  and  execute  cards  to  suit 
}dur  indixidual  needs.  Send  us  your 
copy. 


OUT  DOOR  ADVERTISING 


PAINTED  CITY 
BULLETINS .. 
PAINTED  WALL 
DISPLAYS  .. 


340  RICHMOND  ST.  LONOOK 

"  PHONE  184^  --  -^^ 


BRANCHES  CHATHAM  AND  WINDSOR 


SHOW  CARDS. 
CLOTM  SIGNS. 
BANK  WINDOWS  . 
CARVED  LETTEDS. 


A  Special  Offer 
to  Shoe  Retailers 


ILLUSTRATION 
CUTS  that  will 
make  your  ad^ 
vertising  pay 

$1.50  to  $2.00 

EACH 


This  is  OIK'  of  many 
attractive  cuts  \vc  are 
ofYering  at  the  above 
low  figure.  These  cuts 
will  make  your  Fall 
and  Xmas  advertise- 
ments distinctive  from 
others  and  will  rivet 
atteiUion  to  your  store. 
Send  for  free  proof- 
sheet  to-day. 


Canadian  Advertisers  Service 

51  ELLSWORTH  AVENUE 

TORONTO 
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"EUREKA" 


9693.  Women's  9  Black  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

9694.  Women's  9  Brown  Kid,  Slip  Sole, 
Cuban  Heel,  30  Last. 

WRITE  DIRECT  TO  US 
FOR  QUOTATIONS  AND  SAMPLES 

Our  salesmen  are  now  visiting  the  jobbing  trade  with  a 
complete  line  of  our  new  styles  for  Fall.  See  our  latest 
production  on  Last  65. 

JOBBING  TRADE  ONLY 


EUREKA  SHOE  CO.,  LIMITED 


THREE  RIVERS,  QUE. 


Do  You  Specialize  < 

Or  do  you  just 
sell  shoes? 


? 


Do  you  fit  the  footh  in  the  widtli,  length  and  shape  necessary  to  protect  it  or  do  yon  just  smile  and  hand 
out  the  service  so  common  among  retailers — which  really  is  no  service  at  all.  90  per  cent,  of  the  feet  of 
your  customers  are  deformed  through  wearing  the  average  type  of  high  heeled  narrow  toed  shoe.  The  puli- 
lic  are  being  systematically  educated  to  buy  real  shoes,  made  on  a  real  last  and  fitted  in  a  real  way.  .'\rc 
you  preparing  to  be  the  honored  exponant  of  good  shoes  in  your  town? 

Are  you  now  the  victim  of  shoe  styles?  And  of  47  different  makes  and  shapes  and  qualities  with  an 
ever  changing  value  of  your  stock  through  depreciation  and  "out  of  date"  lines? 

Investigate  now  the  "Taplin  Natural  Tread"  line  of  anatomic  shoes  made  in  9  widths  in  all  leathers 
and  colors  and  on  only  two  lasts — "Natural"  and  "Semi  Natural" — together  with  our  unheard  of  service; 
"instock"  lines  etc,  etc.  We  give  3  to  4  days  of  introduction  service  which  includes  a  style  show  and  illus- 
trated lectures.  In  other  words  we  guarantee  to  place  "Taplin  Natural  Treads"  properly  on  the  map  in  your 
town.-  Write  us  now  for  more  information  in  regard  to  exclusive  agency. 

Our  Model  Factory  makes  nothing  but  "Taplin  Natural  Treads." 

Natural  Tread  Shoes,  Limited 

BELLEVILLE,  ONT. 
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Oclnher,  I'.K.'O 


Display  Your  Shoes 
Attractively  on  the 
Classic  Stand 

The  Classic  is  the  most  hand- 
some display  stand  ever  put  on 
the  market  in  Canada. 

Its  simplicity  and  beauty  of 
design  will  add  refinement  to 
your  store  and  attractiveness 
to  your  goods.  The  Classic 
Shoe  Stand  is  finished  in  a 
rich  gold  with  black  relief. 

Write  for  further  particulars.  //Ji 

LDALE  WAX 


FIGURE  CO. 

LIMITED 
TORONTO 


CLASSIC 

No.  4025— Double 
Shoe  Stand 
Made  in  three 
heights,  18,  24  and 
30  inches. 


PAPER 

BOXES 


We  manufacture  paper  boxes  of 
every  description  for  Boots  and 
Shoes.  Send  us  your  enquiries 
stating  sizes  and  quantity. 

THE  HOUSE  OF  SERVICE 

THE 

King  Paper  Box  Co. 

Limited 
Everything  in  Paper  Boxes. 

864  LASALLE  AVENUE,  MONTREAL 

PHONES:    LASALLE  440—2085 


Hygienic  Footwear 

for  Children 


In  iHctMit  ycar.s  tin-  form  and  design  of  footwear  for 
(liildron  have  undergone  great  changes.  Extremely  narrow 
lasts  and  pointed  toes  used  to  be  popular.  I)ut  enlightened 
people  now  insist  on  the  growing  fool  of  the  ehild  being 
given  full  room  for  healtliy  development. 

N'our  jobijer  can  supply  you  witii  (jur  line  of  famous 
Xon-Ri])  Sandals — made  for  growing  feet.  Our  other  makes 
of  children's  shoes  are  also  built  on  hygienic  lines. 


Humberstone  Shoe  Co.  Ltd.,  Humberstone,  Ont 


October.  1 '.):.'() 


FOOTWEAR   IN  CANADA 


WICKETT  and  CRAIG  Limited 

MAKERS  OF 

High  Grade  Goodyear  Welting     Fine  Side  Leathers 

Oil  Tan  Moccasin  Leather 


TORONTO 


CANADA 


H.  W.  UPHAM 

Maritime  Province  Headquarters  for 
Shoe  Repairer's  supplies  of  all  kinds. 


Prompt  Service 

SUSSEX 


Fair  Prices 

N.B. 


THE 


EASTERN  SHOE  MFG.  CO.,  LTD. 


150  Frontenac  Street 


Montreal 


MANUFACTURERS  OF 

high   class  footwear  in 
misses',  child's  and  infant's 
McKays 


Embracing  distinction  in  quality 
and  workmanship 


We  design  manufacture  and  export 

FINE  WOOD 
HEELS 


EST  D 
1895 


of  Every  Description 

New  York  Wood 
Heel  Company 

25-29  Quincy  Street 

Brooklyn,  New  York 


Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 


Get  in  touch  with 
your  jobber  early  and 
let  him  show  you  the 
splendid  "La  Duchesse" 
models  he  has  wait- 
ing for  you.  In  a 
variety  of  leathers, 
lasts  and  patterns,  and 
radiating  good  work- 
manship and  unusual 
value. 


1 


Jobbers 
only 


La  Duchesse  Shoe  Co. 


Registered 

MONTREAL 


For  Better  Lines  of 

WHITE  CANVAS  SHOES, 
FELT  SHOES  and  SLIPPERS, 
GAITERS  and  LEGGINGS, 
RUBBERS,  Etc, 

Our  Service  Has  Stood  the  Test. 
WE  SOLICIT  A  TRIAL  ORDER 

La  Maison  Girouard  Limitee 

(E.  T.  Shoe  Co.)      ST.  HYACINTHE,  QUE. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ackerman,   Son  &  Co.,    I!.   V   KU 

Aircl  &  Son   2:! 

Ames-HoIden-McCready   4'.l 

Armstrong,    W.    D   14() 

Heardniore  &  Co   13 

Bfckwitli    Box    Toe    Co   55 

Hcnnctt  T-imitctI   

Hlouiii,  Pierre  

Horne,    Lucieii    ]41 

Boston    I'clt  Co  

Hoot    and    Slioe    Workers'    Union    I'M'i 

Boston    Blacking  Co   13'.» 

Boston   T-eatlicr   Stain   Co   -14 

Brandon  Shoe  Co   l'| 

Breitluiupt  Leatlier  Co   '> 

iirockton  l?and  Co   •'>-* 

Brodie    \-     Harvie    '^-'^ 

Brown    &   Son.    K   12.> 

Canadian    Advertisers    Service    12j> 

Canadian   Consolidated  Kublicr  Co   :'>■<- 

Canadian  Footwear  Co   ' 

Canadian   Phillips  Co   l-j^ 

Canadian  Shoes  Limited   •>'' 

Canadian    Shoe    Mfrs.    Association    -1 

Castle  Kid  Co  ,   ['^ 

Champion    .Shoe   Machinery   Co   I'ST 

Clarke  &  Co.,  A.   R   14S 

Clapp   &  Son.  Kdwin   

Conaway-Wadsworth  Pattern  Co.  ...   

Corson    .Shoe    Co   1 

Cote.  T.  A.  &  M   :i"> 

Cote  k  .Son,  A.  A   H/l 

Cummings,    Nathan  tlO-(i1 

Curtis-Ledger  Fixture  Co  

Dale  Wax  Figure  Co   V2H 

Daousl,  Lalonde  &  Co  2«-2J 

Duchaiiie,    Ludger    132 

Duclos  &  Payan   _  7 

Dufresne  &  Locke  24-25 

Dunlop  Tire  &  Rubber  Goods  Co   70 

Eastern    Shoe    Mfg.    Co   12!) 

Edwards  &   Edwards   34 

Eureka  Shoe  Co   127 


Foerdcrer,   Robt.    H   'Tl 

Kortuna  Machine  Co   13!) 

l'"ranklin  Macln'ne  Co   140 

Calt  .Shoe  Co   32 

Cetly  &  .Scott   8-i) 

Cdrourd    Tvimitee,    La    .Maison    12!) 

(ilohe    Furniture   Co   54.") 

(;iobe   Shoe   Co   131 

Goodrich    «r    Co..    Hazen    B   14() 

Goodyear  Tire  &  Rubber  Co   40-41 

(;ouiet,  ()   r>:j 

Gutia  Percha  &•  Rubber  Mfg.  Co   \C, 

llinde    &    Daucb    Paper    Co   13S 

Holliday  &  Co.,  L.   I!   51 

Hollers  &   Co   :!0.:il 

Humberstone  .Shoe  Co   12.S 

Hurlbut  Shoe  Co   OS 

Hydro   City    Shoe    Mfrs   (>:; 

1  ndejiendent  Rubber  Co   •>.") 

Infants'  F'ootwear  Limited    00 

Industrial   Exjiort  Co   40 

I ntcrnalional  Business  Machines  Co   33 

International  .Supply  Co   45 

Jacobi.   Philip   <>.S 

Kellcy    &    Co,,    Thos.    A   I.'io 

Kernworthy  Bros   147 

King    Brothers    Co   140 

King  Paper  Box  Co   12.S 

LaDuchesse  Shoe  Co   12!t 

Lady   Belle  Shoe  Co   64 

Landers    Bros.    Co   1.S5 

Landis   Machine   Co.    ...    135 

Lang  Tanning  Co   39 

Lawrence  Leather  Co..  A.   C   42-43 

Lagace    &    Lepinay    4.S 

Lennox  &  Co..  John    47 

Maranda    &    Dcsormcan    146 

Marois,    A.    E   52 

McLaren,  J.   A   11 


Millner  Co   145 

Miner  Shoe  Co   30 

.Ministry  o!  .Munitions    i;{3 

Montreal  Moccasin  Co   12 

•Montreal    Stencil    Works    140 

Morse   Redden    Co.,    Inc   140 

.Myles  Shoe  Co                                               .  .  .  10 

iVarrow    Fabric    Co   138 

National    Cash    Register    Co   142 

Natural- Tread  ^ihoe.  Ltd   127 

New   Castle   I.,eather  Co   02 

New   .Shoe   Machinery   Co   145 

New  N'ork  Wood   Heel  Co   12!» 

;)wcns-Ehnes    Mfg.    Co   07 

Panther  Rubber  Co   2 

Perfection  Counter  Co   145 

Retail    Shoe   Salesmen's    Institute   14-15 

Robinson    Co..    Jas  fid-TiU 

Robson    Leather   Co   lliO 

.Samson    Enr. .   J.    E   Ui'J 

.Sisman   .Shoe  Co.,  T   20 

Slater.  Geo.  A  22-141 

Spauhling  &  Sons  Co..  J   .50 

Talbot   Shoe   Co   (ill 

Tetrault   Shoe  Mfg.   Co  28-2!) 

Tillsonburg  .Shoe  Co   17 

The    Signry    126 

United  Shoe   Machinery  Co  143-144 

United    States    Hotel    141 

Upham,    H.    W   12!t 

Universal    Shoe    Machinery    Co.   of   Canada  140 

N'aughan   &  Co..  Geo.   C   53 

Wheeler  S:  Cummings   131 

Wickctt  it  Craig   12!t 

Vale   Shoe    Co   64 


OSUAWA 


CANADA 


TANNERS  AND  CURRIERS 


Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 

MONTREAL  OSHAWA  QUEBEC 
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The  Peterboro  Sh 


oe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  staple  line  of  Footwear,  prominently  known  for 
its  superior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask. 

MAKERS  OF  THE  "PETERBORO  "  SHOE 


GOOD  PATTERN  DE51GK1N6 

IS  AK  ACQUIRED  ART 

^ittia§  the  lines  oj  a  last  is  not 
a  Mechanical  Operation  but  a 

Matter  of  5kill-a  result  of  years 
oj  Stu(d\/  and  7raininJ 

PATTERN  MAKING  aemands  Rare 
Ju  J^cmcnt  to  gipc  5ti)le  and  Grace- 
all  Lines  and  assure  conjormifij 
'jo  the  Original  Last  Oullincs 
FITTING  QUALITV  DEMANP5ACClllMCy 

\79l1nco\n  St.  Boston  Ma55  USA. 


The  Globe  Pillow  Welt 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  Welt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  shoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess, but  the  Out  Sole  is  soft  and  flexible,  such  as 
required  for  a  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

Selling  Agent* 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 


THE  Wfflr 

the  Child's  Foot  is  grbwing 

OBE  PILLOW  WELT 

The  Result  of  30  Years  Experience 
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Two  Lines  You  cannot 
afford  to  overlook 


Three  factories,  each  spec- 
ializing on  one  particular 
line,  enable  us  to  olfer 
shoes  of  such  thorough  de- 
pendability. 

From  our  heaviest 
working  boots  to  our 
Women's  Medium  Mc- 
K  a  y  s,  this  specialized 
knowledge  is  clearly  ap- 
parent and  widely  appreci- 
ated. 

The  Samson  line  de- 
serves your  inspection. 


Your  jobber  will  he  pleas- 
ed to  show  you  our  com- 
plete line  of  Hockey  and 
Rugby  Shoes.  There  are 
none   better  made. 


J.  E.  SAMSON  ENR. 

QUEBEC 


BOOST 


Our  High  Class  Lines  of 

Men's,  Women's,  Boys'  and  Youths' 
WELTS  and  MEDIUM  McKAYS 


These  shoes  meet  all  the  requirements  of  jobber  and  dealer,  and  will  net 
you  liberal  profits  and  give  you  a  rapid  turnover. 

They  are  lines  of  footwear  which  are  reliable  in  service  and  embody  all 
the  essentials  of  correct  style  and  quality  materials. 

We  Sell  the  Jobbers  Only 

LUDGER  DUCHAINE 


593  St.  Valier  Street 


QUEBEC  CITY 


October,  1920 
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MINISTEOfof 
.MUNITIONS 


!DisposaI  Board 

Government  Property 
FOG  SALE 


factories 
aerodromes 
building  material 
furniture 
domestic  equipment 
machinery 
power  plant 
steam  plant 
electrical  plant 
agricultural  machinery 
Road  bridges 
railway  material 
dock  material 

etc., 


CONTRACTORS'  STORES 
TEXTILE  GOODS 
CLOTHING 
BOOTS  AND  SHOES 
MEDICAL  STORES 
FERROUS  AND  NON-FERROUS 
METAL 

CHEMICALS  AND  EXPLOSIVES 
RIVER  AND  CANAL  CRAFT 
MOTOR  LAUNCHES  AND 

STEAMERS 
MISCELLANEOUS  STORES 
etc. 


I 

i 


Buyers  should  instruct  their  representatives  in 
the  United  Kingdom  to  communicate  with  the 
Secretary,  Disposal  Board,  Ministry  of  Muni- 
tions Caxton  House,  Tothill  Street,  London 
S.  W.  1.  Cable  address:  "Dispexport,  Munorgize, 
London." 


For  further  particulars  of  Government  Property 
for  sale  see  "Surplus",  price  by  quarterly  subscrip- 
tions of  2s  post  free,  payable  in  advance  to  the 
Director  of  Publicity,  Ministry  of  Munitions, 
Whitehall  Place,  S.W.I. 
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N  attractive  Brown  Cordovan  Blucher  with  heavy- 
single  sole,  and  stitching  around  the  heel  on  the 
Country  Club  last. 


East  Weymouth,  Mass. 

U.S.A. 


As  the  Wet  Season  Approaches 


The  demand  is  greater  than  ever  for  Phillips'  Soles  and  Heel 
And  it  is  the  time  now  for  all  dealers  to  check  up  their  stock  and  see 
that  they  have  a  sufficient  number  of  Phillips'  Soles  and  Heels  on 
hand  for  the  fall  trade. 

Address  all  mail  orders  and  enquiries  to 

Canadian  Phillips  Company 

370>^  College  Street     m     Toronto  - 

Prices  to  Trade  Per  Set 

Men's  Stout   $1.23  Women's  67 

Men's  Light   1.00  Boys'  67 

Two  Toes  and  Two  Sizes  in  Men's  and  Women's  Fit  Any  Boot 


October,  1920 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
days,  tlie  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9, GOO  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
Tliis  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,    BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catalogue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  Outright— No  royalty. 


Landis  Machine  Co.,  isis  N.25thst.,  St.  Louis,  U.S.A. 
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When  the  Salesmen 
Come  Along 

With  next  season's  samples,  be  sure  to  tell 
them  that  you  want  shoes  bearing  the  stamp 
of  the  Boot  and  Shoe  Workers'  Union. 

Union  Stamp  shoes  are  more  likely  to  appeal 
to  ALL  of  your  customers  than  ordinary 
goods.  Therefore,  you  can  appeal  to  all 
branches  of  your  trade  by  carrying  a  complete 
stock  of  union  made  shoes. 

Such  actions  make  for  good  business  and 
larger  sales, 


Boot  and  Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  SUMMER  STREET         -         BOSTON,  MASS. 

COLLIS  LOVELY  Gen  l  Pre.'t  CHAS.  L.  BAINE,  Gen'l  Sec'y-Trea.. 
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A  Shoe  Merchant 


Every  customer  for  a  new  pair  is  a  prospect  for  the  repair 
department. 


With  a 

Champion  Shoe  Repair 

Department,  said 

By  installing"  the  shoe  repair  department  behind  a 
glass  partition,  customers  can  look  right  into  the  repair 
shop  and  see  how  the  work  is  done.  I  would  put  the 
Stitcher  right  up  near  the  glass  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outfit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  Any  live 
merchant  could  start  right  in  making  such  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  leave  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  repair  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 
ment. 

Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 

Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 

Over  20)000  Champion  Machines  of  various  types 
in  use— That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of : 

Seven  different  types  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 
Forty  different  models  of  Repair  Outfits,  consisting  of  Stitchers 
and  Finishers. 

Two  distinct  types  of  Nailing  Machines. 
Many  different  Models  of  Finishers. 
A  complete  line  of  Double, Tread  Tire  Machines. 
Many  labor  and  material  saving  auxiliary  machines. 


Universal     Model     Curved  Needle 
and   Awl   Shoe   Stitcher  —  heated 
by  gas,  gasoline,  or  electricity. 


CHAMPION  SHOE  MACHINERY  CO.,  372341  Forest  Park  B,d.,  St.  Louis,  Mo. 

Please  send  me  particulars  about  a  shoe  store  repair  department. 


Name   Street 

City   State 
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Brodie's 


PATENT  FLOUR 


An  ideal  adhesive  for  all  shoe 
manufacturing  requirements. 

It  is  clean  and  smooth  work- 
ing, and  for  fine  work  can  be 
easily  reduced  by  simply  add- 
ing water.  Let  us  send  you 
samples  and  prices. 

IVs  free  from  lumps 


WRITE  US  TO-UAY 


Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


Distinctive  Valances 

You  want  an  attractive  front  to  distinguish  your  store 
from  others  on  the  street.  The  valance  is  the  last 
(but  not  least)  finishing  touch  of  individuality  for  the 
artistic  store  front. 

Forty  Handsome  Designs 

in  the  Curtis-Leger  line  of  valances  for  this  winter. 
All  ready  for  immediate  delivery.  Mail  coupon  for 
photos. 

Curtis-Leger  Fixture  Co. 

228  W  Jackson  Blvd.  -  Chicago,  III. 

  -  -  -  MAIL  COUPON  •  -  

Please  Send  Photos  of  Valances 

Esl.  1869 

Name   

^IClOp^     Kind  of  .S'tore   

Address   


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  sliipment 

against  loss  from  dampness 
and  water. 

2.  —  Tliey    are    extremely  light, 

which  means  low  freight 
charges. 

,3. — They      cannot      he  opened 
without  hieaking  the  seal. 


4.  — Tliey  save  time  in  packing. 

5.  — They   save  storage  space. 

0. — 'I  hey     have     stiong  adver- 
tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"    explains    all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 
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7oTtuna 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes.  Trimmings,  Insoles,  Ankle 
Supporters,  W elting.  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 


127  Duane  Street 


NEW  YORK 


Leathers 

Glazed  Kid 

Black  and  all  colors. 

Side  Leathers 

All  grades,  all  weights,  all  right. 

Glove  Leather 

Grain  and  splits,  all  kinds,  all  colors. 

Shoe  Findings 

Buttons,  Bows,  Fabrics,  Topping, 
Drills,  Twills,  Cottons,  Cork  Screws, 
Flannels,  Cotton  Threads,  Ducks, 
Poplin. 

Canadian  Representative  : 

Standard  Kid  Mfg.  Co.,  Boston 
The  Thomas  Lake  &  Whiton  Inc.,  Boston 

You  will  confer  a  favor  to  us  if  you  call  on  them  when  in 
Boston.    They  will  surely  interest  you. 

Pierre  Blouin  Reg'd 

QUEBEC 

60  Colomb  St. 


MONTREAL 

59  St.  Peter  St. 


c 


t  E 


ement  Htconomy 

Should  Not  be  Judged  by  the  Price  Paid  for  it. 

Net  Results  are  Usually  the 
Determining  Factor  in 
Most  Everything. 


\Ve  Make  Quality  Cement. 

We  Advocate  Using  Quality  Cement. 

Boston  Blacking  Company 

152  McGill  Streety  MONTREAL,  Canada 
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STEEL  DIES,  SHOE  STAMPS, 

Shoe  Lining  MarkerSy 

RUBBER  and  BRASS  STAMPS  For  All  Purposes 

Stencils,  Marking  Inks  and  Supplies^  Numbering  Machines 

One  of  the  oldest  Stencil  and  Steel  Die  manufacturing  establishments 

in  Canada. 

MONTREAL  STENCIL  WORKS,  Limited 

221-223  McGill  St.  Montreal 


ESTABLISHED  1875 


Tel.  Main  1434  &  6616 


We  Are  Looking  For — 

Sole  Leather, 
Tannery  Offal, 
Scrap  Leather, 

Belt,  Welt,  Saddle, 
and  Rough  Splits 

BEFORE  you  dispose  of  the 
next  consignment,  just  get 
in  touch  with  us  —  we  can 
interest  you. 

We  are  also  dealers  and  invite 
your  enquiries. 

WRITE  TO-DAY 

MORSE-REDDEN,  Inc. 

50  South  St.,  Boston,  Mass.,  U.S.A. 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.L 


STANDARD 
SCREWED 


SHOES 

IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

A.  A.  COTE  &  SON 

LIMITED 

^Manufacture  linos  of  Staple  McKay  Shoes  in  Men's,  Boy's,  Youth's,  Little  (lent's,  and  Children's,  as  well  as  a  Strong  Line  of  Heavy  Work- 
ing Shoes,  out  of  best  Chrome  Tanned  Side  Leathers,  on  Koot  Fitting  Lasts,  at  reasonable  prices.  Standard  Screwed  Soles,  Stitch  Aloft,  Natural 
Kinisiied  liottoms,  so  that  buyer  can  sec  the  nature  of  leather,  and  know  what  he  is  buying.     THAT'S  THE  LINE  FOR  YOU. 


McKAY 
S  EWED 
SHOES 

IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

ST.  HYACINTHE 

QUE. 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^ridl,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
European  plan,  $2  a  day  and  up.     Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


ORDER 
AT  ONCE 

PHILLIPS 

MILITARY 

RUBBER 

Soles  &  Heels 

If  You 
Want  Them 
This  Fall! 


Geo.  A.  Slater 

Limited 

Distributors 
MONTREAL 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Dtpartmental  Stores — in  miniature- 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


Over  33  years  in  its  field 

''CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG.  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THF 
COMMERCIAL." 

Rranches  at 

Vancouver.  Toronto,  Montreal,  Chicago,  New  York.  London,  Eng. 


SURFACE  KID  WILL  NOT  SCUFF 


Surface  Kid  is  a  decided  improvement  on  real  kid 
because  it  wears  better— will  not  scui¥  and  is  much  less 
expensive. 

The  beautiful  grain  shows  to  advantage  in  dressy 
shoes,  while  the  soft  pliable  texture  equals  chamois.  Send 
at  o^e  for  samples  of  Surface  Kid  in  Black  and  Colors. 

«  *       Butts  in  Gun  Metal— Dull— Glazed 


Head  Office 

.491  St.  Valier  St.,  Quebec 


LUCIEN  BORNE 


Montreal  Office — 225  Lemoine  St. 
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This  clerk  makes  no  mistakes  in  adding 

the  items  of  a  sale 

SHE  records  the  price  of  each  article  on 
the  new  kind  of  National  Cash  Register. 
The  register  does  the  adding.  The  total 
always  is  correct. 


No  mental  addition,  and  no  mistakes. 

The  register  also  does  many  other  important 
things  for  merchants,  clerks,  and  customers. 

Every  merchant  should  know  about  this  nevy 
cash  register. 

Let  our  branch  manager  explain  it  to  you. 


New  National  Cash  Register 
that  many  merchants  have 
been  looking  for 


We  make  cash  re^istets  for  every  lin®  of  business 

NATIONAL 

CASH  REGISTER  CO. 

OF   CANADA  LIMITED 
TORONTO,  ONT. 
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CUTTING  DIES 

FOR 

ALL  PURPOSES 

SHOE 
HARNESS 
RUBBER 
ENVELOPES 
PAPER  BOX 
LEATHER  AND  PAPER  NOVELTIES 


We  guarantee  Satisfaction 


A  trial  order  will  convince 


United  Shoe  Machinery  Company  of  Canada,  Limited 

MONTREAL 

Toronto  Kitchener  Quebec 

90  Adelaide  Street  West  46  Foundry  St.  South  28  Demers  Street 
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DO  IT  NOW 

Order  your  winter  supply  of 

CS^Hub  Pastes 

Before  the  cold   weather  sets  in,  because  Hub  Pastes  are 

subject  to  frost. 

Put  up  in  convenient  kegs  of  approximately 
10  gallons  or  in  barrels  of  approximately  30 
and  60  gallons. 

We  supply  Pastes  and  Powders  for  all  purposes  and  shall  be  pleased 

to  quote  prices 

United    Shoe    Machinery   Co.    of   Canada  Limited 

Montreal 

Toronto :  Kitchener :  Quebec : 

90  Adelaide  St.  West  46  Foundry  St.  South  28  Demers  Street 
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"PERFECT" 


in 

every 

sense 

of 

the 

word 


The  Perfect  Counter 

A  fibre  counter  tliat  puts  a  distinctive 
quality  into  your  shoes  which  becomes  ap- 
parent when  the  wear  is  strenuous,  giving 
an  excellent  fit,  unequalled  comfort  and  sat- 
isfaction. 

Try  the  "Perfect"  and  you'll  endorse  cur 
statements. 

Perfection  Counter  Limited 

699  Letourneux  Ave.  Cor.  Ernest  St.,  Montreal 

Selling  Agents — Parker  Irwin,  Limited 

11  St.  Paul  St.  West,  Montreal 


Electric  Buffer  Dryers 
Electric  Treeing  Irons 
ElectricHeatingDevices 


All  sold  subject  to  your  approval 
after  thirty  days  free  trial. 


Write  today  for  full 
particulars 


Millner  Company 

1706  N.  12th  St.,  St.  Louis,  Mo. 


Globe  Furniture  Co. 


(Limited) 


Waterloo,  Ont. 


Send  for  Catalogue  and  Prices 

GLOBE  INTERLOCKING  SHOE 
STORE  CHAIRS 


Shoe  Tools  and  Findings 


BOSTON  BURNISHERS 

Made  in  2  sizes 


TRI-ANGS 


For  protecting  heels  from  wearing  out  too  quickly.  Manu- 
facturers of  a  large  and  complete  line  of  tools  and  findings  for 
5hoe  repairer  and  shoe  store. 

The  New  Shoe  Machinery  Company 

PROVIDENCE,  R.I.,  U.S.A. 

Distributors  for  British  Columbia: 

B.C.  LEATHER  &  FINDINGS  COMPANY  LIMITED 

VANCOUVER.  B.C. 

Distributors  for  Provinces  of  Saskatchewan, 
Alberta  and  Manitoba: 

THE   GREAT    WEST    SADDLERY  COMPANY 

Winnipeg  Edmonton  Saskatoon  Calgary 
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SHOE  RACKS 


We  Make 
"SHOE  RACKS"  OF  ALL  STYLES 
END  WOOD  CUTTING  TABLES 
HARDWOOD  DIEBLOCKS 
TABLES  FOR  SHOEMAKERS 
WOODEN  BOXES  OF  ALL  KINDS 

Maranda  &  Desormeau 

110  Delorimier  Ave.  MONTREAL 

Phone  East  %04 


HAZEN  B.  GOODRICH  &  CO. 

HAVERHILL  -  MASSACHUSETTS 


MANUFACTURERS 

MEN'S  &  WOMEN'S  SLIPPERS,  OXFORDS,  PUMPS 


It  is  no  longer  nec- 
essary, to  pay  Duty 
and  exchange  rates, 
or  Royalty  in  order 
to  have  Shoe  Repair- 
ing Machinery. 


Here  is  a  Cut  of  our  new  Canadian  Model  "F.F."  Finisher.    Notice  its 
strength,  compactness  and  class.    This  principle  is  embodied  in  all  our 
styles  from  six  feet  long  to  twenty-two  feet  long. 

Universal  Shoe  Machinery  of  Canada,  Limited 

128  Queen  Street         -  MONTREAL 

ADAMS  BROS.  HARNESS  MANUFACTURING  CO.,  LTD.,  Agents  for  Ontario,  Saskatchewan  and  Manitoba 

CALGARY  SADDLERY  CO.,  Agents  for  Alberta 

H.  W    Upham  —  Sussex  and  Moncton  N.   B.  —  Agents  for  the  Maritime  Provinces. 


ENGRAVERoF  FINE  STEEL  STAMPS  &DIES 
230,  c,"^>NES;jMONTREAL.V>Ho/v^  675 

MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
•  fcADO  AN  ARTISTIC  FINISHTO  VOUR  SHOES' 
•  WHICH  WILL  INCREASE  YOUR  SALES 


THE 


Established  1863 


KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturers  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  Flexible  and  Wax  Splits  for  Home  and 
Export  Trade 
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Retailers 


^  Jobbers 
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KENWORTHY  BROS. 

OF  CANADA  LIMITED 
ST.   JOHNS,  QUEBEC 


You  will  shortly  be  receiving  from 
us  samples  of  our  Made-in-Canada 
"KENDEX"  insoles. 

This  will  afford  an  excellent  oppor- 
tunity to  those  not  yet  acquainted 
with  its  merits  to  study  them  at  first 
hand. 

And  knowing-  them  you  are  bound 
to  see  in  "KENDEX"  insoles  excel- 
lent opportunities  for  attractive  sell- 
ing. 

Remember,  "KENDEX"  prevents 
stinging  and  burning  feet,  relieves 
callouses, — insures  foot  ease. 

Nine  out  of  ten  of  your  customers 
are  awaiting  for  just  such  a  comfort. 
Why  not  supply  them  ? 

Remember :  ^^The  Feeling  of  the  Feet 
is  Reflected  in  the  Face,  Wear 
KENDEX  Insoles. 

REG.  II 


CNDEl 


CANADA 
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ADMIRA  TION! 


^0  MAKE  shoes  that 
call  forth  admira- 
tion is  to  make  shoes 
high  in  selling  value,  for 
shoes  that  are  admired 
are  inevitably  counted 
successful. 

Clarke's  Patent  Leather  has 
played  no  small  part  in  the 
development  of  many  nation- 
ally known,  nationally  sold, 
shoes  whose  sales  touch  new 
peaks  season  after  season. 


A.  R.  CLARKE  &  CO.  LIMITED 

Montreal  Toronto  Quebec 


As  samples  are  yours  jor 
the  asking,  ichy  not  send 
immediately. 


Vol.  X.— No.  11 


Toronto,  November  1920 


 'iiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^   iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 


Manufactured  Under 
License 


A  Shoe  of  Style  plus  Comfort 


100    Sterling  Road 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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PA  NTHER 

Composition  Soles  and  Heels 


Luxurious  foot  comfort;  long  wear;  the  fact 
that  they  will  not  crack,  are  water-proof  and 
prevent  slipping;  are  features  immediately  ap- 
preciated by  the  wearer  of  Panther  compo- 
sition soles. 

Their  consequent  heavy  sales  have  repayed 
many  times  over  the  shoe  manufacturers  using 
them.  Is  there  any  reason  to  believe  that  their 
use  cannot  do  the  same  for  you,  namely  to  in- 
crease your  sales. 

Get  in  touch  with  us  now  and  we  will  gladly 
send  you  full  information. 


The  coming  of  Winter  natur- 
ally increases  the  demand  for 
rubber  heels.  Get  your  order 
in  early  and  be  safe. 


Panther  Rubber  Co.,  Ltd. 

Sherbrookey  Que. 


Xovi-nihcr. 
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A  New  Line  of 
Trade  Builders 


SMART,  durable  and  absolutely 
waterproof.  That's  the  Nauga- 
hyde  Bag — made  of  one  piece 
of  material.  Its  handsome  black 
surface  can  be  wiped  clean  with  a 
damp  cloth. 

The  material  is  first  fitted  carefully 
over  the  steel  frame  of  the  bag,  then 
— by  special  process — the  seams, 
joints  and  corner  reinforcements  are 
all  fused  together  into  one  piece. 
The  result  is  a  bag  that  can  stand 
the  hard  knocks  of  modern  travel 
without  losing  its  smart  appearance. 
The  bags  are  made  in  a  variety  of 
attractive  styles,  with  the  finest  of 
brass  fittings  and  specially  selected 
linings. 

Men  and  women  everywhere  who 
demand  distinctive  luggage  will 
want  Naugahyde  Bags.  There  are 
big  profits  for  you  in  this  fast-mov- 
ing line. 


A  WHOLE  GROUP  OF  NAUGA- 
HYDE PRODUCTS 

The  travelling  bags  are  but  the  first 
of  a  big  family  of  Naugahyde  pro- 
ducts. .  Suitcases,  fitted  cases,  brief 
cases,  belts  and  a  number  of  other 
articles  are  now  being  designed  and 
manufactured.  Your  customers  will 
be  enthusiastic  about  the  whole  line. 

For  full  information  as  to  sizes  and 
prices,  write  the  nearest 

Dominion  Rubber  System 
Service  Branch 

DOMINION  RUBBER  SYSTEM 
SERVICE  BRANCHES  are  located  at 
Halifax,  St.  John,  Quebec,  Montreal,  Ot- 
tawa, Toronto,  Hamilton,  Brantford, 
Kitchener,  London,  North  Bay,  Fort 
William,  Winnipeg,  Brandon,  Regina, 
Saskatoon,  Calgary,  Edmonton,  Leth- 
bridge,  Vancouver  and  Victoria. 
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Daoust,  Lalonde  &  Co.,  Ltd. 

MONTREAL,  P.  Q. 
Men's  Welts  -  Women's  Turns  and  McKays 


"pOOTWEAR  that  fairly  breathes 
the  atmosphere  of  Spring"  is 
how  our  new  Hnes  have  been  de- 
scribed. They  are  bound  to  be  big 
sellers — they're  so  smart,  so  exact- 
ingly  made,  showing  such  good  taste, 
and  yet  their  prices  are  much  lower 
than  you  might  expect. 

In  short,  they  are  shoes  that  any 
merchant  will  be  proud  to  feature 
— and  profit  from  doing  so. 

You  are  well  advised  to  estimate 
your  requirements  now  and  to  send 
in  your  order  promptly. 
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Distinction 


Do  you  buy  Counters  —  or 
Counter  Service? 

Most  Counters  are  sold  to  outwear 
the  shoe.  BENNETT  Counters  are 
built  to  do  it. 

SERVICE  is  built  into  BENNETT 
Counter  fibre;  from  it  the  counter 
is  shaped  to  fit  your  needs. 

BENNETT  Trade  Mark  on  the  Count- 
er means  Satisfactory  Counter  Service. 


BENNETT  LIMITED 
MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  QUE. 


Made  in  Canada  by  the  Largest  Shoe  Fibre  Makers  in  the  British  Empire 


November,  1920 
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"A  Made-in-Canada  Counter 

Manufactured  with  Canadian  -  Made  Fibres'' 


The  ''Made-in-Canada''  campaign  now  sweep- 
ing the  country  is  destined  to  bring  about  a  new 
attitude  on  the  part  of  the  Canadian  Pubhc  to- 
ward Canadian-Made  Shoes. 

A  Made-in-Canada  counter  is  the  logical 
counter  for  a  Made-in-Canada  Shoe. 

D.  &  P.  Counters  are  Made-in-Canada,  by 
Canadians,  for  Canadian-Made  Shoes.  Are  you 
using  them  ? 

DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  45  Front  St.  East,  Toronto;  Ontario  Selling  Agent 
Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  City 

Tannery  and  Factory:        ST.  HYACINTHE, 

Sales  Office  and  Warehouses  :  224  LEMOINE  STREET,  MONTREAL 
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IT  is  when  you  "  Judge  New 
Castle  Leather  by  Its  Users  " 
that  you  realize  its  real  worth. 
And  this  esteem  is  strengthened 
when  you  have  actually  used  it 
in  your  products  and  experienc- 
ed the  selling  "punch"  it  puts 
into  them. 

What  samples  shall  we  send — 
Black,  White  or  Colors. 


1^ 


New  Castle  Leather  Company  Inc. 

NEW  VORK 

BOSTON  MONTR.EA.L.  CAN.  CHICAGO 

a/2(^  fhe  ^/'/hc/pa/  S^oathor  a/zc^  S/ioo  Centres  Ci^e/y  where 
Factory,  Wilnn.ington,DeL 
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Excellence  of 


Workmanship 


THE  wise  retailer,  realizing  how 
his  own  good  name  is  involved 
in  the  quality  of  shoes  he  sup- 
plies, will  see  to  it  that  the  public  can 
purchase  Tillsonburg  Shoes  in  his 
store. 

It  is  interesting  to  note  that  people 
are  turning  to  the  more  sensible 
style  of  shoes. 

Tillsonburg  Shoes  combine  com- 
fort with  serviceability  and  appear- 
ance— a  staple  line  bringing  increas- 
ed business  wherever  displayed. 

The  excellence  of  workmanship  of 
Tillsonburg  Shoes  commends  them  to 
the  exacting  customer. 

Ask  your  jobber. 


Tillsonburg  Shoe  Co. 

Limited 


Tillsonburg 


Ontario 


Makers  of  Men's,  Boys',  Youths',  Lads' 
Medium  and  High  Grade  Staple  Shoes 
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I  For  Your  Spring  Trade  ! 

I  The  Talbot  Shoe  | 

I  Spring  trade  demands  something  un-  | 

I  usually  smart  and  appealing  to  get  the  | 

I  class  of  trade  you  desire.    Something  | 

I  like  the  Talbot  Shoe   shown  above,  1 

1  for  instance— a  shoe  reflecting  superb  I 

I  workmanship  in  every  line,  right  up-        v  | 

I  to-the-minute  as  regards  style  and  offer-  I 

I  ing  value  that  is  really  remarkable.  | 

I  Be  sure  and  give  it  your  careful  atten-  I 

1  tion  when  our  salesman  calls.  1 


i  THE  TALBOT  SHOE  COMPANY  | 

i  E.  E.  DONOVAN,  Pre*.            E.  N.  WRIGHT,  Vice-Pres.            J.  A.  SULLIVAN,  Sec  -Trees.  j 

I  Successors  in  Canada  to  | 

I  E.  T  Wright  &  Co.,  Inc.  I 

I  ST.  THOMAS                                                          ONTARIO  | 

lllllllllllllllllllllllllllllllllllfilllllllllllllllM 

I  B 

i  I 
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THE 
STANDARD 
OF 


CANADIAN 
SOLE 
LEATHER 


SOLE  LEA  THER  JOBBERS  and 
SHOE  REPAIR  MEN 


Are  Assured  of 


Highest  Quality  and  Longest  Wear 


When  Buying 


Custom  Sole  Leather 

With  this  Label. 

The  Breithaupt  Leather  Go. 

Limited 

Manufacturers  of 
'*  The  Standard  of  Canadian  Sole  Leather  " 

Sales  Offices: 

KITCHENER       TORONTO       VANCOUVER       MONTREAL  QUEBEC 

Tanneries  at: 

PENETANG     HASTINGS     KITCHENER    WOODSTOCK    BURK'S  FALLS 
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  ^    ■    A    ■  H.  N.  LINCOLN 

y^^^         IMPORTERS  UUIg^ht)!)  JOBBERS  V/J 
V        MANUFACTURERS^^^^-j;^  SALES  AGENTS  H 


FACTORY  AND  BRANCH 
37  FOUNDRY  ST.  S. 

KITCHENER,  ONT. 


Representing 

American  Lacing  Hook  Co. 

Waltham,  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour   Sand   Paper  Works 
Chicago,  111. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Boston,  Mass. 
Ceroxylon,  the  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

Boston,  Mass. 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 
Cincinnati,  O. 
Shoe  Machinei-y 

Hazen,  Brown  Co., 

Brockton,  Mass. 

Waterproof  Box  Toe 
Gum,  liulSber  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  Staying,  etc. 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 
Factory  Supplies, 
Needles,  etc. 

I.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Ont. 

Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass 
Leather  and  Imitatioii 
Leather  Facing,  Welting, 
etc. 

Safety  Utility  Economy  Co., 
Boston,  Mass. 
Electric    Heating  Equip- 
ment 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


566  ST.   VALIER  STREET 

QUEBEC 


THE  LARGEST  SHOE  FACTORY  SUPPLY  HOUSE   IN  CANADA 


MAIN  OFFICE 
154   NOTRE  DAME  ST..  W. 

MONTREAL 


In  addition  to  the  lines  shown  in  the 
list  of  Houses  we  represent,  and  for 
which  we  are  Exclusive  Agents,  we 
carry  large  stocks  of  Specialties. 

We  are  ready  to  Serve  you  Right  on 
any  of  the  following  lines.  Ask  for 
samples  and  prices  or  send  us  a  trial 
order: 


BELTING 

Oak  Tanned,  Tannate. 

BELT  HOOKS  and  PLIERS 
BOWS,  ALL  SIZES. 
BREASTING  KNIVES. 

CRAYONS,  MARKING 

For  Leather  &  Rubber. 

CHEESE  CLOTH. 
COVERS  FOR  LININGS. 
COVERING  PAPER. 


DRY  PASTE,  STICKFAST. 

Kegs  &  Bbls. 

SILKOLINE,  SILK 
WIPERS. 

SPONGES. 

Dressing-Gumming. 

TAG  HOLDERS. 
TARRED  FELT. 

THREAD  COTTON. 

For  Puritans. 

TUBES  FOR  ALL  PER- 
FORATERS. 
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We  can  Supply  you  with  Every  Need  of 

Blacking^  Stains,  Waxes,  Dressings, 
Cyclone  Bleach,  Etc. 


Ultra  Edge 

One  setting  edge  ink 

Uneeda  Edge 

The  King  Edge  Ink 

For  a  one  or  two  setting  edge 

Russet  King  Edge 

One  and  two  setting  for  russet  and  tan 
colored  shoes. 

King  Edge  No.  31  (Natural) 
Model  First  Setting 

A  stain  for  two  setting  edges 

Black  Diamond  Heel 

For  heels.     Made  in  all  colors. 

Colored  Heel  Stains 
Black  Diamond  Shank 
Black  Bottom  Dye 

A  dye  for  heels,  shanks,  top  pieces  and 
bottoms 

Striping  Dye 

Black  and  russet 

Cyclone  Bleach  (Made  in  Canada) 

For  removing  those  glucose  spots,  water 
stains  and  discolorations  on  soles  and 
giving  perfect  results  in  finishing 

Magic  Stain 

For  oak  and  union  leather.  Removes 
those  glucose  spots,  water  stains  and 
discolorations,  and  makes  a  hard,  smooth, 
uniform  finish. 

244  Sediment  Stain 

For  making  white  oak  bottoms 

Filling  Wax 
American  Eagle  Polish 
Gold  Bond  Polish 

For  stain  and  black  bottoms 

Slickum 

A  gum  to  use  where  a  high  polish  is 
wanted  on  a  paint  bottom 

Nevercheck 

Used  before  scouring  to  fill  and  make 
a  solid  heel 

Vamp  Dye 
Black  Tip  Dye 
Spirit  Black  Dye 
Welt  Dye 

Black  and  russet 


Look  Over  this  List  and  Send  in  Your 

Naphtha  Black 

For  raw  edges  of  vamps  and  tips 


Nonesuch  Filler 

A  filler  to  use  in  place  of  wax  for  heels 
and  bottoms 

Everbright  Kid  Dressing 

For  kid,  kangaroo  and  chrome  stock 

Colorless  Dressing 

For  colored  stock 

Gun  Metal  Dressing 

Made  for  dull  and  medium  bright  finish 

Dressing 

For  all  kiuds  of  upper  leather 

Enamel  Finish 

For  heels  and  edges,  in  white  and  all 
colors 

Rubber  Stain 

For  making  velvet  bottoms 

Improved  Sediment  Stain 

A  stain  finish  to  take  the  place  of  paint 
or  wax  finish;  will  cover  all  kinds  of 
leather 

Paragon 

A  wax  stain  for  shanks  and  foreparts 
on  black  and  colored  shoes 

Paragon  Thinner 
Redoakunion  Thinner 
Redoakunion 

A  paint  stain  for  all  kinds  of  leather 

Bottom  Stains 

Of  all  kinds 

Grain  Bottom  Cleaner 

Fakes 

Satin  Gloss 
Glossene 

Viscolene 

For  shoe  bottoms 

Ivory  Wax 

White,  red,  brown  and  black 

White  and  Black  Edge  Wax 
Ivory  Expedite  Wax 
Liquid  Wax 

For  making  high  gloss  polish  over  all 
kinds  of  bottom  finish 

Auto  Treeing  Composition 
Cutting  Board  Dressing 


Order 

Thread  Lubricator 
Hold  Tap  Sticker 

Apply  a  coat,  lay  on  your  tap  and  let 
dry 

Oil  Remover 

Removes  oil  spots  and  stain  from  leather 

Patent  Leather  Repairer 

R'lby  Filler  No.  1 
Cutter  "  2 
Flow    "  3 

Finishing  Room  and 
Dressing  Room  Supplies 
Baby  Cow  Polish 

A  friction  polish  for  russet  leather  of  all 
colors 

Upper  Edge  Stain 

For  the  raw  edge  of  black  or  russet 
leather 

Tanners'  Finish 

For  staining  and  uniforming  all  colored 
upper  leather  stock 

Russet  Leather  Repairer 

Liquid  repairer 

Crayon  Repairer 

Made  in  all  colors  to  suit 

Ooze  Calf  Cleaner 
Grain  Leather  Finish 
Leather  Filler 
White  Canvas  Dope 
Side  Lining  Cement 
Veneering  (Black) 
Veneering  (Russet) 
Inner  Sole  Stiffener 
Colorless  Stitch  Gloss 
Patent  Leather  Cleaner 
Russet  Leather  Cleaner 
White  Canvas  Cleaner 


Boston  Leather  Stain  Company 

109  Purchase  Street  Boston,  Mass.,  U.S.A. 

Sole  Canadian  Agents : 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 
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The  House  with  the 
Name  for  Efficiency 

Reflects 


The  greatest  credit  upon  the  distributing  sec- 
tion of  the  shoe  industry,  by  reason  of  position 
and  standing — the  quality  of  the  goods  handled 
—the  efficient  service  rendered — its  value  that 
cannot  be  surpassed. 

It  pays  to  give  good  value.  Dissatisfied  custom- 
ers can,  and  will,  nullify  the  effect  of  even  the 
best  reputation. 

If  reliable  footwear  is  supplied,  the  customers 
will  actually  assist  in  promoting  the  good  name 
of  a  house,  and  recommending  the  firm's  boots 
to  their  friends. 

This  is  not  a  mere  question  of  ethics,  but  cold, 
hard,  business  sense. 


James  Robinson  Company 

I-IMITFD 

184  McGlLL  STREET  -  MONTREAL 


Xi)vciiil)cr,   I '.)::() 
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What  the  Public 
Demand 


Shoes  of  high  price  are  rapidly 
losing  favor  in  the  eyes  of  the 
people. 

A  period  of  retrenchment  is 
approaching,  especially  in  the 
case  of  footwear,  and  people  are 
already  buying  less  expensive 
shoes. 

Solid  leather  shoes,  that  embody 
style  and  workmanship,  retailing 
at  moderate  prices  —  these  are 
the  shoes  the  public  desire. 

Get  them  from  Robinson. 


James  Robinson  Company 

LIMITED 

184  McGILL  STREET  -  MONTREAL 
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Soles  Answer  the  Price 

Question 


When  a  customer  raises  the 
question  of  price,  offer  him 
shoes  which  give  longer  wear. 

For  if  two  pairs  of  shoes  sell 
at  the  same  price,  but  one 
pair  gives  longer  wear  than 
the  other,  the  final  cost  of  the 
longer-wearing  pair  will  be 
lower. 

The  wearing  qualities  of  the 
sole  greatly  determine  the  life 
of  the  shoe.  Therefore  the 
answer  to  the  price  question 
is  shoes  with  soles  which 
wear  longer — Neolin  Soles — 
guaranteed. 

The  longer  wear  of  Neolin 
Soles  has  been  proved  beyond 


all  question  by  millions  of 
pairs  in  actual  use. 

You  can  sell  shoes  with  Neo- 
lin Soles  for  the  same  price 
as  shoes  with  leather  soles. 

By  doing  so  you  help  the  cus- 
tomer save  on  his  shoe  ex- 
pense and  at  the  same  time 
have  more  comfortable  shoes. 

In  addition,  the  demand  for 
high-grade  leather  is  less- 
ened and  the  high  cost  of 
shoes  kept  down  -  because  the 
best  and  most  expensive  sole 
leather  is  the  only  material 
which  can  in  any  way  com- 
pare with  Neolin  Soles  for 
wear. 


GOODpinEiAJR 

MADE  ^*nN  CANADA 


November,  1920 
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People  Readily  Buy 
Neolin  -  Soled  Shoes 


If  you  were  buying  a  ready-to-wear  suit, 
and  the  salesman  took  special  care  to 
point  out  the  qualities  which  made  a 
particular  suit  longer  wearing  and  give 
better  protection  against  the  weather, 
you  would  be  favorably  impressed.  If 
the  suit  carried  a  well-known  trade-mark 
— yet  cost  no  more  than  any  other  kind — 
you  would  have  a  feeling  of  confidence 
in  it  that  would  probably  induce  you 
to  buy. 

That's  just  about  the  position  of  Neolin- 
Soled  shoes  in  your  store.  If  you  have  a 
proper  range  of  styles  and  sizes ;  if  you 
offer  them  to  every  customer  with  a  few 
words  of  commendation ;  then  you  will 
find  that  60%  to  75%  of  your  sales  will  be 
Neolin-Soled  Shoes. 

Read  the  Neolin  Sole  Guarantee  Tag  at 
the  side  of  this  page.  See  where  Good- 
year relieves  you  of  all  responsibility 
for  sole  wear.  Enables  you  to  offer  your 
customers  shoes  with  soles  bearing  a 
written  guarantee  to  outwear  any  other 
kind  of  sole. 

If  you  do  not  know  just  where  to  get 


certain  kinds  of  shoes  with  guaranteed 
Neolin  Soles,  write  to  Sole  and  Heel 
department, 

The  Goodyear  Tire  and  Rubber 
Co.  of  Canada,  Limited 
Toronto,  Ont. 


THESE  shoes  are  made 
on  leather  inner  soles, 
and  the  Neolin  soles  have 
been  applied  in  a  manner 
approved  by  us.  If  the 
soles  of  these  shoes  fail  to 
give  you  longer  service 
lhanyou  are  accustomed 
to  receive  from  Soles  other 
than  Neolin,  return  them 
with  this  tag  to  the  dealer, 
or  to  any  Goodyear  Branch, 
and  another  pair  of  Neohn 
soles  will  be  applied  free. 

The  Goodyear  Tiro  & 
Rubber  Co. 
01  Canadi,  Umlled 

HaUtu.  St.  John,  Quebec. 
Montreal,  Ottawa,  Toronto, 
Hamilton,  London.  Winnipeg, 
Rcjina.  Saskatoon,  Caigaiy, 
Edmonton,  Vancoovcr. 


KEEP  THIS  TAG 
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ECLIPSE 


LINE 


AFTER  many  seasons  in  serving- 
Canadian  youngsters  with 
footwear  that  fits,  looks  smart 
and  wears  well,  this  truth  has  been 
borne  out — that  while  there  may  be 
others  cheaper  there  are  none  more 
economical  than  "Eclipse." 

And  the  truth  of  this  statement  has 
been  testified  to  by  enthusiastic  par- 
ents in  all  parts  of  Canada.  Today 
"Echpse"  shoes  are  the  success  that 
we  have  striven  to  make  them.  They 
are  the  line  for  you  to  handle  because 
their  reputation  being  already  estab- 
lished is  a  decided  asset  to  you  in 
your  business. 

If  our  salesman  has  not  yet  called 
get  in  touch  with  us  direct. 


Gait  Shoe  Manufacturing 

Company,  Limited 

Gait        -  Ontario 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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THE  LIVE  ONES ! !  | 

I  OUR  LINE  THE  "ONCE  OVER  "  | 

You  will  find  our  styles  are  peppy — snappy —  | 

modish — in  fact,  right  up  to  the  moment — the  | 

last  authentic  word  on  smart  shoe  fashions  | 

for  Spring.  | 

This,  plus  Quality  and  Fit  in  every  pair  of  ■ 

"HOLTERSHOES"  | 

is  responsible  for  our  reputation  as  superior  producers  ■ 

of  Smart  Footwear  for  Women  —  and  the  prices  are  right.  m 

SALESMEN  EN  ROUTE—  WAIT  ■ 
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IN  STOCK 

/or  IMMEDIATE 
DELIVERY 


From  Factory  No.  1 


CHILDREN'S  McKAY 

SHOES 

3071 

Girls'  Kid  Button.     Last  136  McKay. 

Reg. 

Heel 

8 

to 

10^, 

$3.25 

4071 

Misses'  Kid  Button.    Last  136  McKay. 

Reg. 

Heel. 

n 

to 

2 

3.80 

3157 

Girls'  Kid  Lace  Bal,  Dull  Top. 

Last 

136 

McK. 

Reg. 

Heel. 

8 

to 

10^ 

3.35 

4157  , 

Misses'  Kid  Lace  Bal,  Dull  Top. 

Last 

136 

McK. 

Reg. 

Heel. 

11 

to 

2 

3.90 

3163 

Girls'  Gun  Metal  Butt,  Dull  Top. 

Last 

136 

McK. 

Reg. 

Heel 

8 

to 

loyi 

3.10 

4163 

Misses'  Gun  Metal  Butt,  Dull  Top. 

Last 

136 

McK. 

Reg. 

Heel. 

11 

to 

2 

3.60 

3166 

Girls'  Kid  Blucher,  Dull  Top. 

Last 

136 

McK. 

t^eg. 

Heel. 

8 

to 

101^ 

3.25 

4166 

Misses'  Kid  Blucher,  Dull  Top. 

Last 

136 

McK. 

Reg. 

Heel. 

11 

to 

2 

3.80 

3169 

Girls'  Gun  Metal  Blucher,  Dull  Top. 

Last 

136 

McK. 

Reg. 

Heel. 

8 

to 

loyi 

3.10 

4169 

Misses'  Gun  Metal  Blucher,  Dull  Top. 

Last 

136 

McK. 

Reg. 

Heel. 

11 

to 

2 

3.60 

4195 

Misses'  Pat.  HC.  Bal,  Dull  Top. 

Last 

136 

McK. 

Reg. 

Heel. 

11 

to 

2 

3.70 

521 

Lads'  Gun  Metal  Blucher,  Dull  Top. 

Last 

60 

McK. 

Reg. 

Heel. 

5 

to 

2.50 

621 

Gents'  Gun  Metal  Blucher,  Dull  Top. 

Last 

60 

McK. 

Reg. 

Heel. 

8 

to 

10^ 

3.10 

721 

Youths'  Gun  Metal  Blucher,  Dull  Top. 

Last 

60 

McK. 

Reg. 

Heel. 

11 

to 

2 

3.60 

WOMEN'S  WELTS  &  TURNS 

930  Wos.  Gun  Metal  Ox,  Imit.  Wing  Tip.    Last  996,  Welt,   14/8   Heel,   B,   C,  D. 

931  Wos.  Ko  Ko  Ox,  Imit.  Wing  Tip. 
976       Wos.  Pat.  Ox,  Plain  Toe. 

998  Wos.  Pat.  Ox,  Plain  Toe 

999  Wos.  Kid  Ox,  Plain  Toe. 


Last  996,  Welt,   14/8   Heel,   B,    C,  D. 

Last  998,  Turn,  Wood  Louis,  B.  C,  D. 

Last  998,  Welt,  Leather  Louis  C  &  D 

Last  998,  Welt,  Leather  Louis  C  &  D. 


pD.  ( a 
6.10 
6.50 
5.90 
7.00 


CHILDREN'S  TURN  SHOES  EXCLUSIVELY 

From  Factory  No.  2 

106  Infs'.  Pat.  Blue,  Last  No.  100  Turn,  Pin.  toe,  dull  top,  imit.  heel   $1.90 

206  Chds'.  Pat.  Blue,  Last  No.  100  Turn,  pin.  toe,  dull  top,  spr.  heel   2.40 

123  Infts'.  Pat.  Butt.,  Last  No.  100  Turn,  pin.  toe,  dull  top,  imit.  heel   1.90 

223  Chds'.  Pat.  Butt.,  Last  No.  100  Turn,  pin.  toe,  dull  top,  spr.  heel   2.40 

125  Infs'.  White  Buck  Butt.,  Last  No.  100  Turn,  pin.  toe,  imit.  heel   2.00 

225  Chds'.  White  Buck  Butt.,  Last  No.  100  Turn,  pin.  toe,  spr.  heel   2.50 

153  Infs'.  Pat.  Butt.,  Last  No.  100  Turn,  pin.  toe,  wh.  top,  imit.  heel   2.00 

253  Chds.'  Pat.  Butt.,  Last  No.  100  Turn,  pin.  toe,  wh.  top,  spr.  heel   2.50 

1078  Infs'.  Pat.  Ankle  Strap,  Last  No.  100  Turn,  imit.  heel   1.00 

2078  Chds'.  Pat.  Ankle  Strap,  Last  No.  100  Turn,  spr.  heel   1^90 

3078  Gls',  Pat.  Ankle  Strap,  Last  No.  100  Turn,  spr.  heel   2^25 

4078  Miss'.  Pat.  Ankle  Strap,  Last  No.  102  Turn,  reg.  heel  [[  2w5 

1119  Infs.'  Kid  Blue,  Last  No.  100  Turn,  pat.  tip,  kid  top,  spr.  heel   i.qq 

2119  Chds'.  Kid  Blue,  Last  No.  100  Turn,  pat.  tip  kid  top,  spr.  heel   2.40 

1120  Infs'.  Kid  Butt.,  Last  No.  100  Turn,  pat.  tip,  kid  top,  irtit.  heel   1  90 

2120  Chds'.  Kid  Butt,  Last  No.  100  Turn,  pat.  tip,  kid  top,  spr.  heel   -i  ^O 

913  Gr.  Gls'.  Pat.  Pump,  Last  No.  906  Turn,  10/8   heel,   C  &   D    4  00 

914  Gr.  Gls.'  Kid  Pump,  Last  No.  906  Turn,  10/8   heel,   C  &   D  4  -^o 


GETTY  &  SCOTT 


Limited 


Gait,  Ontario 
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Brand  of 


Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 


Manufactured  and  sold  by 


Ames  Holden  McCready,  Limited 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  London,  Winnipeg,  Regina,  Saskatoon, 

Edmonton,  Calgary,  Vancouver. 


November,  1920 
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L.  B.  Holliday  &  Company, 

Huddersfield,  England  Limited 

Aniline  Dyes 

And  Coal  Tar  Products 

To  The  Leather  Indusry: 

Can  you  guarantee  your  colored  leathers? 

Do  you  realize  that  such  a  statement  would  very  likely  influence  an  increase  in 
your  business? 

Today  men  come  to  you,  demanding  an  ironclad  guarantee — Can  you  cope  with 
their  demands? 

You  can  if  you  are  properly  equipped. 

The  equipment  you  use  and  the  ability  of  your  men  are  both  very  important  fac- 
tors. 

Yet  they  are  both  dependent  upon  the  dyes  and  colors  you  use. 
Dyestuffs  that  are  absolutely  guaranteed  will  therefore  help  you  to  guarantee  your 
product. 

Then  why  not  try  L.  B.  Holliday  &  Comj)any   for   your^  next   order   for  Dyes, 
Colors,  etc. 

The  following    is  a  list    of  our  products  which  are  of  particular  interest  to  the 
Leather  Trade  and  which  can  be  shipped  from  Canadian  stocks. 

CHROME  LEATHER  BLACK  G.  NEW  PHOSPHINE  R. 

CHROME  LEATHER  TAN  2G.  AURAMINE  O.  CONC. 

CHROME  LEATHER  BROWN  G.  ORANGE  11. 

BASIC  TAN  O.  PONCEAU  G. 

BASIC  DARK  BROWN  P.  BRILLIANT  BORDEAUX  2-B. 

MAGENTA  POWDER.  ACID  PRUNE  V. 

METHYL  VIOLET  2-B  CONC.  NAPHTHOL  BLUE  BLACK  10-B. 

FRENCH  BLACK  2938.  NAPHTHYLAMINE  BLACK  H. 

CHRYSOIDINE  R.  CONC.  LIGHT  ACID  BROWN  L. 

BISMARCK  BROWN  R.  CONC.  DARK  ACID  BROWN  L.  R. 

FAST  RED  A.  NIGROSINE  W.  S. 

Product  Samples,  Patterns  and  All  Particulars  from 

L.  B.  Holliday  &  Co.,  Limited 

Canadian  Office  and  Warehouse: 

27  St.  Sacrament  Street,  Montreal 

Orders  Supplied  Direct  from  Canadian  Slock.      New  Products  will  be  Added  from  Time  to  Time 
Cables,  "Dyewares,"  Montreal.  Telephone  Main  8105 
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Placing  Orders 

Ensure  prompt  deliveries  by 
ordering  Canvas  Footwear 
early.  Our  salesmen  are  now 
booking  Spring  and  Summer 
orders. 

The  Columbus  Rubber  Company 
of  Montreal,  Limited 


For  Athletic  and  Summer  Wear 


November,  1920 
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Barbour  Grooved 
Endless  Welting 


The  best  evidence  of  the  satisfactory  nature  of  our  product  is  the 
list  of  manufacturers  of  Fine  Shoes,  who  purchase  our  Welting 
steadily  and  consistently  Season  after  Season. 

Manufacturers  in  this  superfine  class  demand  the  utmost  in 
quality,  and  we  derive  considerable  satisfaction  and  pride  from 
the  knowledge  that  our  welting  meets  their  requirements. 

There  are  cheaper  grades  of  welting  on  the  market ;  that  is, 
cheaper  in  First  cost,  but  we  claim  this  to  be  the  welting  of 
Ultimate  economy. 


Brockton  Rand  Company 

Brockton,  Mass. 

Originators  of  "  Welting  Already  Grooved  at  No 
Extra  Cost,"  and  the  Economical  "  Endless  "  Feature. 


•Y  INVITATION 
HCMBCft  OF 


NEW  YORK. U.S.A. 
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Seasonable  Money  Makers 

OVERGAITERS 


Anticipating  that  all  records  for  the  sale  of  Men's  and  Womens  Overgaiters  would  be  broken  this  season  we 
bought?  accordingly,  before  the  advance  in  prices,  and  to-day  we  are  in  a  position  to  offer  a  most  complete  range 
at  prices  that  must  appeal  to  every  buyer. 

030X— Women's  Black  Felt,  10-Button,  Regular  Buckle,  2x7.  $13.00  doz. 
033X— Women's  Pearl  Grey,  10-Button,  Regular  Buckle,  2x7.  .  13.00  " 

036X— Women's  Khaki,  10-Button,  Regular  Buckle,  2x7   13.00  " 

038X— Women's  Light  Fawn,  10-Button,  Regular  Buckle,  2x7  13.00  " 

032X— Women's  Taupe,  10-Button,  Regular  Buckle,  2x7   19.00  " 

037X— Women's  Fawn,  10-Button,  Regular  Buckle,  2x7   19.00  " 

040X— Women's  Brown,  10-Button,  Regular  Buckle,  2x7  19.00  " 

041X— Women's  Dark  Fawn,  10-Button,  Regular  Buckle,  2x7  19.00  " 
Colors — Black,  Pearl  Grey,  Brown,  Dark  Fawn,  in  11-Button,  $1  doz.  more 
Colors — Black,  Pearl  Grey,  Khaki,  Light  Fawn,  in  12-Button,  $2  doz.  more 

060X— Women's  Black  Felt,  10-Button,  Invisible  Buckle,  2x7    $14.00  doz. 
061X — Women's  Dark  Grey,  10-Button,  Invisible  Buckle,  2x7  20.00  " 

062X— Women's  Taupe,  10-Button,  Invisible  Buckle,  2x7          20.00  " 

067X— Women's  Dark  Fawn,  10-Button,  Invisible  Buckle,  2x7  20.00  " 


031—  Women's  Slate  Grey  Felt,  11-Button,  Reg.  Buckle,  2x7 

032 —  Women's  Beaver  Felt,  11-Button,  Regular  Buckle,  2x7 

034—  Women's  Taupe  Felt,  11-Button,  Regular  Buckle,  2x7.. 

035—  Women's  Brown  Felt,  11-Button,  Regular  Buckle,  2x7.. 
037— Women's  Dark  Fawn  Felt,  11-Button,  Reg.  Buckle,  2x7 

Above  Colors  in  12-Button,  Regular  Buckle   

Above  Colors  in  13-Button,  Regular  Buckle   

Above  Colors  in  12-Button,  Invisible  Buckle   

Above  Colors  in  13-Button,  Invisible  Buckle   


$21.50 
21.50 
21.50 
21.50 
21.50 
23.00 
24.50 
24.50 
26.00 


075—  Women's  Dark  Grey  Felt,  12-Button,  Reg.  Buckle*  2x7..  18.00  doz 

076—  Women's  Fawn  Felt,  12-Button,  Regular  Buckle,  2x7.  .  .  .  18.00  " 

ESMAY  BRAND 

020 —  Women's  Brown  Felt,  11-Button,  Invisible  Buckle,  2x7. 

021 —  Women's  Castor  Felt,  11-Button,  Invisible  Buckle,  2x7. 

022 —  Women's  Fawn  Felt,  11-Button,  Invisible  Buckle,  2x7.. 

023 —  Women's  Taupe  Felt,  11-Button,  Invisible  Buckle.  2x7. 
Above  Colors  in  12-Button,  Invisible  Buckle 


Above  Colors  in  13-Button,  Invisible  Buckle    27.60 


AMERICAN  KERSEY  CLOTH 

085 —  Women's  Medium  Grey,  10-Button 

Invisible  Buckle,  2x7   $34.00  doz. 

086 —  Women's  Dark  Grey,  10-Button,  in- 

visible  Buckle,  2x7    34.00  " 

087 —  Women's    Light   Fawn,  10-Button 

Invisible    Buckle,   2x7    34.00  " 


Slate 


MEN'S 
Grey  Felt, 


5-Button 


080 —  Men's 

6x10  '  $18.00  doz. 

081—  Men's  Taupe  Felt,,  5-Button,  6x10..  18.00  " 

082 —  Men's  Brown  Felt,  5-Button,  6x10..  18.00  " 

088—  Men's  Fawn  Kersey  Cloth,  5-Button, 

6x10    27.00  " 

089—  Men's  Medium  Grey  Kersey  Cloth, 

5-Button,  6x10    27.00  " 

State  Color,  Height,  Buckle  and  Sizes  when  ordering. 


SHOE  REPAIR  MEN 

We  have  a  full  stock  of  the  best  tannages  of  sole  leather  and 
general  findings  at  the  lowest  market  prices. 


.$24.00  doz 
24.00  " 
24.00  " 
24.00  " 
26.40  " 


THE  DAVIES  FOOTWEAR  CO.  LIMITED 

60-62  Front  St.  W.  -  TORONTO 
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Another  Typical  Cummings  Value 


A  shoe  that  is  priced  to  meet  to-day's  popular  demand. 

Customers  are  in  a  receptive  mood  to  buy  popular  priced  shoes. 

There's  trade  waiting  to  do  business  with  the  store  that  shows 
this  style. 

Sample  forwarded  on  request. 
Ready  for  Immediate  Shipment  Terms  Net  30  Days 
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Come  To  Lennox 

for  the  Best  in  Slippers 

The  largest  assortment  yet 
shown  in  slippers  for  the  whole 
family. 

In  Canadian  and  English  manu- 
facture, in  plaid  Arctic  cloths, 
velvets  and  felts,  in  Juliets  and 
Koseys. 

Slippers  will  be  scarce  this  Fall, 
so  it  will  pay  you  to  get  your  re- 
quirements while  yet  available. 
We  have  just  received  a  nice 
assortment  of  the  celebrated 
Sir  H.  W.  Trickett  slippers  in 
plaids  and  velvets  for  men, 
women  and  children. 

Write  us  for  a  sample  order. 


JOHN  LENNOX  &  CO. 

18-20-22  KING  EAST,  HAMILTON 

BOOTS  AND  SHOES-STYLISH  AND  STAPLE 
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Made  From  Blue  Kid 

— also  in  Other  New  Colors 


Abreast  of  the  times,  we  are  offering  most 
attractive  and  exclusive  showing  of  new  Col- 
ored Kid  Shoes  of  all  the  better  kinds. 

We  are  making  these  shoes  because  there  will 
be  a  definite  demand  for  them  at  a  reason- 
able price. 

Make  no  mistake.  If  you  want  a  Specialty 
that  will  sell,  from  March  until  August — 
and  sell  well — order  them  early.  Good  shoes 
cannot  be  made  over  night. 

We  are  now  engaged  in  the  manufacture  of 
a  special  line  of  McKays  at  a  very  low  price. 

"Diana"  Welts  and  Turns,  together  with 
"Regina"  Fine  McKays  are 

Sold  by  Good  Jobbers  Everywhere 


The  Regina  Shoe  Co.,  Limited 

MONTREAL  -  QUE. 
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For  Xmas! 

You  know  them,  the  snappy  line 
of  perfect  fitting  size  s, — in 
FELT,  CLOTH  and  SILK.  Each 
pair  is  attractively  packed  in  an 
individual  carton.  Ideal  as  gifts 
because  there  is  a  pair  at  a  price 
to  suit  every  purse. 


Esmay 
Gaiters 


Send  in  Your  Orders  Now 

Immediate  Delivery 


Indian 
Slippers 


In  these  days  of  machine-made 
goods,  the  gift  of  exquisite  hand- 
made INDIAN  SLIPPERS  is 
distinctive  and  diiferent.  Our 
Indian  Slippers  for  Men,  Women, 
Children  and  Infants  are  as  prac- 
tical and  economical  as  they  are 
attractive. 


Domestic  Sales  Department 

Industrial  Export  Company 

of  Canada,  Limited 
16  St.  Sacrament  St.,  Montreal 
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THERE  NEVER  HAVE  BEEN  ENOUGH  K.B\s 

1921  SAMPLES.  The  finest  range  of  Felt 
Footwear  ever  shown. 

FELT  and  LEATHER  SOLE  STAPLES 
SOFT  PADDED  SOLE  ''KUMFYS" 

ALL  COLORS       FULL  SIZES       COMFORTABLE  LASTS 

Warm  Footwear  designed  for  comfort  and  beauty.  Built  for 
wear.  A  complete  range — men's  to  infanfs — not  too  many,  but 
every  number  a  proven  seller.  With  a  few  new  ones  that  every 
retailer  will  want. 

For  1921  we  will  have  two  complete  plants  in  full  operation, 
''Cobourg factory  makes  Felt  and  Leather  Sole  Staples,  ''Port 
Hope''  factory  makes  Soft  Sole  *'Kumfys"  exclusively. 

The  new  samples  will  be  in  the  hands  of  the  leading  shoe  jobbers  early  in  January.  See 
them  early. 
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Get  Out 
Your  Rubbers 


When  you  dress  the  win- 
dows, put  the  proper  rub- 
ber beside  every  shoe  you 
display. 


Suggest  to  every  custom- 
er that  new  shoes  be  fitted 


with  the  exact  style  and  shape  of  rubbers,  and  explain  that  both 
shoes  and  rubbers  will  wear  better  and  be  easy  and  comfortable 
when  properly  fitted. 

You  can  do  this  easily,  because 


Dominion  Rubber 
System  Rubbers 


give  you  shapes  and  sizes  for  all  the  new  styles  of  shoes  worn  by 
men,  women  and  children. 

Advertisements,  featuring  Dominion  Rubber  System  Rubbers, 
are  now  appearing  in  the  leading  newspapers  and  magazines 
throughout  Canada. 

Get  the  full  benefit  of  this  advertising  by  displaying  Dominion 
Rubber  System  Rubbers  in  your  windows  and  mentioning  them 
in  your  own  newspaper  advertisements. 

When  you  run  short  of  styles  or  sizes,  you  can  get  quick  and 
complete  service  from 


Dominion  Rubber  System 


Service  Branches  located  at 


Halifax,    St.  John,    Quebec,    Montreal,    Ottawa,  Brantford, 
Toronto,    Hamilton,    London,    Kitchener,    North  Bay,  Fort 
William,    Winnipeg,    Brandon,    Regina,    Saskatoon,  Calgary, 
Edmonton,    Lethbridge,    Vancouver    and  Victoria. 


November,  1920 


FOOTWEAR 


IN  CANADA 


35 


A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
quality  circulation — every  reader  a  possible  buyer. 


Published  Monthly. 

HUGH  G.  MACLEAN,  LIMITED 


THOMAS 

S.  YOUNG, 

Managing  Director 

HEAD  OFFICE  - 

347  Adelaid 

e  Street  West,  TORONTO 

Telephone 

A.  2700 

MONTREAL 

119  Board  of  Trade  Bldg. 

WINNIPEG 

Electric  Ry.  Chambers 

VANCOUVER 

Winch  Building 

NEW  YORK 

296  Broadway 

CHICAGO 

Room  803,  63  E.  Adams  St. 

LONDON,  ENG. 

16  Regent  Street  S.W. 

Authorized  by  the  Postmaster  ueneral  for  Canada,  foi  transmission 
as  second  class  matter. 


SUBSCRIPTION  RATES 

Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1.50. 
Single  copies  15  cents 

Vol.  10                        November,  1920  No.  11 


Is  Honesty  the  Best  Policy? 

Manufacturers  have  complained,  that  the  cancel- 
lation of  orders  and  refusal  to  accept  goods  is  an  un- 
fair, and  indeed  a  downright  dishonest,  procedure  on 
the  part  of  the  retailers.  In  some  cases,  it  must  be  ad- 
mitted, the  complaints  have  been  fully  justified — no 
man  can,  morally,  excuse  himself  for  the  cancellation 
of  a  bona  fide  order  when  the  manufacture  of  the  goods 
is  already  under  way,  or  perhaps  completed,  for  no 
better  reason  than  that  it  does  not  suit  his  convene 
ience  to  accept  delivery.  But — there  is  another  side 
to  the  story,  which  probably  deserves  a  little  consid- 
eration. 

What  of  the  retailer  who  did  not  cancel,  who  has 
taken  delivery  when  "discretion"  dictated  the  opposite 
course  ?  How  has  he  fared  ?  Here  is  an  enlightening 
instance  reported  to  us.  The  dealer  in  question 
bought  and  paid  for  a  quantity  of  goods  early  in  the 
season  when  prices  were  high.  Before  the  goods  were 
delivered,  there  were  plentiful  indications  of  the  ap- 
proaching period  of  trade  depression  and  decreasing 
prices.  Still  he  considered  himself  morally  bound  to 
live  up  to  the  letters  of  his  contract  and  accept  the 
shoes  he  had  ordered.  As  a  result  he  was  stocked  up 
with  high-priced  goods  at  a  time  when  he  had  better 
have  had  his  shelves  bare.  Not  all  of  his  fellow  re- 
tailers, however,  considered  themselves  similarly  obli- 
gated. Some  cancelled  their  orders,  leaving  the  goods 
on  the  manufacturers'  hands  and  then,  later,  when  the 
opportunity  was  favorable,  visited  the  factory  with 


marked  cheques  in  their  hands  and  bought  the  same 
stock  at  such  a  reduction  that  they  were  enabled  to 
sell  at  a  fair  profit  and  yet  actually  keep  the  retail 
price  below  the  original  cost  paid  by  the  retailer  who 
did  not  cancel.  This  naturally  leaves  the  latter  high 
and  dry  with  a  heavy  stock  on  hand  and  no  means  of 
getting  rid  of  it,  except  by  taking  a  heavy  loss. 

Now,  let  the  manufacturer  ask  himself — is  this 
fair?  The  retailer  who  acted  squarely  by  him  is  put 
to  a  loss  of  thousands  of  dollars  by  the  action  of  the 
manufacturer  himself  in  selling  goods  at  cut  prices  to 
the  same  men  who  cancelled  them.  Can  the  manufac- 
turer-offer any  real  excuse?  We  think  not.  Morallv. 
he  was  bound  to  follow  one  of  two  courses  under  th'^ 
circumstances:  either  the  cancelled  goods  should  not 
have  been  sold  at  cut  prices,  or,  if  this  procedure  were 
considered  necessary,  then  the  retailer  who  did  no*^ 
cancel  his  orders  should  have  been  given  advantage 
of  the  same  reduced  figure  and  refunded  the  difiference 
in  cash.  The  question  simply  resolves  itself  into  this: 
Is  an  order  binding  upon  the  retailer,  or  is  it  not  bind- 
ing? If  the  latter  be  the  case,  then  any  retailer  may 
consider  himself  free  to  cancel  an  order  at  any  time  it 
may  suit  his  convenience.  But  if  the  former  be  the 
case,  which  we  believe  it  is,  then  the  manufacturer 
must  protect  the  retailer  who  lives  up  to  his  obliga- 
tions, from  cut-price  competition  by  his  less  worth-- 
competitor. 

Otherwise  the  old  adage.  "Honesty  is  the  best 
policy,"  is  a  mere  catch-phrase,  and  we  had  better  be- 
gin and  preach  our  sermons  on  some  such  new  text 
as  "Discretion  is  the  better  part  of  honesty." 


Too  Busy  to  Read  the  Trade  Magazine 

A  retailer-subscriber  to  "Footwear"  has  just  writ- 
ten in :  "Stop  sending  your  magazine  to  us.  We  ap- 
preciate your  good  work,  but  our  manager  is  too  busy 
and  you  cannot  get  young  clerks  to  pay  attention  to 
what  they  see  in  print." 

A  pretty  pass,  we'll  sav.  If  he  had  said:  "Stop 
sending  your  magazine, — our  clerks  and  manager  say 
it's  no  good,"  there  would  have  been  some  satisfaction. 
But  to  admit  that  the  manager  of  a  big  mercantile 
house  (it  was  a  pretty  big  firm)  didn't  have  time  to 
"read"  is  at  the  same  time  an  admission  that  this  busi- 
ness is  not  being  conducted  as  it  should  be.  Either 
this  manager  is  simply  warming  the  chair  that  should 
be  occupied  by  a  real  live  man,  or  he  is  badly  in  need 
of  an  assistant  manager  who  will  relieve  him  of  some 
of  the  detail.   In  either  case  the  business  suffers. 

And  the  other  condition  naturally  follows.  If  the 
manager  of  a  business  doesn't  find  time  to  read  his 
trade  magazine,  it  is  a  safe  bet  his  young  men  won't 
do  it  either.  We  have  in  mind  a  case,  by  contrast,  of 
a  very  successful  retailer  who  was  .so  satisfied  with  his 
trade  magazine  that  he  paid  the  subscriptions  for  every 
one  of  his  clerks.    Often  when  they  have  a  spare  mo- 
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ment  they  discuss  articles  they  read.  This  is  what  you 
would  call  a  "live"  retailer  and  his  "young  clerks"  arc 
being-  so  trained  that  they  will  eventually  be  a  great 
credit  to  themselves  and  to  the  industry  to  which  they 
belong.  Clerks  who  don't  read  the  trade  magazines 
on  their  work  and  "pay  attention"  to  what  they  read 
stand  little  chance  of  making  progress.  They  are 
numerous  enough,  it  is  true,  but  this  is  the  first  in- 
stance on  record,  we  believe,  where  an  emj^loyer  ap- 
pears satisfied  to  concede  and  condone  that  condition. 

Further  Price  Adjustments  Depend  on  Costs 

One  of  Canada's  most  prominent  upper  leather 
tanners,  in  a  letter  to  Footwear,  says:  "VVe  feel  that 
prices  have  got  to  the  bottom  and  any  demand,  which 
certainly  must  come  at  an  early  date,  will  strengthen 
the  leather  position  immediately.  For  the  last  three 
months  the  production  has  been  very  limited  indeed 
and  as  the  raw  material  is  the  only  thing  that  has  re- 
duced in  price  the  present  reduction  in  upper  leathers 
would  seem  to  be  quite  the  limit,  with  the  increased 
cost  of  labor,  freight,  sales  tax,  express  and  various 
other  government  taxes,  that  could  be  expected." 

Those  who  are  looking  for  a  fm'ther  slump  in  shoe 
])rices,  it  would  seem,  are  go:ng  to  be  disappointed. 
The  trend  is  downward,  without  a  doubt,  but  it  is  n;/ 
going  to  be  very  rapid  nor  entirely  uninterrupted.  The 
trimming  of  profits  and,  indeed,  the  taking  of  losses, 
has  been  the  biggest  factor  in  shoe  price  reductions  u,) 
to  the  present  time,  but  that  cannot  continue  indefin- 
itely— further  decreases  can  only  take  place  as  the  com- 
ponents of  the  shoe  decline  in  cost.  Sole  leather  has 
been  holding  firm,  upper  leather,  as  is  pointed  out 
above,  is  Kkely  to  stiffen  as  soon  as  the  demand  livens 
up  again,  and  labor  can  only  decrease  according  as 
there  is  a  general  all  round  reduction  in  the  cost  of 
living. 

It  may  also  be  pointed  out  that  the  increase  in  rail- 
road rates  is  likely  to  have  a  counterbalancing  effect 
upon  the  price  situation.  It  must  be  remembered  that 
the  increase  not  only  affects  the  shoe  itself  but  also 
all  the  items  that  go  into  the  shoe  and,  further,  that  its 
influence  on  the  situation  is  cumulative — it  is  first  felt 
when  the  cattle  are  shipped  to  the  abattoir  by  the 
farmer,  then  it  hits  the  hide,  then  the  leather  and,  fin- 
ally, the  finished  shoe.  In  this  way  its  result  is  more 
important  than  might,  at  first  sight,  appear.  There  is 
also  the  increase  in  travelling  expense  to  be  taken  into 
consideration,  both  of  the  shoe  salesman,  the  leather 
man  and  the  hide  dealer.  Every  nickle  helps  to  make 
a  muckle,  and  all  these  factors  are  going  to  have  their 
effect. 

It  is  not  intended  that  the  reader  should  interpret 
these  remarks  as  contending  that  the  peak  of  i)rice' 
has  not  been  passed.  It  is  merely  our  contention  that 
a  precipitous  tumble  is  impossible,  unless  the  whole 
financial  structure  of  Canadian  industry  tumbles  first 
— which  no  sane  man  anticipates. 


Factory  Produces  Same  With  Two-Thirds  Staff 

A  prominent  manufacturer,  whose  pay  roll  takes 
care  of  somewhere  between  twenty  and  twenty-five 
hundred  em])loyees,  decided  .some  time  ago  to  lay  off 
part  of  them  until  some  of  the  uncertainties  of  the 
present  situation  should  clear  up.  His  first  move  was 
to  let  out  five  hundred.  There  was  no  noticeable  dif- 
ference in  the  production  of  the  plant,  however.  Later 
he  tried  letting  another  three  hundred  go,  and  finally 
with  a  staff  of  approximately-  two-thirds  of  what  it 
was  three  months  earlier,  this  manufacturer  finds  both 
the  quantity  and  quality  of  the  output  of  his  product 
practically  what  it  was  before. 

There  is  a  splendid  lesson  here  for  Canadian  indus- 
tries. That  the  cost  of  living  for  the  average  workman 
has  gone  up  tremendously,  there  can  be  no  question. 
Indeed,  the  argument  that  increase  in  wages  has  not 
kept  pace  seems  to  have  some  foundation,  but  this 
one  case  cited  above,  which  is  typical  of  many  such 
experiences  being  related  these  days,  indicates,  we  be- 
lieve, that  the  fault  lies  very  largely  with  "labor." 
"Labor"  will  not  work.  At  most  it  has  only  been  fifty 
to  sixty  per  cent,  as  efficient  as  before  the  war — some 
estimate  40  per  cent. — and  this  has  been  responsible, 
in  a  high  degree,  for  the  increased  cost  of  living.  The 
cost  of  labor  is  frequently  seventy-five  per  cent,  of  the 
cost  of  a  finished  article,  and  if  this  labor  is  onl)^  fifty 
per  cent,  efificient,  we  at  once  account  for  37}^  per  cent, 
of  the  selling  price  of  the  article, — equal  to  an  increase 
in  cost  of  60%. 


Advertising  That  Hurts  Trade 


The  shoe  industry  in  Canada  to-day  has  a  slight 
touch  of  fever  and  one  of  the  symptons  is  an  unhealthy 
rash  of  lurid  advertising.  There  has  been  a  bitter 
complaint  against  the  daily  press — and  with  good  reas- 
on— on  account  of  their  persistent  exaggerated  re- 
ports regarding  reductions  in  prices.  But  the  irony  of 
the  situation  is  that  there  are  some  retailers  taking 
high-priced  space  in  the  newspapers  in  order  to  dis- 
seminate just  the  same  sort  of  statements  to  the  pub- 
lic. We  see  advertisements  in  newspapers  from  all 
over  the  Dominion  with  headings,  in  glaring  type : 
Old  Time  Prices;  Down  Go  Price-^ ;  Shoe  Prices  Bump 
the  Bottom ;  .Smashing  Shoe  Prices ;  Startling  Shoe- 
dom  ;  Down  They  Come;  etc.,  etc. 

Now  what  do  retail  advertisers  who  issue  state- 
ments like  these  expect  the  effect  will  be  upon  the 
public.  It  may,  perhaps,  cause  a  temporary  and  mor- 
bid stimulation  of  their  own  business,  but  the  actual 
psychological  effect  is  to  make  the  consumer  hold  off 
longer  and  longer,  waiting  for  pre-war  prices.  Ad- 
vertising of  this  kind  is  destructive  and,  in  the  final 
result,  worse  than  a  waste  of  money. 
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Harmonize  Your  Window  With  the  Spirit 
of  the  Holiday  Season  by  Using 

Christmas  Window  Decorations 

Why  Not  Make  It  a  Footwear  Christmas? — Here  Are  a  Few 
Suggestions  That  Can  be  Developed  to 
Suit  Individual  Preference 


IT  is  surprising-  how  quickly  the  public  responds  to 
a  sentimental  appeal,  not  only  in  politics,  reli- 
gion and  human  affairs,  but  in  business,  as  well. 
The  shoe  dealer,  who  through  his  windows,  best  pre- 
sents this  appeal,  will  secure  the  greatest  response. 

Christmas  is  a  great  sentiment.  It  means  more  to 
some  people  than  to  others,  but  is  universal  in  its  gen- 
eral appeal.  By  symbolizing  this  great  sentiment  in 
his  windows,  the  shoe  dealer  will  produce  an  affinity 
and  relationship  with  the  great  buying  public  that 
will  mean  more  sales. 

Makes  Your  Windows  Reflect  the  Christmas  Spirit. 

The  merchant  is  the  great  Santa  Claus  of  the 
world.  If  he  did  not  prepare  months  in  advance  for 
the  extensive  Christmas  business  that  resolves  itself 
into  invidual  gifts  for  the  millions,  there  would  be 
little  Christmas  giving-  on  this  important  anniversary. 
Remembering  this  he  should  also  make  his  windows 
reflect  the  spirit  of  the  day  and  'bring  pleasure  to  as 
many  as  possible  while  at  the  same  time,  he  brings 
money  into  his  own  coffers. 

Christmas  windows  are  at  once  the  easiest  and 
the  hardest  to  decorate  aattractively.  They  are  easy 
to  decorate  because  of  the  vast  amount  of  material 
that  can  be  used  in  securing  a  pleasing  attractiveness. 
They  are  hard  because  it  is  no  easy  thing  to  secure 
original  effects. 

We  present  in  Fig.  1  a  holiday  window  setting  that 


is  easily  prepared  from  inexpensive  malterials,  ye»^ 
contains  many  of  the  accepted  symbols  of  this  great 
event.  The  setting  can  be  made  in  a  window  that  has 
a  permanent  background  as  easily  as  ;n  one  without 
it.  In  fact,  the  permanent  background  can  be  made 
the  foundation  upon  which  the  setting  is  built.  Thi.^ 
background  may  consist  of  the  usual  polished  wooden 
panels  or  of  a  drape  made  of  silk  or  plush.  In  case 
there  is  no  background  to  the  windows,  panels  of  wall 
board  may  be  erected  to  which  the  decorations  may 
be  attached. 

A  platform  is  set  up  in  the  center  of  the  window 
to  give  that  part  of  the  display  more  jirominence.  This 
may  be  omitted,  or  the  shape  and  proportions  changed 
to  suit  the  window  of  any  store. 

Two  narrow  panels  are  set  up  on  each  side  of  the 
platform.  In  front  of  these  are  placed  cut-out  Christ- 
mas trees  in  conventional  design.  These  can  be  cut 
out  of  cardboard  or  wall  board.  The  tree  should  l)e 
colored  green,  the  box  any  color  desired,  red  being 
a])propriate.  In  place  of  the  cut-out,  a  similar  design 
might  be  painted  on  the  panel. 

In  Fig.  2,  we  show  a  decoration  that  couW  be 
used  to  replace  this  tree  cut-out.  It  is  a  huge  imita- 
tion holly  leaf  cut  out  of  green  cardboard  with  a  win- 
ter scene  painted  on  it  by  the  show  card  writer  or 
sign  painter.  The  snow  can  have  frosting  added  to 
give  it  a  pleasing  glitter  in  the  light.    This  winter 


Fig.  1 — A  simple  and 
interesting   effect  for 
a   Christmas  window 
trim. 
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scene  could  be  made  to  include  a  Santa  Claus,  driving 
his  reindeers,  or  arriving  by  air])lane  just  as  the  fancy 
dictates.  If  this  decoration  is  adopted,  the  winter 
paintings  shown  in  the  panels  in  Fig.  1  had  better  be 
omitted.    These  panels  are  first  painted  on  cards  and 


Fig.  2 

attached  to  a  wooden  panel.  As  a  frame,  fringed  cot- 
ton batting  with  the  strands  rolled  to  imitate  icicles, 
and  covered  with  a  thin  sprinkling  of  artificial  snow 
will  be  quite  eflfective. 

In  the  center  of  the  background  a  large  holly 
wreath  tied  with  an  immense  bow  of  bright  red  rib- 
bon is  hung.  Below,  two  candles  are  shown.  These 
may  be  actual  candles  in  silver  or  ornamental  candle- 
sticks or  cutouts,  which  any  painter  can  make. 

Introducing  Santa  Claus. 

If  Santa  Claus  is  desired  for  a  window  attraction 
this  holiday  setting  can  be  changed  to  admit  of  this. 
The  center  panel  can  be  reduced  in  height,  and  the 
center  part  of  the  top  hollowed  out  to  give  more  space 
for  the  figure.  In  Fig.  3,  we  illustrate  a  chimney  with 
Santa  Claus  rising  out  of  it.    This  can  be  painted  on 


Fig.  3 


with  imitation  brick  paper.  Crepe  paper  and  fancy 
papers  can  now  be  jjurchased  printed  in  brick  patterns. 
In  case  this  cannot  be  secured  locally  the  chimney 
may  be  covered  with  red  paper,  or  cloth,  and  the  mor- 
tar lines  i)ainted  on,  or  laid  out  with  white  tape.  The 
])rojecting  ledge  at  the  top  should  be  covered  with 
a  little  cotton  batting  representing  icicles. 

The  Santa  Claus  can  be  made  hy  using  a  false 
face  with  a  knitted  cap  for  the  head.  An  old  coat  can 
be  stuffed  to  form  the  shoulders  of  the  figure.  . 

This  decoration  can  be  made  quite  flat  if  the  win- 


wall  I>oard  to  form  a  cut-out.  .\  mcjre  affective  decora- 
tion would  be  to  have  an  actual  chimney  and  a  figure 
of  Santa  Claus  emerging  from  it. 

The  chimney  can  be  built  of  boards  and  covered 


Fig.  4 

dow  is  shallow,  but  where  there  is  plenty  of  space 
the  panel  should  be  placed  about  fifteen  inches  in 
front  of  the  permanent  background  and  the  chimney 
and  Santa  Claus  set  in  the  space  behind  it. 

The  background  illustrated  in  Fig.  4  is  simple  but 
efifective.  Many  shoe  dealers  will  prefer  not  to  have 
too  much  decoration  in  the  window.  This  setting  will 
serve  these  dealers  verv  well.    At  each  corner  of  the 
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Fig.  5 

window  are  placed  two  narrow  panels  with  the  inter- 
vening space  filled  with  one  large  panel.  The  top 
edges  of  all  three  panels  are  hung  with  imitation 
icicles.  The  narrow  panels  have  evergreen  wreaths 
hung  near  the  top  while  the  centre  panel  has  a  Christ- 
mas scene.  The  picture  could  be  framed  with  a 
wreath  of  evergreens  if  desired.  Any  suitable  pic- 
ture may  be  substituted  for  the  painting,  such  as  a 
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large  picture  of  Santa  Claus  or  any  Christmas  scene 
that  may  appeal  to  the  window  dresser. 

A  shoe  dealer  in  a  western  city  had  a,  snow  man  in 
his  Christmas  window  that  attracted  a  great  deal  of 
attention  from  the  younger  generation.  It  was  built 
in  regulation  form,  see  Fig.  5,  the  huge  snow  balls  be- 
ing represented  by  balls  of  cotton  batting".  An  old 
battered  silk  hat  was  perched  at  a  rakish  angle  on  the 
head  and  a  red  scarf  tied  around  the  neck.  He  bore 
a  standard  with  the  inscription,  "Merry  Christmas." 

In  another  window,  one  corner  was  fitted  with 


Fig.  G 

graduated  shelves,  or  steps.  They  were  first  covered 
with  red  cotton,  the  tops  being  covered  with  cotton 
batting  to  imitate  snow.  The  illustration  in  Fig.  6 
gives  a  good  idea  of  how  the  steps  looked  when  com- 
pleted. 

The  Christmas  window  with  the  -si)irit  of  Christ- 
mas lacking  will  hardly  get  a  look-in  while  other  win- 
dows are  symbolizing  the  great  joy  of  the  occasion.  A 
few  minutes  spent  in  preparation  will  produce  the 
most  pleasing  decorations  and  attract  much  favorable 
attention  and  business  for  the  store. 


Novel  Shoe  Selling  Scheme 

A SCHEME  for  selling  shoes  has  recently  been 
started  in  Montreal.  The  process  has  been  in 
use  before  'by  various  concerns,  with  difi^erent 
results,  and  with  varying  forms  of  merchan- 
dise— this  time  it  is  shoes. 

The  business  is  operated  with  a  book  of  four  cou- 
pons to  be  circulated  among  the  public.  The  opera- 
tion is  simple,  and  works  out  in  this  way. 

A  meets  B,  sells  him  a  coupon  for  $.75;  B  now 
proceeds  to  of¥ice  of  the  company  and  presents  his 
coupon,  and  is  thereby  privileged  to  ])urchase  a  book 
of  four  coupons  for  $3.  He  is  then  $3.75  out  of  pocket. 
B  now  sells  his  four  coupons  to  four  friends,  at  $.75 
each,  and  keeping  the  money  thus  obtained  he  finds 
himself  still  out  $.75.  When  the  four  friends  have 
also  purchased  a  book  of  couj^ons  at  $3,  B  is  then 
entitled  to  and  gets  a  $12  pair  of  shoes;  thus  the  end- 
less chain  continues. 

Should  only  two  of  the  four  friends  of  B  purchase 
a  book,  B  cannot  obtain  the  shoes  without  making  up 
the  difference  of  $6  himself.  Therein  lies  the  beautv 
of  the  plan  in  the  point  of  view  of  the  company. 

It  seems  that  a  similar  sclicmc  was  rccentlv  oper- 
ated in  Ontario.  The  members  of  the  committee  were 
arrested  and  charged  with  running  a  lottery.  A  judg- 
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ment  was  rendered  by  the  Supreme  Court  of  Ontario, 
however,  to  the  ef¥ect  that  legally  the  men  could  not 
be  so  charged.  Now  Montreal  is  the  scene  of  their 
operations. 

As  the  scheme  is  operated  at  present,  no  one  gets 
a  pair  of  shoes  for  nothing,  and  the  comjiany  for  each 
pair  handed  out  receives  $15.  W'hat  the  eventful  out- 
come of  this  .scheme  will  l)e  is  interesting  to  watch, 
but  the  rapidity  with  which  it  must  spread  in  order 
iliat  everyone  whom  tickets  are  sold  may  receive  shoes 
is  exemplified  by  the  following  figures: 

One  man  brings  in  4,  these  4  bring  in  16,  16  liring 
in  64,  64  bring  in  256.  However,  if  some  purchaser 
fails  to  carry  out  the  agreement  to  his  friend  to  pur- 
chase a  book  of  coupons,  no  shoes  are  forthcoming. 


Oppose   Discrimination  in   Favor  of  Sugar 
Refiners 

The  Ottawa  Branch  of  the  Retail  Merchants'  As- 
sociation don't  believe  the  Sugar  Refiners  should  get 
government  aid  under  present  conditions  unless  other 
branches  of  trade  are  similarly  privileged.  A  motion 
is  being  presented  at  the  next  meeting  of  the  associa- 
tion which  reads  as  follows: — 

The  Motion  Presented 

\\'hereas.  n  view  of  the  fact  that  our  association 
strongly  opposed  the  action  of  the  Board  of  Com- 
merce in  fixing  prices  for  manufacturers,  wholesalers 
and  retailers,  stating  that  in  our  opinion  such  price- 
fixing  would  lead  to  disastrous  results ; 

And  whereas,  we  consider  that  the  i)resent,  unfor- 
tunate condition  of  the  sugar  refiners  of  Canada  has 
been  brought  about  through  the  said  price-fixing  ar- 
rangement, A\hich  we  strongly  opposed  from  the  very 
beginning,  and  which  resulted  in  having  the  matter 
taken  before  the  Supreme  Court  of  Canada,  and  which 
is  now  before  the  Privy  Council  in  England; 

And  whereas  during  the  many  investigations 
which  have  been  held  by  the  Board  of  Commerce  and 
the  Government  regarding  the  cost  of  living,  we  are 
pleased  to  record  that  no  charge  of  i)rofiteering  or 
overcharging  has  l^een  found  against  the  Retail  Mer- 
chants of  Canada : 

Under  the  above  circumstances  and  considering 
the  great  injustice  that  was  done  to  the  retail  clothers 
and  boot  and  shoe  merchants  of  Canada  by  the  Board 
of  Commerce  in  fixing'  the  price  of  clothing  and  boots 
and  shoes,  and  the  great  loss  that  was  sustained  by 
all  branches  of  the  trade,  we  consider  that  if  the  Gov- 
ernment should  decide  to  give  financial  support  to  the 
sugar  refiners  that  they  should  also  give  the  same 
financial  support  to  those  engaged  in  the  retail  cloth- 
'in\y  and  boot  and  shoe  trades  in  order  to  assist  them  in 
their  loss  caused  by  the  unnecessary  interference  with 
the  natural  channels  of  trade. 


A  session  of  the  Board  of  Railway  Commissioners 
will  be  held  in  (Ottawa  on  (October  19,  it  is  reported, 
for  the  j)ur])ose  of  hearing  an  application  made  by  the 
Canadian  Manufacturers  Association,  asking  that  pro- 
vision be  made  in  the  Canadian  freight  classification 
for  a  third-class  freight  classification,  with  a  minimum 
of  20,000  lbs.  on  the  following  items:  l'\"lt  boots  and 
<h(K's.  in  cases,  boots  and  shoes,  not  otherwise  s])eci- 
fied,  in  cases,  and  rubber  boots  and  shoes. 
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The  International  Shoe  and  Leather  Fair 

Footwear's  Eastern  Editor,  on  a  Visit  to  the  Fair,  Tells  His  Impressions  of  the  2 1st 
Annual  Event  of  its  Kind,  Held  in  London,  England — Canada  Represented 
by  Four  Firms— Conditions  in  the  British  Market  and  Outlook 
with  Reference  to  Canadian  Trade 


THE  21.st  International  Shoe  and  Leather  l''air, 
at  the  Royal  Agricultural  Hall,  London,  Eng- 
land, Oct.  4-9,  was  ofificially  described  as  the  lar- 
gest and  most  representative  ever  held.  It  was 
a  wonderful  exhibit,  and  indicated  the  important  posi- 
tion which  the  shoe  and  leather  industries  occupy  in 
British  trade.  The  applications  for  spaces  were  more 
numerous  than  the  room  available,  although  the  Agri- 
cultural Hall  is  one  of  the  most  commodious  buildings 
in  London. 

Five  Hundred  Firms  Represented. 

It  is  im|)ossible  to  give  an  adequate  ])icture  of  the 
exhibition,  of  the  immense  variety  of  goods,  supplies 
and  machinery ;  of  the  operations  in  progress,  and  of 
the  many  fine  examples  of  footwear.  Sufficient  to  say 
that  about  500  firms  were  represented,  this  being  100 
more  than  at  any  previous  show.  The  main  portion 
of  the  exhibits  was  in  the  central  hall  and  in  two  gal- 
leries running  round  this  hall ;  while  exclusively  Brit- 
ish goods  were  in  an  annex,  known  as  Gilbey  Hall. 

The  principal  hall  was  divided  into  avenues,  with 
booths  on  each  side,  and  cross  avenues,  providing 
easy  access  for  visitors  to  any  portion  of  the  building. 
There  was  no  attempt  at  classifying  the  various  ex- 
hibits into  sections,  for  instance,  there  Avould  be  a  firm 
showing  shoes  and  alongside  of  it  a  firm  with  ma- 
chinery. It  did,  however,  happen  that  most  of  the 
machinery  firms  were  grouped  together,  and  also  that 
the  majority  of  the  leather  booths  were  situated  in  the 
galleries. 

Variety  in  Decorative  Effects. 

The  decoration  of  the  stands  was  left  to  each  ex. 
hibition,  and  the  result  was  an  infinite  variety.  Some 
of  the  firms  had  stands  which  in  efi:'ect  were  closed  in 
sample  roams — no  goods  being  shown  on  the  exterior ; 
while  others  spent  very  large  sums  on  disj^laying  their 
goods  to  the  best  aadvantage.  Here  and  there  the  dec- 
orative efifects  stood  out  very  prominently  by  reason 
of  their  artistic  nature — these  being  used  to  display 
some  particularly  nice  lines  of  footwear.  All  the  booths 
in  (ii]l)cy  Hall  were  painted  white.  There  was  a  want 
(jf  uniformity  in  the  signs  over  the  booths,  due  no 
doul)t  to  the  fact  that  the  booths  varied  considerably 
in  size. 

British  Demand  Comfortable  Footwear. 

One  feature  this  year  was  the  increase  in  the  num- 
ber of  shoe  manufatcurers  taking  space.  Every  class 
of  shoe  was  shown — from  the  heaviest  working  boot 
to  the  daintest  brocade  shoes  for  evening  wear — and  it 
may  be  stated  that  the  samples  of  the  latter  were  very 
numerous  and  of  the  most  attractive  descrii)tion.  Styles 
showed  litle  variation.  The  British  peoi^le  do  not  love 
extreme  footwear  fashion,  judging  from  the  sami)lc.-; 
on  view,  comfort  more  than  ap])earance  appeals  to 
them,  although  in  women's,  particularly,  there  were 
goods  which  rivalled  anything  which  is  |)roduced  in 
C"anada  and  the  United  States.    There  were  very  few 


samples  with  the  long  vamp — the  medium  vamp  is  the 
favorite.  Oxfords  are  very  largely  worn,  while  the 
brogue  for  men  and  women  still  c(jmmands  a  very  large 
sale. 

Important  Tanning  Developments  During  War. 

There  were  man^-  exhibits  of  machinery — a  number 
in  operation — for  the  shoe  and  leather  industries,  some 
of  the  exhibits  being  very  extensive.  The  findings 
firms,  too,  were  stronglj'  represented,  and  the  tanners 
and  leather  firms  were  very  numerous.  Our  represen- 
tative was  informed  that  British  firms  have  made 
wonderful  progress  in  the  manufacture  of  glace  kids 
and  calf  and  patent  leathers.  Before  the  war  these 
leathers  were  largely  imported.  Germany  being  a 
heavy  exj^orter,  but  since  then  British  manufacturers 
have  extended  their  plants  and  built  new  factories,  so 
that  at  the  present  time  75  per  cent,  of  their  require- 
ments are  made  in  the  countrj'.  Some  progress,  too. 
has  been  made  in  machinery  for  tanning.  One  com- 
panv  has  adopted  a  system  for  standardizing  their  ma- 
chinery, so  that  parts  are  readily  available. 

Canada's  Representation. 

Canada  was  represented  by  four  firms — Getty  & 
Scott,  Ltd.,  Gait,  Ont. ;  Scott-Chamberlain,  Ltd.,  Lon- 
don, Ont. ;  The  Blachford  Shoe  Manufacturing  Co., 
Toronto,  and  A.  R.  Clarke  &  Co.,  Toronto.  There 
were  British  companies  who  do  business  with  Can- 
ada, and  also  representatives  of  concerns  with  head- 
quarters in  the  United  States  and  having  British 
branches.  There  were  very  few  U.  S.  shoes  shown, 
but  in  leather  the  representation  was  far  more  numer- 
ous. 

Getty  and  Scott,  Ltd.,  Scott-Chamberlain  ,Ltd., 
and  the  Blachford  Shoe  Manufacturing  Co.  were  re- 
presented by  Mr.  C.  H.  Baber,  who  has  an  office  in 
London.  Mr.  Baber  has  undertaken  what  might  fairly 
be  described  as  an  attempt  to  upset  a  British  preju- 
dice in  the  matter  of  "fitting  the  foot."  In  other 
words,  he  is  trying  to  convert  the  retailers  and  the 
manufacturers  to  the  use  of  narrow  fittings — AA, 
A.  B.  C.  and  E. — contending  that  the  British  sys- 
tem is  incorrect,  and  does  not  make  for  correct  fitting. 
But,  as  he  admits,  he  has  undertaken  a  mighty  big 
job,  and  that  progress  is  slow.  He  is  looked  upon 
by  many  as  a  crank,  and  one  or  two  of  the  trade  pap- 
ers have  not  treated  him  in  a  very  kindly  manner, 
to  put  it  mildly.  The  Getty  and  Scott  samples  in- 
cluded their  well-known  Classic  goods,  and  several 
models,  mostly  in  welts  and  turns,  in  buck,  patent, 
and  black  leathers.  The  Blachford  Co.'s  goods, 
women's,  were  in  suedes,  gray,  maple,  and  patent — • 
oxfords  chiefly.  Some  of  the  models  had  what 
is  known  in  England  as  the  baby  toe — in  other  words 
they  were  built  on  the  French  lasts  which  were  at- 
tempted in  Canada  without  much  success.  In  Eng- 
land, however,  these  lasts  have  met  with  considerable 
favor,  and  many  samples  were  on  show  at  the  Fair. 
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Scott-Chamberlain,  Ltd.,  exhibited  men's  and  women's 
goods,  brogues,  pumps,  and  oxfords  in  various  leath- 
ers. 

Demand  for  Canadian  Patent  Leather 

A.  R.  Clarke  &  Co.  were  represented  by  W.  S. 
Whitton  and  Co.,  who  showed  a  card  to  the  effect  that 
their  principals  are  "the  largest  makers  of  japanned 
leather  in  the  British  Empire."  Mr.  Whitton  informed 
the  writer  that  quite  an  extensive  business  is  being 
done  in  Great  Britain,  and  that  the  quality  of  the 
product  is  such  as  to  ensure  for  it  a  very  ready  sale. 
In  a  recent  test  by  one  of  the  chief  Brirtish  shoe  manu- 
facturers, Clarke's  patent  leather  came  out  ahead  of 
all  the  other  samples  submitted. 

The  Goodyear  Tyre  and  Rubber  Company  ( ( ireat 


Nut  brown  willow  cali   blucher  oxford,  semi-brogut   effect      Church  60. 
Northampton,    England    (Robt.    D.  Ayling). 


Britain),  had  a  very  extensive  exhibit  of  Neolin  goods, 
together  with  shoes  fitted  with  Neolin  soles  and 
Wingfoot  heels. 

Many  Products  Well  Known  in  Canada  Displayed 

The  Nugget  Polish  Company's  exhibit  was  housed 
in  a  stand  made  of  oak — and  a  very  attractive  stand 
it  proved.  Here  were  shown  the  great  variety  of 
polishes  and  stains  manufactured  by  the  company, 
these  including  a  new  stain  polish,  which  is  valuable 
for  renovating  goods  whose  color  has  deteriorated  by 
reason  of  being  kept  in  stock,  etc. 

Phillips'  rubber  soles,  heels,  tips,  etc.,  have  re- 
cently been  introduced  into  Canada,  and  if  they  prove 
as  popular  as  in  Great  Britain  they  will  command  a 
very  large  sale.  Phillips'  Patents,  Limited,  staged  an 
extensive  show  of  their  products,  featuring  their  mili- 
tary heels,  and  the  President  rubber  and  leather  heels, 
the  latter  being  made  for  light  wear. 

E.  Brown'  and  Son,  Ltd.,  had  on  display  many 
samples  of  their  well-known  Meltonian  polishes  and 
creams — "the  quality  polishes."  The  company  also 
gave  demonstrations  of  Meb,  a  non-explosive  and 
non-inflammable  cleaner,  valuable  for  cleaning  satin 
brocade  and  silk  shoes.  Readers  of  "Footwear"  will 
have  noticed  that  the  advertisements  of  Meltonian 
polishes  are  illustrated  with  cuts  of  a  figure  bowing, 
and  life-size  models  of  this  figure  farmed  distinctive 
features  of  the  booth  at  the  Fair. 

New  Automatic  Edge  Setter  Displayed 

Among  other  concerns  well  known  in  Canada  and 
represented  at  the  Show,  were  the  Scholl  Manufactur- 


ing Co.,  with  their  foot  specialties;  the  Arrow- 
Smith  Manufacturing  Co.,  foot  specialists,  and  the 
liritish  branch  of  the  United  Shoe  Machinery  Com- 
pany. The  last  named  exhibited  a  very  large  cpiantity 
of  supplies,  together  with  an  automatic  edge  setter, 
a  British  invention  which,  we  were  informed,  has  not 
yet  been  adopted  either  in  Canada  or  the  United 
States.  Instead  of  the  shoe  operator  handling  the  shoe 
during  the  process,  it  is  held  by  a  machine,  which  re- 
volves in  a  semi-circle,  the  shoe  being  held  at  such 
an  angle  as  to  enable  the  setting  to  be  done  very 
efficiently  and  quickly. 

The  Boston  Blacking  Company's  English  branch 
was  also  represented  at  the  Fair  and  showed  a  large 
assortment  of  their  productions. 

Aerial  Service  to  the  Continent 

.A  feature  of  the  show,  was  an  aerial  service  from  the 
Hall  to  the  continent,  for  the  convenience  of  Continen- 
tal visitors.  There  were  two  services  each  way  daily, 
the  planes  being  of  sufficient  capacity  to  carry  samples 
as  well  as  passengers. 

Some  Depression  in  Trade 

The  writer  made  special  inquiries  as  to  the  condi- 
tion of  the  British  shoe  trade,  and  the  outlook  for 
trading  between  the  mother  country  and  Canada. 
The  information  he  received  was  to  the  effect  that 
the  shoe  trade  in  Great  Britain,  at  the  moment,  is 
depressed,  due  to  the  reaction  which  is  taking  place 
in  eeneral  commerce  in  the  country,  and  also  to  the 
falling  oft'  in  exports,  owing  to  the  e.xchange  situa- 
tion. It  was  also  stated  that  as  a  result,  prices  both 
for  leather  and  shoes  have  been  reduced,  and  that 
some  manufacturers  are  producing  inferior  goods  in 
order  to  cut  down  prices. 

British  Firms  Not  Pushing  Trade  With  Canada 

Prior  to  the  war,  British  leather  and  shoe  firms 
were  doing"  a  fair  business  with  Canada — the  war,  of 
course,  stopped  this ;  but  there  are  signs  that  some 
shoe  makers  are  looking  to  Canada  as  a  very  promis- 
ing market.  It  is  recognized  that  if  they  are  to  sell 
their  goods  they  will  have  to  meet  the  wishes  of 
Canadian  buyers — that  the  old  idea  that  what  was 
good  enough  for  the  British  public  was  good  enough 
for  Canadians  is  obsolete,  and  that  British  makers 
must  give  Canadians  what  they  want.  At  the  same 
time,  some  of  the  firms  who  formerly  did  ])usiness 
with  Canada  stated  that  in  the  present  uncertain  in- 
dustrial conditions  and  with  a  fluctuating  exchange 
they  are  not  prepared  to  resume  business  relations 
just  yet.  They  have  information  to  the  eft'ect  that  the 
shoe  trade  of  Canada  has  fallen  away,  and  this  is  a 
further  deterrent  to  seeking"  business  in  Canada. 
Great  Britain  has,  of  course,  certain  lines  in  which  she 
specializes,  as  for  instance,  brogues,  and  in  which  she 
will  always  command  business,  but  if  the  information 
given  to  the  writer  is  even  approximatelv  correct 
there  does  not  a]>pear  any  chance  of  British  linns 
making  a  very  serious  bid  for  Canadian  trade  at  the 
moment. 

Canadian  goods  arc  in  limited  demand  with,  how- 
ever, a  tendency  to  increase.  Mr.  liaber  is  d  ^Iwj;  his 
utmost  to  increase  the  sale  of  Canadian  products, 
which  are  also  being  marketed  through  other  agen- 
cies, notably  the  Industrial  I'ixport  Comi)anv  of  Can- 
ada, Montreal.  During  the  war  Canadian  goods  met 
with  a  ready  demand,  but  conditions  are  now  different, 
and  iMigland  is  finding  it  difficult  to  d'spose  of  the 
cutinit  of  her  own  factories. 
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Christmas  Messages  Via  the  Window  Card 

Good  Window  Cards  Help  to  Create  the  Holiday  "  Atmosphere  "—Colors  in  Order 

But  Should  be  Subsidiary  to  the  Message 

  By  Rowland  Hill,  Jr.   


AFTER  being  confined,  more  or  less,  to  black 
and  white  effects  all  year,  with  an  occasional 
toucli  of  cohjr  at  special  times,  the  card  writer 
feels  a  real  relief  and  pleasure  as  he  begins  to 
plan  cards  for  the  festive  season. 

At  this  merry  holiday  time,  sho]3pers  are  more 
enthusiastic,  and  business  becomes  brisker  than  usual, 
and  to  make  the  shoe  displays  attractive,  cards  with 
a  liberal  use  of,  bright  Christmas  colors  are  advisable. 
Green  and  red  being  the  recognized  Christmas  colors 
for  decoration,  it  would  be  out  of  keeping  entirely 
to  even  suggest  shades  of  blue  or  yellow  in  any  of  the 
Christmas  cards. 

While  card  writers  are  allowed  more  freedom  in 
their  use  of  decorations  on  Christmas  tickets  and  cards, 
the  most  eft'ective  plan  is  to  play  safe  on  the  side  of 
too  little  decoration  and  emphasize  the  message  the 
card  offers  to  the  minds  of  the  public  rather  than 
have  no  such  elaborate  color  and  decoration  that  the 
message  is  lost. 

First  of  all  we  must  remember  that  show  cards 
are  used  principally  with  the  object  of  selling  goods. 


Card    No.  1 

and  secondly  to  add  t(^  tlu-  decoration  and  iinish  of  a 
disjilay.  That  being  the  case,  care  must  be  used  to 
see  that  the  colors  and  decoration  do  their  pari  in 
gaining  attention  to  the  message,  ])nt  not  in  such 
a  way  that  the  message  loses  its  effect. 

When  we  think  of  Christmas  we  innncdiately  see 
holly,  poinsettas,  bells,  and  last,  but  not  least,  old 


Santa  himself  as  p(jssi])le  decorations.  The  next,  pro- 
blem is  how  best  to  adopt  these  in  a  really  practical 
way.  in  tlie  cards  illustrated  we  see  how  the  Christ- 
mas decoration  for  cards  has  been  handled,  and  we 
must  remember  that  as  "speed  is  a  necessity,  espec- 
ially with  the  busy  card  writer  and  decorator  at  this 
time  of  the  year,  he  must  have  decorations  that  can 


Card  No.  2 


be  carried  out  without  sjjending  an  overdue  amount 
of  time  on  them.  So  much  in  the  way  of  suitable 
cutouts  and  decorations  of  various  kinds  can  be  ob- 
tained at  small  expense  at  Christmas  time,  that  it  is 
only  necessary  to  make  reference  to  the  cards  illustra- 
ted to  suggest  scores  of  ideas. 

Card  number  1  is  24  x  17  inches  in  a  grayish 
green  mottled  eff'ect.  The  large  oval  shape  has  been 
airl:irushcd  on  over  a  stencil,  while  the  lettering  is 
done  in  red.  A  card  of  this  type  works  well  as  a 
centre  for  a  Christmas  dis])lay  with  the  goods  arranged 
attractively  around  it. 

Card  number  2  is  the  same  size  and  style  as  num- 
ber 1.  Tliose  who  ha\'e  no  air])rush  may  use  dry 
powder  ])aint  rulibed  on  with  a  small  wad  of  cotton 
over  the  edge  of  a  stencil  to  get  the  airbrushed  effect. 
The  poinsettas  on  the  these  large  cards  can  be  pur- 
chased at  any  15c.  store  and  give  the  necessary  life 
(o  a  card  of  this  tyi)e. 

Card  number  3  is  13  x  21  inches  and  has  white 
lettering  on  a  dark  mottled  green  card.  The  letter- 
ing is  shaded  with  red  and  a  light  green  hairline  stripe 
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Card  No.  7 


Card  No.  8 


Card  No.  9 


border  gives  the  finish.  The  Santa  Claus  cutout  is 
part  of  a  common  christmas  parcel  tag  and  gives  the 
desired  decoration  when  it  is  pasted  on  as  illustrated. 

Card  number  4  is  10  x  15  inches  and  is  a  plain 
white  card  with  airbrush  work.  The  lettering  is  done 
in  red  and  the  decorations  of  holley  etc.,  have  been  cut 
from  paper  napkins,  pasted  on  and  then  air-brushed 
lightly  to  give  a  hand-painted  eft'ect. 

Card  number  5  is  similar  to  num])er  4  and  shows 
further  possibilities  with  colored  tissue  paper.  It 
might  be  well  to  mention  that  as  tissue  is  hard  stuff 
to  paste  in  the  usual  way,  it  is  necessary  first  to  cut 
out  the  design  roughly,  dob  on  the  paste  lightly  and 


A    Nathan   Cummings'  cross-strap  model 


finally  i)lace  a  piece  of  jjaper  o\er  the  decoration  ])e- 
fore  rul)bing  it  down. 

Card  number  6  is  S  .\  1 1  inches  and  is  lettered 
with  red,  while  the  decorations  ha\'e  ben  cut  out  and 
|;asted  on,  as  on  cards  number  4  and  .t. 

Cards  number  7,  S  and  arc  x  '>  inches.  (  ards 
of  this  si/.e  are  exceedingly  handy   for  the  window 


trimmer  in  helping  to  carry  attractive  messages  to  his 
Christmas  trade  as  well  as  adding  greath'  to  the 
smartness  of  the  show  windows.  The  lettering  is  done 
in  red,  while  the  air  brush  work  is  Christmas  green. 
The  tiny  pcwnsettas  are  like  their  big  brothers  on  the 
large  cards,  and  are  fastened  to  the  little  cards  in 
such  a  way  as  to  give  a  real  jaunty  Christmasy  effect. 


Ryan-Devlin  Shoe  Co.  to  Occupy  Splendid 
New  Store 

AN  important  change  in  premises  by  one  of 
W'ini'.ipeg's  premier  retail  shoe  companies  is 
announced. 

The  Ryan  Devlin  Shoe  Co.  Ltd.,  will  short- 
ly move  into  a  new  business  block,  constructed  at  the 
corner  of  Portage  and  Donald,  opposite  The  T.  Eaton 
Company.  This  location  was  formerly  the  site  of  the 
old  Clarendon  Hotel,  and  is  one  of  the  best  business 
locations  in  the  city.  The  company  will  continue  their 
present  store  at  255  Portage  Avenue  until  the  end  of 
the  year,  when  the  premises  will  be  taken  over  by  the 
D.  R.  Dingwall  Company,  jewellers. 

Mr.  W.  R.  Devlin  makes  the  announcement  of  the 
change,  and  says  that  he  expects  the  new  store  will 
1)C  o]:iened  'by  November  10th.  It  will  be  one  of  the 
be'^t  equii)ped  stores  in  Western  Canada.  A  photo- 
graph of  the  new  premises  will  be  published  when 
construction  work  is  completed. 

Mr.  Devlin,  who  is  the  Manitoba  Vice-president 
for  the  National  Shoe  Retailers'  Association,  has  been 
the  recipient  of  many  personal  congratulations  U])on 
the  lirm's  enter|)rise,  and  Footwear-in-Canada  joins 
with  others  iii  extending  best  wishes  for  continued 
|)rosi)erity. 

,\t  the  i)resent  time,  the  firm  has  a  staff  of  sixteen, 
but  this  will  undoubtedly  be  augmented  when  the 
new  store  is  o])ened,  as  increased  sales  are  bound  to 
develo]). 
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Another  Travellers'  Get -Together  Event 

Ontario  Road  Men  Intermix  Business  and  Pleasure  in  a  Social  Evening — 
Big  Banquets  to  be  Held  in  December 


ON  the  e\ening-  of  Friday,  Oct.  15,  the  Ontario 
Branch  of  the  National  Shoe  &  Leather  Travel- 
lers' Association  held  a  get-together  affair  in 
Foresters'  Hall,  Toronto,  in  the  form  of  a 
smoker  and  entertainment.  Though  the  social  enjoy- 
ments and  musical  numbers  were  a  real  attraction, 
however,  the  main  i)urpose  of  the  meeting  was  to 
boost  the  association  and  discuss  ways  and  means  for 
furthering  its  interests.  The  large  and  enthusiastic  at- 
tendance was  an  encouraging-  evidence  of  the  interest 
which  the  travelling  fraternity  have  in  organization 
work. 

By  way  of  getting  things  started,  a  progressive 
euchre  game  was  first  put  on,  in  which  everybody  took 
part.  Two  prizes  were  awarded.  The  first  was  a 
handsome  umbrella,  of  which  Mr.  H.  P.  Lee  was 
the  fortunate  winner.  The  other  (No,  it  wasn't  a  sec- 
ond prize)  was  a  cute  httle  kewpie,  w^hich  Mr.  E.  J. 
Elworthv  succeeded  in  securing.  May  be  thirteen  is 
not  such  an  unlucky  number  after  all. 

Then  there  was  a  very  delicious  bufifet  luncheon, 
with  sandwiches,  and  cofifee,  and  lemonade,  and  cake, 
and  ice  cream,  and  music,  the  latter  being  served  by 
Mr.  Jules  Brazil,  the  well-known  entertainer,  and  ev- 
erybodv  partook  in  his  selections  -with  a  roar.  Some 
very  fine  vocal  numbers  were  also  rendered  by  Mr. 
Ernest  Caldwell. 

The  really  im;)ortant  part  of  the  evening's  i)roceed- 
ings  was,  of  course,  the  discussion  on  the  afifairs  of 
the  association.  Mr.  Jas.  Hefifering,  chairman  of  the 
branch,  presided,  and  a  large  number  of  those  present 
had  opinions  to  express  how  the  interests  of  the  or- 
ganization could  be  promoted,  and  upon  the  conditions 
existing  in  the  industry  at  the  present  time.  Three 
minutes  was  allowed  to  each  man  to  speak. 

Permanent  Headquarters  of  Three  Associations 
Chosen 

Mr.  Hefl:'ering  em])hasized  the  need  for  the  travel- 
lers getting  together ;  .almost  every  other  body  of  men 
was  organized,  and  they  would  be  at  a  serious  disad- 
vantage if  they  failed  to  do  likewise.  It  was  not  a 
one-man  proposition  ;  all  must  come  in  and  help  if  the 
association  was  to  be  a  success  and  accomplish  any- 
thing worth  while  for  the  men  on  the  road.  Matters 
were  shaping  favorably  already,  however,  and  the  trav- 
ellers' organization  was  coming  to  be  considered  an 
important  factor  by  the  other  branches  of  the  industry, 
which  were  showing  a  readiness  to  co-operate.  Room 
No.  4  in  the  Windsor  Hotel  had  just  recently  been 
engaged,  in  conjunction  with  the  retailers'  and  manu- 
facturers' organizations,  as  the  permanent  headquar- 
ters for  the  three  associations.  One  of  the  first  steps 
to  be  taken  was  the  compilation  of  a  list,  of  which  a 
copy  would  be  submitted  to  each  member,  showing  the 
complete  membership  shroughout  the  Dominion.  This 
list  would  help  the  travellers  in  canvassing  for  new 
members,  as  each  member  would  know  just  \v  ho  be- 
longed to  the  Association  and  who  didn't,  and  would 
enable  them  to  get  hold  of  the  non-members  more 
easily.  Another  matter  which  was  at  present  being  at- 
tended to  was  the  production  of  membership  badges. 


consisting  of  a  crest  with  a  shoe  on  it.  Each  section 
of  the  organization  would  have  a  different  colored 
badge.  Montreal  had  chosen  gold  and  blue,  l)ut  the 
Ontario  colors  had  not  yet  'been  decided  tipon. 

There'll  be  a  Big  Night  that  Night 

Another  announcement  made  by  Mr.  Heffering 
which  will  interest  e\  ery  traveller  in  the  shoe,  leather 
and  allied  industries,  was  that  two  big  banquets  are 
to  be  held  by  the  association  in  December,  one  in 
Montreal  on  December  10,  and  another  in  Toronto  on 
December  17.  The  Montreal  section  would  expect 
some  of  the  Toronto  men  to  attend  the  Montreal  ban- 
quet, and  likewise  the  Toronto  travellers  expected 
the  pleastire  of  welcoming  some  of  their  eastern  con- 
freres on  December  17.  The  dates  had  been  selected  as 
most  con\  enient  to  the  majority  of  the  travellers,  most 
of  whom  would  be  off  the  road  at  that  time. 

Mr.  Chas.  Fice,  vice-president  of  the  National  As- 
sociation, was  called  upon  by  Mr.  Heffering  for  a  few 
remarks.  Mr.  Fice  read  a  verse  , which  had  been  pre- 
sented by  Mr.  Frank  P.  Myers  before  the  Michigan 
Convention  of  Shoe  Dealers,  and  which,  perhaps,  had 
more  of  truth  than  poetry,  telling  something  of  what 
their  organization  had  accomplished  for  the  shoemen 
on  the  other  side  of  the  line,  and  what  it  had  saved 
them  from,  ^^'hat  organization  could  do  for  one  sec- 


Boys!    Get  ready  for  the  big  banquet. 


tion  of  the  industry,  Mr.  Fice  declared,  it  could  do  for 
another,  and  there  was  no  reason  why  the  shoe  trav- 
ellers should  not  have  as  strong  an  association  and 
reap  as  many  benefits  from  it  as  anv  other  group  of 
men  in  the  country. 

Mr.  Geo.  J.  Scott  wondered  if  anything  could  be 
done  which  would  stimulate  business.  In  reply  Mr. 
Heffering  suggested  that  their  might  be  some  educa- 
tional work  done.  Too  many  of  the  travellers,  he  was 
afraid,  were  knocking  business.  \\  hen  their  client 
refused  an  order,  they  said,  "Oh,  well  !  Xol^odv  else 
is  buying  either,"  and  this  attittide  on  their  i)art  tend- 
ed to  foster  the  spirit  of  hesitanc\-  throughout  the 
whole  trade. 

Mr.  Smith  urged  the  necessity  of  the  travellers  car- 
r\ing  a  united  story  to  their  clients.  Let  them  not 
conflict  in  their  selling  talk,  but  let  them  all  take  a 
similar  attitude,  and  the  result  would  be  to  create  an 
atmos])here  of  greater  confidence.  It  was  l.nck  of  con- 
fidence that  was  the  cause  of  the  |)resent  situation 
in  the  slioc  industry,  and  the  lra\ellers  must  do  their 
|)art  in  restoring  it.  They  should  also  point  out  to 
their  customers  that,  if  they  delay  ordering  now.  when 
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the  weather  l)reaks  they  may  not  be  able  to  get  their 
requirements. 

At  the  request  of  Mr.  Heffering,  Mr.  David  Hardie 
]M-e,sented  a  statement  of  receipts  and  disbursements 
to  date.  The  statement  showed  receipt.s  totalling- 
$779.00,  and  disbursements  of  $335.00,  approximately, 


R.  R.  Roberts  who  has  charge  of  the  credit  dept.  of 
the  well-known  firm  of  Nathan  Cummings. 

leaving-  a  balance  in  the  bank  of  over  $444.00,  not  tak- 
ing into  consideration,  however,  the  expenses  of  the 
evening. 

As  an  exam]jle  of  some  of  the  things  the  associa- 
tion had  been  doing  and  could  do,  Mr.  Hefifering  stated 


that  the  executive  had  taken  statistics  showing  the 
I)rices  of  U.  S.  shoes  shipped  into  Canada  and  made  a 
careful  comparison  with  the  prices  at  which  the  goods 
were  sold  in  the  U.  S.  market.  This  indicated  that 
■U.  S.  shoes  were  being  dumped  on  this  side  of  the 
line.  The  president  took  it  up,  and  as  a  result  a  gov- 
ernment inspector  had  been  appointed  to  look  into  the 
situation. 

Mr.  (irills  made  some  humorous  and  snapj)y  re- 
marks regarding  present  conditions,  which  brought  a 
smile  to  the  lips,  even  of  the  pessimists,  if  they  were 
any  present.  What  was  needed  to  help  business  was 
a  stiff  upper  lip  and  a  thorough-going  optimism.  When 
travellers  went  out  with  along  face  and  a  tale  of  woe, 
they  couldn't  expect  to  get  orders.  One  of  the  argu- 
ments he  used  with  customers  who  were  looking  for 
lower  prices  on  account  of  the  droj)  in  hides  was  that 
from  2/3  to  3/4  of  the  entire  cost  n{  the  shoe  from 
the  hide  to  the  store  was  in  labor.  And  until  labor 
costs  were  lowered,  little  decrease  could  be  looked  for 
in  shoe  prices. 

Mr.  Leonard  suggested  the  formation  of  a  Press 
Committee  to  help  check  as  far  as  pssible  the  unfavor- 
able and  erronecjus  statements  regarding  the  shoe  in- 
dustry which  were  appearing  in  the  daily  newspapers, 
and,  after  some  discussion,  his  resolution  to  this  efifect 
was  carried. 

Mr.  Hefifering  asked  for  a  vote  as  to  what  location 
the  Ontario  travellers  favored  for  the  next  National 
convention.  The  retailers  and  the  manufacturers  were 
considering  the  question  and  wanted  to  find  what  was 
the  general  feeling  among  the  travellers.  The  three 
points  mentioned  were  Toronto,  Winnipeg  and  Que- 
bec. When  the  vote  was  taken,  Toronto  was  favored 
by  a  large  majority. 


.   National  Shoe  Retailers'  Association  of  Canada 

A  Communication  Regarding  New  Government  Regulations  with 
Reference  to  Business  Licences  and  Luxury  Tax  Collection 


Gentlemen: 

The  officers  of  the  N.S.R.A.,  of  which  you 
are  a  member,  have  been  able  to  secure  from 
the  authorities  at  Ottawa,  some  information  with 
reference  to  the  regulations  for  the  continuance 
of  collections  of  the  Luxury  Tax  proposed  to 
start  November  1st,  which,  they  think,  may  be 
of  considerable  interest  to  the  members  as  well 
as  all  shoe  retailers,  and,  therefore,  submit  the 
following  for  your  perusal,  information  and 
guidance  until  such  times  as  further  information 
may  be  published  from  Ottawa. 

"A"  A  "business  license"  number  (cost  $8.00 
per  annum)  must  be  acquired  before  November 
15,  1920,  by  every  retailer  selling  goods  subject 
to  the  Luxury  Tax. 

"B"  Stamps  will  be  purchased  for  the  use  of 
showing  this  tax  and  as  a  receipt  to  the  cus- 
tomers when  paid. 

"C"  A  Cancellation  Stamp  will  be  provided 
on  application,  by  the  Dept.  of  Inland  Revenue 
for  the  purpose  of  cancelling  all  Tax  Stamps 
when  used. 

"D"  If  goods  upon  which  the  Luxury  Tax 
has  been  paid  are  returned  by  the  purchaser  to 
the  vendor  and  exchanged  for  other  taxable 
goods  of  EQUIVALENT  value,  no  tax  is  collect- 
able upon  delivery  of  the  exchanged  articles. 

"E"  If  taxable  goods  are  CHARGED  to  a 
customer  receiving  same  on  approbation,  the  ven- 
dor is  held  responsible  and  must  account  for  the 


tax  to  the  Crown.  If  such  goods  are  subsequent- 
ly returned  to  the  vendor  as  unsatisfactory,  or 
for  other  reasons,  the  vendor  may,  at  the  end  of 
the  ensuing  quarter,  each  of  which  will  terminate 
on  the  last  day  of  March,  June,  September  and 
December,  respectively,  file  application,  supported 
by  affidavit,  for  refund  of  the  amounts  thus  re- 
paid to  customers  during  the  currency  of  the 
quarter,  attaching  thereto  the  receipted  invoices 
of  purchasers  for  the  amount  of  tax  repaid. 
When  the  claim  papers  have  been  examined  and 
found  correct  a  cheque  in  payment  of  refund  will 
be  issued. 

"F"  If  taxable  goods  are  returned  and  similar 
articles  of  GREATER  value  are  supplied  in  ex- 
change therefore,  the  tax  is  collectable  on  the 
difference  in  price  of  the  goods  returned  and 
those  supplied  in  exchange,  a  sales  slip  or  invoice 
prepared  accordingly  being  delivered  to  the  cus- 
tomer. 

"G"  When  taxable  goods  are  returned,  and 
similar  articles  of  less  value  are  delivered  in  ex- 
change, refund  of  the  tax  represented  by  the  dif- 
ference in  the  prices  between  the  two  transac- 
tions will  be  made  under  the  condition  defined  by 
Section  "E"  above. 

"H"  Stamps  will  be  affixed  to  the  sales-bill 
and  not  to  the  goods. 

Yours  very  truly, 
(Signed)  Howard  C.  Blachford, 

Sec'y.  N.  S.  R.  A. 
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Plant  of  the  T.  Sisman  Company,  Aurora 

An  Attractive  and  Splendidly  Equipped  Factory  Where  Shoes  are  Manufactured 

for  the  Whole  Family 


THE  Canadian  shoe  manufacturing  industry  owes 
its  foundation  and  development,  not  to  capital- 
ists and  get-rich-quick  promoters,  but  to  hard- 
working, thrifty  pioneers,  who  began  their  car- 
eers with  little,  or  no,  capital,  but  their  own  brains 
and  determination.  There  are  men  in  the  industry  to- 
day who  have,  virtually,  built  up  the  plants  of  which 
theA'  are  now  the  owners  with  their  own  hands,  who 
have  fathered  the  organization  of  their  business  as 
one  fathers  a  home.  Many  a  tale  there  would  be  worth 
telling,  of  their  efforts  and  struggles,  their  failures  and 
final  success,  if  one  could  get  at  the  human  side  of 
the  story.  Bald  facts  and  figures  do  not  reveal  the 
spirit  behind  the  achievements,  but  with  such  we 
have,  largely,  to  content  ourselves. 

Among  the  concerns  that  have  thus  been  built  up, 
mainly  through  the  energy  and  perseverance  of  one 
man,  is  the  T.  Sisman  Shoe  Company,  Ltd.,  of  Aurora, 
Ont.  Mr.  T.  Sisman  came  to  Toronto  from  England, 
almost  forty-five  years  ago,  in  1876,  being  then  25 
years  of  age,  and  had  worked  at  the  shoe  business  for 
12  years,  of  which  seven  years  was  spent  in  apprentice- 
ship to  the  trade.  During  the  subsequent  ten  years  he 
worked  in  cutting  rooms  in  Toronto,  and  succeeded  in 
advancing  himself  to  the  position  of  superintendent  for 
the  firm  of  Harvey  &  Van  Norman,  which  position 
he  held  for  eleven  years,  first  having  charge  of  their 
Toronto  factorv,  and  later  of  their  plant  in  Quebec 
City. 

At  the  end  of  this  period,  1898,  Mr.  Sisman  de- 


cided to  launch  out  on  his  own  account,  and,  in  part- 
nership with  Mr.  Fred  Underbill,  organized  the  firm  of 
Underbill  &  Si'sman  and  started  business  in  Markham, 
Ont.,  in  the  year  1898.  In  1901  Messrs.  Underbill  and 
Sisman  moved  their  plant  to  Aurora,  Ont.,  and  con- 
tinued to  operate  under  this  name  until  the  year  1910, 
when  the  partnership  was  dissolved.  Mr.  Sisman  then 
organized  his  own  company,  the  T.  Sisman  Shoe  Com- 
pany, as  it  is  still  known,  built  a  new  plant  in  the 
same  town,  and  went  into  business  in  single  harness. 
His  factory  has  since  been  enlarged  twice;  in  1911 
an  addition  was  made  to  it  on  the  south  side,  and  1913 
a  new  story  was  built  over  all,  the  capacity  being  in- 
creased from  the  original  output  of  300  pairs  a  day 
up  to  the  present  substantial  figure  of  1,500  ])airs  a 
day. 

The  factory,  as  enlarged,  is  a  three-storey  and  base- 
ment structure,  with  28,000  square  feet  of  floor  space, 
and  is  up  to  the  minute  in  every  respect.  The  light- 
ing is  excellent,  two-thirds  of  the  wall  space  being  in 
glass,  and  there  is  a  AveO-arranged  system  of  electric 
illumination.  A  modern  heating  svstem  is  also  install- 
ed, on  the  steam-vacuum  .system,  and  the  whole  build- 
ing is  sprinklered  to  insure  against  fire  loss,  the  pres- 
sure for  the  sprinklers  being  supplied  by  a  30,000  gal- 
lon tank.  hZlectric  ])ower  is  used,  sujiplied  from  the 
lines  of  the  Toronto  and  York  Radial  Ry.  Co. 

One  of  the  features  of  the  Sisman  plant  is  its  pleas- 
ing appearance.  Situated  at  the  end  of  a  quiet  street 
in  the  picturesque  little  town  of  Aurora,  it  does  not, 
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as  one  miji;^ht  expect,  Ijreak  in  upon  the  rural  atmos- 
phere of  the  scene.  On  tlie  ccMitrary  it  is  quite  in 
keepin<>-  with  its  surroundings.  ( )n  one  side  the  com- 
pany has  ])hinted  a  pleasant  garden,  while  in  front  is 
a  little  strip  of  green  lawn,  and  a  luxurious  growth  of 
Boston  ivy,  clinging  to  the  walls,  lends  beauty  to  the 
bricks  and  mortar.  It  is,  moreover,  scrupulously  clean 
inside  and  out. 

Across  the  street  stands  a  picturesque  residence  in 
the  midst  of  a  well-kept  lawn,  set  here  and  there  with 
shrubs  and  flower  beds.  It  is  the  home  of  Mr.  Sis- 
man,  like  the  factory,  a  testiniony  to  his  energy  and 
perseverance. 

Aurora,  while  it  has  the  beauties  of  the  small 
country  town,  has  also  advantages  from  an  industrial 
standpoint.  The  Sisman  plant  is  situated  right  on  the 
main  line  of  the  Grand  Trunk  Railway,  and  the  To- 
ronto &  York  Radial  electric  line  is  but  a  few  hund- 
red yards  distant.  The  latter  road  has  a  daily  freight 
service  to  Toronto,  where  it  connects  with  both  the 
C.P.R.  and  the  C.  N.  R.,  so  that  the  company  have 
immediate  access  to  the  three  national  railways,  and 
have  a  service,  as  rapid  as  express,  to  Toronto.  There 
is  also  a  speedy  and  frequent  passenger  service  to  the 
city,  which  lies  but  an  hour  and  a  half's  trip  distant. 

And  from  the  employment  standpoint,  this  little 
town  is  favorably  placed,  at  least  as  far  as  the  T. 
Sisman  Company  is  concerned.  The  firm  has,  on  the 
average,  140  employees  working-  in  the  plant,  most  of 
whom  are  "home-grown,"  about  fifty  of  these  being 
g^irls,  and  the  balance  male.  Boys  from  the  farm  and 
the  school  came  into  the  factory,  and  Mr.  Sisman 
himself  taught  them  the  shoemaking  game.  Girls, 
too,  fresh  from  home  or  from  school,  enter  his  em- 
ployment and  are  taught  shoe  fitting.  The  homes 
of  the  workers  have  sprung  up  close  to  the  factory, 
and  they  live  in  a  pleasant  environment  with  easy 
access  to  the  city,  having  an  employer  who  has  been 
through  the  mill  himself  and  is  well  acquainted  with 
their  difificulties  and  problems.  The  condition  is  slire- 
ly  an  ideal  one,  and  tends  to  create  that  spirit  of 
comradeship  and  loyalty  which  is  an  invaluable  as- 
set to  any  industrial  organization. 

The  lines  produced  by  the  T.  Sisman  Shoe  Com- 
jJahy  are  McKays,  McKay  welts,  standard  screw  and 
loofee-nailed  shoes,  in  men's,  women's  and  children's. 


They  make  a  large  number  of  prospectors'  boots  and 
heavy  work  shoes,  but  a  large  percentage  of  their 
outjuit  is  in  medium-weight  sta])le'S,  their  best-known 
line  being  the  "I'est  livery-Day  Shoe." 

it  has  been  our  custom,  in  previous  articles  of 
this  character,  to  describe  the  o])erations  in  the  vari- 
ous processes  of  shoemaking.  The  McKay  process, 
however,  is  so  well-known  as  to  make  any  descrijjtion 
unnecessary;  it  is  the  same  in  principle  as  it  was  fifty 
years  ago,  thoug'h,  of  course,  there  have  been  im- 
l)rovements  in  the  machines.  The  Model  B  machine, 
which  is  the  type  installed  in  the  Sisman  plant,  is  the 
most  up-to-date  and  is  capable  of  much  more  rapid 
work  than  the  earlier  machines.  The  plant  has  one 
(joodyear  machine,  a  Goodyear  stitcher,  which  is 
necessary  in  the  making  of  the  McKay  welt  shoe. 
This  type  of  shoe,  as  its  name  indicates,  is  a  combin- 
ation of  the  McKay  idea  and  the  welt  idea.  The  first 
sole  is  sewn  on  as  in  the  ordinary  McKay  shoe,  and 
the  second  sole  is  then  stitched  on  by  the  Goodyear 
stitcher,  using  the  first  sole  in  place  of  the  usual  welt. 
This  is  a  very  strong  construction,  and  at  the  same 
time  can  be  used  in  a  com])aratively  light  shoe. 

The  standard  screw  and  loose-nailed  processes 
have  been  covered  in  a  previous  article,  and  a  repeti- 
tion of  the  description  would  be  superfluous.  These 
processes  have  been  in  use  over  twenty  years,  but  the 
machines  used  have  been  greatly  improved.  There 
used  to  be  a  cable  wire  nailer,  in  the  early  days,  in 
place  of  the  present  much  more  speedy  and  efficient 
loose-nailing  machine,  and  the  old-type,  single-thread 
standard  screw  apparatus  has  been  replaced  by  the 
double-thread  machine  of  the  Rapid  type,  which  re- 
presents an  equal  improvement  in  efficiency  and  speed, 
driving  the  screws  more  quickly  and  making  a  firmer 
job . 

Despite  the  fact,  however,  that  we  know  some- 
thing of  the  above  processes,  we  shall  probably  be 
able  to  pick  up  some  interesting  points  on  shoemak- 
ing on  a  trip  through  the  Sisman  plant. 

We  shall  first  pay  a  visit  to  the  top  floor.  Here 
we  find  ourselves  in  an  excellently  lighted  area  165 
ft.  long  x  45  ft.  wide.  First  let  us  look  in  the  stock 
room — the  main  storage  quarters  are  in  the  basement 
— but  here,  on  the  third  floor,  a  supply  of  leather  is 
kept  for  immediate  requirements  in  close  proximity 


Centre- 


: — Corner  of  the  T.  Sisman  Company's  ofTice. 


On  the  left.  Mr.  T.  Sisman.  On  the  right,  Mr.  W.  J.  Sisman. 
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to  the  cutting-  room.  We  find  in  this  room  a  large 
variety  of  leathers,  French  veals,  mahog'any  and  black 
calfs,  elks,  Canadian  and  English  box  kips,  velours, 
chrome  retan  and  mennonite.  A  large  quantity  of  the 
elk  leather  is  used  for  prospectors'  and  hunters'  boots ; 
the  kips,  retan  and  mennonite  go  into  the  standard 
screw  and  loose-nailed  goods,  for  the  most  part,  and 
the  other  lighter  leathers  are  used  in  the  McKays  and 
McKay  welts. 

Close  by  is  the  cutting  room,  where  there  are  ten 
clicking-  machines  at  work,  cutting  out  the  various 
parts  of  the  uppers  for  the  heav.er  staples.  Hung 
on  racks  and  upon  the  wall  are  a  great  variety  of 
dies  for  use  in  these  machines.  It  is  interesting  to 
note  that  from  ten  to  twelve  dies  are  required  for  cut- 
ting- out  the  upper  of  an  ordinary  staple  shoe — two 
quarters,  two  vamps,  two  tips,  one  tongue,  two  stays, 
one  counter,  and  one  undertip. 

The  operator  of  the  clicking-  machine  gets  a  num- 
ber" of  orders  for  different  types  of  shoe  in  which  the 
same  stock  is  used,  which  gives  him  an  opportunity 
to  use  the  leather  to  the  best  advantage,  as  in  the 
same  skin  there  are,  of  course,  lighter  and  heavier 
sections.  So  that  what  is  not  suitable  for  use  in  a 
man's  shoe  can  be  used  in  a  child's,  whil§  the  variety 
in  th^  sizes  of  the  dies  make  it  possible  to  make  eco- 
nomical use  of  the  skin. 

For  the  finer  shoes  the  clicking  machines  are  not 
used,  but  the  various  parts  are  cut  out  to  pattern 
by  hand. 

From  the  cutting  room  the  parts  are  deH\'ered  to 
the  fitting  department  In  bundles  of  sixty,  correspond- 
ing to  the  sixty-pair  cases.  Here  all  the  stitching  on 
the  uppers  of  the  McKay  shoes  is  done,  but  the  up- 
pers for  the  standard  screw  and  loose  nailed  goods 
are  passed,  after  they  have  been  fitted,  to  .the  wax- 
thread  department,  where  there  are'  nine  wax-thread 
Puritan  machines.  Four  of  these  are  three-row  vamp- 
ing machines,  which  stitch  the  vamp  with  two  or 
three  rows  of  stitches,  as  may  be  desired.  There  are 
al.-o  single-needle  counter  machines,  for  stitching  in 
the  leather  counters,  and  others  for  the  various  pro- 
cesses required  in  the  completion  of  the  upper. 

An  ingenuous  device  installed  in  the  Sisman  plant, 
which  we  may  mention  in  passing — and  one  which  is 
seldom  found' in  a  shoe  factory — is  the  leather-meas- 
uring machine.  By  the  simple  means  of  passing  a 
skin  or  side  of  leather  through  this  apparatus,  the 
exact  area  in  square  feet  is  indicated  on  a  dial.  The 
machine  works  through  a  system  of  weights  and 
wheels.  There  are  thirty  wheels  in  a  row,  and  as 
the  skin  passes  through  it  revolves,  according  to  its 
size  and  shape,  a  certain  number  of  wheels  a  certain 
distance,  and  the  wheels  act  upon  the  weights,  which, 
in  turn,  bear  upon  the  spring  balance.  The  larger 
the  hide  the  greater  number  of  wheels  revolve  and 
the  greater  the  weight  released.  The  dial,  however, 
being  divided  proportionately  in  feet,  the  measure- 
ment of  the  leather  is  shown  in  terms  of  the  area,  not 
of  the  weight  released. 

Sisman  "Products" 

The  cutting  room  and  the  fitting  room  are  in 
charge  of  H.  McGirr  and  Geo.  F.  \\'ilkinson,  resi)ect- 
ivelv,  both  of  whom  may,  themselves,  be  called  Sis- 
man products,  for  it  is  with  the  comiKiny  that  they 
have  received  their  shoemaking  training  and  experi- 
ence. 

On  the  second  floor  of  the  plant  are  the  lasting 


and  bottoming  departments  (in  charge  of  Mr.  Frank 
Griffiths,  who  is  also  an  Aurora  product).  There 
are  three  pull-over  machines,  four  nigger-heads,  two 
No.  5  lasting  machines  and  one  Copeiand  lasting  ma- 
chine. The  No.  5  machines  are  used  on  the  lighter 
grade  work,  and  the  nigger-head  and  Cojieland  ma- 
chines on  the  heavier  shoes.  All  of  the  shoes,  however, 
are  first  pulled  on  the  puUing-over  machine. 

The  bottoming-  dejjartment,  al.so,  is  equip])ed  with 
all  the  most  up-to-date  machines.  Among  these  are 
two  standard  screw  machines,  one  loose-nailer  and  two 
Hercules  levelling  machines,  (in  this  apparatus  the 
shoe  is  placed  on  an  iron  last  attached  to  a  rocker  arm 
and  is  levelled  and  shaped  under  heavy  pressure  by  an 
iron  mould,  and  while  one  shoe  is  being  levelled,  an- 
other is  being-  removed  and  a  new  one  replaced  on  the 
last.) 

Other  machines  in  this  department  are  the  McKay 
heeler,  on  which  1,200  pairs  of  shoes,  in  normal  times, 
are  heeled  in  a  day  by  their  operator — (the  heels  for 
all  the  different  kinds  of  shoes  are  kept  in  racks,  class- 
ified and  ready  to  hand);  the  McKay  heel  trimmer; 


A  Sisman  Prospector's  Boot. 


two  slugging  machines  for  slugging  on  the  top  pieces 
on  the  heels ;  three  edge-trimming  machines ;  three 
edge  setting  machines,  which  ])olish  the  edges  of  the 
sole;  an  inking  machine  for  inking  the  heels;  McKay 
stitchers,  and  one  Goodyear  stitcher,  which  is  used 
for  stitching-  the  McKay  welts.  There  are  also 
the  sand-papel-ing,  naumkeag  and  bottom  fin- 
ishing- machines,  which  are  used  for  smoothing 
and  finishing-  the  soles — all  the  dust  from  these  ma- 
chines is  drawn  away  by  a  blower  system. 

After  the  bottoms  are  fini.shed  the  shoes,  in  sixty 
pair  lots,  are  taken  down  to  the  first  floor,  where  the 
treeing  and  shi|)])ing  departments  are  located.  When 
the  shoes  have  been  treed,  ironed  and  polished  in  the 
treeing  department,  they  are  then  boxed  and  shipped. 
It  is  of  interest  to  note  that  the  T.  Sisman  Company 
have  their  own  box-making  department  where  they 
have  a  capacity  of  1.500  cartons  ])er  day,  four  girls 
being-  employed.  This  is  one  indication  of  the  policy 
of  the  c()m])any,  which  is  to  make  the  plant  as  self- 
contained  as  jiossible.  They  have  also  their  own  ])at- 
tern  room,  there  ]\Ir. T.  Sisman,  himself,  makes  all 
the  |)atlerns  for  their  shoes.    The  i)atterns  are  first 
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T  Sisman  Shoe  Co^— A  view  of  the  fitting  department  in  the  Sisman  plant.  Here  all  the  stitchine  on 
n.n./'T"         ^  ^"^''^  "  "^e".*-     "^^^  "PP"^  °f         heavier  shoes-Standard  Screw  and  "fose" 

nailed-however,    are   passed,    after   being   fitted   to   the   wax    thread   department.       Note   the  exceUent 
lighting  and  neat  appearance— both  of  which  are  features  of  the  Sisman  factory 


T.   Sisman   Shoe  Co.- — Upper  cutting  room 
cutting  out  the  uppers  of  the  heavier  staples  v 
various  parts  are  cut  out  by  hand.  All  patterns  ked 
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jartment  there  are  ten  clicking  machines  ior 
hter  goods  the  machines  are  not  used,  but  the 
man  shoev  aie  made  by  Mr.  T.  Sisman  himself. 


T.  Sisman  Shoe  Co. — The  lasting  room.     In  the  foreground  is  a  pulUng-over  machine.     There  are  three 
machines  of  this  type  in  the  department;  also  four  nigger-heads,  two  No.  5  lasting  machines  and  one 
Copeland  lasting  machine.    The  No.  5  machines  are  used  for  lasting  the  lighter  goods,  and  the  Copeland 
and  niggerhead  outfits,  for  the  heavier  work. 


lent,  with  the  finishing  machines  in  the  fore^ 
up-to-date  machines,  including  standard  screw 
joodyear  stitcher.  This  latter  machine  is  used 
Work. 


T.  Sisman  Shoe  Co. — The  shipping  department.     Here  the  shoes  are  boxed  and  shipped  in  sixty-pair 
lots.     All  the  cartons  used  are  manufactured  on  the  premises,  in  the  company's  box-making  depart- 
ment, which  has  a  capacity  of  1,500  per  day.    This  is  one  illustration  of  the  company's  policy  of  making 
their  plant  as  self-contained  as  possible. 


ik 
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cut  in  cardboard  and  afterwards  in  metal,  the  origin- 
als being  kept  on  tile. 

On  the  first  floor,  the  sole  leather  cutting  room 
is  also  located  and  is  in  charge  of  Mr.  D.  Guihan. 
In  this  department  there  are  four  9-foot  dink- 
ing-  machines  and  four  4-foot  dinking  machines,  and 
here  we  find  an  interesting  illustration  of  the  possi- 
bility of  eliminating  waste  by  efficient  methods.  The 
sides  of  leather  first  pass  through  the  hands  of  the 
operators  of  the  9-foot  machines,  who  cut  out  all  the 
outsoles  possible  from  each  side,  and  the  balance  of 
the  material  not  suitable  for  this  purpose  then  goes 
to  the  splitting  machine,  where  it  is  moistened  and 
levelled  ofif  and  rolled.  It  is  then  passed  to  the  oper- 
ators of  the  four-foot  machines,  and  after  all  the 
leather  suitable  for  insoles  and  slipsoles  has  been 
used,  the  balance  is  cut  into  heel  pieces,  the  scrap 
from  which  is  placed  in  a  baling  machine,  baled 
and  stored.  When  a  car  load  of  upper  leather  scraj) 
accumulates  it  is  shipped  out  to  Buffalo  or  the  State 
of  Virginia  for  fertilizer.  In  the  case  of  sole  leather 
scrap,  however,  it  is  shipped  to  the  leather  board 
manufacturers  in  Montreal. 

Other  machines  in  the  sole  cutting  department 
are  a  twin  sole  moulding  machine,  a  Puritan  Fair 
stitcher  and  a  sole  grader.  The  company  also  have 
a  small  wood-working  department,  which  is  another 
evidence  of  their  ])olicy  of  making  the  plant  self- 
contained.  One  of  the  machines  which  has  proved  a 
great  time-saver  is  a  planer  for  planing  the  blocks 
from  the  Dinking  and  clicking  machines.  These  blocks 
wear  away  quickly  and  have  to  be  replaced  at  fre- 
quent intervals. 

Summing  up,  it  may  be  said  that  no  effort  has 
been  spared  to  make  the  Sisman  plant  mechanically 
complete  and  self-contained  in  every  respect,  and  sim- 
ilarly no  effort  has  been  spared  to  make  the  surround- 
ings healthful  and  i)leasant  for  the  workers.  It  is  an 
up-to-the-minute  establishment  and  in  its  efficient  or- 
ganization and  operation  is  represented  the  progres- 
sive spirit  of  the  men  who  direct  it. 

Mr.  W.  J.  Sisman,  the  son  of  the  founder,  is  sales 
manager,  and  upon  him  devolves  the  greater  part  of 
the  executive  work,  as  Mr.  T.  Sisman  now  takes  a  less 
active  part  in  the  business. 


Review  of  the  Boston  Market 

From  our  Boston  Representative. 

THE  long  expected  activity  in  the  shoe  and 
leather  industry  has  not  yet  materialized  and 
no  longer  seems  in  immediate  prospect.  Trade 
in  every  department  is  away  below  normal. 
The  quietude  is  the  direct  result  of  previous  condi- 
tions of  excess,  eccentricity  and  extravagance.  So 
quiet  have  matters  become  that  manufacturers  are 
calling  in  their  salesmen  until  some  sign  of  life  is  in 
evidence. 

In  the  meantime  factories  are  doing  their  best  to 
keep  running  on  reduced  time  .schedules.  It  is  a  fact, 
however,  that  manufacturers  of  women's  footwear  are 
doing  'better  than  those  who  deal  only  in  men's  shoes. 

In  speaking  of  women's  shoes  it  has  been  announc- 
ed that  the  joint  styles  committee  of  the  shoe  and 
leather  industries  has  selected  ten  as  suitable  and 
desirable  for  the  1921  season.  The  grouj)  runs  strong- 
ly to  browns,  grays,  tans  and  blues,  which  will  be  in 
harmony  with  garments  of  like  material. 

In  the  browns  will  be  found:    Almond,    a  light 


shade  of  tan,  golden  brown  and  chestnut,  to  be  ]jro- 
duced  in  calf  and  kid  leathers;  a  new  brown  called 
"Cochia,"  distinguishable  by  its  coppery  tone;  and 
Chippendale,  a  dark  mellow  shade.  Other  shades  of 
the  br()wn  or  tan  are  bronze  and  cream. 

A  resume  of  the  leather  market  shows  that  hides 
and  skins,  leather  and  shoes  are  on  the  decline.  Con- 
sumers, not  satisfied  with  minor  reductions,  are  clam- 
oring for  still  lower  prices.  At  present  the  only  field 
for  excitement  is  in  elaborate  novelties  for  women. 
Uuying,  for  the  most  part,  consists  of  customers  taking 
small  lots  to  fill  in.  There  are  no  really  sizable  trans- 
actions. Prices  vary  according  to  the  deal  and  buyers 
control  the  situation. 

Hemlock  sole  is  a  subject  of  inquiry,  but  not  an 
object  of  business  to  an  extent.  Union  leather  re- 
mains stagnant  e\  en  at  reduced  ])rices.  Scoured  oak 
])acks  are  at  a  standstill. 

Calf  leather  is  quoted  at  widely  different  prices 
with  Russia  finish  selling  only  in  small  quantities. 

Patent  leather  is  unusually  quiet,  both  in  domestic 
and  foreign  circles  with  production  at  a  limited  figure. 

Glazed  kid  in  ntedium  and  finer  grades  finds  some 
buyers,  with  novelty  colors  the  only  demand,  prices 
are  unchanged. 


Making  Natural  Tread  Shoes 

NATURAL  Tread  Shoes  Limited,  with  their 
factory  at  lielleville,  Ont.,  make  their  now 
well  known  line  of  "Taplin  Natural  Tread" 
shoes  on  only  two  last.s — natural  and  semi- 
natural,  in  9  widths,  and  all  sizes  from  10  in  child- 
ren's to  9  in  women's  and  12  in  men's.  One  unique 
feature  is  that  when  a  line  is  once  introduced  it  is 
never  discontinued.  Their  agents- will  therefore  be 
able  to  fill  up  on  sizes  of  preciseh'  the  same  shoe  year 


V.  E.  Taplin,  originator  of  the  Natural  Tread  Shoe 

after  year.  All  kinds  have  flexible  shanks,  straight  in- 
side lines  and  low  heels,  and  as  they  are  anatomically 
correct,  they  will  in  no  way  interfere  with  the  nor- 
mal functioning  of  the  feet.  Mr.  Taplin,  the  president, 
claims  this  is  the  only  Canadian  made  shoe  a])proved 
of  by  the  Bureau  of  Social  F>ducation  of  the  National 
Boards  of  the  \  .\\\C..\.  of  the  U.S.  and  of  Canada. 
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Constructive  Criticism  of  Footwear  Ads. 

Essays  Submitted  in  "  Most  Telling  Advertisement  Contest "  Show 
Full  Appreciation  of  the  Fine  Points  in  the  Advertising 
Art.   A  Few  More  Interesting  Selections 


IN  our  September  issue  a  number  of  essays  contri- 
buted in  connection  with  Footwear's  "Best  Ad" 
contest  were  printed.  There  were  many  other  in- 
teresting and  valuable  essays  among  the  contribu- 
tions received,  but  owing  to  lack  of  space  it  was  im- 
possible to  include  them  that  issue.  F"or  the  same 
reason  they  were  excluded  from  our  October  issue,  due 
to  a  quantity  of  special  material,  but  we  are  printing 
a  few  of  them  herewith  and  believe  our  readers  will 
find  them  well  worth  perusal.  Advertising  is  a  sub- 
ject which  deserves  the  closest  consideration  and  a 
thorough  knowledge  of  its  fundamentals,  such  as  is  re- 
flected in  these  contributions  is  of  the  greatest  value. 


A.  E.  Dark,  Kelowna,  B.  C. 

Careful  ]ierusal  of  the  Jul}'  issue  of  "Footwear  in 
Canada,"  for  the  most  telling  advertisement  was  no 
mean  task,  as  practically  every  page  gave  evidence  of 
carefully  drawn  up  ads.  set  with  true  typographical 
art. 

After  much  comparison,  I  finally  chose  the  two- 
page  ad.  of  Messrs.  Getty  &  Scott  (pp.  26  and  27)  as 
being  the  most  imposing  in  the  book,  incorporating 
as  it  does  the  fundamentals  of  modern  advertising  with 
the  beauties  of  the  printing  art,  thereby  presenting  to 
the  reader,  both  casual  and  observant,  an  attractive 
page  which,  whilst  not  calling  for  a  tedious  close  peru- 
sal, is  none  the  less  telling. 

This  ad.  is  neat  yet  bold,  quiet  yet  appealing,  beau- 
tiful yet  not  gaudy,  and  is  above  all,  "ambitious." 
Messrs,  Getty  &  Scott  have  rightly  felt  that  the  dig- 
nity of  their  firm  demanded  as  large  an  ad.  as  space 
would  allow  and  having  chosen  two  pages  have  not 
made  the  fatal  blunder  of  crowding  into  it  every  word 
the  space  would  hold.  Yet,  be  it  a  passing  glance  or 
a  careful  perusal,  one  knows  it  is  Boots  and  Shoes 
that  are  being  advertised,  and  the  impression  comes 
almost  stealthily,  even  whilst  perhaj^s  the  color  scheme 
is  being  admired,  for  undoubtedly  that  assists  this  ad. 
wonderfully. 

^^■  ell-balanced,  carefully  laid  out,  neat,  with  an 
abundance  of  restive  white  space,  I  think  this  adver- 
tisement is  "telling"  in  every  sense  of  the  word. 


K.  M.  Stephen,  Grimsby,  Ont. 

Having  selected  the  Dominion  Rubber  Company's 
ad.  on  page  3,  I  beg  to  submit  the  following  in  the 
"Most  Telling  Advertisement"  competition. 

The  selection  of  the  best  advertisement  in  the  July 
number  of  "Footwear"  is  no  easy  task,  but  some  half 
dozen  stand  out  from  the  rest,  and,  after  all,  those  are 
the  ones  that  count. 

Three  of  the  most  important  words  in  the  business 
world  to-day  are  publicity,  co-operation  and  service. 
The  Fleet  Foot  ad.  (page  3)  has  an  excellent  position 
and  impresses  its  readers  with  the  service  of  the 
Dominion  Rubber  System  as  T  bcl'e\e  none  of  the 
others  do.     Not  only  does  the  reader  feel  that  the 


company  is  equipped  and  determined  to  give  prompt 
and  efficient  service,  but  it  is  anxious  to  co-operate 
with  the  retailer  in  his  window  and  newspaper  dis- 
play. 

It  is  different  from  the  others  —  a  strong  point, 
where  there  is  a  certain  monotony  of  style  as  in  this 
particular  number.  The  cut  at  the  top  of  wholly  in 
keeping  with  the  season  and  the  headline  and  name 
of  the  product  follow  in  perfect  harmony.  Fleet  Foot 
and  the  Dominion  trade  mark  are  given  the  right 
amount  of  prominence  and  the  chatty  yet  dignified 
wording  leave  nothing-  to  be  desired. 

By  reading  between  the  lines,  a  thoughtful  mer- 
chant or  salesman  will  ask  himself  if  he  has  been 
getting  the  best  possible  results  from  his  outing  shoe 
trade.  Has  he  been  content  with  the  sale  of  one  pair 
where  two  or  more  (probably  of  different  styles)  would 
be  more  ])rofita'ble  and  please  his  customer  better,  and 
last,  but  not  least,  has  he  ben  alive  to  properly  adver- 
tise this  line  at  the  commencement  of  the  season.  I 
believe  the  wholesaler ■  who  advertises  with  the  idea 
of  convincing  the  trade  that  he  has  the  goods  and  will 
co-operate  with  them  in  going  after  business,  is  the 
one  who  is  assured  of  a  large  measure  of  success. 


Art  Wilson,  Hamilton,  Ont. 

In  my  opinion,  page  twenty,  is  by  far  the  most 
telling  advertisement.    My  reasons  follow: 

First — the  illustration  is  unusually  attractive,  the 
pose  of  the  young  woman  immediately  directs  atten- 
tion to  her  shoes. 

Next — the  bottom  part  of  the  picture  tells  a  story 
at  a  glance.  A  passing  auto  has  splashed  water  on 
the  young  woman's  shoes.  This  interests  you  and 
you  cannot  heli)  but  refer  to  the  reading  matter. 

You  are  immediately  told,  by  inference,  that  the 
shoes  are  made  of  Novila  kid  and  then  further  told 
that  it  is  suitable  for  all  weathers,  all  the  year  around 
and  for  all  styles  of  shoes. 

You  become  more  interested  and  are  told  more 
about  this  leather.  It  is  stylish  and  comfortable,  two 
important  qualities. 

Next — Does  not  scuff  —  suitable  for  summer  and 
winter  wear — impervious  to  water,  and  your  thoughts 
return  to  the  young  woman  and  her  water  splashed 
shoes.  Gets  old  slowly  and  gracefully,  a  nice  way  of 
saying:  "It  wears  well."  The  luster  lasts,  an  import- 
ant thing  in  kid  leathers.  Holds  its  shape,  retains  its 
polish,  is  dyed  all  the  way  through,  and  these  quali- 
ties, all  ajipeal  to  you. 

Then  it  tells  of  the  workability  or  time  saving 
qualities,  so  important  these  days  of  high  wages. 

The  advertisement  strongly  appeals  to  retailers  as 
well  as  manufacturers.  In  fact  so  strongly  that  the 
retailer  will  be  liable  to  specify  this  leather  in  giving 
an  order  for  shoes. 

In  addition  to_  being  cxceptionallv  attractive,  the 
advertisement  tells  of  seventeen  important  advantages 
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of  this  leather,  thus  attractinj^  and  interesting-  retail- 
ers and  manufacturers. 

No  other  three  ads.  combined  in  this  issue  tell  of 
so  much,  therefore  1  concede  that,  by  all  means,  it  is 
the  most  telling  advertisement. 


Mark  Mundy,  Gait,  Ont. 

If  by  "Telling"  is  meant  "Most  Effective"  or  "Re- 
sultful"  then  I  affirm  the  Good3'ear  two-page  si)read  is 
the  most  "Telling-  Advertisement." 

.\  "Money  back  if  not  satisfied"  selling  plan  is  the 
best  kind  of  advertising-,  and  that  is  literally  what  this 
ad.  amounts  to.    It  ins])ires  confidence  in  the  goods 


Women's     white    fabric,    long    pointed  toe. 
Half  Louis  heel.     White  rubber  sole  and  heel 
top. — Columbus    Rubber  Co. 


and  the  seller  of  the  goods. 

The  splendid  high  class  halftone  cut  used  on  the 
first  page  arrests  attention  and  explains  a  very  great 
deal  at  first  look.  Then  the  heading  of  the  second 
page  immediately  interests  one  for  everybody  interest- 
ed in  shoes  will  want  to  know  what  this  sole  is  that 
will  outwear  any  other. 

Attention  is  at  once  called  to  the  guarantee  and  a 
guarantee  is  considered  the  highest  type  of  selling  plan, 
whether  it  is  in  selling  a  pig  or  a  piano.  This,  too,  in- 
spires confidence. 

Then  the  guarantee  is  printed  in  plain  black  type 
so  every  one  may  see  there  is  no  loop  hole,  no  joker, 
but  the  firm  means  what  it  says  and  will  live  up  to  it. 

Read  the  appeal  of  the  seventh  paragraph  and 
ponder  over  its  potentiality. 

Now  to  whom  does  this  advertisement  appeal? 
Three  irn])ortant  people.  The  Manufacturer,  the  Re- 
tailer, and  the  Wearing  Public.  I  know  your  paper 
does  not  go  to  the  latter,  ])ut  the  appeal  is  so  strong 
to  the  m-uiufacturer  and  the  retailer  that  through  them 
the  public  is  afifected  and  all  three  are  protected  by  the 
guarantee  with  the  company  at  the  back  of  it. 

Now  ])ick  rut  one  other  advertisement  in  the  jour- 
nal that  inakc^  such  a  swce])ing  guarantee  of  protec- 
tion to  manufacturer,  retailer  and  the  public  or  con- 
sumer. \(m  cannot.  These  are  my  reasons  for  saying 
thi.-'  advertisement  is  the  most  telling  one  in  the 
journal. 

Fred  W.  Horn,  Fort  William,  Ont. 

Of  the  one  hundred  and  s.'xty-two  advertisements 
a]>pearing  in  this  issue  from  which  you  have  asked  us 
io  pick  a  winner,  .!  have,  after  some  deliberation,  de- 
cided upon  the  double  page  advertisement  of  the  Te- 
trault  Company  on  pages  68  and  69. 

Regardless  rhe  fact  that  this  matter  is  placed 
close  to  a  four-page  ad.  on  a  similar  color  ground  and 


strengthened  with  electros  to  give  an  added  weight 
to  the  advertiser's  object,  in  my  estimation  the  Te- 
trault  adv.  is  the  stronger. 

A  deep  orange  ground,  at  all  times  a  striking  color, 
has  been  used,  and  the  large  display  type  in  neat  ar- 
rangement Vv'ith  the  words  "Tetrault"  and  "Montreal" 
strike  most  forcibly,  producing  a  most  outstanding  and 
fascinating  feature  that  tends  to  catch  the  eye,  and 
the  reader  instinctively  follows  on  down  and  in  doing 
so  is  impressed  with  an  appealing  invitation,  a  line  of 
advice  and  a  hint  at  entertainment  and  instructive 
sight-seeing  according  to  the  time  at  one's  disi)Osal  or 
(jnc's  inclination. 

I  presume  you  will  have  favorites  for  Aird  &  Son'-; 
advertisement  on  ])ages  S(i  and  57,  and  deservedly  .so 
too  to  a  degree,  and  then  (others  may  choose  the  very 
pretty  and  appealing  color  scheme  ad.  of  Getty  &  Scott 
on  ]>ages  26  and  27,  but  after  all  the  fact  remains  that 
to  tliC  average  usiness  man  of  to-day  the  advertise- 
ment that  is  outstanding  and  .says  tersely  and  in  a 
biisu  e-s- like  manner  the  information  sought  or  in- 
tended should  be  regarded  as  the  The  Most  Telling  Ad- 
vertisement. 

Therefore  I  sul^mit  the  Tetrault.  Montreal,  ad.  of 
pages  6S  and  ('<•)  as  the  most  telling  advertisement. 


W.  J.  Chantler,  Moose  Jaw,  Sask. 

"No!    That  is  not  the  most  striking  ad          in  my 

opinion,  there  is  too  much  matter ;  that  does  not  mat- 
ter— its  story  is  too  long  and  wearies  one  in  the  tell- 
ing." Just  turn  over  a  few  more  pages — There ! — 
No !  not  that  one  either — it's  the  next  one — now  you 
have  it!  What's  that?  There's  not  much  of  it — Well! 
isn't  that  the  beaUty  of  it  It's  the  pure  concentrated 
essence  of  direct  appeal,  while  its  message  is  para- 
mount— easy  of  assimilation — could  anyone  fail  to 
grasp  it  readily,  telling  us  as  it  does,  what  they  "do" 
and  what  they  "do  not  do" — and  all  in  one  "forceful 
breath,"  leaving  its  potency  to  be  felt,  long  after  we 
have  rambled  through  the  whole  bookful  of  ads. — and 
then  some!  It  is  "brief"  the  "eloquent"  containing  the 
punch  of  the  well-timed  "knock-out"  blows  that  win 
"championships  and  fame."  It  stands  out  like  a  "blue- 
blooded"  aristocrat,  "distinguished" — "clean  cut"  and 
"refreshing" — aggressive  and  respectful,  "forceful," 
but  not  "boastful,"  tho  what  is  more  pleasing,  it  car- 
ries its  point  in  a  few  well-chosen  words  "that  are  not 
easily  effaced  from  the  memory"  and  insnires  one  to 
seek  personal  contact  with  these  goods.  WHiat's  that, 
you  say?  I  have  not  told  you  which  ad.  I  mean — is 
it  possible  you  catmot  yet  see  it  for  yourselves,  though 
it  stands  out  in  Idtters  of  fire?  I  confess  that  in  itself 
it  is  not  a  large  ad. — it  stands  alone  and  unaided  by  at- 
tractive sketches — but  it  carries  and  resounds  with  a 
tremendous  ring  of  merit,  that  is  far-reaching-  and  con- 
vincing— and  this  is  all  it  says: 

(Ed.  Note :  Here  the  essayist  included  a  sketch  of 
the  Geo.  A.  Slater  ad.  140,  July  issue,  of  which  the 
copy  reads :  "We  can't  make  all  the  shoes  in  Canada 
— so  we  niake  only  the  best!") 


New  General  Sales  Manager  for  A.H.M. 

Just  as  we  go  to  press  the  announcement  reaches 
us  that  Mr.  W.  M.  Angus  has  been  aonointed  general 
sales  manager  of  the  .'\mes-Holden-McCready  System. 
Mr.  Angus  is  succeeded  as  manager  of  the  Quebec 
Divsion  by  Mr.  J.  P.  Quesnel,  formerlv  assistant  man- 
ager. 
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Third-of-a-Century  Anniversary 

J.  Jupp  &  Son,  Toronto,  Have  Been  Thirty- 
Three  Years  Established— A  Little 
Story  of  the  Firm 

J JUPP  &  SON,  one  of  Toronto's  well-known  and 
long-established  shoe  retailing  concerns,  cele- 
brates this  fall  a  Third  of  a  Century  Anniversary. 
The  business  was  founded  in  1887  by  Mr.  Jas. 
Jupp,  and  was  carried  on  until  1898,  under  his  name 
alone,  when  Mr.  J.  W.  Jupp,  his  son,  was  taken  into 
l)artnership.  In  1915  the  partnership  was  dissolved 
and  Mr.  J.  \V.  Jupp  took  over  entire  interests,  Mr.  Jupp, 
S.,  retiring.  Mr.  Jupp,  Sr.,  is  still  alive,  and  hale  and 
hearty,  but  has  no  longer  any  interest  in  the  business. 
Previous  to  opening  his  own  store,  he  had  been  merch- 
andising shoes  for  John  B.  Thompson  and  the  D.  C. 
Forbes  Company  at  the  Market  on  King  St.  When  he 
started  in  business  for  himself,  his  son  worked  with 
him  in  the  store,  at  the  same  time  attending  school, 
and  in  the  year  1898  was  taken  into  partnership. 
Previous  to  that  the  younger  man  had  one  year's  ex- 
perience selling  shoes  to  the  trade,  as  city  traveller  for 
the  D.  D.  Hawthorne  Co.  It  was  at  the  time  of  the 
formation  of  the  partnership  that  the  present  name,  J. 
Jupp  &  Son,  was  adopted,  the  business  having  been 
formerly  operated  under  the  name  of  James  Jupp. 

During  the  thirty-three  years  that  the  stfjre  has 
been  in  existence,  a  thriving  business  has  been  built 
up  and  the  g'ood-will  of  an  extensive  clientele  has  been 
gained.  Mr.  Jupp,  Sr.,  was  a  keen,  methodical  business 
man  and,  while  he  was  proprietor  of  the  store,  operated 
on  .sound,  conservative  principles,  and  Mr.  J.  Warden 
Jupp,  who  has  now  the  business  in  .  his  own  hands 
entirely,  had  a  most  thorough  training  in  the  many 
years  he  served  under  his  father's  direction. 

The  Jupp  store  has  been  catering  to  a  family  trade 
and  has  made  a  specialty  of  the  children's  department. 
There  is  a  small  and  attractive  department,  partitioned 
off,  with  nice  little  chairs  for  the  kiddies,  and  here 
Mother  or  Dad  can  select  from  a  wide  range,  which 


J.  Jupp  &  Son  carry  in  stock,  just  the  shoe  they  want 
for  the  youngster.  The  firm  have  found  this  part  of 
their  business  well  worth  careful  attention,  and  it  has 
been  the  means  of  working  up  a  large  ])art  of  their 
regular  clientele. 

The  celebration  of  the  Third  of  a  Century  Anni- 
versary is  not  taking  the  form  of  a  sale,  but,  by  way 
of  remembrance,  Mr.  J.  W.  Jupp  has  gotten  out  10,- 
000  blotters,  with  birthday  greetings  from  J.  Jupp  & 
Son,  which  have  been  distributed  in  all  the  schools 
in  the  district  surrounding  their  store.  The  idea  is  to 
foster  good-will  for  the  store,  to  remind  their  custom- 
ers bow  long  the  firm  has  been  serving  them,  and  to 
assure  them  of  a  continued  desire  to  satisfy  them  in 
every  way,  as  in  the  past.  By  long  experience  the  firm 
have  found  that  one  of  the  most  effective  ways  of 
reaching  the  parents  is  through  the  children. 

We  are  sure  man  of  our  readers  who  are  acquainted 
with  Mr.  Jupp  will  join  with  "Footwear"  in  wishing 
the  firm  all  the  compliments  due  the  occasion  and  long- 
continued  prosperity  in  the  coming  years. 


Shoe  Manufacturing  Firms  Curtail  Operations 

The  situation  in  the  shoe  and  leather  industry,  as  a 
whole,  at  the  present  time  is  not  critcal,  but  a  number 
of  manufacturers  are  taking  steps  to  meet  the  peculiar 
conditions  which  have  arisen  as  a  result  of  hesitancy 
in  buying,  both  on  the  part  of  the  retailer  and  the  con- 
sumer. It  has  recently  been  announced  that  the  em- 
ployees of  Daoust,  Lalonde  &  Co.,  have  accepted  an 
an  arrangement  whereby  there  will  be  a  5  per  cent, 
cut  in  the  wage  rate,  and  the  factory  will  operate 
30  hours  per  week  only.  Mr.  Jos.  Daoust,  the  president 
of  the  company,  gave  the  men  three  alternatives:  The 
first  was  the  factory  should  shut  down  entirely ;  the 
second  was  the  one  accepted,  and  the  third  was  that 
the  men  should  agree  to  a  reduction  in  wages  to  the 
scale  they  were  receiving  last  year  before  they  were 
given  a  15  per  cent,  increase,  and  in  case  of  their  ac- 
ceptance of  this  arrangement  they  would  work  for  50 
hours  a  week  and  be  paid  for  55  hours. 

The  Tillsonburg  Shoe  Co.,  Ltd.,  Tillsonburg.  Ont., 


Birthday  Greetings 

A  third  of  a  Century  serving  you. 


This,  our  thirty-third  anniversary,  we  felt,  could  not  go 
by  without  saying  how  proud  we  are  to  be  still  serving  you, 
after  a  period  which  carries  with  it  many  pleasant  recollec- 
tions, and  inspired  as  one  feels ;  greater  confadence  and 
anticipations  are  still  our  goal. 

Yours  for  good  shoes  always, 

J.  JUPP  &  SON. 


Blotter  distributed  to  local  schools  by  J.  Jupp  &  Son  on  the  occasion  of  their   third-of-a-century  anniversary. 
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have  announced  a  reduction  in  working  hours  to  eight 
hours  a  day  and  five  days  a  week,  but  there  will  be  no 
reduction  in  staff  or  in  the  scale  of  wages.  Market  con- 
ditions are  given  as  the  reason  for  the  cut,  but  the 
firm  expect  to  return  to  full  time  n  a  few  weeks. 

The  tanning  department  of  the  John  Palmer  Com- 
pany's factory  at  Fredericton,  N.  B.,  has  been  closed 
temporarily,  but  the  management  state  that  it  will  be 
reo])ened  in  December,  if  not  sooner.  It  is  also  rei)ort- 
ed  that  the  McPherson  Shoe  Company's  plant,  in 
Hamilton,  may  be  shut  down  for  a  time. 

It  is  interesting  to  note  a  reply  made  l)y  Mr.  Jos. 


The  ad  shown  above  carries  with  it  the  atmos- 
phere of  the  high  class  store  it  speaks  for.  It  has 
the  individuality  which  secures  attention.  Ventur- 
ing a  criticism,  we  might  suggest  that  the  illustration 
of  the  shoe  is  too  far  from  the  caption  referring  to 
it,  and  is  rather  overshadowed  by  the  decorative 
illustrations  above  and  below  it. 

Daoust  to  the  contention  made  by  Mr.  Tom  Moore, 
President  of  the  Trades  and  Labor  Congress,  that 
manufacturers  were  trying  to  make  their  men  bear 
the  brunt  of  falling  prices.  Mr.  Moore  contended  tliat, 
as  the  la!)or  used  in  making  a  pair  of  shoes,  was  a  c(jm- 
paratively  small  item,  all  the  other  components  .should 
first  be  reduced.  Mr.  Daoust,  in  reply,  states  that 
"Tanners  and  shoe  manufacturers  have  been 
losing  all  kinds  of  money  for  the  last  five  months,  and 


up  to  now  our  employees  have  not  borne  the  slightest 
share  of  that  loss." 

Taking  Mr.  Moore's  figure  of  an  $11  pair  of  shoes, 
Mr.  Daoust  said  the  cost  of  labor  would  be  say  $1.07. 
leather  $6.75,  and  all  other  parts,  plus  royalty  on  ma- 
chines, overhead  expenses  including  foremen,  insur- 
ance, taxes,  etc.,  selling  expenses  and  profit,  $2.25, 
making  the  total  wholesale  cost  of  $11.  But  he  could 
not  get  $11  for  that  pair  of  shoes  now,  the  best  price 
was  $9,  due  to  reductions  in  price  of  leather. 

About  a  year  back  he  had  given  his  men  a  bonus 
of  15  per  cent,  on  their  weekly  earnings.  He  want- 
ed them  to  get  as  much  inone\'  but  work  fi\'c  hours  a 


Mr.    R.   Bruce   Clarke.    Manager   Mendelsohn  Bros., 
one  of  Montreal's  finest  stores,  has  been  a 
shoeman  all  his  life. 


week  longer  and  forego  the  bonus.  They  asked  him  to 
come  and  address  a  mass  meeting  of  workers.  He  did 
so,  and  gave  several  suggestions,  leaving  it  to  them  to 
decide  which  they  would  do,  and  they  decided  on  the 
30-hour  week  with  a  reduction  of  5  per  cent,  in  wages. 

"For  us  it  would  be  cheaper  to  shut  downi,"  claim- 
ed Mr.  Daoust,  "for  our  stock  of  shoes  would  last 
till  Christmas  anyway.  But  I  don't  want  to  shut  down 
at  the  beginning  of  winter  and  put  all  these  men  out 
of  work.  The  public  won't  come  in  and  buy,  and  in 
the  end  it  will  be  they  who  suffer  most,  and  until  they 
do  so  we  can't  help  cutting  expenses  all  round.  The 
public  continues  to  demand  lower  prices  for  shoes." 


Death  of  Veteran  Shoeman 

THE  death  occurred  on  October  12th,  at  Mon- 
treal, of  Edward  James  Savage,  retired  boot 
and  shoe  manufacturer. 

He  was  born  in  the  Eastern  Townships  74 
}  cars  ago,  and  came  to  Montreal  when  he  was  twenty- 
li\e  years  of  age.  He  opened  a  tannery,  which  was 
later  transformed  into  a  boot  and  shoe  factory. 

The  late  Mr.  Savage  was  a  member  of  the  Mon- 
treal I)oard  of  Trade  and  a  member  of  the  Oddfellows. 


The  Stratford,  Ont.,  shoe  retailers  decided  at  a  re- 
ccnt  meeting  to  keep  open  on  .Saturday  evenings  un- 
til  10  o'clock,  instead  of  closing  at  9  as  at  jiresent. 
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Modernizing  the  Repair  Shop 

Repairing  Business  Suffers  Because  of  Unattractive  Premises 
— A  Neat  Shop  is  a  Splendid  Advertisement 


"Oh,  yes,  John,"  said  Mrs.  Newcomer,  as  she  placed 
the  last  supper  dish  on  the  shelf,  "don't  let  me  forget 
to  give  you  Jackie's  shoes  in  the  morning  to  take  over 
to  the  shoe  section  in  the  Department  Store.  The 
sole  is  broken,  and  the  heels  want  straightening." 

"Very  well,"  said  John,  "but  it's  a  nuisance  taking 
them  to  the  office  and  I'll  probably  forget  all  about 
them  at  noon  in  any  case";  then,  after  a  pause — "why, 
there's  a  little  repair  shop  up  at  the  corner  of  Fourth 
Ave.,  one  block  west ;  just  near  where  I  got  ofif  the  car 
this  evening.  Might  as  well  take  'em  there,  don't  vou 
think?" 

"Well,  I  suppose  so,"  answered  his  better-half. 
"Let's  take  a  walk  up  that  way.    FU  get  ready  now." 

"Fve  got  a  pair  of  shoes  of  my  own  that  really  ought 
to  be  repaired.  The  sole  is  just  showing  signs  of 
breaking,"  remarked  Mrs.  Newcomer,  as  she  and  her 
husband  walked  up  the  street.  "If  this  man  does  good 
work,  I'll  take  them  to  him." 

When  they  turned  the  corner  of  First  Ave.  and 
John  saw  the  shop  a  little  way  ofif,  he  was  a  little  dubi- 
ous about  its  appearance.  He  hadn't  taken  any  particu- 
lar notice  of  it  previously,  and  now  it  didn't  look  to 
him  like  a  high-class  establishment. 

"Well,  where's  that  repair  shop?"  demanded  his 
wife.  , 

"Right  here." 

"Which?    This  place?" 

John  assented. 

"And  is  that  what  you  call  a  shop?"  asked  the  lady, 
in  high  contempt.  "Looks  to  me  like  a  kennel.  Do  you 
think  for  one  moment  I'd  have  Jackie's  shoes  repaired 
in  a  place  like  that?" 

"Oh  !  You're  too  particular,"  objected  John.  "Some 
of  these  fellows  in  little  pokey  holes  do  good  work. 

"And  you'd  actually  give  Jackie's  shoes  into  that 
place" — This  with  scornful  surprise. 

"Well,  no ;  I  guess"  not,"  said  the  mere  man  apolo- 
getically. 

"Just  look  at  that  window,"  continued  the  con- 
temptuous lady,  "and  that  counter  has  the  dirt  of  ages 
on  it.    ^^'hy,  I'm  sure  it's  not  sanitary." 

John  thought  to  restore  good  humor  with  a  joke. 
"No  wonder  the  flies  are  blind  in  the  winter,"  he  said. 

"What  nonsense  are  you  talking  now?" 

"Well,  they  certainly  left  their  specs  behind  them 
in  that  window  last  summer,  didn't  they?"  said  the 
facetious  John. 

"Oh!  You  may  be  funny  about  it  if  you  like,  but 
vou've  got  to  take  those  shoes  to  th'e  deoartment  store 
to-morrow,  and  don't  you  forget  them  either?"  was  the 
tart  rejoinder. 

This  conversation  is  typical  of  scores  that  manv  re- 
pair men  might  hear,  but  that  they  have  ears  and  hear 
not.  It  is  a  regrettalMc  fact  that  many  shoe  repair 
shops— we  might  almost  say  the  majority  of  them — 
deserve  the  criticisms  that  arc  made  of  them.  The  ap- 
nearance  of  the  sho])  is  the  worst  feature  of  the  shoe 


repair  business  to-day.  They  give  the  public  the  im- 
pression that  the  whole  trade  is  on  a  low  level,  that  the 
repairer  is  a  mere  laborer,  and  that  his  work  must 
surely  be  valued  at  a  very  low  figure.  There  are  those 
indeed — snobs  they  may  be  but  their  money  is  as  good 
as  any  one  else's — who  have  the  idea  that  shoe  repair- 
ing is  not  "fashionable"  and  that  it's  not  required  unless 
for  the  "lower  classes."  And  this  is  all  because  the 
repair  shop  isn't,  as  a  rule,  an  attractive  establish- 
ment. 

Now,  why  is  this  the  case?  Simply  because  shoe 
repairers  have  not,  most  of  them,  kept  up  with  the 
times.  The  shoemaker  of  yesterday  was  a  picturesque 
figure,  God  bless  him.  And  he  had  often  more  intel- 
ligence, more  honesty  and  more  rugged  strength  of 
character  than  men  who  sat  in  Parliament  and  pre- 
sumed to  guide  the  destinies  of  the  nation.  More 
patience,  skill  and  earnest  efiforlt  went  into  his  work 
than  many  a  millionaire  used  in  amassing  his  wealth. 
It's  a  pity  we  can't  keep  him,  but  we  can't,  for  he's 
well-nigh  gone  already,  and  in  these  days  of  speed 
and  specialization  there  are  none  of  the  younger  gener- 
ation fitting  themselves  to  take  his  place.  His  day  is 
passing,  and  we  must  grapple  with  new  conditions 
and  run  our  business  in  accordance  with  them. 

The  trouble  with  the  shoe  repairing  business  to- 
day is  that  while  the  old  shoemaker  and  his  methods 
of  work  are  being  discarded,  up-to-the-minute  methods 
of  doing  business  have  not  been  adopted  by  the  repair 
men  as  a  whole.  There  are  many  keen  business  men 
among  them,  it  is  true,  but  in  some  things  they  still 
cling  to  the  tradition  of  their  fathers.  Many  there  are, 
too,  who  do  not  look  upon  repairing  as  a  business  at 
all,  but  merely  as  a  trade,  and  never  can  it  be  elevated 
to  its  proper  status  while  this  attitude  ])revails. 

What  the  repair  man  ought  to  realize,  and  seldom 
does,  is  that  the  one  thing  that  imi)resses  the  consum- 
ing public  most  of  all  is  appearance.  "Style"  is  the 
fetish  of  the  age — the  little  wooden  household  god  to 
which  all,  in  some  way  or  other,  pay  homage.  Inject 
some  "style"  into  the  shoe  repairing  business  and  vou 
immediately  place  it  on  a  different  ])lane  in  the  popu- 
lar eye. 

■''Now,  "injecting  style"  ma}-  seem  like  a  big  order, 
but  in  plain,  every-day  language,  it  simi)ly  means 
making  your  premises  attractive  and  using  a  littU' 
originality  and  discrimination  in  the  handling  of  the 
goods. 

First  of  all,  the  store  must  be  cleaned  up,  and  kept 
clean — everything  in  it  and  about  it.  We  know  of  a 
shoe  factory  that  is  cleaned  from  top  to  bottom  e\  ery 
morning.  If  that  can  be  done  in  a  large  plant,  surely 
it  is  not  im])racticable  in  a  repair  shop.  Above  all 
things,  have  the  window  clean,  it's  the  face  of  your 
store,  and  if  it  is  bright  and  smiling,  how  much  better 
an  impression  it  makes  on  the  passers-by.  And  don't 
string  a  i)iece  of  fra\  ed  twine  inside  with  your  whole 
stock  of  laces  hung  on  it.  like  Mondav's  washing  on  a 
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tenement  clothes'  line.  One  wants  to  sell  laces  to  h- 
sure,  but  they're  not  such  a  pretty  article  that  the 
window  ought  to  be  screened  across  with  them.  If 
they're  loose,  why  not  display  them  in  a  neat  box? 
And  if  they're  bound  in  paper  tubes,  a  number  could 
be  placed  in  some  attractive  arrangement  in  the  win- 
dow si)ace.  Then  there  are  your  shoe  polishes  and 
foot  appliances  and  other  findings.  Too  (jften  these 
look  as  if  they  were  dumped  into  the  window  with  a 
shovel.  They  are  not,  it  is  true,  particularly  attrac- 
tive in  appearance,  but  with  a  little  ingenuity  they  can 
be  arranged  into  a  neat  and  striking  display.  Above  all 
things,  don't  have  them  decorated  with  Hy-marks. 

The  counter,  too,  should  be  kept  thoroughly  clean. 
If  dirt  and  grease  are  allowed  to  accumulate  on  it,  as 
they  very  readily  will,  it  soon  becomes  both  unpleas- 
ant and  unsanitary.  The  same  thing  applies  to  the 
chairs,  the  floor  and  the  shelving  and  other  woodwork 
around  the  store.  It  is  not  a  big  job  to  keep  the  store 
clean,  if  it  is  done  regularly  and  systematically,  and 
the  results,  in  satisfaction  and  ])ersonal  pride  alone 
would  make  it  well  worth  while,  not  to  mention  the 
favorable  impression  upon  the  public  caused  by  the 
improved  appearance. 

There  is  one  point  about  which  many  shoe  repair- 
ers appear  to  be  very  careless, — that  is,  in  the  handling 
of  their  customers'  shoes.  They  are  thrown  in  a  cor- 
ner, like  so  much  junk,  and  when  the  repairs  have 
been  made,  they  are  piled  one  on  top  of  the  other  on 
a  shelf,  from  which  they  are  extricated  with  difficulty 
when  the  customer  calls  for  them.  The  proj^er  system 
would  appear  to  be  that  the  shelving  should  be  made 
with  a  small  compartment  for  each  pair  of  shoes,  and 
each  compartment  numbered,  so  that  the  shoes  can  be 
easily  located  when  they  are  called  for.  There  are 
many  simple  systems  which  the  repairer  could  use, 
for  filing  away  the  shoes,  and  which  would  save  time 
and  trouble  in  locating  them,  besides  giving  a  much 
more  businesslike  appearance  to  the  shop. 

Another  point  which  should  be  kept  in  mind  is- to 
keep  lamps  clean, — not  only  on  account  of  the.  appear- 
ance but  also  because  it  is  a  great  economy  of  light.-- 
You  will  get  much  better  illumination  if  the  lamp, 
and  the  reflector,  are  clean  than  if  they  are  dusty. 

Finally,  the  repairer  should  endeavor  to  keep  his 


own  ]jers(jn  as  neat  as  possible.  A  clean  ajjron  gives 
one  an  air  of  ])rosperity  and  oi)timism,  if  it  were 
nothing  else.  And  it  is  well  to  remember  the  old 
adage,  "Cleanliness  is  next  to  Godliness."  Some  cus- 
tomers would  even  be  inclined  to  reverse  the  order. 

If  the  whole  repair  business  were  cleaned  up,  what 
an  fTect  it  would  have.  What  a  dift'erence  it  would 
make  if  every  repair  shop  window  were  clean  and 
neat,  with  an  attractive  display  of  findings,  or  some 
bttle  original  scheme  for  arousing  the  interest  of  the 
public  in  shoe  repairing.  And  if  when  the  customer 
entered  a  store,  he  found  it  tastefully  decorated  ami 
furnished,  in  an  attractive  color  scheme,  with  comfcjrt- 
able  chairs,  clean  floors  ar>d  woodwork,  would  he  not 
receive  a  \'ery  much  better  impression  of  the  shoe  re- 
l)airer  than  he  does  now,  and  would  he  not  come  h-.ick 
a  second  time  much  more  readily  ? 

.\nd  it  need  not  cost  a  great  deal  (jf  money  to  make 
a  store  attractive.  The  repairer  would  not  find  it 
necessar}'  to  have  the  interior  finished  in  Circassian 
walnut,  with  furniture  of  the  Adams  Period,  and  a 
Turkey  carpet  on  the  floor.  Taste,  discrimination  and 
perseverance  in  keeping  the  shop  clean  are  required 
rather  than  any  large  expenditure  of  money. 

This  cleaning  up  is  one  of  the  first  steps  in  raising 
the  repair  business  to  the  standing  that  it  (jught  to 
occupy,  and  it  behooves  the  repairers'  associations,  as 
including  the  livest  men  in  the  trade,  to  start  educa- 
tional propaganda  along  these  lines.  Is  there  any 
good  reason  why  the  repairer  should  not  stand  as  high, 
economically  and  socially,  as  a  retailer?  Yet,  if  we  are 
candid,  we  must  admit  that  he  does  not,  and  it  is  the 
appearance  of  his  store,  more  than  anything  else,  that 
is  the  stumbling  block  to  his  progress. 


An  Up-to-the-Minutc  Repair  Shop 

ONE  of  the  most  up-to-date  shoe  repairing  plants 
in  the  West  is  that  recently  opened  by  Mr. 
George  Morris  at  745  Pender  St.  W.,  Van- 
couver, and  operated  under  the  firm  name, 
"Goodyear  Shoe  Repairing  Company."  The  shop  is 
exceptionally  well  lighted — Mr.  Morris  believes  in 
letting  in  the  sun — and  is  very  conveniently  laid  oiit. 
Comfortable  seats  are  ranged  along  one  side  of  the 


The  staff  of  the  Goodyear 
Shoe  Repairing  Co.  is  seen 
lined  up  on  the  sidewalk. 
Mr.  Morris  is  at  the  wheel 
of  the  car.  and  beside  him 
is  J.  P.  Bradford,  of  the 
Goodyear  Tire  &  Rubber 
Company. 
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store,  so  that  "while-you-wait"  customers  can  take 
their  ease  while  their  footgear  is  being  attended  to. 
These  seats  are  so  placed  that  they  are  not  noticeable 
from  the  street. 

The  interior  is  pleasant  to  the  eye.  There  are  no 
unsightly  ads.  pasted  up  on  the  walls,  which  are  very 
nicely  finished,  and  the  whole  atmosphere  is  cheery 
and  bright. 

Mr.  Morris  has  a  large  and  very  complete  repair- 
ing outfit,  including  two  Champion  stitchers  and  a 
Champion  finisher.  This  finisher  was  made  to  special 
order  for  Mr.  Morris  and  is  larger  than  any  finishing 
machine  usually  sold. 

For  keeping  track  of  the  shoes  received  over  the 
counter,  numbered  tags  are  used,  one  of  which  is  at- 
tached to  each  pair  of  shoes  that  come  into  the  store, 
while  the  customer  receives  the  stub  of  the  same  num- 
ber. As  the  work  is  finished  it  is  placed  on  a  side 
counter,  so  that  when  the  customer  comes  for  the 
shoes  they  are  in  nvimerical  order  as  received.  The 
tags  are  then  entered  numerically  in  a  ledger,  and 
every  number  has  to  be  accounted  for.  This  insures 
absolute  accuracy,  as  the  tags  are  printed  with  the 
days  of  the  week  on  them,  and  indicate  what  day  the 
work  has  to  be  finished. 

Mr.  Morris  says  his  success  has  been  built  up  on 
the  foundation  of  "Service."  If  shoes  are  promised 
for  6  p.m.,  they  will  be  ready  at  6  p.m. ;  if  they  ar«.' 
promised  for  10  a.m.,  they  will  be  awaiting"  for  the 
customer  at  that  hour.  The  customer  knows  he  caii 
rely  absolutely  on  getting  the  job  done  on  time,  and 
done  right.  Air.  Morris  uses  newspaper  advertising, 
and  also  posters,  and  states  that  he  gets  very  good 
results  from  ho\h  sources 

The  Goodyear  Shoe  Repairing  establishment  has 
quite  a  large  staft'.  Its  members  are  shown  in  the 
accompanying  photograph,  lined  up  before  the  store. 
It  will  be  seen  that  there  are  eight  men  and  a  boy. 
The  man  next  the  entrance  of  the  shop  is  Mr.  Harry 
Paver,  who  is  the  foreman.  Mr.  Morris  himself  is  ai 
the  wheel  of  the  automobile,  and  seated  beside  him 
in  the  front  seat  is  Mr.  J.  P.  Bradford,  the  representa- 
tive of  the  Goodyear  Tire  &  Rubber  Co. 

Both  Mr.  Morris  and  Mr.  Paver  are  graduates  of 
the  school  of  Piactipedics,  and,  consequently,  are  in 
a  position  to  give  sound  advice  to  customers  who  have 
foot  troubles. 


Skate  Sharpening  by  Shoe  Repair  Men  Proves 
Both  Practicable  and  Profitable 

IN  our  daily  rounds  we  have  been  struck  by  the 
number  of  shoe  repairmen  who  are  preparing  to 
avail  themselves  of  a  comparatively  new  source 
of  revenue  during  the  quiet  winter  months,  by 
installing  a  modern  skate  sharpening  machine. 

In  talking  the  matter  over  with  some  of  the  re- 
pairers who  were  equipped  for  this  work  last  season, 
we  were  rather  surprised  at  the  amount  of  business 
done.  One  shoe  repair  man  in  London,  Ont.,  who  is 
using  the  latest  USMC  Model,  claims  to  have  sharpen- 
ed 97  pairs  of  skates  in  one  day.  Looks  Like  profitable 
business,  doesn't  it  ?  This  man  paid  for  his  outfit  in 
two  days. 

At  one  time  most  skate  sharpening  was  done  by 
sporting  goods  shops,  who  were  fitted  up  with  a  bulky 
and  rather  expensive  machine  ;  but  to-day  we  under- 
stand there  are  several  types  of  small  sharpening  ma- 
chines on  the  market,  such  as  that  mentioned  above. 

It  would  appear  that  here  is  a  very  profitable  side- 


line which  the  shoe  re])airman  can  take  up  with  little 
expense  and  trouble.  It  is  worth  going  into  it  thor- 
oughly if  at  all.  When  you  have  installed  a  machine, 
get  out  a  good  window  card,  and  give  it  a  consjjicuous 
place  in  your  window.  Have  it  neat,  clean  and  well 
printed — not  a  piece  of  bruised  and  broken  cardboard 
with  ''Skates  Sharpened  Here,"  scrawled  on  it,  such 
as  one  often  sees.  Try  and  get  something  a  little  dif- 
ferent. A  card  like  this  would  have  more  sales  force 
than  a  mere  announcement:  "Are  your  skates  dull  ? 
Let  us  sharpen  them  for  you,  while  you  wait."  A  small 
projecting  sign  would  also  be  desirable,  as  it  could 
be  seen  from  a  di.S'tance.  Your  idea  is  not  only  tc 
catch  the  eye  of  the  man  who  is  looking  for  some 
place  to  have  skates  sharpened,  but  also  to  remind  the 
fellow  who  has  forgotten  about  it,  and  to  bring  in 
the  chap  who  was  going  to  let  his  skates  do  for  an- 
other few  nights.  It  is  good  business,  when  you  in- 
stall a  machine,  to  work  it  to  capacity,  or  as  near  to 
capacity  as  possible. 


Putting  the  "Ad "  in  Badge 

Toronto  Repairers  Use  Emblem  of  Their  Association 
as  Window  Card 


The  Toronto  Shoe  Repairers'  Association  have  re- 
cently revived  a  question  which  had  formerly  received 
some  consideration,  without  any  action  having  been 
taken.  That  is,  how  the  united  force  of  the  associa- 
tion could  be  used  for  advertising  purposes.  Newspa- 
per advertising  was  discussed,  but  it  was  decided  that 
space  was  too  expensive  to  make  it  practicable  in  the 
shoe  repairing  business.  However,  a  progressive  step 


was  taken  which  aims  to  make  the  badge  of  the 
Association  stand  for  something  in  the  eyes  of  the 
pul)lic,  and  the  window  card,  which  is  reproduced 
Iicrewith,  has  been  gotten  out.  This  card,  which  is 
about  \0y2  in.  square,  is  supplied  to  all  members  of 
the  association  at  cost. 

By  the  use  of  this  card  in  their  windows  the  mem- 
bers of  the  Association  are  capitalizing  their  badge  in 
a  way  that  ought  to  be  productive  of  good  results. 
The  advertising  value  of  a  trade  mark  or  emblem  has 
long  been  recogn'ized'^ — indeed  researc*!!  has  proved 
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that  the  ancient  Romans  and  Egyptians  used  trade- 
marks. A  trade-mark  has  been  found  on  a  piece  of 
Egy|)tian  pottery  estimated  to  1)e  of  the  era  2,000 
Ij.C,  and  in  the  ruins  of  the  Roman  city  of  Pompeii, 
jars  of  fish  sauce  were  found  with  the  marks  of  mak- 
ers on  them.  One  jar  has  an  inscription  which,  trans- 
lated into  English,  reads:  "Scaurus"  tunny  jelly.  Blos- 
som Brand,  put  up  by  Eutyches,  slave  of  Scaurus." 
We  have  no  record  to  prove  that  the  shoe  or  sandal 
makers  of  those  days  used  trade  emblems,  but  it  is 
quite  possible  they  did.  However,  it  is  not  necessary 
to  wander  in  the  catacombs  or  around  the  pyramids 
in  order  to  find  proofs  of  the  advertising  efFectivenes- 
of  a  trade-mark.  Manufacturers  to-day  and  for  years 
past,  have  been  spending  thousands  and  hundreds  of 
thousands  of  dollars  to  gain  recognition  for  their  trade- 
marks, and  make  them  stand  for  something  in  the 
eyes  of  the  public.  W  e  all  know  the  Olcl  Dutch 
Cleanser  housewife,  the  Gold  Dust  Twins,  the  smiling 
negro  of  Cream  of  Wheat,  the  B.  V.  D.  on  the  under- 
wear, and  a  host  of  other  similar  marks  or  emblems 
which  distinguish  nationally-known  products.  These 
trade-marks  stand  for  something  in  the  eyes  of  the 
public — one  cannot  see  the  trade-mark  without  think- 
ing of  the  product,  and  the  product  itself  will  likewise 
always  call  the  trade-mark  to  mind. 

The  advantages  of  the  cards  used  by  the  Toronto 
Association  members  is  therefore  apparent.  Their  em- 
l)le'm  will  gradually  come  to  be  so  closely  as.sociated 
in  the  minds  of  the  public  with  the  repairing  of  shoes 
that  it  will  eventually  become  the  trade-mark  of  the 
business.  Of  course  the  value  of  a  trade-mark  depends 
almost  entirely  upon  the  quality  of  the  product.  If 
the  product  is  uniformly  good,  then  the  trade-mark 
will  stand  for  quality  in  the  eyes  of  the  public,  but  if 
customers  are  disappointed  in  an  article  bearing  an 
emblem  of  this  kind,  then  of  course  it  becomes  associ- 
ated in  their  minds  with  poor  workmanship.  Here 
again  the  use  of  the  mark  has  its  advantage,  however, 
because  it  provides  a  stimulant  to  the  best  workman- 
ship. When  a  man  realizes  that  handing  out  a  poor 
job  with  the  emblem  of  the  association  on  it,  he  is 
discrediting  the  whole  trade  as  well  as  himself,  he 
will  be  more  careful  to  see  that  his  work  is  up  to 
standard. 


outfit  and  will  shortly  add  a  skate  grinder  to  his 
ecjuiijment.  The  shop  is  a  small  but  neat  one,  and  has 
an  attractive  little  window  where  a  display  of  findings 
is  neatly  laid  out.  At  one  side  there  is  a  window 
card  with  a  humorous  illustration  and  an  admonition, 
"Stop!  Don't  throw  away  your  old  shoes.  We  make 
them  new  again."  The  sign  of  the  Toronto  Shoe 
Rejiairers'  As.sociation  is  also  displayed. 

Air.  A.  C.  Butterworth,  son  of  Mr.  Arthur  Butter- 
worth,  is  taking  charge  of  the  new  store.  The  former 


has  been  working  with  his  father,  on  and  off,  since  he 
went  into  the  repair  game,  in  1913,  and  during  the 
absence  of  Mr.  Piutterworth,  Sr.,  on  his  trip  to  Cali- 
fornia this  summer,  took  charge  of  the  business.  He 
has  one  employee  working  with  him  in  the  shop,  but 
expects  to  have  to  increase  his  staff  shortly  owing  to 
increase  of  trade,  which  has  developed  very  rapidly. 


Toronto  Shoe  Repairer  Opens  His 
Fourth  Shop 


TIll"i  i)hotogra]jh  herewith  shows  the  exterior  of 
a  new  repair  shop  recently  opened  by  Mr.  Ar- 
thur Butterworth,  who  is  well  known  as  the 
secretary  of  the  Toronto  Shoe  Repairers'  As- 
sociation and  a  very  enthusia'stic  association  man. 
This  is  Mr.  P>utterworth's  fourth  store — he  has  one 
on  Yonge  St.,  another  on  Queen  St.,  and  a  third  on 
Dundas  St.,  West,  also  recently  o])ened.  The  new 
shop  is  located  at  274  College  St.,  just  at  the  corner 
of  .S|)adina — an  excellent  site.  l)Oth  College  and  Spa- 
(lina  are  good  busine.s's  streets  and  have  a  large  and 
thickly  populated  residential  section  to  draw  on, 
and  the  shop  being  almost  at  the  corner,  has  a 
cons])icuous  location.  The  building  of  which  it  forms 
a  i)art  is  a  fine  one  and  the  st(jre  has,  as  a  result,  an 
unusually  attractive  setting. 

Mr.  I'.utterworth  has  installed  an  IX-foot  U.SM.C. 


Membership  Campaign  Organized  in  Toronto 

At  recent  meetings  the  Toronto  Shoe  Repairers' 
Ass(jciation  have  been  talking  "Membership,"  and  a 
drive  has  been  organized  to  bring  in  the  repair  men. 
who,  through  lack  of  interest,  lack  of  invitation,  of  lack 
of  the  association  spirit,  have  remained  outside  the 
fold.  The  city  has  been  divided  into  six  sections  for 
the  i)urpose  of  the  drive,  and  six  captains  have  been 
appointed  to  cover  them.  East  of  the  Don,  Mr.  J. 
llendry  is  in  command;  from  the  Don  to  "S'onge  St., 
Mr.  J.  Weir;  between  Yonge  and  Bathurst  Streets,  Mr. 
Jesse  Merchant;  Bathurst  to  the  Junction,  Mr.  Dan 
I'retty.  and  west  of  the  Junction,  i\Ir.  Playward:  Each 
of  these  captains  had  a  committee  of  all  the  members 
in  his  own  district  and  there  is  keen  com;)etition  to 
see  which  district  will  get  the  best  results. 


Current  and  other  to|)ics  are  often  more  intelli- 
gently discussed  in  the  shoemakers'  garrets  in  Lon-  . 
don  than  in  the  House  of  rarliament. — Daniel  O'Con- 
ncll. 
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Providing  Footwear  for  the  Lame 

Orthopaedic  Shoemaking  a  Craft  that  Requires  Skill  in  Many  Lines— Well- Known 
Toronto  Craftsman,  Who  Specializes  in  This  Work,  DescribesVarious 
Types  of  Deformities  and  Methods  of  Correction 


WITH  the  evolution  of  industry,  old  times 
change,  old  methods  and  old  faces  disappear 
— an  altar  is  erected  to  the  Goddess  of  Effi- 
ciency, and  all  must  bow  the  knee.  It  is 
progress,  no  doubt,  but  we  must  pay  for  progress,  and 
sometimes,  perhaps,  the  price  is  a  trifle  high.  The 
shoe  manufacturing  industry  has  progressed,  and  has 
reason  to  be  proud  of  its  development,  but  here,  too, 
a  price  has  to  be  paid,  and  it  is  with  regret  that  we 
must  say  farewell  to  an  old  friend  whose  services  now 
seem  to  be  Kttle  in  demand,  the  Old-time  Shoemaker. 
True,  he's  not  gone  yet — not  cjuite,  but  he's  on  the 
gang-plank,  so  to  speak,  and  before  long  he  will  be 
waving  his  good-bye — his  place  taken. by  the  factory 
employee,  his  tools  replaced  by  high-powered  stitchers, 
pull-over  machines,  lasters,  welters,  and  what  not, 
and  the  painstaking,  thorough  methods  he  used  to  pro- 
duce a  tine  piece  of  footwear,  exchanged  for  speed, 
specialization,  and  the  "one-man-one-operation"  idea. 

The  new  system  undoubtedly  has  great  advantages 
— it  conserves  time  and  labor,  and  the  circumstances 
of  the  shoe  factory  employee,  financially,  are  much 
better  than  those  of  the  average  shoemaker  of  yester- 
day. Still  there  is  one  class  of  the  community  at  least 
who  will  be  placed  under  some  disadvantage  by  the 
disappearance  of  the  old-time  bench-worker,  namely, 
those  who  have  deformities  or  infirmities  of  the  foot — 
the  cripples,  as  they  are  called,  sometimes  contemptu- 
ously enough  by  the  unthinking.  There  is  still  a  con- 
siderable demand  for  orthopaedic  shoes,  and  no  doubt 
there  always  will  be,  though  it  may  diminish  to  some 
extent  with  the  progress  of  surgery  and  hygiene.  The 
making  of  this  class  of  shoes  is  not  suited  to  factory 
methods;  it  requires  a  man  who  is  jack  of  all  trades. 
In  the  majority  of  cases  a  special  last  must  be  made 
for  each  customer,  and  also  special  patterns.  The  or- 
thopaedic shoemaker  has  to  be  a  worker  in  metal,  he 
has  to  be  competent  to  make  a  last,  he  has  to  have 
an  artistic  eye  for  shaping  a  block  of  wood  or  cork, 
he  must  have  a  good  general  knowledge  of  anatomy 
and  the  mechanism  of  the  foot — in  fine,  he  must  be  an 
all-round,  intelligent  craftsman.  Some  customers  are 
very  exacting  in  their  demands,  and  expect  to  get  a 
symmetrical  boot  made  for  an  ill-formed  foot.  They 
don't  want  the  shoe  to  look  conspicuous,  and  still  it 
must  have  the  necessary  corrections.  Therefore  it 
will  be  seen  that  orthopaedic  shoemaking  is  a  craft 
that  requires  both  skill  and  diplomacy. 

Of  course,  in  any  discussion  of  this  subject,  one 
of  the  first  questions  that  will  enter  the  mind  of  a 
reader  not  acquainted  With  the  circumstances,'  is : 
"How  are  the  maimed  soldiers  being  taken  care  of  in 
this  regard?"  It  is  interesting  and  gratifying  to  know 
that  in  Canada  the  Dei)artment  of  Soldiers'  Civil  Re- 
establishment  has  taken  this  matter  up  in  a  very 
thorough  and  efifective  way,  gathering  together  a  large 
number  of  the  most  skilled  craftsmen  and  have  kept 
them  employed  exclusively  on  this  type  of  work  for 
returned  men  who  have  received  injuries  to  their  feet 


or  limbs,  making  neces'sary  the  wearing  of  orthopaedic 
footwear.  The  result  is  that  crip])led  veterans  of  the 
Great  War  have  received  the  best  attention  and  appli- 
ances which  surgical  science  and  the  shoemaking 
craft  can  provide. 

The  prevalence  of  foot  troubles  requiring  special 
corrections,  acquired  otherwise  than  in  military  ser- 
vice, is  far  greater  than  most  people  imagine,  and  or- 
thopaedic shoemaking  is  therefore  a  live  question  and 
one  that  may  develop  into  a  serious  problem, 
according  as  the  old-timers  retire  from  the  craft,  for 
none  of  the  younger  generation  are  learning  it.  There- 
fore we  believe  our  reader-s  will  welcome  a  discussion 
upon  this  topic,  from  one  who  has  had  long  and  wide 
experience  in  every  branch  of  the  craft.  A  "Footwear" 
representative  recently  interviewed  Mr.  S.  Burnett, 
])resident  of  the  Toronto  Shoe  Repairers'  Association, 
in  this  connection,  and  we  know  his  remarks,  which, 
in  the  abstract  are  appended  herewith,  will  be  received 
with  interest. 

iMr.  Burnett  handles  work  for  several  of  Toronto's 
hospitals  and  the  leading  orthopaedic  surgeons  and 
instrument  makers,  and  showed  Footwear's  representa- 
tive types  of  shoes  for  all  kinds  of  foot  deformities 
and  ailments.  His  remarks  follow: 

The  art  of  shoemaking  very  often  consists  in 
providing  a  good-looking  shoe  for  an  ill-looking  foot. 
This  requires  considerable  skill  and  intelligence,  and 
every  pair  of  orthopaedic  shoes  having  to  be  made  to 
different  specifications,  it  is  necessarily  a  one-man 
job  to  produce  them.  On  account  of  these  individual 
dififerences,  it  has  not  been  found  profitable  for  fac- 
tories to  specialize  to  any  extent  on  this  class  of  work. 
In  England  some  factories  have  made  attempts  in  this 
direction,  employing  one  special  man  to  fit  up  the  last 
and  cut  the  upper,  and  utilizing  the  machinery  of  the 
factory  for  the  completion  of  the  shoe.  But  this  sys- 
tem has  its  drawbacks  because  the  party  who  takes 
the  measurements  finds  it  difficult  to  co'nvev  the  re- 
requirements  of  the  customer  to  the  factorv  foreman, 
even  though  he  may  go  to  the  expense  of  having  trac- 
ings made.  And  as  the  use  of  the  lasting  and  welting 
machines  was 'found  imi)racticable  in  the  majority  of 
case.s,  the  attempt  to  adopt  factory  methods  to  ortho- 
paedic shoemaking  has  largely  been  abandoned. 

It  is  a  kind  of  work  in  which  the  personal  element 
is  a  very  important  factor.  It  is  just  as  necessary  that 
the  orthopaedic  shoemaker  should  see  the  customer 
and  find  out  the  requirements  at  first  hand,  as  that  a 
doctor  should  come  in  personal  contact  with  his  pa- 
tient before  seeking  to  diagnozc  and  prescribe  for  his 
comi)laint.  "Absent  Treatments"  do  not  prove  satis- 
factory in  orthoi)aedic  shoemaking  because  of  individ- 
ual peculiarities  which  the  man  who  actuallv  does  the 
work  must  examine  personallv  before  he  can  go  about 
the  making  of  special  shoes  for  any  particular  case  in 
a  thoroughly  intelligent  manner. 

l)y  far  the  most  pre\alent  cause  of  lameness  is  the 
malformation  known  as  hip  disease.  In  this  affection 
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the  head  of  the  femur  is  out  of  the  pelvis — or,  to  put 
it  in  non-technical  language,  the  hip-bone  is  displaced 
from  the  socket.  In  some  cases  it  is  only  partly  dis- 
located, but  in  others  it  is  completely  out  and  is  held 
only  by  the  ligaments.  This  causes  a  shortness  of  the 
limb  from  1"  to  5"  or  6",  with  a  consequent  misplace- 
ment of  the  point  of  balance  of  the  body. 

In  this  case  the  shoemaker  has  to  make  what  are 
known  as  cork  boots.  This  type  of  shoe  is  made  with 
an  extension  sole  of  cork  or  very  light  wood, — usually 
willow — in  order  to  keep  the  weight  down  as  much 
as  possible.  The  wood  is  necessary  in  extreme  cases 
in  order  to  secure  the  required  firmness.  The  sole,  of 
course,  has  to  be  made  of  the  exact  height  to  correct 
the  shortage  of  the  leg.  In  some  instances,  a  contriv- 
ance known  as  an  extension  can  be  used,  which  is 
much  less  conspicuous,  and  sometimes  indeed  is  ef- 
fective in  almost  entirely  concealing  the  lameness. 
The  foot,  in  this  case,  is  brought  as  close  to  the  ground 


as  possible  and  fitted  to  a  block  of  wood,  which  is 
made  to  a  shape  corresponding  to  the  good  foot  and 
fitted  into  the  boot  in  ]jlacc  of  the  natural  limb.  This 
block  is  covered  with  leather  and  laced  to  the  foot 
like  a  sandal.  Some  times  a  low  shoe  is  used  in  which 
the  extension  sole  is  placed,  (jr,  in  the  case  of  a  high- 
cut  boot,  the  shoemaker  makes  a  special  wide  leg.  In 
this  way  it  is  possible  to  disguise  the  shortness  of  the 
limb  fairly  effectively,  but  it  requires  an  unnautral 
l^osition  of  the  foot,  which,  in  extreme  cases,  is  tilted 
almost  vertical,  the  heel  being  raised  nearly  to  the  toji 
of  the  boot,  and  the  strain  on  the  ligaments  is  sucli 
that  some  people  cannot  wear  this  appliance. 

Again,  where  the  deformed  limb  is  but  slightly 
shorter  than  the  other,  a  smaller  type  of  extension 
is  used,  which  occupies  only  part  of  the  shoe,  forming 
a  support  to  elevate  the  heel,  while  the  toes  fit  into 
the  fore  part  of  the  shoe.  With  this  type  of  appliance, 
the  use  of  a  steel  plate  is  necessary  to  prevent  the 


The  drawing  illustrat- 
es the  four  commonest 
types  of  club  foot;  also 
an  extreme  case  of  flat 
feet.  Types  of  club 
foot  shown  are:  (1) 
Talipes  Equinus:  (2) 
Talipes  Calcaneous ; 
(3)  Talipes  Varus;  (4) 
Talipes  Valgus. 
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buckling  of  the  sole  and  the  consequent  splitting  of 
the  block. 

Knee  trouble  often  causes  a  similar  deformity  to 
that  caused  by  hip  trouble.  Where  the  knee  joint  has 
been  removed,  a  shortness  of  the  leg  results,  which, 
in  many  cases,  may  be  concealed  by  the  use  of  the 
extension  sole. 

The  Various  Forms  of  Club  Foot 

Another  frequent  cause  of  lameness  is  club  foot. 
There  are  five  distinct  forms  of  this  trouble,  which 
may  be  either  congenital  or  acquired.  The  first  type 
is  known  as  Talipes  Valgus,  in  which  the  foot  is 
turned  outwards.  This  deformity  is  generally  caused 
by  the  muscle  on  the  inner  side  of  the  foot,  known  as 
Tibialus  Anticus,  while  the  peronnial  muscles,  on  the 
outer  side,  being  unafifected,  draw  the  foot  upward  and 
outward . 

Talipes  Varus  is  the  exact  opposite  of  this,  the 
foot  being  turned  inwards,  due  to  the  paralysis  of  the 
peronnial  muscles  on  the  outer  side  of  the  foot. 

Talipes  Equinus  is  a  form  of  club  foot  in  which 
the  foot  is  so  deformed  that  the  patient  stands  on 
the  balls  of  the  toes.  This  condition  is  brought  about 
by  the  inactivity  of  the  muscle  in  the  front  of  the 
leg,  which  permits  the  powerful  tendons  in  the  calf 
of  the  leg  to  draw  up  the  heel,  there  being  no  counter- 
balancing force. 

The  opposite  of  Talipes  Equinus  is  Talipes  Calca- 
neous,  in  which  the  forepart  of  the  foot  is  drawn  up 
from  the  ground. 

Another  form  of  club  foot  which  is  somewhat  rare, 
is  Talipes  Plantaris.  This  is  caused  by  the  contrac- 
tion of  the  fibrous  tissue  with  which  the  sole  of  the 
foot  is  lined  from  the  heel  to  the  toe  joints,  and  re- 
sults an  unnatural  arching  of  the  foot.  It  is  very 
seldom  that  the  shoemaker  has  to  .  deal  with  a  mal- 
formation of  this  kind.  In  China,  however,  it  is  a 
common  trouble,  due  to  the  binding  of  the  feet  prac- 
tised by  the  Chinese  ladies. 

In  each  type  of  club  foot  it  is  necessary  to  make  a 
shoe  with  special  corrections  tending-  to  counteract  the 
deformity.  In  the  case  of  a  foot  that  is  turned  in- 
wards, the  sole  and  heel  are  made  thicker  at  the  inner 
edge  than  at  the  outer  edge,  a  special  counter  of  strong 
leather  is  used  bearing  up  the  foot  on  the  Inner  side, 
and  a  steel  shank  is  inserted  to  give  rigid  support. 
Where  the  foot  is  turned  outwards,  the  same  correc- 
tions are  applied  on  the  outer  side. 

Flat  foot  is  another  form  of  trouble  which  is  gen- 
erally considered  of  a  trifling  nature,  but  which,  as  a 
matter  of  fact,  is  a  real  deformity,  frequently  of  so 
serious  a  character  as  to  require  the  making  of  special 
boots,  in  spite  of  the  numerous  corrective  appliances 
which  have  been  invented  for  its  relief. 
Foot  Deformities  Caused  Through  Accident,  Disease 
and  Abuse 

In  addition  to  the  above  mentioned  forms  of  lame- 
ness, there  are  deformities  caused  through  accident 
or  disease,  where  a  bone  has  to  be  amputated,  altering 
the  centre  of  gravit'-i'-'' in  walking.  In  such  cases  special 
boots  are  required  with  corrections  to  restore  the  pro- 
per balance. 

However,  the  most  prevalent  of  all  causes  of  foot 
trouble  and  the  most  easily  removed,  is  the  abuse  or 
neglect  of  the  foot.  There  are  devotees  of  fashion 
who  proceed  on  the  assumption  that  the  foot  is  made 
for  the  shoe,  not  the  shoe  for  the  foot,  and  the  disa.s- 
trous  consequences  which  result  from  the  excessively 
high  heels  and  narrow  toes,  worn  by  some  in  an  en- 


deavor to  appear  smart,  are  very  noticeable  to  the 
shoemaker.  The  purpose  to  which  the  elaborate  mech- 
anism of  the  arch  of  the  foot  is  specially  adapted  by 
nature  is  completely  defeated  by  the  wearing  of  these 
high  heels.  The  numerous  joints  of  the  foot  are  ren- 
dered practically  useless  and  the  foot  is  little  better 
than  a  last.  The  toes  are  crowded  together.  Forcil)ly 
driven  from  their  natural  position,  the  joints  become 
dislocated  and  eventually  ankylosed  (this  is  the  con- 
dition in  which  the  joints  actually  grow  together  and 
become  incapable  of  bending;  it  is  illustrated  in  the 
case  of  the  small  toe,  of  which  the  first  joint  is  anky- 
losed in  most  cases),  and  the  prominent  surfaces  be- 
come covered  with  corns.  These  are  some  of  the  evils 
caused  by  wearing  of  footwear  of  an  unnatural  shape. 
Manv  who  in  their  young  days  wear  "stylish"  shoes 
have  to  pay  a  heavy  penalty  in  later  years  when  they 
are  condemned  to  wear  some  misshapen  creation  to 
correct  the  deformities  caused  by  their  own  folly.  The 
object  always  held  in  view  in  the  making  of  shoes  is 
to  remedv  the  various  deformities  and  to  assist  the 
foot  in  fulfilling  its  normal  functions.  People  who 
study  fashion  to  the  exclusion  of  personal  comfort 
reverse  this  piocess  and  appear  to  use  their  utmost 
endeavors  to  render  futile  the  beautiful  contrivance  of 
nature  to  enable  a  person  to  walk  with  graceful  ease. 
The  Outlook 
There  are  undoubtedly  more  cripples  in  the  world 
to-day  than  ever  before  as  an  aftermath  of  the  war. 
There  is  great  hope  for  what  may  be  accomplished 
by  surgery,  which  has  been  making  great  progress 
in  recent  years  along  orthopaedic  lines.  It  used  to  be 
that  when  a  child  was  born  with  a  deformity  its  par- 
ents were  resigned  to  its  being  a  cripple  all  its  life, 
but  that  is  very  seldom  the  case  now.  In  future,  too, 
it  is  probable  that  the  care  of  the  feet  will  eventually 
be  recognized  as  being  just  as  important  as  the  care 
of  the  teeth,  to  which  special  attention  is  now  being 
given  in  all  the  schools.  Another  encouraging  feature 
is  that  latterly  sensible  types  of  shoes  for  children 
are  being  produced  and  placed  on  the  market.  Ap- 
pliances which  are  efifective  in  the  relief  of  various 
forms  of  foot  trouble  are  also  being  manufactured  and 
sold  in  great  numbers.  All  these  conditions  would 
go  to  indicate  that  the  coming  generations  should 
grow  up  with  better  feet  than  have  their  prognietors 
of  the  present  day,  and  it  is  to  'be  hoped  that  such 
will  be  the  case.  For,  as  the  old-time  shoemaker  is 
gradually  disappearing  and  no  one  is  now  learning 
the  trade  in  the  thorough  wav  in  which  he  learned  it, 
if  the  demand  for  orthopaedic  shoes  does  not  decrease 
proportionately  it  will  be  impossible  to  produce,  or 
secure,  special  shoes  which  will  adequatelv  meet  the 
requirements  of  those  who  are  unfortunate  enough  to 
have  deformities  and  infirmities  of  the  foot. 


Large  Vancouver  Repair  Establishment 
Combined  With  Retail  and  Manu- 
facturing Business 


A RECORD  of  exceptional  growth  and  expan- 
sion is  that  enjoyed  by  the  firm  of  Pierre  Par- 
is, boot  and  shoe  manufacturers  and  repairers. 
51  Hastings  Street  W..  Vancouver.  Mr.  Paris 
started  in  Vancouver  twelve  years  ago.    His  slogan 
"Watch  us  grow"  is  truly  appropriate  as  is  demon- 
strated by  the  volume  of  business  done.    Starting  by 
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himself,  he  now  employs  thirty-five  men  and  even 
with  this  increased  staff  it  is  difficult  to  cope  with  the 
press  of  business.  Mr.  Paris  has  always  specializ- 
ed in  loggers',  miners',  and  prospectors'  boots,  and  is 
an  authority  on  this  class  of  bootmaking.  He  has  al- 
ways been  a  strong  believer  in  improvements  and  has 
a  number  of  time  and  labor-saving  devices  of  his  own 
invention  in  use. 

The  store  is  very  well  arranged,  having  a  thirty 
foot  frontage  on  the  one  side  for  the  display  of  shoes 
and  a  fifteen  foot  frontage  for  the  repair  department 
on  the  other.  It  is  so  arranged  that  all  the  process- 
es of  repairing  are  in  full  view  of  the  traffic  passing 
the  store  and  this  arrangement  is  one  of  the  finest 
forms  of  advertisement  for  this  department. 

At  the  front  of  the  shop  is  a  man  lasting  new  shoes, 
then  a  man  repairing  men's  fine  shoes.    Opposite  this 


Ijench  is  a  man  doing  ladies'  fine  turns,  while  next  to 
li.m  is  a  man  on  ladies'  heels  and  welts.  The  men's 
heavy  repairs  department  is  opposite  and  next  to  that 
.s  an  o'jcrator  for  children's  weks  and  Mackays. 
The  "While  you  wait"  repair  department  comes  next 
and  several  men  are  engaged  on  this  work.  Besides 
this  department  are  the  patching  machines.  Running 
all  down  the  o|)])()site  side  and  at  each  man's  hand  are 
s])ecial  trimming  and  skiving  machines  ,and  saws  for 
cutting  off  heels.  A  skate  sharpening  machine  is  in  an 
alcove  and  ojjerated  off  the  same  shaft  are  slugging. 
(>](•  Irimm'ng  and  heel  trimming  machines. 

The  retail  section  of  the  store  is  separated  from  the 
repair  department  by  glass  partitions,  allowing  the 
customers  to  inspect  any  part  of  the  repair  department 
as  well  as  being  an  ideal  location  for  the  display  of 
new  gcKjds.  Sixty  feet  I)ack  from  the  store  entrance 
is  an  opening  in  the  partition  for  the  checking  in  and 


out  of  repairs.  The  office  is  partly  in  the  store  and 
partly  in  the  repair  department.  An  additional  width 
of  ten  feet  in  the  building  at  this  point  alhnvs  a  full 
shaft  of  forty  feet  for  a  Goodyear  stitcher  for  heavy 
work  and  one  for  light  work ;  a  McKay  machine  and 
a  buffing  and  finishing  machine  are  also  on  this  shaft. 
Opposite  the  finishers  are  the  sole  cutting  machines, 
the  counter  machines,  and  the  soling  and  skiving 
machines. 

The  rear  of  the  main  floor  and  the  mezzanine  floor, 
comprising  an  area  of  three  thousand  square  feet,  is 
devoted  entirely  to  the  manufacture  of  shoes.  Surgi- 
cal shoemaking  occupies  a  part  of  the  mezzanine  fioor, 
three  men  being  employed  in  this  department.  The 
shop  making  a  specialty  of  this  type  of  work. 


Toronto  Repairers'  Association  Believe 
Salvation  of  Repair  Business 
is  in  Organization 

"  Now  is  the  Time  the  Association  is  Needed" 
They  Say— No  Excuse  for  Cutting  Prices 


STICK  together"  is  a  text  on  which  many  an  or- 
ation has  been  delivered,  and  the  subject  has 
not  been  exhausted  yet.  Put  into  practice  it 
would  solve  difficulties  in  a  great  many  lines 
to-day.  The  test  of  a  man  is  his  behaviour  in  a  tight 
corner,  and  likewise  the  test  of  an  association  is 
whether  it  stands  firm  under  critical  conditions.  Right 
now,  when  industry  is  a  bit  flurried  and  gloomy  pro- 
phets are  foretelling  price-crashes,  is  a  time  of  trial  for 
an  organization.  This  fact  was  emphasized  at  one  of 
the  biggest  meetings  of  the  Toronto  Shoe  Repairers' 
Association  that  has  been  held  this  season,  when  a 
number  of  the  members  spoke  strongly  on  the  subject. 

Mr.  Arthur  Butterworth  was  particularly  insistent 
on  the  necessity  of  holding  together  during  the  pre- 
sent changing  conditions.  "Now  is  the  time."  he 
said,  "for  members  of  the  association  to  get  together 
and  work,  and  stick  to  their  nrices.  There  is  no  in- 
dication of  a  drop  in  No.  1  leather,  and  all  the  other 
materials  entering  into  a  repair  job  have  gone  up. 
There  is  a  big  difference  in  paying  $4.55  for  the  best 
grade  thread  and  65  or  75  cts.  as  we  used  to.  However, 
you  can  get  your  men  to  work  for  you  to-day.  You 
can  get  all  the  men  you  want  for  $20,  $22,  $23,  and 
make  $25  your  limit.  But  look  at  your  expenses  in  other 
lines.  My  rent  has  been  increased  125  per  cent.,  busi- 
ness tax  100  per  cent.,  and  plate  glass  insurance  300 
per  cent. 

"As  an  example  of  what  it  costs  to  do  business  to- 
day I  may  tell  you  that  it  cost  me  almost  $1,000  to 
open  a  new  store  on  College  St.,  entirely  outside  of 
the  cost  of  the  store  and  the  machinery.  Figure  out 
how  much  money  you  have  tied  up  in  stock  and  ma- 
chinery .and  then  calculate  what  interest  you  would 
make  on  it  if  you  had  it  in  a  bank  or  well  invested 
in  business.  Consider  what  it  would  cost  if  you  lost 
your  plant  by  fire. 

"Taking  all  these  expenses  into  account,  we  are 
not  getting  what  we  should  get  on  the  present  list. 
This  is  the  time  to  work  to  prevent  cutting  of  prices, 
for  there  are  some  who  will  try  and  make  the  reduc- 
tion in  No.  2  and  No.  3  leather  an  excuse  for  doing  so. 

"While  it  is  important  to  increase  our  member- 
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ship,  it  is  still  more  essential  that  we  should  keep  in 
close  touch  with  the  men  we  have  got  and  get  them 
thoroughly  interested  in  the  Association." 

As  illustrating  the  attitude  of  some  members  of 
the  trade  at  the  present  time.  Mr.  Jesse  Merchant  said 
that  one  repairer  on  whom  he  called  complained  that 
the  prices  on  ladies'  work  was  too  high,  and  he  could 
not  convince  him  by  argument  that  they  were  not.  In 
another  repair  shop  he  had  seen  a  pair  of  ladies' 
pumps,  hand-sewn  soles,  and  heels,  and  the  price  mark- 
ed on  the  bottom  was  $1.40. 

Mr.  Butterworth  said  he  had  been  on  the  road 
thirty-two  years  before  going  into  the  repair  game, 
and  he  had  never  struck  a  line  where  the  men  knew 
so  little  about  how  a  business  should  be  run.  He 
didn't  suppose  there  were  50  per  cent,  of  the  men  in 
the  trade  who  could  figure  the  cost  of  a  job. 

Mr.  Merchant  said  that  the  trouble  in  the  case  men- 
tioned above  was  that  the  man  had  enough  money  to 
live  on  and  was  just  repairing  shoes  to  keep  himself 
occupied.  There  were,  he  declared,  many  men  in  the 
repair  business,  who  were  similarly  situated,  and  who 
were  spoiling  the  game  for  others  who  had  to  depend 
upon  it  for  their  living. 

Mr.  Chas.  Robertson  also  made  an  urgent  plea  for 
every  member's  loyalty  to  the  Association.  "To-day," 
he  said,  "is  the  day  we  need  an  organization  of  this 
kind.  The  grocer  and  men  in  other  lines  of  business 
make  20  cents  profit  on  the  dollar,  while,  paying  as 
we  do,  88  cents  a  pair  for  .No.  1  leather  soles,  we  can- 
not make  17  cents  on  the  dollar  at  our  present  list. 
There  is  not  a  business  in  Toronto  working  on  as 
small  a  margin  as  the  repair  men.  If  sole  leather  were 
reduced  15  cents  a  oound,  we  could  not  afford  to 
make  a  reduction  of  5  cents  a  pair.  If  it  were  reduced 
30  cents,  we  would  then  be  getting  the  equ'valent  of 
the  profit  we  ought  to  make.  Wages  are  not  going  to 
be  reduced,  and  in  regard  to  leather,  when  we  were  on 
the  Acton  trip,  I  enquired  whether  there  was  any 
possibility  of  a  decrease  in  No.  1  stock,  and  was  told 
there  might  be  in  eight  or  nine  months.  And  every- 
thing else  we  use  has  been  advancing  in  price.  Can 
we,  then,  cut  our  prices  to  the  public?  Can  we  af¥ord 
to  do  without  the  association?  The  work  of  the  "cli- 
que", as  they  call  it,  has  been  wonderful  in  the  past 
three  years,  and  the  new  men  who  come  in  and  take 
hold  will  realize  it." 

Mr.  Butterworth  told  how  he  dealt  with  a  custom- 
er who  complained  that  the  price  of  shoe  repairs 
should  be  down  on  account  of  the  reported  drop  in 
hides  and  leather.  It  was  like  this:  "Madam,  you 
should  know  that  formerly  the  difiference  in  the  price 
of  No.  1,  No.  2  and  No.  3  leather  was  so  small  that 
a  repairer  would  not  take  a  chance  on  buying  the 
cheaper  grades.  Now,  however,  the  tanners  are  over- 
loaded with  the  poorer  stock,  and  have  shot  up  the 
prices  of  the  No.  1.  while  they  have  cut  the  prices  of 
No.  2  and  No.  3,  in  order  to  unload.  If  3'ou  want  a 
No.  2  or  No.  3  job,  no  doubt  you  can  get  it  cheaper, 
but,  personally,  I  only  use  No.  1  leather,  and  will 
give  you  a  No.  1  job."    And  she  left  the  shoes. 

President  Burnett  said  he  did  not  think  there  was 
any  reason  to  be  down-hearted  over  the  present  situa- 
tion. The  men  who  were  cutting  prices  were  not 
getting  all  the  business. 

A  good  suggestion  came  from  the  genial  secretary 
just  as  the  meeting  broke  up,  "Let's  have  sandwiches 
and  cof¥ee  next  meeting."    Carried  unanimously. 


Skate  Sharpening  Machine  Easily  Operated 

Two  styles  of   skate    sharpening   machines  are 
manufactured  by  the  United  Shoe  Machinery 
Company  of  Canada,  Limited,  Montreal,  both 
of  which  can  be  attached  to  all  classes  of  repair 
outfits,  one  known  as  the  Model  "A,"  which  has  one 
emery  wheel,  and  other  Model  "B,"  which  has  a  coarse 


and  fine  emery  wheel,  either  one  of  which  can  be 
brought  into  operation  instantaneously.  The  sharp- 
ening of  skates  on  these  machines  is  a  verv  simple 
matter,  and  any  repair  man  can  acquire  the  necessary 
skill  in  a  very  short  time. 

Montreal  Repair  Man  Develops  Business  and 
Enlarges  Premises 

ONE  of  Montreal's  most  modern  shoe  repairing 
stores  is  that  of  the  United  Shoe  Hospital,  689a 
Ontario  St.  E.   The  proprietor,  Mr.  A.  T.  Aldini 
has  had  20  years'  experience  in  the  shoe  busi- 
ness.   He  learned  the  shoe  repairing  trade  in  Italy, 
where  he  was  also  engaged  in  the  manufacture  of 
shoes  for  cripples. 

Six  years  ago.  Mr.  Aldini  opened  up  the  United 


Mr.  A.  T.  Aldini. 

Sho  Hospital,  and  his  business  had  grown  so  rapidly 
that  he  has  been  forced  to  enlarge  his  store. 

Besides  repairing  shoes,  Mr.  Aldini  makes  shoes 
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Store    front    of    the  United 
Shoe  Hospital.     Mr.  Aldini, 
the    proprietor,    is    seen  on 
left. 


to  order,  and  on  this  line  alone  he  has  numerous  cus- 
tomers. 

In  the  window  of  the  store,  shoe  laaces  of  all  colors 
are  shown,  together  with  shoe  uppers.  The  right  side 
of  the  interior  of  the  store  is  occupied  by  a  22  ft.  United 
Shoe  finisher  and  a  Champion  stitcher.  Chairs  are  con- 
veniently placed  down  the  left  side  of  the  store 
for  customers  waitings  for  their  shoes.  The  work- 
room is  separated  from  the  waiting  room  by  a  large 
counter  running-  down  the  full  length  of  the  store. 
Immediately  behind  the  finisher  there  are  four  shelves 


on  which  the  finished  shoes  are  kept.  The  back  part 
of  the  store  is  taken  up  by  a  cabinet  which  contains 
shoe  findings  of  all  descriptions.  In  this  line,  Mr. 
Aldini  does  a  big  business,  especially  on  laces. 

Mr.  Aldiiii's  system  of  keeping  a  check  on  shoes 
awaiting  repairs  is  a  very  modern  one.  The  tag  as 
shown  herewith  is  in  two  sections.  As  the  customer 
comes  in,  the  top  part  of  the  coupon  is  tied  to  the 
shoes,  the  bottom  part  is  torn  off  and  given  to  the 
customer.  The  customer  retains  the  bottom  part  of 
the  tae  until  the  shoes  are  returned  to  him. 


(k 


NO  600& 


Full  Soles,  sewn 

Neolin 

Half 

Full     "  nailed 

Half  " 

Inline 

Leather  Heels 

Rubber 

Toe  Pieces 

Patches  on  Soles 

kips 

Patches  on  Upper 

5 

Stretch 

Toe  cap 

Back  Strap 

Shoes  Dyed 

Buttons 

Hooks 

Eyelets 

Price 

QARDEZ  CE  COUPON  No 

A.  T.  ALDINI  6006 

UNrricDHnoK  iiosi'itai. 
689a  OotJrio  East        Tel.  East  7S95 
PRICE 

NOT  RESPONSIBLE  FOR  UOOOS  LEFT 
OVF.R  JO  DAYS 


On  the  right  is  an  interior 
view  of  the  United  Shoe 
Hospital,  Montreal.  Above 
is  tag  used  in  keeping  track 
of  customers'  shoes. 
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Universal    Model    FM  re- 
pair outfit  with  skate  grind- 
er attached. 


Skate  Sharpening  is  a  Profitable  Side  Line  for 
the  Repair  Man 

The  Universal  Shoe  Machinery  Company  of  Can- 
ada, Limited,  Montreal,  are  now  oft'ering  to  the  shoe- 
repairing  trade  a  Universal  Model  F.M.  Finisher 
with  Model  G.  Skate  Grinder  attached.  The  finisher 
is  constructed  so  as  to  take  up  only  a  minimum 
amount  of  space.  It  is  fully  equipped,  however,  for 
black  and  tan  work.  The  skate  grinder  has  many  new 
improvements,  the  principal  one  being  the  perforated 
table.  This  perforated  table  allows  the  grindings  to 
drop  into  the  receptacle  below,  thereby  eliminating  in- 
correctness in  grinding.  The  receptacle  below  the 
table  is  filled  with  water,  and  as  soon  as  grindings 
drop  into  this  receptacle  they  are  immersed  in  the 
water.  This  prevents  their  spreading-  over  the  mach- 
ine, thereby  injuring  the  bearings,  etc. 


into  a  McKay  shoe  after  resoling. 


be  driven  through  the  outsole  atid  also  through 


Practical  Hints  for  the  Repair  Man 

HERE  are  a  few  interesting  hints  of  a  practical 
nature,  taken  from  the  "Shoe  Repair  Shop," 
which  the  repair  man  may  find  of  great 
value : 

Some  repairers  set  the  outsole  stitching  line  close 
to  the  upper  all  around  a  shoe  which  originally  had 
an  extension  edge.  The  stitching  line  thus  set  next 
to  the  upper  is  held  by  the  intact  part  of  the  welt,  and 
the  outside  seam  is  naturally  a  stronger  one,  but  where 
the  shoe  is  of  extension  style  kind  the  extreme  edge 
portion  is  left  unprotected  from  opening  up  during 
wear.  In  shoe  factories  it  is  the  rule  to  set  the  outsole 
seam  so  that  the  edge  trimming  operation  shall  be 
performed  in  close  proximity  thereto,  so  as  to  have 
a  closed  edge  during  wear. 

*    *  * 

Some  McKay  shoes  are  made  with  felt  insoles,  and 
old  McKay  shoes,  thus  constructed,  cannot  hold  the 
clinched  nails  as  well  as  leather  insoles,  and  it  is 
therefore  well  to  insert  slip  soles.  It  is  right  in  the 
line  of  practical  shoemaking  to  insert  a  thin  slip  sole 


A  few  tacks  may 
the 

slip  sole.  Cementing  alone  will  not  hold  the  slip  per- 
manently in  position,  so  that  nails  or  tacks  around 
the  toe-part  and  at  the  ball-line  may  be  advisable. 

*  *  * 

A  little  glue  and  leather  dust  will  fill  in  defective 
heels,  although  it  is  much  l:)etter  to  add  to  the  heel 
in  a  form  that  will  make  a  solid  foundation  for  the 
edge-setting  operation. 

*  * 

A  repairer  will  frequently  find  a  shoe  which  has 
been  cut  to  quite 'an  extent  by  the  breasting  machine 
knife.  This  condition  can  be  remedied,  if,  when  ap- 
plying a  new  heel,  the  workman  will  extend  the  lifts 
over  this  damaged  part  of  the  shoe,  the  nails  being  in- 
serted ahead  of  the  incision  in  the  outsole. 

To  change  a  McKay  shoe  to  a  welt  shoe,  rip  off 
the  outsole,  tack  on  a  welt  and  stitch  the  outsole  to 
the  tacked  welt,  and  then  you  have  a  McKay  shoe 
turned  into  a  so-called  welt  shoe. 

*  *    *  ■ 

When  button  shoes  are  brought  to  the  repair  shop 
with  the  complaint  that  the  shoes  hurt  over  the  in- 
step, the  best  thing  to  do  is  to  rip  off  the  vamp-seam 
at  that  point  and  insert  a  new  piece  of  leather  thinner 
than  the  one  already  set  in  there.  It  is  generallv  the 
"bunch"  at  the  instep  which  ])ains  the  wearer. 

*  *  * 

It  is  not  always  an  easy  thing  to  build  heels  with 
extended  flange  at  the  toj).  A  heel,  shaped  with  the  mid- 
dle portion  much  smaller  than  its  bottom  portion,  is 
always  in  danger  of  twisting  out  of  shape  during  wear. 
But,  on  the  other  hand,  if  the  repairer  starts  to  flange 
out  too  high,  the  style  of  the  heel  will  be  lost  and  the 
heel  will  look  clumsy  and  out  of  balance  with  the  rest 
of  the  shoe.  The  starting  ])oint,  to  proi)erlv  flange  out 
the  heel,  should  be  at  about  the  middle  of  the  heel  and 
steel  nails  only  should  be  used,  to  firmly  hold  the  lifts 
together  during  wear. 
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A  Plan  to  Keep  Tab  on  Store  Service 


As  an  additional  means  for  helping  to  make  the  ad- 
vertising of  the  retail  stores  more  effective,  by  insur- 
ing that  salespeople  will  understand  the  policies  of 
the  stores  employing  them  and  will  render  a  service 
in  keeping  with  the  claims  of  the  advertisements,  the 
Better  Business  Commission  (vigilance  committee) 
of  the  Cleveland  Advertising  Club  has  inaugurated  a 
system  of  "shopping  for  service"  for  the  benefit  of  the 
stores.  These  shoppers  operate  under  the  immediate 
direction  of  the  manager  of  the  merchandise  section  of 
the  Cleveland  Commission,  and  their  reports  upon 
the  treatment  they  receive  in  the  stores  is  passed 
along,  confidentially,  to  the  manager  of  the  stores  in- 
volved. 

A  moment's  reflection  reminds  us  that  in  many 
lines,  the  service  which  the  salesperson  should  render 
is  almost -as  important  as  the  merchandise  in  deter- 
mining whether  the  customer  will  be  well  enough 
satisfied  to  desire  to  come  back  again,  and  many  store 
managers  believe  that  shopping  their  own  stores  is 
more  important  than  shopping  the  stores  of  competi- 
tors. 

Before  the  service  was  ofYered,  an  extensive  in- 
vestigation was  made  of  the  things  which  the  shop- 
pers could  ascertain,  and  as  a  result,  an  instruction 
sheet  was  prepared  which  should  be  of  interest  to  our 
readers.    This  sheet  is  as  follows: 

Date  

Did  the  Merchandise  Compare  Favorably  With  the 
Advertisement? 

About  what  time  did  you  enter  the  department?  

Did  you  find  everything  the  advertisement  of¥ered?.. 

If  not,  what  was  lacking?  

In  your  opinion  did  the  advertisement  over-rate  mer- 
chandise?   

If  not,  was  merchandise  even  better  than  vou  expect- 
ed?  •  

If  comparative  prices  were  quoted  do  you  think  the 
advertised  value  was  reasonable  as  compared  to 
values  quoted  in  other  stores  for  the  same  class 
of  merchandise?   

Was  there,  in  your  opinion,  any  misstatement  of  fact 
in  the  advertisement  that  has  not  been  brought 
out  in  the  answers  above?  

What?   

Why?   

Department 

What  was  its  condition?  

Did  it  attract  you?  

What  were  salespeople  doing?  

Did  you  notice  anyone  waiting  for  attention?  

Remarks:   

Sales  Clerk 

Did  you  have  to  wait  for  attention?  

Sales  clerk's  nainc,  numl)er  or  description?  

3reeting  

Appearance   

Did  you  assume  a  reason  for  going  into  the  depart- 
ment that  could  easily  have  been  a  reason  any 
customer  might  have?  If  so,  what?  

f  id  the  salesperson  a])pear  interested  and  want  to 
hel])  you  witli  this  jfroblcm?  


Did  salesperson  make  any  suggestions?  

Did  salesperson  have  any  good  talking  points?  

Did  salesperson  offer  any  substitute?  

How  much  stock  was  shown?  

Was  salesperson  acquainted  with  stock?  

Was  salesperson  acquainted  with  advertisement?.... 

Was  interest  in  you  shown  until  the  end?  

Were  you  invited  to  call  again  by  the  sales  clerk?.  .  .  . 
Did  sales  clerk    give    any    other    information  than 

prices?  

Were  you  shown  any  courtesies  by  anyone   in  the 

store  beside  the  sales  clerk?...  

Remarks:   

The  following  reports  will  show  the  nature  of  the 
work : 

Experience  in  a  well-known  shoe  store :  "I  enter- 
ed the  store  about  12  o'clock  and  was  met  by  a  man 
whom  I  think  was  the  manager.  I  asked  him  for  white 
satin  evening  slippers  and  he  seemed  to  be  glad  to 
show  them  to  me  himself.  He  said  he  had  had  so 
many  calls  for  satin  slippers  that  he  finally  had  some 
made  up,  but  that  in  the  last  month  or  two  nobody 
had  been  asking  for  them.  He  offered  me  $12  and 
$13  slippers  at  $10.  When  I  told  him  I  was  getting 
prices  for  another  member  of  my  family  he  remarked 
that  he  wasn't  on  the  floor  very  much  but  that  he 
would  tell  Mr.  Blank  about  these  slippers  and  for  us 
to  ask  for  Mr.  Blank." 

Report  on  experience  buying  rubber  heels  and 
shoes  at  another  exclusive  shop  in  Cleveland :  "As  I 
entered  the  store  (about  11  o'clock).  I  asked  for  the 
"U-put-On"  rubber  heels  and  was  shown  to  the  coun- 
ter to  the  left  front  of  the  store.  Here  I  was  waited 
on  by  a  young  woman,  especially  neat,  courteous  and 
pleasant.  She  very  skillfully  tried  on  several  sizes 
that  apparently  did  not  fit,  after  which  we  decided  I 
would  have  to  have  my  heels  shaped  differently  be- 
fore anv  of  them  could  be  made  to  fit.  I  then  told  her 
I  would  look  at  oxfords  and  she  courteously  directed 
me  across  the  store.  Here  I  was  waited  on  by  a  very 
young  man  (there  are  three  of  practically  the  same 
type  and  he  is  the  slightest  of  these  three).  He  show- 
ed me  three  or  four  diiferent  styles,  giving  me  prices 
as  well.  None  of  these  oxfords  were  less  than  $10. 
When  I  asked  him  for  a  lower  priced  shoe,  he  direct- 
ed me  to  the  basement,  saying  they  had  some  very 
good  values  down  there. 

"I  went  to  the  basement  store  and  was  shown  a 
surprisingly  good  looking  oxford  at  between  $6  and 
$7.  It  seemed  to  be  of  good  leather,  heel  leather  lined 
to  the  sole,  sole  kid  lined.  The  clerk  showed  me  a 
brown  oxford  which  he  said  was  much  higher  priced 
stock,  on  sale  in  the  basement  because  of  broken 
sizes.    He  did  not  have  my  size." 

The  service  which  the  Cleveland  commission  is 
thus  rendering,  is  in  keeping  with  the  idea  of  helping 
business  men  to  make  their  advertising  effective  in 
the  greatest  possible  degree.  It  is  not  enough  that 
advertisements  be  true  and  attractive.  A  store  must 
render  a  pro])er  service  to  back  up  the  advertising, 
and  this  service  is  designed  to  encourage  good  sales 
methods  and  to  call  attention  to  common  ommissions. 


November,  1920 


FOOTWEAR   IN  CANADA 


69 


ESTABLISHED  ,  1853 


Edwin  Clapp  shoe  quality  has 
earned  the  confidence  of  men 
everywhere. 

Sixty  years  making  the  best  is 
a  record  that  speaks  for  itself. 


Bar  Harbor 


East  Weymouth,  Mass.,  U.  S.  A. 


Equipment  for  the  Repair  Shop 


Tl/' E  supply  the  shoe  repairman 
with  all  the  necessaries  of 
his  business  A  splendid  range  of 
Shoe  Findings,  and  Leather  Shoe 
Laces,  Insoles,  always  ready  for 
immediate  delivery. 

Send  us  a  trial  order. 


P  OR  tools  and  other  supplies, 
our  place  is  the  right  place. 
We  keep  a  large  selection  of  tools 
and  spare  parts,  also  our  5A  finish- 
ing machine  meets  all  require- 
ments, and  we  can  fix  you  up  at 
prices  that  are  attractive. 

Call  in,  or  drop  a  card. 


REAL  BROS.  LTD. 


42  Wellington  St.  East 


TORONTO,  ONT, 
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FOOTWEAR   FINDINGS  | 

Happenings  in  the  Shoe  and  Leather  Trade  M 
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Tlie  Getty  Shoe  Co.,  Kitchener,  Out.,  manufacturers, 
liave  assigned  to  N.  L.  Martin,  Toronto. 

J.  Ouellette,  shoe  dealer,  Hull,  Que.,  has  sold  out. 

Harry  Cohen,  shoe  dealer,  Montreal,  has  sold  out. 

The  firm  of  Heneault  &  Lefeljvre,  shoe  dealers,  Mont- 
real, has  been  registered. 

The  Modern  Shoe  Repairing  Co.,  King  St.,  W.,  Kitch- 
ener, ()nt.,  had  a  Neolin  day  on  Tuesday,  Oct.  28,  and  gave 
a  demonstration  of  the  use  of  this  material  for  repairing 
shoes. 

Wm.  Breithaupt,  of  the  Breithaupt  Leather  Co.,  recently 
returned  from  a  business  trip  to  the  Maritime  provinces,  and 
reports  sole  leather  jobbers  doing  a  satisfactory  business. 

Mrs.  L.  O.  Breithaupt,  wife  of  L.  O.  ikeithaupt  of  the 
Breithaupt  Leather  Co.,  presented  her  husband  with  a  daugh- 
ter on  Monday,  Nov.  25,  at  the  General  Hospital,  Toronto. 
Our  congratulations  to  the  happy  parents. 

Finlay's,  of  Hamilton,  Ont.,  are  opening  a  new  shoe 
store  at  435  Barton  St.,  E.  Their  old  stand  is  at  23  McNab 
St.  N. 

Harry  Stark,  formerly  of  Winnipeg,  has  purchased  the 
Yale  Shoe  Store,  305  Hastings  St.  W.,  Vancouver,  which 
formerly  belonged  to  C.  W.  Shively. 

R.  D.  Barkhouse  has  recently  opened  an  up-to-date  boot 
and  shoe  store  at  Weymouth,  N.S.,  and  will  carry  a  first- 
class  line  of  boots,  shoes  and  rubbers. 

D.  G.  Loomis  &  Sons,  Limited,  Montreal,  are  erecting 
two  block  storage  sheds  for  the  United  Last  Company, 
Limited,  Montreal,  at  Montford  Jet.,  P.Q.  These  sheds 
are  being  built  at  a  cost  of  $50,000. 

S.  Badalato,  who  has  conducted  a  fruit  store  at  356 
Richmond  St.,  London,  has  turned  his  store  into  a  shoe  shop. 
The  store  has  been  entirely  remodelled,  and  is  named  the 
Walk  Well  Boot  Shop.  R.  S.  Iler,  for  some  time  a  salesman 
with  the  Wilkinson  Shoe  Store  at  Windsor,  has  taken 
charge  of  Mr.  Badalato's  new  store  as  manager. 

The  London  store  of  the  John  Agnew  Co.  has  moved 
one  block  east  on  Duridas  St.  The  new  location,  which  will 
give  much  larger  quarters  than  the  old  stand,  is  being 
entirelp  remodelled  and  will  have  one  of  the  tinest  store 
fronts  in  the  city.  The  size  of  the  new  store  is  about  thir- 
teen feet  wide  with  a  total  depth  of  over  one  hundred  and 
fifty  feet. 

Bert  Clarkson,  who  has  been  a  salesman  with  Johnston 
and  Murray,  London,  is  severing  his  connection  with  that 
firm  to  take  a  position  on  the  road  with  a  manufacturer  of 
Quebec  city. 

John  Guinane,  shoe  retailer,  Toronto,  is  moving  from 
his  present  stand  at  No.  9  King  St.  W.,  to  269  Yonge  St. 
Alterations  are  being  made  to  the  new  premises. 

Mr.  Percy  M.  Carroll,  formerly  representing  Nathar, 
Cummings  in  the  Maritime  provinces,  is  now  in  the  retail 
store  of  the  Brockton   Shoe  Company,  Montreal. 

'l"he  death  occurred  recently  at  Halifax  of  Mr.  S.  P.  Tan- 
nenbauni,  formerly  of  Nathan  Cummings,  Montreal. 

J.  Wilbur,  of  the  Canada  Repairing  Store,  Granville  St., 
Vancf)uver,  recently  made  a  trip  to  his  home  in  Mexico,  lie 
is  now  back  in   Vancouver  and  reports  an  enjoyable  trip. 

D.  C.  McDonald,  of  the  Cliamitioii  Shoe  Repair  Store, 


New  Westminster,  B.C.,  has  opened  a  shoe  retail  and  repair- 
ing establishment  on  Columbia  St.,  Sapperton,  of  which  his 
brother  is  taking  charge. 

Chas.  Cyril  Paxton,  who  is  the  representative  of  the 
B.  C.  Leather  &  Findings  Co.  at  their  Victoria  Branch,  has 
recently  entered  the  ranks  of  the  benedicts,  having  taken  as 
his  wife  Miss  Margaret  Grace  Stevenson. 

VV.  H.  Plummer,  who  was  formerly  at  the  St.  John's, 
N.B.,  branch  of  A.  H.  M.,  has  transferred  to  Regina,  Sask. 

Felix  Forbert,  of  Lindsay,  Ont.,  was  successful  in  win- 
ning a  prize  in  the  recent  window  display  contests  of  the 
Scholl  Mfg.  Co. 

C.  A.  Davies,  of  the  Davies  Footwear  Co.,  Toronto,  has 
left  for  the  West  on  his  annual  trip  to  the  Coast. 

Albert  L  Schulz,  manager  of  the  Breithaupt  Leather 
Company's  tannery  at  Woodstock,  Ont.,  has  recently  returned 
from  a  trip  to  Germany.  Mr.  Schulz  states  that  conditions 
among  the  working  classes  there,  and  in  other  European 
countries,  are  very  bad. 

Norman  J.  Collins,  who  was  formerly  employed  with 
the  Davies  Footwear  Co.,  Toronto,  has  now  gone  into  the 
wholesale  business  for  himself,  having  associated  with  him 
in  the  enterprise,  W.  D.  Smith,  who  also  was  formerly  with 
the  above  company.  The  new  concern  will  carry  a  general 
line  of  men's,  owmen's  and  children's  footwear  and  conduct 
a  general  jobbing  business.  Their  office  and  warerooms  are 
located  in  the  Wilson  Bldg.,  60-62  Front  St.,  W. 

Chas.  Levinson,  shoe  retailer,  of  Hamilton,  Ont.,  is  re- 
covering from  a  severe  attack  of  typhoid  fever. 

Robt.  D.  Ayling,  who  represents  a  number  of  British 
shoe  concerns  in  this  country,  recently  made  a  trip  to  Ottawa 
and  Montreal.  He  reports  that,  while  there  was  little  doing 
in  Montreal,  the  Ottawa  merchants  showed  a  livlier  interest. 
He  is  optimistic  in  regard  to  future  business. 

Firm  known  as  Windsor  Quick  Shoe  Repair,  Montreal, 
has  been  dissolved. 

S.  M.  Torant,  shoe  dealer,  St.  Boniface,  Man.,  has  moved 
his  stock  to  Mulvihill,  Man. 

Shoe  Factory  For  Sale 

In  Ontario,  making  men's  and  women's  Goodyear  Welts.  Plant  and 
stock  worth  Twenty  Thousand.  Will  take  Five  'Thousand  cash,  balance 
ten  years'  time.  Factory  must  be  sold.  Act  quick.  Apply  Box  372, 
Footwear  in  Canada,  Toronto,  Ont,  10-11 
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MY  STAMPS  ARE'UPTO  DATE  IN  DESIGN 
&ADD  AN  ARTISTIC  FINISHTO  VOUR  SHOES 
•  VWHICHVVILL  INCREASE  YOUR  SALES 
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The  POLISHES  That  Get 


Hold  Of  The  Public 
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The  Globe  Pillow  Welt 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  Welt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  shoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess, but  the  Out  Sole  is  soft  and  flexible,  such  as 
required  for  a  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

Selling  Agent* 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 


TANNERS  AND  CURRIERS 


The  Result  of  30  Years  Experience 


Tan  Chrome  Sides 
Mahogany  Chronre  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 

MONTREAL  OSHAWA  QUEBEC 
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H 


HI 


Shoes  may 

have  tongues 
but  you  need 
ShowCards 
to  talk 
for  them 


Have  you  iovincL 
out  about  our 
monthly  ser- 
vice plan  ??? 

It's  individual 
for  jour  store. 


STANDARD  SHOW  CARD  SERVICE,  7nc. 
56  W.  Vashin^ton  Street, 
CKica^,Ill 


mnHiii 


innr 


HAZEN  B.  GOODRICH  &  CO. 

HAVERHILL  -  MASSACHUSETTS 


MANUFACTURERS 

MEN'S  &  WOMEN'S  SLIPPERS,  OXFORDS,  PUMPS 


SHOE  RACKS 


We  Make 
"SHOE  RACKS"  OF  ALL  STYLES 
END  WOOD  CUTTING  TABLES 
HARDWOOD  DIEBLOCKS 
TABLES  FOR  SHOEMAKERS 
WOODEN  BOXES  OF  ALL  KINDS 

Maranda  &  Desormeau 

no  Delorimier  Ave.  MONTREAL 

Phone  East  9604 


"RIGHT 
FORM" 


SPATS 


THAT 

REALLY 

FIT- 


WRITE|FOR  SAMPLES 


IMMEDIATE  DELIVERY— 

Positively  the  finest  and  most  complete  line  of 
Spats  ever  shown  by  any  maker. 

Per  Doz. 

No.  53— Men's  Broadcloth  Best  Grade. $35.00 
No.  5  —Men's  14  oz.  Felt  Best  Grade.  .$18.00 

WOMEN'S 

No.  12— Button  14  oz.  Pure  Wool  Felt.  .$25.00 

No.  0501—12  oz.  Broadcloth  $46.00 

No.  1200— Shuform  14  Button  Kersey.  .$48.00 
Also— Shuform  in  Felt,  Wide  Calf  and  Wide 
Insole  Spats. 

Colors  Felt — Fawn,  Beaver.  Castor,  Taupe, 
Grey,  Brown,  Black,  and  Pearl  Grey. 

Colors  Broadcloth — Fawn,  Beaver,  Taupe, 
Grey  and  Black. 


Canadian  Shoes  -  Findings  -  Novelty  Co. 

2  Trinity  Square,  TORONTO  Adel.  1731-4194 
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INDIAN  MOCCASINS 

To  the  Wholesale  Only 

We  are  exclusive  selling  agents  for  Bastien  Bros., 
makers  of  Elk,  Jack  Buck,  and  Chrome  Tan  Moccasins, 
and  Indian  Moccasins  and  Slippers.  We  are  also  ex- 
clusive agents  for  Armand  Bastien,  who  are  manufac- 
turers of  snowshoes  in  addition  to  the  above  lines. 


HIGH  GRADE  ENGLISH  SHOES 

To  the  Retailer 

A  very  high  grade  line  of  English  boots  and  shoes 
awaits  your  approval  at  our  show  rooms.  They  are 
made  by  A.  &  W.  Arnold  of  Northampton,  and  repre- 
sent business  opportunities  for  the  Jobber. 


ROSS  Si  SHAW 

Successors  to  Chas.  F.  Ross 

32  Front  St.  W.        -  Toronto 


7oTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively       Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Dtpartmental  Stores — in  miniature- 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— tliere  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


r.«»wuuy  riMNUAL.amaJu:iAL  & 
Over  33  years  in  its  field 

CANADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Picific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Westerh  Paper  that  brings  results."— "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


BUY  USEFUL  GIFTS 

This  Gut  ."Sl.ZS,  3  Column  Size  $2.50 
CANADIAN  ADVERTISERS  SERVICE 


RETAILERS 

This  is  one  of  Many  Bright  New 
Illustration  Guts  for  your 


ie^.^rf:  Christmas  Advertising 


Send  for  proof  sheets  today.  Don't 
Wait  for  the  just  before  Xmas  rush. 
Many  late  orders  could  not  be  filled 
last  year. 

51  Ellsworth  Ave.,  TORONTO 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  distance  of  the  shopping  di^trid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
European  plan,  $2  a  day  and  up.     Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


SANDALS 

[MADE  OF  SOLID  LEATHER) 


In  "Patent 
and  '^an. 


Have  you  realized  j'et  the  possibilities  that  our  famous 
Non-Rip  Sandals  hold  for  you?  Other  merchants  hand- 
ling them  speak  in  the  highest  terms,  both  as  regards 
their  selling  qualities  and  their  ability  to  stay  sold. 

Your  jobber  will  gladly  give  you  full  particulars. 

Humberstone  Shoe  Co.,  Ltd. 

HUMBERSTONE,  ONT. 


INFOOT  BRAND 
British-Made 

INFANTS'  FOOTWEAR 

SOFT-SOLE  SHOES, 

in  Kid,  Silk,  Poplin,  Wool,  etc. 

HARD-SOLE  SHOES, 

Sizes  1-6,  Black  and  Tan  Leathers. 

INFANTS'  FOOTWEAR,  Limited 

LONDON,  ENGLAND 
Greene-Swift  Building,  LONDON,  CANADA 


The  Elite  Footwear 
Co.,  Limited 

Manufacturers  of 

Medium  Grade 

WOMEN'S 
McKAYS 

and 

TURNS 

FOR  JOBBERS  ONLY 

F.  X.  LEBLANC      597  De  Lanaudiere  St. 
General  Manager  MONTREAL 


ENGLISH   ARCTIC  SLIPPERS 


So-Restful 


MADE  IN  CANADA 

REGISTERED 

Hand  Turned 
with  Cushion 
Sole 

SOLD  BY  ALL  LEADING  JOBBERS  AND  MADE  IN  CANADA  BY 

Montreal  Slipper  &  Gaiter  Company 

287-291  NOTRE  DAME.  W..  MONTREAL 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ackermaii,   Son   &■  Co.,   B.   F   83 

Aird  &  Son   6 

Ames-Holdcn-McCready   24 

Armstrong,    W.    D   70 

Beal  Bros   H!) 

Beckwith    Box   Toe    Co   89 

Bennett  Limited    5 

Blouin,  Pierre   84 

Boot  and  Shoe  Workers'  Union   ...    !)(! 

Boston   Blacking  Co   92 

Boston  Leather  Stain  Co   13 

Breithaupt  Leather  Co   11 

Brockton  Rand  Co   27 

Brodie  &  Harvie   srt 

Brown   &  Son,   E   71 

Canadian    Advertisers    Service   74 

Canadian    Consolidated    Rubber   Co  l'>-34 

Canadian  Phillips  Co   89 

Canadian  Shoes- Findings-Novelty  Co   73 

Chicago   Show   Card   Service,    Inc   73 

Champion  Shoe  Machinery  Co   91 

Clarke  &  Co.,  A.  R   90 

Clapp  &  Son,   Edwin    69 

Cobourg  F'elt  Co   33 

CorHrnRiisr  Rrrtrber  Co   26 

Conaway-Wadsworth  Pattern  Co   81 

Corson  Shoe  Co   1 

Cote,  J.  A.  &  N   80 

Cote  &  Son,  A.  A   79 

Cummings,  Nathan   29 

Daoust,  Lalonde  &  Co   4 

Davies  F"ootwear  Co   28 

Duclos  &  Payan   7 


I'-iluard   &    Kdwards    92 

ICIite    Footwear    Co   75 

Kureka  Shoe  Co   78 

l'"ortuna  Machine  Co   74 

Franklin  Machine  C^o   79 

Freeman,  Louis  G   76 

Frank  &    Bryce   84 

Gait  Shoe  Co   19 

Getty  &  Scott   2'.. 

Girouard  Limitee,  La  Mai.so:i   83 

Globe   Furniture  Co.    8. 

Globe  Shoe  Co   72 

(Joodrich  &  Co..  Hazen  B   73 

(loodycar   Tire   ^^    Rubber   Co  1<;-I7 

Hinde  &  Dauch   Paper  Co   ^5 

Holliday  &  Co.,  L.   B   2n 

Holters  Oo  20-21 

ilumherstone  Shoe  Co.  ...    75 

Hydro  City  Shoe  Mfrs   81 

Infants'  Footwear  Limite<'.   ..  7.") 

Industrial  Export  Co                                   .  32 

International    .Supjily    Co.    .    12 

Kelley  &  Co.,  Thos.  A   86 

Kenworthy  Bros     95 

King  Brothers  Co   83 

King  Paper   Box  Co   92 

LaDuchesse  Shoe  Co   83 

Landers  Bros.  Co   86 

Landis   Machine   Co   ,S6 

Lang  Tanning  Co   18 

Lawrence  Leather  Co.,  A.  C   80 

La.^;ace  &  Lejiinay   80 

Lennox  &•   Co.,  John   30 


Maranda  H:  I  )e.iOniic-au   .  7.'! 

Milhier  Co   82 

Ministry  of  Munitions   87 

Montreal  Slipper  &  Gaiter  Co   75 

Montreal  Stencil  Works   79 

.Morse  Redden  Co.,  Inc   79 

.V.irrow  Falnic  C'o   85 

National  Cash  Register  Co   94 

Xew   Castle   Leather  Co.    .  .  _    8 

New  Shoe  Machinery  Co   82 

New  Vork  Wooil  Heel  Co   Kl. 

Panther    Kubbcr   Co                                         .  2 

Peifection  Counter  Co.   ...  ^'2 

Regina  Shoe  Co     HI 

Robinson    Co.,  Jas.    ..   14-15 

Robson   Leather   Co.    .  .    72 

Ross    &    Shaw                                    ...  74 

Samson  Knr.,  .1.  F.   85 

.Sisman  Shoe  Co.,  T   78 

Spaulding  &  Sons  Co.,  J   22 

Standard   Show  Card  Service.  Inc   73 

Talbot  Shoe  Co     ]0 

Tillsonburg  Shoe  Co   ;) 

United    Shoe    Machinery    Co  S8-93 

United   States   Hotel    75 

Upham,  H.   W   8;5 

Universal   Shoe    Machinery    t'o.    of   Canada  V7 


This   Machine   will  plane  more 
blocks  and  plane  them  better  and 
with  less  waste  than  any  other 
machine  on  the  market 


The  Open  Side  Block 
Planer  saves  both  dies 
and  time  and  increases 
the  quantity  and  qual- 
ity of  the  work.  Gives 
a  4  ft.  block  a  true, 
paralleled  surface  in 
two   minutes.  Equip- 


ped with  an  effective 
chip  and  dust  hood  it 
is  rendered  both  clean 
and  safe.  It  has  also 
an  Automatic  Feed  in 
either  direction,  and 
Knife  Grinder. 


Prices  and  further  data  gladly  sent 


The  Louis  G.  Freeman  Co.,  Cincinnati,  Ohio 

Representatives : 
International  Supply  Company,   Montreal — Kitchener — Quebec. 
Manufacturers    Supplies    Company,    St.    Louis,    Mo. — Milwaukee,  Wis. 
Markem  Machine  Company,  Boston,  Mass. 
Schuster  Erlich  &  Cia.,  Buenos  Aires,  Arg.  Rep.,  S.  A. 
Ernst  Enna,  Copenhagen,  Denmark. 
O.  J.  Locke  Co.,  New  York. 
Standard  Engineering  Co.,  Leicester,  England. 
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Universal  Shoe  Machinery  of  Canada 

Limited 

128  Queen  Street       -  Montreal 


Universal  Model  F.  M.  Finisher  With  Model  G.  Skate  Grinder. 

T^HE  UNIVERSAL  Model  F.M.  finisher  with 
^  Model  G  skate  grinder,  is  the  last  word 
in  shoe  repairing  machinery  and  grinding 
equipment.  The  perforated  table  on  the  skate 
grinder  is  one  of  the  principal  features.  It 
allows  the  grindings  to  drop  down  into  the 
receptacle  below,  thereby  eliminating  incorrect- 
ness in  grinding.  As  the  grindings  fall  into  the 
receptacle  they  are  immersed  in  water,  and 
are  thereby  prevented  from  coming  into  con- 
tact with  bearings,  etc. 

Write  or  wire  us  for  quotations,  or  ask  the  leading 
jobber  in  your  district  to  furnish  you  with  quotations. 

H.  W.  Upham    —     Sussex  and  Moncton,  N.  B.     —     Agents  for  Maritime  Provinces 
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Sisman  Shoes 

for  Satisfaction 


Easy  and  pleasant  selling 
found  in  handling  this  high 
grade  staple. 


Where  do  Sisman  Shoes  find  their  appeal?  Practically  everywhere — the  factory 
hands,  the  out-of-door  worker,  the  business  man,  the  office  clerk.  All  find  in  them 
exactly  what  they  want — a  solid,  staple  shoe  of  smart  appearance  and  long  wear. 

Get  in  touch  with  us  for  samples. 


THE  T.  SISMAN  SHOE  CO.,  Limited 

AURORA,  -  ONTARIO 


"EUREKA" 


Our 
Leaders 


No.  30  Last 


8393-Women's  8  1-2  inch  Black  Kid 
Bal,  Slip  Sole,  14/8  Cuban  Heel,  30  Last. 

8389-Women's  8  1-2  inch  Black  Kid 
Bal,  Slip  Sole,  12/8  Sport  Heel,  55  Last. 

Before  placing  your  ORDER,  do  not  forget 
that  we  make  the  BEST  Women's  McKAY 
SHOES   and   our   PRICES  are  RIGHT 

WRITE  US  FOR  LATEST  QUOTATIONS. 

JOBBING  TRADE  ONLY 


EUREKA  SHOE  CO.,  LIMITED 


THREE  RIVERS,  QUE. 
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STEEL  DIES,  SHOE  STAMPS, 

Shoe  Lining  Markers, 

RUBBER  and  BRASS  STAMPS  For  All  Purposes 

Stencils,  Marking  Inks  and  Supplies,  Numbering  Machines 

One  of  the  oldest  Stencil  and  Steel  Die  manufacturing  establishments 

in  Canada. 

MONTREAL  STENCIL  WORKS,  Limited 

221-223  McGill  St.  Montreal 


ESTABLISHED  1875 


Tel.  Main  1434  &  6616 


We  Are  Looking  For — 

Sole  Leather, 
Tannery  Offal, 
Scrap  Leather, 

Belt,  Welt,  Saddle, 
and  Rough  Splits 

BEFORE  you  dispose  of  the 
next  consignment,  just  get 
in  touch  with  us  —  we  can 
interest  you. 

We  are  also  dealers  and  invite 
your  enquiries. 

WRITE  TO-DAY 

MORSE-REDDEN,  Inc. 

50  South  St.,  Boston,  Mass.,  U.S.A. 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.L 


STANDARD 
SCREWED 
SHOES 

IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

A.  A.  COTE  &  SON 

LIMITED 

f^anufacture  lines  of  Staple  McKay  Shoes  in  Men's,  Boy's,  Youth's,  Little  Gent's,  and  Children's,  as  well  as  a  Strong  Line  of  Heavy  Work- 
ing Shoes,  out  of  best  Chrome  Tanned  Side  Leathers,  on  Foot  Fitting  Lasts,  at  reasonable  prices.  Standard  Screwed  Soles.  Stitch  Aloft,  Natural 
Finished  Bottoms,  so  that  buyer  can  see  the  nature  of  leather,  and  know  what  he  is  buying.     THAT  S  THE  LINE  FOR  YOU. 


McKAY 
S  EWED 
SHOES 

IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

ST.  HYACINTHE 

QUE. 


so 


FOOTWEAR    IN  CANADA 


Noveml)er,  3  920 


Sound  Merchandise 

at  rock  bottom  prices 


THE  jobber  will  find  ample  opportunity  for  pro- 
fitable turn-over  in  our  splendid  line  of  Men's, 
Youths'  and  Boys'  shoes. 

There  is  no  better  time  than  right  now  to  get  in 
touch  with  us.  We  believe  we  can  make  you  very 
attractive  quotations. 

Ask  us  about  our  Women's  McKays. 


No.  46 


LAGACE  &  LEPINAY 

QUEBEC 


No.  50 


YAMASKA 

for  Service  and  Sales 

The  steady  demand  for  an  all-leather  service 
boot  at  a  moderate  price  places  YAMASKA 
among  the  best  sellers  of  today. 

Strict  adherence  to  a  single  high  standard  in 
both  workmanship  and  materials  keeps  YAM- 
ASKA in  the  front  rank  of  staple  lines,  and  gives 
the  buying  public  confidence  in  its  name. 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe  Quebec 


ST.HYACINTME 
CANADA. 
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SHOE  PATTERN  SERVICE 


STYLE  SELLS  THE  SHOE" 


Not  only  may  Canadian  Manufacturers 
have  at  their  command,  the  latest,  most  ap- 
proved designs — hut  they  may  have  then:  at  a 
moment's  notice. 

Surely  Conaway-Wadsworth  Service  is 
worth  your  consideration.  A  post  card  will 
bring  full  details  immediately. 


Conaway  -  Wadswor  th 
Pattern  Company^  Ltd. 

223  McGILL  ST.,  MONTREAL  / 


GUS.  LOSSMAN, 
Manager 


It's 


Real  Pleasure  Selling 
Shoes  that  Satisfy 


You  know  how  you  feel  when  a  customer 
drops  in  to  tell  you  how  pleased  he  is  with  that 
pair  of  shoes  you  sold  him  a  few  days  before? 

You  feel  that  you  have  made  a  customer  any 
other  merchant  would  find  difficulty  in  taking 
from  you.  In  other  words  you  are  building  up 
permanent,  profitable  trade,  and  deriving  real 
pleasure  from  it,  too. 

Selling  Hydro  City  Shoes  is  just  like  that,  as 
many  merchants  will  tell  you.  Why  not  try 
them.  Let  us  hear  from  you  if  our  traveller 
does  not  call  in  time. 


HYDRO  CITY  SHOE  MFRS. 


KITCHENER 


Limited 


ONTARIO 


FOOT  W  I':  A  K 

PERFECT" 


The  Perfect  Counter 

A  fihre  counter  that  puts  a  distinctive 
quality  into  your  shoes  whicli  becomes  ap- 
parent when  the  wear  is  strenuous,  giving 
an  excellent  fit,  unequalled  comfort  and  sat- 
isfaction. 

Try  the  "Perfect"  and  you'll  endorse  cur 
statements. 

Perfection  Counter  Limited 

699  Letourneux  Ave.  Cor.  Ernest  St.,  Montreal 

Selling  Agents— Parker  Irwin,  Limited 

11  St.  Paul  St.  West,  Montreal 


Electric  Buffer  Dryers 
Electric  Treeing  Irons 
ElectricHeatingDevices 

All  sold  subject  to  your  approval 
after  thirty  days  free  trial. 


1  N     C  A  N  A  n  A  Novenih.  r,  l(ri(» 


Globe  Furniture  Co. 

(Limited) 

Waterloo,  Ont. 


Send  for  Catalogue  and  Prices 

GLOBE  INTERLOCKING  SHOE 
STORE  CHAIRS 


Shoe  Tools  and  Findings 


BOSTON  BURNISHERS 

Made  in  2  sizes 


TRI-ANGS 


For  protecting  heels  from  wearing  out  too  quickly.  Manu- 
facturers of  a  large  and  complete  line  of  tools  and  findings  for 
5hoe  repairer  and  shoe  store. 

The  New  Shoe  Machinery  Company 

PROVIDENCE,  R.I.,  U.S.A. 

Distributors  for  British  Columbia: 

B.C.  LEATHER  &  FINDINGS  COMPANY  LIMITED 

VANCOUVER,  B.C. 

Distributors  for  Provinces  of  Saskatchewan, 
Alberta  and  Manitoba: 

THE   GREAT    WEST    SADDLERY  COMPANY 

Winnipeg  Edmonton  Saskatoon  Calgary 


Write  today  for  full 
particulars 

Millner  Company 

1706  N.  12th  St.,  St.  Louis,  Mo. 
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KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturers  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  Flexible  and  Wax  Splits  for  Home  and 
Export  Trade 


The  Peterboro  Shoe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  staple  line  of  Footwear,  proniinentlj-  known  for 
its  superior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask. 

MAKERS  OF  THE  "PETERBORO"  SHOE 


We  design  manufacture  and  export 

FINE  WOOD 
HEELS 


of  Every  Description 


EST'D 
1895 


New  York  Wood 
Heel  Company 

25-29  Quincy  Street 

Brooklyn,  New  York 


H.  W.  UPHAM 

Maritime  Province  Headquarters  for 
Shoe  Repairer's  supplies  of  all  kinds. 


Prompt  Service 

SUSSEX 


Fair  Prices 

N.B. 


"La  Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 


Get  ill  touch  with 
3our  jobber  early  and 
et  him  show  you  the 
splendid  "I.a  Duchesse" 
model.s  he  has  wait- 
ing" for  you.  In  a 
variety  of  leathers, 
lasts  and  patterns,  and 
radiating  good  work- 
manshii)  and  unusual 
\aluc. 


Jobbers 
only 


La  Duchesse  Shoe  Co, 

Registered 

MONTREAL 


For  Better  Lines  of 

WHITE  CANVAS  SHOES, 
FELT  SHOES  and  SLIPPERS, 
GAITERS  and  LEGGINGS, 
RUBBERS,  Etc., 

Our  Service  Has  Stood  the  Test. 
WE  SOLICIT  A  TRIAL  ORDER 

La  Maison  Girouard  Limitee 

(E.  T.  Shoe  Co.)      ST.  HYACINTHE,  QUE. 
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LEATHERS 


Glazed  Kid 

Side  Leathers 

Glove  Leathers 

Shoe  Findings 

Correspondence  Solicited 


PIERRE  BLOUIN 

QUEBEC,  60  Colomb  St.  MONTREAL,  59  St.  Peter  St. 


MANUFACTURERS   are  realiz- 
ing more  and  more  every  day 
that  there  is  no  THREAD  to 
equal  LINEN  for  McKay -Turn -Welt 
and  Lockstitch  work. 

By  using  BARBOUR'S  or  FINLAYSON'S 
old  reliable  quality  LINEN  THREADS 
you  are  sure  of  obtaining  the  Best. 


We  have  good  stock  in  all  cords 
and  colors  for  use  on  usual  and 
reverse  twist  machines. 


Frank  &  Bryce,  Ltd. 


MONTREAL 


TORONTO 


QUEBEC 


November,  1920 
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Brodie's 


PATENT  FLOUR 


An  ideal  adhesive  for  all  shoe 
manufacturing  requirements. 

It  is  clean  and  smooth  work- 
ing, and  for  fine  work  can  be 
easily  reduced  by  simply  add- 
ing water.  Let  us  send  you 
samples  and  prices. 


Ws  free  from  lumps 


WRITE  US  TO-UAY 


Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR. 

QUEBEC 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — Tlipy      rannot      be  opened 

wi '  i    making  the  seal. 


4.  —  riicy   save  time  in  packing. 

5.  — Tliey  save  storage  space. 

'>■ — '.l'5y     have     siiong  adver- 
tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"  explains  all — write  for 
it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 

in  Uniformify, 
J'ine  Texture,  W earing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
(lays,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  00,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,    BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catalogue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  Machine  Co.,  isis  N.25ihst..  St.  Louis,  U.S.A 


oveniber.  1930 
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1 


5Sk  Order 

Government 


Property 


FOR  SALE 


FACTORIES 
AERODROMES 
BUILDING  MATERIAL 
FURNITURE 
DOMESTIC  EQUIPMENT 
MACHINERY 
POWER  PLANT 
STEAM  PLANT 
ELECTRICAL  PLANT 
AGRICULTURAL  MACHINERY 
ftOAD  BRIDGES 
RAILWAY  MATERIAL 
DOCK  MATERIAL 


CONTRACTORS*  STORES 
TEXTILE  GOODS 
CLOTHING 
BOOTS  AND  SHOES 
MEDICAL  STORES 
FERROUS  AND  NON-FERROUS 
METAL 

CHEMICALS  AND  EXPLOSIVES 
RIVER  AND  CANAL  CRAFT 
MOTOR  LAUNCHES  AND 

STEAMERS 
MISCELLANEOUS  STORES 
etc. 
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22  Foot  Goodyear  Shoe  Repair  Outfit— Model  N 


YOUR  OPPORTUNITY 


Goodyear  Shoe  Repair  Outfit 

The  buying  public  have  been  forced  to  practise  econ- 
omy, and  intend  to  get  the  most  out  of  their  footwear 
by  having  them  repaired  as  often  as  possible. 

Are  you  prepared  to  get  your  share  of 
this  business. 

We  have  an  outfit  which  will  fill  your  exact  require- 
ments.  All  our  outfits  can  be  installed  on  easy  terms. 

Send  for  our  latest  shoe  repair  catalogue.  It  will  interest  you. 

United  Shoe  Machinery  Company  of  Canada,  Limited 


City  Office : 
227  Craig  Street  West. 

Toronto 

90  Adelaide  Street  West 


MONTREAL 
Kitchener 

46  Foundry  St.  South 


Main  Office  &  Factory  : 
Bennett  Avenue,  Maisonneuve 

Quebec 

28  Demers  Street 


November,  1930  FOOTWEAP     IN    CANADA  89 
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VULCO  %  UNIT 


BOX 


Apparatus,  Process  and 


TOE 


Products  Patented 


If  V ulco  Unit  Box  Toes  will  make  possible  better  shoes — if 
their  use  will  give  greater  value  to  the  shoe  itself — give  greater 
comfort  and  service  to  the  wearer — increase  sales — if  they  will  do  these 
things,  and  we  have  ample  proof  that  they  do — is  there  any  reason 
why  YOU  should  not  be  using  them,  too 

SOLD  ONLY  BY 

BECKWITH  BOX  TOE  LIMITED 

 SHERBROOKE,  QUEBEC  


militahv 


There  is  a  Growing  Demand 


for  Phillips'  soles  and  heels  in  Canada.  If  you  have  not 
some  in  stock,  let  us  send  you  an  order  of  assorted  sizes. 

Prices  to  the  trade  are: — 
Men's  Stout,  $1.23;  Men's  Light,  $1.00;  Boys  and  Women's, 
67  cts. 

To  the  public : — 
Men's  Stout,  $1.85;  Light,  $1.50;  and  Boys',  $1.00. 

Canadian  Phillips  Company 

Direct  Importers  and  Distributors 


370>^  College  Street 


Toronto 
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Look  for  the  Union  Stamp! 


I  /^VER  5,000,000  members  of  the  Ameri-  | 

I  ^-^^  can  Federation  of  Labor  are  potential  | 

I  customers  for  Union  Stamp  shoes.  | 

I  nr^HE  thousands  of  shoe  workers  affiliated  | 

I         with  the  American  Federation  of  Labor  | 

I  make  the  Union  stamp  a  powerful  influence  | 

I  towards  increased  sales  in  your  store.  | 

I  TNSIST  on  seeing  the  stamp  on  the  shoes  | 

I       you  sell  I 

I  LOOK  FOR  THE  UNION  STAMP!  | 

I  Boot  and  Shoe  Workers'  Union  | 

IF  Affiliated  with  the  American  Federation  of  Labor  | 

I  246  SUMMER  STREET         -         BOSTON,  MASS.  | 

I  COLLIS  LOVELY  Gen'l  Pre.'t  CHAS.  L.  BAINE,  Gen'l  Sec'y-Treas  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy 


vWORKERS  UNION^ 


Xovcinhcr, 
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A  Shoe  Merchant 


With 


Champion  Shoe  Repair 

Department,  said 


Every  cu:>lomer  tor  a 


new  pair  is  a  pios^cct  for  the  repair 
department. 


By  installing  the  shoe  repair  department  behind  a 
glass  partition,  customers  can  look  right  into  the  repair 
shop  and  see  how  the  work  is  done.  I  would  put  the 
Stitcher  right  up  near  the  glass  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outfit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  Any  live 
merchant  could  start  right  in  making  such  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  leave  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  repair  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  tiie  Repair  Depart- 
ment. 

Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 

Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 

Over  20,000  Champion  Machines  of  various  types 
in  use— That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of: 

Seven  different  types  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 
Forty  different  models  of  Repair  Outfits,  consisting  of  Stitchers 
and  Finishers. 

Two  distinct  types  of  Nailing  Machines. 
Many  different  Models  of  Finishers. 
Universal   Model   Curved   Needit  A  Complete  line  of  Doublc  Tread  Tire  Machines. 

X  «al'  g!soLf.'o^^"cTric?ty''  Many  labor  and  material  saving  auxiliary  machines. 


CHAMPION  SHOE  MACHINERY  CO.,  3723-41  Forest  Park  Bvd.,  St.  Louis,  Mo. 

Please  send  me  particulars  about  a  shoe  store  repair  department. 


Name   Street 

City   State 
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PAPER 


BOXES 


We  manufacture  paper  boxes  of 
every  description  for  Boots  and 
Shoes.  Send  us  your  enquiries 
stating  sizes  and  quantity. 

THE  HOUSE  OF  SERVICE 

THE 

King  Paper  Box  Co. 

Limited 
Everything  in  Paper  Boxes. 

864  LASALLE  AVENUE,  MONTREAL 

PHONES:    LASALLE  440—2085 


Edwards  &Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 

Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

Edwards  &  Edwards  Limited 

Head  Office  and  Sale  Rooms  Tanneriet 

27  Front  £.  Toronto       Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 

JOHN  McENTYRrLTD.''^5J&T^!i\L,''Qu^; 


Number  7 


BOX  TOE  GUM 


This  Makes  a  Hard,  Strong,  Slightly  Flexible 
Box,  the  Gum  Being  Very  Smooth  Spreads 
Nicely  and  Evenly,  Making  a  Smooth,  and 
Even  Toe  Which  Conforms  Perfectly  to  the 

Shape  of  the  Last. 


Manufactured  by: 

Boston  Blacking  Company 

152  McGill  Street,  MONTREAL,  Canada 
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U.S.M.C.  Skate  Sharpener,  Model  A 

Fitted  with  one  emery  wheel. 


U.S.M.C.  Skate  Sharpener,  Model  B 

Fitted  with  one  coarse  and  one  fine  emery  wheel. 


EXTRA  PROFITS 

during  the 

WINTER  MONTHS 

GOOD   MONEY   EARNERS    IN    THE    DULL   SEASON    OF  THE 

SHOE   REPAIR  BUSINESS 

You  cannot  afford  to  be  without  one  of  these  machines. 
NOW  is  the  time  to  enter  your  order  so  as  to  get  dehvery 
and  become  familiar  with  the  machine  all  ready  for  the 
first  rush  of  the  Skating  Season. 

THESE  SKATE   SHARPENERS  CAN  BE  ATTACHED  TO  PRAC- 
TICALLY ALL  MAKES  OF  OUTFITS 


Write  Us  for  Particulars 


United  Shoe  Machinery  Company  of  Canada,  Limited 


City  Office  : 
227  Craig  Street  West. 

Toronto 

90  Adelaide  Street  West 


MONTREAL 
Kitchener 

46  Foundry  St.  South 


Main  Office  &  Factory  : 
Bennett  Avenue,  Maiscnneuve 

Quebec 

28  Demers  Street 
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This  machine  does  what  no  other  receipt- 
printing  cash  register  can  do. 


1.  It  prints  the  merchant's  name. 


2.  It  prints  the  price  of  each  article.- 

3.  It  adds  the  items. 


4.  It  prints  the  total  of  all  items. 


5.  It  retains  added  and  printed  records. 


J.  SMITH 
COMPANY 
10  MAIN  ST. 

0.  17 

0.32 
0.  48 
0.09 


TOTAL 


$01.06 


Copy  of  receipt 
printed  for  each 
customer 


It  also  does  other  important  things  for  merchants,  clerks, 

and  customers. 

We  make  cash  re^istets  for  every  line  of  business 

NATIONAL 

CASH   RECISTER  CO. 

OF    CANADA.  LIMITED 
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"KENDEX"  SPECIALTIES 

—  and  every  one  a  leader  in  their  field !    They  are 

KENDEX  Inner  Soles  for  boots  and  shoes 
KENDEX  Middle  Soles  for  boots  and  shoes 
KENDEX  Stitch  Downs  for  boots  and  shoes 
KENDEX  Sock  Lining 
KENDEX  Fillers 
KENDEX  Counters 

KENDEX  to  combine  with  rubber  or  fibre  outsoles 

KENDEX  Inner  Soles  to  vulcanize  to  rubber  soled  tennis  or 

outing  shoes 
KENDEX  Slip  Insoles 
KENDEX  Outsoles  for  felt  slippers 

QUALITIES 

Kendex  is  a  distinct  advance  over  any  other  material  yet  in  use. 
It  will  not  crack,  swell  or  shrink.  It  is  fast  colored  and  there- 
fore will  not  discolor  the  daintiest  hose.  It  is  a  non-conductor, 
rendering  the  shoes  cool  in  summer  and  keeping  them  warm  in 
winter.  It  eliminates  the  burning  or  stinging  sensation  often 
found  where  other  insoles  are  used.  It  is  flexible  and  conforms 
to  the  shape  of  the  foot. 

HEEL  PADS  TONGUE  LINING  PIECE  FELTS 

Kenworthy  Bros,  of  Canada  Limited 

St.  Johns,  Que. 

Represented  by — Horace  d'Artois,  224  Lemoine  St.,  Montreal,  Que. 


F  O  O  T  W  E  A  1<    IN  CANADA 


■^^and  this  year  Clarke's  Patent  Leather 
is  dominating  our  whole  range'' 


"You  remember  our  efforts  last  season  to 
hit  upon  the  one  best  patent  leather  and 
how  we  tried  out  half  a  dozen  brands.  Well 
results  showed  that  those  shoes  composed 
of  the  A.  R.  C.  Brand  were  enormously 
outselling  the  others.  On  following  up  the 
reason  the  answer  simply  was — satisfaction. 
Of  course  the  rest  was  simple  -  and — well 
this  year  Clarke's  Patent  Leather  is  domin- 
ating our  whole  range." 


A.  R.  CLARKE  &  CO.,  LTD. 

Montreal  Toronto  Quebec 


Toronto,  December, 


The  Corson  Shoe  Manufacturing  Company 


Limited 


100  Sterling  Road 


Toronto 


Christinas 
1920 


New  Year 
1921 


Hmm  tuff 


REGAL 


Mnniifarliirrd  I  ililer 
Lirt-n.'te 
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The  Makers  of 

PANTHER  SOLES 

Send  you  the 


Season^s  Greetings 


Panther  Rubber  Company,  Limited 

SHERBROOKE  -  -  QUEBEC 


December,  1920 
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Lots  of  Your  Customers 
are  looking  for  this  Bag 

It's  a  bag  that  will  stand  the  hard  knocks  of  modern  travel  and  yet  keep  its 
smart  appearance. 

It's  a  bag  that  can  be  all  day  in  the  rain  without  a  drop  of  water  leaking 
through. 

It's  a  bag  that  has  the  smart,  graceful  appearance  of  the  most  expensive 
imported  travelling  bag — is  made  all  in  one  piece  without  seams  or  rivets — 
can  be  wiped  clean  with  a  damp  cloth — and  combines  durability,  service  and 
reasonable  price. 

It's  a  bag  you  can  stock  in  sizes  for  men  and  women. 

It's  a  bag  you  can  sell  with  every  confidence  in  the  fact  that  it  will  give 
lasting  satisfaction  to  you  and  to  your  customers. 

Write  for  full  informaton  as  to  sizes  and  prices  to  our  nearest  service  branch. 


Dominion  Rubber  System  Service  Branches 

Are  located  at 

Halifax,  St.  John,  Qiiel)cc,  Montreal,  Ottawa,  Toronto,  Hamilton,  liranlford,  Kilelu-ncr, 
T^ondnn,  North  Bay,  Fort  William,  Winnipeg',   I'lramlon,  Refjina,  .Saskatoon., 
Calgary,  Lethhridge,  Edmonton,  Vanconver  and  Victoria. 
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Greetings 

to  the  Trade  from 
Dupont  &  Frere 

TT  is  with  great  pleasure 
that  we  again  wish  our 
many  friends  in  the  trade  the 
Comphments  of  the  Season 
and  all  good  wishes  for  the 
New  Year.  We  thank  you  for 
the  business  you  have  favored 
us  with  and  the  kind  co-oper- 
ation you  have  shown.  May 
1921  be  the  best,  the  biggest 
and  the  happiest  year  you 
have  yet  known. 


Dupont  &:  Frere 

Makers  of  Good  Shoes 
301  Aird  Avenue  -  Montreal 


r.  I'Xli) 
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Christmas 
Greetings 

and 
Wishes 
for  a 
Good 

New  Year 


TIME  changes,  and  \vc 
with  time,  bnt  good- 
will   changes    hy  in- 
creasing valne. 

VVe  thank  our  ])atr()ns  for 
their  goodwill  during  the 
])ast  year  and  hope  we  may 
continue  to  serve  them  to 
their  entire  satisfaction 
through  the  whole  of'  the 
Coming  Year,  with  IJennett 
1  'roducts. 


BENNETT  LIMITED 
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"The 
Slipper  House 
of  Canada" 


We  Extend  | 
Greetings  | 
and  I 
Our  Best  | 
Wishes  for  | 
a  Happy  | 
and  I 
Prosperous  | 
J  92  J  I 


Practical  and 
Distinctive 


Lennox  Slippers  come  in  a  greater  var- 
iety than  any  other  make. 

We  handle  both  Canadian  and  English 
manufactured  slippers  in  Velvets,  Felts, 
Juliets  and  Koseys. 

Slippers  of  the  celebrated  Sir  H.  W, 
Trickett  make,  in  Plaids  and  Velvets, 
for  every  member  of  the  family. 

Let  us  know  your  wants  for  the  Xmas 
trade  on  these  lines,,  and  they  will  have 
our  immediate  attention. 

Write  or  wire,  and  give  our  service  a 
trial. 


JOHN  LENNOX  &  CO. 

18-20-22  KING  EAST,  HAMILTON 

BOOTS  AND  SHOES—STYLISH  AND  STAPLE 


December,  1930 
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FOR  ALL  SEASONS 


1^ 

m 


XT  ERE  is  a  staple  shoe  you  can  re- 
commend  to  your  customer  with 
confidence. 

A  reliable  product  that  is  well  known 
to  retailers  in  every  corner  of  the  land, 
and  popular  where  it  is  known. 

Be  in  a  position  to  include  Tillson- 
burg  Shoes  among  the  samples  that 
your  travellers  will  carry. 


5^ 


Fo/?  PRICES 

TILLSONBURG  SHOE  CO.,  Limited 

MAKERS  OF 

Men's  —  Boys'  —  Youths'  —  Lads' 
Medium  and  High  Grade  Staple  Shoes 


TILLSONBURG 


ONTARIO 


FOOTWEAR   IN  CANADA 


Decciiibcr,  1^l;^o 


Daoust,  Lalonde 

&  Company,  Limited  Montreal 

Makers  of  Mens'  Welts  and 
Womens'  Turns  and  McKays 


A  S  the  year  Nineteen-Twenty 
draws  to  a  close  we  extend 
our  sincere  thanks  to  our 
friends  in  the  trade  for  their 
valued  patronage.  We  wish 
them  the  merriest  of  Clirist- 
mases — and  when  the  New 
Year  dawns  may  it  find  them 
on  the  threshold  of  a  bigger, 
better  year  of  business  than 
they  have  yet  known. 


cm 


December.  1930 
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Metropolitan  Shoe  Co. 

91  St.  Paul  Street  E.  Montreal 


The  joyous  Christmas 
season  is  with  us  once 
more  and  so  we  extend 
to  our  friends  in  the 
trade  the  CompUments 
of  the  Season  and  best 
wishes  for  a  New  Year 
filled  with  Happiness 
and  Prosperity. 


FOOTWEAR    IN    CANADA  Decemljcr,  rjiiO 


Merry  Christmas 


lETTY  &  SCOTT,  LIMITED,  desires 
■  to  extend  to  the  trade,Greetings  and 
\Jfr     Best  Wishes  for  health,  happiness 
  and  prosperity  in  the  New  Year. 

Classic  Shoes  for  the  coming  year  will  be  con- 
sistent with  their  past  reputation,  and  our  new 
models  will  bear  your  customers'  most  critical 
inspection  as  to  appearance,  as  to  fit  and  as  to 
material  and  general  good  workmanship,  pro- 
viding footwear  for  Canadian  Feminine  trade 
which  any  dealer  can  handle  with  perfect  con- 
fidence. Are  you  including  Classic  lines  in 
your  New  Year's  programme?  You  should 
have  our  "  Tru-Trod  '*  and  "  Foot-Trainer  " 
for  juveniles. 


Getty  &  Scott,  Limited, 


December,  1930 


FOOTWEAR   IN  CANADA 


Each 

Successive 
Season 
Proves 

Classic 
Shoes 

The  Supreme 
Choice— 

At  Holiday  Time 
and  Throughout  the  Year 

Gait,  Ontario 


l: 


FOOTWEAR    IN  CANADA 


December,  \'.):'J 


May 
Healthy  Wealth 
and  Happiness  be 
Yours  throughout 
the  Coming 
Year 


CHARBONNEAU  &  DEGUISE 

Mdnitfactiirers  of  Boys',  Youths',  Little  Gents',  Groiving  Girls', 
Misses',  Children's  and  Infants'  McKays,  S.  S.  and  Hand  Welts 


636  CRAIG  STREET  EAST 


MONTREAL 


neccnil)cr,  i'XlO 
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We  take  this  opportunity 
to  wish 
our  many  friends 
in  the  trade 

A  Merry  Christmas 

and 

A  Happy  and 
Prosperous  New 
Year 


Clark  Bros.,  Limited 


Manufacturers  of  Womens' 
Fine  Shoes 


ST.  STEPHEN, 


N.  B. 


Permanent  Sample  Room,  20  Windsor  Hotel,  Montreal 
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for  a  very 
prosperous 
New  Year 


1921 


Myles  Shoe  Company  Limited 

TORONTO 

Makers  of 

Beresford  and  Vassar 

-for- 

MEN  AND  WOMEN 


Decciiil)or.  1020 


FOOTWEAR    IN  CANADA 


J  ET  this  Christmas  bring  joy 
^  and  happiness  to  the  hearts 
of  you  all,  and  may  the  coming 
year  exceed  all  those  past  in 
health  and  prosperity  to  you 
and  yours. 


HIGH-GRADE 


GOODYEAR  WELT 
STAPLES 


Manufactured 

by 


Valentine  &  Martin^  Limited 

WATERLOO,  ONTARIO 
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The 

T.  Sisman 
Shoe  Co. 

Limited 

Aurora  -  Ontario 


HAT  the  New  Year  may  usher  in 
an  era  of  lasting  prosperity  for  all 
our  friends  is  the  sincere  wish  of 
The  T.  Sisman  Shoe  Company,  Ltd. 
We  wish  you  health,  happiness  and  a  generous 
share  of  the  best  that  Nineteen  Twenty-one  holds. 

— T.  Sisman 


i:)cccinl)er,  T.)3() 
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1920 


1919 


'  Que 
Chaque  Jour 
■  de  I'Annee  Nouvelle 
Accroisse  votre  Prosperite 

Christmas  Greetings 

A.  A.  COTE  &  SON 

LIMITED 

ST.  HYACINTHE 

QUEBEC 


STANDARD 
SCREWED 
SHOES 


McKAY 
SEWED 
SHOES 


IN  IN 

MEN'S  BOYS'  YOUTHS'  MEN'S  BOYS'  YOUTHS' 

LITTLE  GENTS'  LITTLE  GENTS' 

v..  AND  CHILDREN'S  AND  CHILDREN'S 
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Wishing  You  All  a 
Joyous  Christmas  and 
a  New  Year  Filled 
with  Peace  and 
Plenty 


Star  Shoe  Company  Ltd. 

Aird  Avenue  Montreal 

McKays  for  Boys  and  Youths.    McKays  for  Women, 
Growing  Girls,  Misses  and  Children. 

Goodyear  Welts  and  Turns  for  Misses  and  Children 


l^ecomhor,  1<J2() 


FOOTWEAR    IN  CANADA 


May  1921  hold  much  prosperity 
for  you  and  may  each  day  of 
Nineteen  Twenty  One  be  a 
strong  link  in  the  chain  of 
contentment  which  holds  years 
of  real  progress. 


The  Breithaupt  Leather 

Company,  Limited 

Sales  Offices: 

KITCHENER       TORONTO       VANCOUVER       MONTREAL  QUEBEC 

Tanneries  at: 

PENETANG     HASTINGS     KITCHENER    WOODSTOCK    BURK'S  FALLS 


1'  ( )  O  T  W  E  A  R    IN    C  A  N  A  i:>  A 


Svsi'em 


The 


AMES  HOLDEN 


11 


Brand  of 


Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 


Manufactured  and  sold  by 


Ames  Holden  McCready,  Limited 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  London,  Winnipeg,  Regina,  Saskatoon, 

Edmonton,  Calgary,  Vancouver. 


1  )i-ccnil)('r,  I'.VU) 
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,V^:\W'////'/v. 


THE  WAY 

the  Child's  Foot  is  growing 

QBE  PILLOW  WELT 

The  Result  of  30  Years  Experience: 


Qu'en  cette  Annee  Nouvelle, 
la  Providence  Deverse  sur 
vous  ses  largesses. 


May  Providence  shower 
its  blessings  on  you  dur- 
ing the  New  Year. 


the  wish  of  the 


Globe  Shoe  Limited 

Factory :  Terrebonne,  P.  Q. 

Sales  Room:  11  St.  James  St.,  Montreal.  J.  A.  Bluteau,  Representative. 
Selling  Agents  for  our  Pillow  Welt  Shoes:  L.  H.  Packard  &  Co.  Limited. 
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1020 


Among  the 

Good  Things 

for 

1921 

remember 

"YALE" 

High  Grade  McKays 

For  Men  and  Boys 


In  wishing  our  friends  the  season's  Greet- 
ings we  desire  to  present  Yale  McKays 
for  your  consideration  for  1921  selling. 
Your  plans  for  Spring  and  Summer  will 
not  be  complete  without  including  them. 
This  footwear  offers  distinct  advantages 
which  you  cannot  appreciate  without  ex- 
amination. Get  in  touch  with  us  for 
samples. 


The  Yale  Shoe  Mfg.  Co.  Limited 

Makers  of  Fine  McKays  for  Men  and  Boys 

Gait  -  Ontario 


A  Prestige  Builder 

For  Fine  Footwear 

New  Castle  Kid  has  the  reputation  of  being 
a  prestige  builder  for  the  Manufacturer  of 
fine  footwear. 

It  imparts  a  distinctive  appearance  to  the  high 
grade  shoe  that  is  all  its  own. 

Be  sure  to  specify  New  Castle  Kid. 


BLACK  COLORS  WHITE 
'Uud^Q  It     Its  llsQirs^^ 


New  Castle  Leather  Company  Inc. 

NEW  VOUK 

BOSTON  MONTR-EAL.  CA.N.  CHICAGO 

and  f/ie  Pnhc/pa/  £oat/ior  a/id  S/ioo  Centres  Cilery  u/Aero 


■i 


f"()()  TWEAK    IN  CANADA 


December,  1!) 


THEY  ARE 

HOLTERSHOES 


The  shoes  illustrated  in  this  advertisement  are 

serviceable  as  well  as  beautiful. 
Dealers  will  mak;  no  mistake  in  ordering  any  one 

of  these  numbers. 
Add  10  cents  to  price  quoted  for  orders  for  less 

than  six  pairs  of  a  number. 


Descriptions  and  Prices 

No.     22S— Black     Glaled     Kid.      So.  214 — Gla»ed  Rpseni  Kid  8H 
10^   Inch  Welt,  Boot,  Imitation      Inch    English    Welt  Imitation 
Tip,  214  leather  Louis  Heel,  Imi-      Straieht    Tip,    1%    Inch  Cuban 
tatlon    collar,    perforated,    with      Heel,  88  last, 
aeur.de-lls  perforated  drop  piece,      AA-I  to  8:  A-31a  to  8;  B-3 
51  last.  to  ri;  c  ;ind  D-J 1^  to  9..*6.3.> 

.»AA.5  to  714  ;  AA-414  to  8;  Add  30  cents  tor  slies  814  and  9. 

A4  to  8:  8-314  to  8:  c 

'"^  '°  » .No.    2H>-Gla«ed    Kid  Vamp. 

Nio.  224— Same  as  223  In  Brown      Glazed   Regent  Kid  Top,   8  Inch 

Kid   $8.35      Flexible   Welt,   Sof«ho,  Tip,  1% 

Inch  Cuban  Heel,  Wingfoot,  rubber 
top  lift,  39  last. 
AA-S  to  S:  A-4  14  to  8:  8-4 

i;?h  51?   It      A«l6^en"^"\U°/l4  S%'. 

loch  Cuban  Heel,  90  last. 

I*"-  2J1— All  Glared  KH  9  Inch 
A  314  to  9;  8  3  to  9;  C-214  Welt,     Imitation  Tip,  214  leather 

to  9;   D.3  to  9  »r.l5      Louis  Heel.  51  last. 

Add  30  cents  for  sizes  814  and  9;      AAA-414  to  8;  AA.4  to  8; 

A-314  to  8:  B.  C  and  D.214 
to  8   .»7.1S 

212— Glaicd  Regent  Eld  814 
Inch  Welt,  Tip.  1%  MlUtnrj  Heel.      Jio.  177— All  Glaied  Kid  8  Inch 
"■'  Us'  Welt.     "YDE  TOP,"    1«  Inch 

,lAA.,'i  to  8:  AA-414  'o  8:  Cuban   Heel.   85   last   with  arch 

A  It  14  to  8:  B-3  to  8:  C-214  supporting  shank  piece  and  extra 

to  8;  D-3  to  8  916. 7S      long  counters. 

\.i            s.m.             I.  D  '»  8:  C-3  to  814;  D. 

S'""  C"   Add  30  cents  for  sites  S%  and  ». 

TERMS:— NET  30  DAYS 


T^^HOLTERS  COMPANY 

CINCINNATI. OHIO 


December,  lyrio 


FOOTWEAR    IN  CANADA 


25 


Descriptions  and  Prices 

No.  220— Glazed  Regent  Kid  814  No.  fil.ired  Kid  Vamp.  Doll 

Inch  Writ,  21^  loch  leatber  Louis  Kid    top.   7   Inch    Flexible  Welt, 

Flee),  52  last.  Sofsbu.    1%    iocb   commoQ  Mnee 

to    8:    A-4    to    8;  heel,   33  laat. 

H        to  9;  C  and  D-3  to  A'5  to  6 :  B-IK  t»  9 :  C,  D. 

0   96.85  &4  to  9  »fl.lO 

Add  30  centa  for  stea  8%  and  9.  Ai'''  30  cents  for  aiiea  8H  and  9, 

No.  221— Glazed  Xecent  Kid, 
10V6   inch  Welt.  Bool.  Imitation 

No.  202-All  Glazed  Kid  8  Inch       ^'P^  1 'i  ""^O  "i"^'"  n^t^.i, 

Welt.  tip.  1%  inch  Military  Heel.  «>'l"; 

go         *'•'>»  '  de-lla  perforated  drop   piece,  90 

■*A-<54  to  8:  A-4  to  8-  B-  'f'-  .  ,    ,„  ,  ..  .„  ,„  . , 

3(4  to  8  ;  O,  D-SM.  to  8.»6.90       l*/  i;'°8'1,:3l4*1„'*  8- 

and   D-3  to   8  f8,00 

No.  2ie_Brown  Brazil  Kid.  8W       "^.^of.f.f-liT  "         '°  »8  55 

Bnglish  Welt.   114    inch  MlliUrj  Novllla    Kid   »8.0-} 

Heol.  92  last. 

AA-414  to  714  ;  A-314  to  8:  No.  142 — Glated  Kid  Vamp.  I>ti;l 

B-214  to  8;  C-214  to  8  »6.RO       Kid   top.   7   Inch   Flexible  Well. 

Sofsbu.    Tip.    1 14  lacb 
sense  lieel,  20  last. 

to  9;  CM  to  »;  D. 

No.  21S — Glazed    Kid    Tamp,  E-314   to  9  *6.IO 

Glaled  Becent  Kid  Top,  8  inch  Ajd  30  ceata  for  sUes  81i  and  9 
Fleilble  Welt.   Sofihu,  Imitation 

Straight  Tip,  1%  Ucb  Cuban  jfo.  2t0— Brown  NoTllla  Kid 
Heel.  85  last.  .    „  ,  814  inch  English  Welt.  1%  inch 

AA-414  to  8;  A-4  to  8 ;  B-4  Cuban  Heel.  88  last. 

to  9;  C  and  D-314  to  9  .»e.75       ^^.^  ,„  g;  a-3H  to  8;  B-3 
Add  80  cent*  for  slica  814  and  9.  to  8 ;  C,  D-214  to  8.,..^.B0 

TERMS:— NET  30  DAYS ' 


^^HOLTERS  COMPANY 

CINCINNATI. OHIO 
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"DOMESTIC  SALES  DEPARTMENT 


Industrial  Export  Company 


OF  CANADA,  LIMITED 


16  St.  Sacrament  St. 


MONTREAL 


You  Still  Have  Time 
to  Order 

For  Xmas  Trade 


Esmay 
Gaiters 


You  know  them,  the  snappy  line 
of  perfect  fitting  sizes,  —  in 
FELT,  CLOTH  and  SILK.  Each 
pair  is  attractively  packed  in  an 
individual  carton.  Ideal  as  gifts 
because  there  is  a  pair  at  a  price 
to  suit  every  purse 


Indian 
Slippers 


In  these  days  of  machine-made 
goods,  the  gift  of  exquisite  hand- 
made INDIAN  SLIPPERS  is  dis- 
tinctive and  different.  Our  Indian 
Slippers  for  Men,  Women,  children 
and  Infants  are  as  practical  and 
economical  as  they  are  attractive. 


Send  in  Your  Orders  Now 

Immediate  Delivery 

J)cccmbcr,  I'.c^O 
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$12'' 

Per  Doz.  Pairs 


Cochrane's 
Soles 

delivered 
same  day 
as  order 
is  received 


The  Big 
Sellers 


for 


1921 


Other  lines  for  which  we  are  sole  distributors: — 

J.  P.  Cochrane  &  Company,  Cochrane  Soles 

French  Beading^&  Novelty  Company,    Beaded  Buckles 

Theo  Charms 
Beaded  Bows 

Hornby  &  West  Company,  Limited      Eng-lish  Brogrue  Shoes 

for  Men  and  Women 


''DOMESTIC  SALES  DEPARTMENT" 


Industrial  Export  Company 


OF  CANADA,  LIMITED 


16  St.  Sacrament  St. 


MONTREAL 
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re 


The  Wholesale  House  of  Service. " 


1 1  H  brief  Yulelicle 
Season  is  with  us, 
when  civilization 
pauses  in  its  activ- 
ities,    and  amid 
keen  competition, 
man    greets   his    fellows  with 
hearty  good  wishes  for  Happi- 
ness and  Prosperity. 

May  we  also  add  our  message,  and 
extend  to  friends  and  customers 
alike,  the  universal  greeting — 
Good  Health,  Happiness  and 
Unbounded  Prosperity  for  the 
New  Year. 

184  McGill  Sl, 
Montreal 


Christmas 
1920 


New  Year 
1921 


December,  1920 
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The  Wholesale  House  of  Service. 


Good 

Service 


Specialization  in  Shoes  that  ap- 
peal to  the  public  because  of 
their  medium  price,  also  a  Ser- 
vice to  the  retailer  that  is  not 
equalled  by  any  competitor — 
these  are  the  two  reasons  for  our 
Success. 

Service  has  upheld  the  prestige 
of  the  Robinson  name — and  Ser- 
vice will  continue  to  do  so. 

Why  not  investigate 
Robinson  Service  ? 


James  Robinson  Co.,  Limited 

specialists  in  Fine  Footwear 

Montreal 
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re 


The  Wholesale  House  of  Service,^^ 


Future 
Prospects 

The  dawn  of  the  New  Year  will 
also  be  the  dawn  of  a  new  era 
in  the  Shoe  business. 

Dealers  have  read  the  ''writing 
on  the  wall"  and  are  already 
looking  over  their  shelves. 

There's  a  lot  of  difference,  how- 
ever, between  looking  over,  and 
overlooking — particularly  where 
your  stock  is  concerned. 

What  about  the  medium  priced 
shoes  the  people  will  ask  for? 

"A  word  to  the  wise — 


Get  in  touch  with  Robinson 

James  Robinson  Co.,  Limited 

specialists  in  Fine  Footwear 

Montreal 


Dccciiilicf,  \'.)2i) 
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re 


The  Wholesale  House  of  Service. " 


JAMES 
ROBINSON 
COMPANY 


LIMITED 


184  McGill  Street, 
MONTREAL 


FOOTWF,  AR    IN  CANADA 
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PHILLIPS 

^  MILITARY 


Repeat  Orders 


are  being  mailed  in  continuously  for  Phillips'  soles  and 
heels.  How  is  your  stock? 

Prices  to  the  trade  are '.  

Men's  Stout,  $1.23;  Men's  Light,  $1.00;  Boys  and  Women' 
67  cts. 

To  the  public: — 
Men's  Stout,  $1.85;  Light,  $1.50;  and  Boys',  $1.00. 

Canadian  Phillips  Company 

Direct  Importers  and  Distributors 

370  >^  College  Street     -  Toronto 


Taplin  Natural  Tread  Shoes 

LIMITED 

Scientific  Anatomic  designing  of  Footwear  is  essential  to  the 
Shoe  Trade  if  that  Shoe  Trade  is  to  fulfil  its  duty  toward  building 
up  a  healthy  population  and  the  Public  are  beginning  to  demand  that 
the  Shoe  Trade  will  do  just  this  thing. 

Taplin  Natural  Treads  are  hygienically  designed  and  fully  an- 
swer the  demands  of  the  most  exacting,  for  comfortable  health  giving 
footwear  for  all  purposes. 

What  are  you  doing  in  respect  to  the  agency  in  your  city  or  town  ? 

Our  traveller  is  now  on  his  ground  in  the  West.  Give  him  a  hear- 
ing when  he  calls.  He  has  the  most  interesting  hne  of  good  looking 
correct  shoes  in  the  world  and  their  shape  never  changes.  Write  for 
information. 


Natural  Tread  Shoes  Limited  -  Belleville,  Ont. 


Docomltcr,  1930 
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QPAULDING'S 

Guaranicod. 


Every  View 


CPAULDING'S 

OPibre  Counters'-' 

Guaran  feed 

EXCEL 

We  make  our  own  Fibre 

J.  SPAULDING  &  SONS  CO.,  INC 


Main  Office  and  Factory 

NORTH  ROCHESTER,  N.  H. 

CUNCliNiNAll 
The  Taylor- Poole  Co. 
410-412  E.  8th  St. 

SEVEN  FACTORIES 
Toiuiw;in(l:i,   N.   Y'.  Rochester,  N.  H. 

No.  Rochester,  N.  JI.  Milton,  N.  11. 

luuusriid    llarbol-,  .Mass. 


Canadian  Agents 

International  Supply  Co.,  Kitchener,  Ontario,  and  Quebec  City.     V.  Champigny,  Montreal 


;PAULDING'< 


Boston  Office 

203-B  ALBANY  BUILDING 


ST.  LOUIS 
The  Taylor-Poole  Co 
1C02  Locust  St. 


CHICAGO 
1.   E.   D.   McMechan  &  ( 
217  W.  Lake  St. 


I'.nglisli  .\gciils:  J.  Wliiteheacl  Si  Co..  l.Kl., 
Leicester,  England. 


For  1921 


KINDLY  greeting  and  heartiest  good  wishes  for 
Christmas  and  the  New  Year.    We  solicit  your 
business  for  nineteen-twenty-one,  and  hope  we 
may  continue  to  enjoy  the  goodwill  of  our  many  pat- 
rons by  supplying  them  with  Oak  and  Hemlock  Sole 
Leather  from  the  largest  tanneries  in  the  British  Empire. 


BEARDMORE    &  CO. 

TANNERS  AND   SOLE  CUTTERS 

TORONTO       -  MONTREAL 
CANADA 


FOOTWEAR     IN     CANADA  December,  HKJO 


Splendid  opportunities  offered  by  our 
Sporting,  Medium  Grade,  and 

Work  Shoes 

We  are  fortunate  in  having  no  stock 
of  leathers  on  hand  bought  at  high 
prices.  Our  prices  are  based  on 
Rock  Bottom  Leather  Market  Prices. 
We  can  meet  all  competition.  Write 
for  quotations. 

J.  E.  SAMSON  ENR. 

QUEBEC 


FOOTWEAR    IN  CANADA 


Tetrault's  Welts  are  Easily  the  Most 
Profitable  Line  of  Men's  Shoes  to  Handle 


Tetrault  Says: — 

WHY  pay  Nine  Dollars 

for  shoes  that  you  coukl 
sell  to  the  retailer  at  that 
price  and  make  a  profit. 

WHY  carry  a  heavy  stock 
when  you  can  sort  on  all 
the  best  sellers  from  your 
local  Jobber. 

MONEY   is   made   on  the 
turnover. 

KEEP  your  stock  down  to 
a  minimum. 

BUY  often. 

A  complete  line  of  Tetrault's 
Welts  are  handled  by  every 
live"  jobber  in  Canada 


We  Extend  to  the  Trade  Every 
Good  Wish  for  a  Prosperous  and 
Happy  New  Year 


Tetrault  Shoe  Manufacturing  Co.  Ltd. 

Montreal 


FOOTWEAR    IN    C;  A  N  A  D  A 
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A  Merry  Christmas  and  a 
Bright  New  Year  to  All 

It  is  the  hope  of  Duclos 
&  Payan  this  will  be  the 
Merriest  Christmas  you 
have  ever  celebrated 
and  that  next  year  will 
prove  the  most  prosper- 
ous you  have  yet  ex- 
perienced. 


DUCLOS 


Sales  Office  and  Warehouses  : 
224  LEMOINE  STREET,  MONTREAL 


ccmbcr,  i'J2o  F  O  O  T  W  E  A  R    IN    CAN  A  D  A 


salers,  Jobbers  and  Merchants  were 
placing  their  orders  wherever 
stocks  were  available.  They  had  no 
other  recourse.  But  with  footwear 
again  plentiful;  with  competition 
again  growing  keen ;  the  manufac- 
turer must  leave  no  stone  unturned 
to  make  his  product  a  leader. 

That  is  why  so  many  D.  &  P.  coun- 
ters are  going  to  be  used  during 
1921. 


PAYAN 


Tannery  and  Factory: 
ST.  HYACINTHE,  P.Q. 
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Nous  Acclamons  avec  vous  FAurore 
de  1921  comme  TAnnee  du  Succes 


A.  E.  Marois  Limited 

QUEBEC 

We  join  you  in  welcoming  1921  as  a  year  of  success 


Dcccinl)cr,  1920 
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''Que  durant  Vannee  nouvelle 
le  Succes  et  le  Bonheur  soient 
vos  Meilleurs  Compagnons" 


npHE  Year  1920  has  found  us  serving 
the  largest  number  of  people  in  our 
history.  Why  ?— Because  our  products, 
particularly  Kid  Leather,  in  black  and 
colors,  are  the  best  on  the  market.  Our 
prices  compete  with,  and  out-rival,  all 
other  manufactures  according  to  grades. 
They  cannot  be  approached  by  any 
substitutes. 

K  I  D  -  1  S  -  K  1  D 

May  Success  and  Happiness  he 
your  Most  Frequent  Com- 
panions during  1921 


PIERRE  BLOUIN  - > 

Quebec :  60  St.  Colomb  St.       Montreal :  59  St.  Peter  St. 


F  O  O  T  W  I  -:  A  R    T  N  CANADA 
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Wishing 
You  the  Merriest 
of  Christmases  and 
the  Brightest  of 
New  Years 


The  Miner  Shoe 

MONTREAL    :    OTTAWA    :    QUEBEC    :  TORONTO 


December,  1920 
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Miner  Shoes 


For  the  season  of  1921  we  have  pro- 
duced a  range  of  footwear  which  we 
know  will  meet  with  your  approval. 

And  in  dealing  with  us  you  will  not 
only  get  Miner  Quality  and  Miner 
Value,  but  also  Miner  Service— one  of 
the  greatest  assets  the  merchant  can 
have.  Start  the  New  Year  right  by 
letting  us  show  what  we  can  do  for  you. 


Stock  on  hand  includes 
Men's,  Boys',  Youths', 
Women's,  Misses'  and 
Children's  Goodyear 
Welts,  McKays,  Turns 
and  Standard  Screws. 


Company  Limited 

AGENTS  FOR  THE  CELEBRATED  MINER  RUBBERS 
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Dec 


L'anee  Nouvelle  Transformera  vos  Reves  en  Realites 


ST.HYACINTME. 
CANADA. 


Christmas 
Greetings 


YEAR  of  ambitions  realized,  of  hopes  fulfilled — 
may  1921  be  the  herald  of  an  era  of  prosperity, 
sound  and  lasting.   We  wish  you  the  best  for  the  fu- 
ture hoping  that  Yamaska  Brand  may  play  its  part  in 
contributing  toward  your  success. 


La  Compagnie 


J.  A.  &  M.  COTE 

St.  Hyacinthe,  Quebec 


1920 
1921 


December,  I'XM 
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JJTE  WISH  YOU 
all  happiness  at 
this  Christmas  Season 
and  prosperity  for  the 
Coming  Year 


Sorting  Orders 
For  Xmas  Needs 


19 


21 


Heavy  Felts 
Men's  Fine 
Leather  Slippers 
Oil  Tan 
Footwear 
Independent 
Rubbers 

Kant   Krack,  Royal,  Bui 
Dog,  Dreadnaught,  Dainty 
Mode,  Veribest. 


We  can  give  you  what 
you  want  immediately 

SERVICE 
COUNTS 
NOW 


EVERY  hour's  loss  of  business  through 
shortage  of  stock  means  a  big  loss  to  the 
dealer  at  this  time  of  the  year.  We  are  pre- 
pared to  give  you  a  rush  service  in  all  lines. 

Felt  Slippers 

English  and  Canadian  felts,  a  business  getting 
assortment  for  holiday  trade.  Women's  Fine 
Juliet  Fur  Bound,  Women's  Fine  Felt  and 
Leather.  Women's  Boudoir  Slippers  Kozy 
Soles. 

Moccasins 

We  carry  a  full  range,  fancy  and  plain;  of 
course  we  handle  nothing  but  the  best  sel- 
lers. 

Hockey  Boots 

— the  essential  for  Christmas.  Our  prices  will 
boost  your  sales,  and  we  have  a  very  complete 
line. 


J.  A.  McLaren  co.,  limited 


Wholesale  Shoe  Distributors 

30  Front  Street  West 


Toronto 


F  C)  O     W  E  A  R    IN  CANADA 


For  Christmas 

and 

THe  Year  1921 

We  extend  our  Sincere  Wish  for 
Joy,  Health  and  Prosperity 


Dufresne  &  Locke 

Limited 

Ontario  Street  (Maisonneuve) 

Montreal 
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A 

Country-Wide 
Reputation 

Dufresne  Locke  Shoes 
enjoy  a  reputation  that  ex- 
tends to  every  spot  in  this 
Dominion,  where  shoes  are 
worn. 

Their  quahty  in  both  material  and  workmanship, 
makes  lasting  friends  among  your  customers. 

Their  style  makes  them  quick  selling  shoes  and 
quick  profit-bringers. 


Thomas  Dufresne 


Men*s  and  Women's 
Goodyear  Welts 

Women's  McKays 

Men's  Slippers  and  Women's 
Comfort  Turns 

Misses',  Children's  and 
Infants'  Stitchdowns 


It  is  the  price  that  counts. 


Dufresne  &  Locke 

Limited 

Montreal 


Oscar  Dufresne 


4S 
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E  send  you  the 
Season's  Greet- 
ings. Our  good 
wishes  will  fol- 
low you  through 
another  year  of 
business.  May 
the  transient  stage  of  business 
uncertainty  make  way  for  a 
fuller  prosperity  and  enduring 
contentment  for  each  member 
of  the  trade  and  may  your 
share  of  success  be  a  plenteous 
one. 


The  Independent 
Rubber  Company 


Merritton 


Limited 

Ontario 
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mUE  Columbus  Rubber 
Company  extends  the 
season's  greetings 
to  its  many  friends 
throughout  the  trade 
and  wishes  them  one  and  all  a 
bright  and  prosperous  New  Year. 

We  take  this  opportunity  also,  of 
thanking  them  for  their  business 
during  the  past  year  and  to  assure 
them  of  our  continued  co-opera- 
tion in  the  future. 


The  Columbus  Rubber  Co. 
:-  of  Montreal,  Limited  -: 


1  )occml)oi-,  lO.'JO 
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We  Are  Looking  For — 

Sole  Leather, 
Tannery  Offal, 
Scrap  Leather, 

Belt,  Welt,  Saddle, 
and  Rough  Splits 

BEFORE  you  dispose  of  the 
next  consignment,  just  get 
in  touch  with  us  —  we  can 
interest  you. 

We  are  also  dealers  and  invite 
your  enquiries. 

WRITE  TO-DAY 

MORSE-REDDEN,  Inc. 

50  South  St.,  Boston,  Mass.,  U.S.A. 


Ik  Greatest 


o/  tfie  D< 


insist  on  wearing  Arth- 
ur  Franks'  Ballet  Shoes. 
No  other  shoes  afford 
the  same  amount  of 
comfort  and  sup- 
port. . 


hy  Arthur  I'^ranks  are  supplied 
to  Mesdames  Pavlova,  Kaisa- 
vina  and  Vera  Karalli,  and 
Messieurs  Nijinsky,  Novikoft', 
V'olinini.  Adolph  Bolm,  etc.  ^  ? 

yirthur  Frank^\ 

3  Cotton  Street,  Australian  Avenue, 
London,  E.G.  1,  England. 


Your  Dreams  of  a  Prosperous  New  Year  — 

Make  Them  Come  True  With  a  Universal 


Get  this  machine — make  it  earn 
dividends  for  you — as  it  is  <lo- 
inR  in  repair  shops  in  all  parts  of 
Canada.  This  Universal  Model  V. 
M.  finisher  with  Model  skate 
fjrinder,  is  the  last  word  in  shoe  re- 
]rairing  machinery  and  grinding 
(•c|uipment.  The  perforated  table 
iin  Ihe  skate  grinder  is  one  of  the 
principal  features.  It  allows  the 
grindings  to  drop  into  the  recep- 
i.iclr  lielow.  thereby  eliminating  in- 
correctness in  grinding.  As  the 
grindings  fall  into  the  receptacle 
they  are  immersed  in  water,  and 
are  thereby  prevented  from  com- 
ing into  contact  with  bearings, 
etc.  Being  made-in-Canada  its  pur- 
chase price  is  free  from  exchange 
rind  duty. 

Write  or  wire  us  for  quotations, 
or  ask  the  leading  jobber  in  your 
district  to  furnish  you  with  quo- 
tations. 


Universal  Shoe  Machinery  of  Canada,  Limited 

128  Queen  Street,         -  Montreal 
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Special  Offer 

5,000  Pairs 

OF  WOMEN'S  GAITERS 

Newest  American  styles,  made  from  English 
wove  cloths,  not  felt.  These  gaiters  are  man- 
ufactured by  Rapaport  &  Co.,  Limited,  of 
London,  England,  known  as  the  largest  exclu- 
sive makers  of  gaiters  in  the  British  Empire. 

Two  Styles: 


Ten  inch  style  in  colors,  dark 
grey,  fawn  and  dark  brown 
with  underslung  buckles  and 
leatherex  trimmings  priced 
very  specially  at 


Eleven  inch  style  similarly 
made  but  in  colors  dark  grey 
and  fawn  only.  Priced  lower 
than  to-day's  cost  of  pro- 
duction at 


$1  55  $1  65 

X      pair  X  pair 

Place  Your  Order  Now! 
Wire  or  Write  Direct  to 

A.  J.  Machin,  2401  Clarke  Street 

Montreal,  P.  Q. 

Sole  Canadian  Representative  for 

Rapaport  &  Company,  Limited 


37  Feather  stone  St. 


London,  E.  C  ,  England 


December,  1930 
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WHITE 

SHOE  COMPANY,  Limited 

TORONTO. 

WHOLESALE        SHOE  DISTRIBUTORS 


lyiAY  Nineteen-Twenty- 
^  One  lead  you  along 
the  way  of  greater  pros- 
perity and  greater  business, 
and  may  the  dying  year 
make  way  for  the  increas- 
ing success  of  the  shoe  trade 
in  Canada-  We  wish  you 
the  season's  compliments 
and  extend  our  message  of 
goodwill  to  each  and  every 
member  of  the  industry. 


a     _ 
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Christmas  1920 


WE   EXTEND   OUR  SINCERE 
WISH  FOR  JOY,  HEALTH 
AND  PROSPERITY. 


^  Humberstone  Shoe  Co.,  Ltd. 

^  HUMBERSTONE  ONTARIO 


Electric  Buffer  Dryers 
Electric  Treeing  Irons 
ElectricHeatingDevices 


All  sold  subject  to  your  approval 
after  thirty  days  free  trial. 


Write  today  for  full 
particulars 


Millner  Company 

1706  N.  12th  St.,  St.  Louis,  Mo. 


Globe  Furniture  Co. 

(Limited) 

Waterloo,  Ont. 


Send  for  Catalogue  and  Prices 

GLOBE  INTERLOCKING  SHOE 
STORE  CHAIRS 


Shoe  Tools  and  Findings 


BOSTON  BURNISHERS 

Made  in  2  sizes 


TRI-ANGS 


For  protecting  heels  from  wearing  out  too  quickly.  Manu- 
facturers of  a  large  and  complete  line  of  tools  and  findings  for 
shoe  repairer  and  shoe  store. 

The  New  Shoe  Machinery  Company 

PROVIDENCE,  R.I.,  U.S.A. 

Distributors  for  British  Columbia: 

B.C.  LEATHER  &  FINDINGS  COMPANY  LIMITED 

VANCOUVER,  B.C. 

Distributors  for  Provinces  of  Saskatchewan, 
Alberta  and  Manitoba: 

THE   GREAT    WEST    SADDLERY  COMPANY 

Winnipeg  Edmonton  Saskatoon  Calgary 
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"EUREKA" 


Our 
Leaders 


No.  30  Last 


;-Women's  8  1-2  inch  Black  Kid 
Bal,  Slip  Sole,  14/8  Cuban  Heel,  30  Last. 

8389~Women's  8  1-2  inch  Black  Kid 
Bal,  Slip  Sole,  12/8  Sport  Heel,  55  Last. 

Before  placing  your  ORDER,  do  not  forget 
that  we  make  the  BEST  Women's  McKAY 
SHOES   and    our   PRICES   are  RIGHT 

WRITE  US  FOR  LATEST  QUOTATIONS. 

JOBBING  TRADE  ONLY 


EUREKA  SHOE  CO.,  LIMITED 


THREE  RIVERS,  QUE. 


Dependable  Quality  has  Established 


Thread's 


BARBOUR'S 
FINLAYSON'S 


Pre- 


eminence 


Shoes      sewn      with      our  LINEN 
THREADS  will  not  be  returned  by  the 
Retailer     with     the     everlasting  cry 
'RIPPED." 

Threads  you  can  feel  safe  about 
using— they're  guaranteed 


No  Manufacturer  can  really  af¥ord  to  use  any  but  the  best 
THREAD.  In  BARBOUR'S  or  FINLAYSON'S  superior  quality 
Linen  Threads  you  are  always  sure  of  obtaining  the  best,  for  Welt 
"l^irn,  McKay  or  Lockstitch  work. 


GOOD  STOCKS  CARRIED  AT 


Toronto  MONTREAL  Quebec 

FRANK  &  BRYCE,  LIMITED 


December, 


1930 
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''Que  vos  Reves  de  1920 
Deviennenten  1921  de  Grandes  Realites' 

''May  the  Dreams  of  1920 
Become  Glowing  Realities  in  1921" 

During  a  season  when  you  are  an- 
xious to  offer  your  trade  just  a  little 
better  value  than  usual,  you  should  be 
interested  in  the  quality  of  Borne's  Sur- 
face Kid. 

Of  course,  this  is  Glazed  Horse  under 
another  name,  but  it  is  so  superior  to 
the  most  of  the  horse  on  the  market 
that  we  hesitate  to  call  it  horse  leather. 

Borne's  Surface  Kid  is  so  fine  that 
many  have  mistaken  it  for  Kid.  Yet  it 
is  lower  in  price  than  fair  grade  kid, 
will  not  scuff,  will  not  turn  gray  and 
will  out-wear  good  kid. 

Samples  on  request.  Black  and  Colors. 

Lucien  Borne 

Quebec          Montreal  Kitchener 
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Yes  Sir!! 

This  shoe  cheerfully 
bows  to  the  need  of  the 
hour  ^^Reduced  Prices" 
— they're  on  the  tloor 
— ready  to  ship — pack- 
ed twenty-four  pairs  to 
the  case,  standard  as- 
sortment, sizes  six  to 
eleven  —  shipments 
made  case   lots  only. 

The  Construction:— 

Number  Two  Grade  Chocolate  Elk  Skin 
Blucher-Half  Bellows  Tongue— FIBRE  In- 
sole— two  full  soles  and  slip — standard  screw — 
lock  stitched — built  over  a  roomy,  round  toe  last 


NATHAN  CUMMINGS 

MONTREAL,  QUE. 


I)(.ci.inbi.r,  I'J:3U 
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Offered  subject  to  prior  sale. 

Transportation  charges  re-inibursed 
if  they  don't  open  to  your  satisfaction. 

That's  fair,  isn't  it? 

TERMS,  NET  30  DAYS 


WE  INVITE  REQUEST  FOR  SAMPLES 

NATHAN  CUMMINGS 

MONTREAL,  QUE. 


CO 
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WS  518 
White  Kid  Finish 

Firm  Soles 
Pearled  Buttons 


SK  858 
Silk  (Plain) 
Pink,  White  or  Blue 
Soft  Soles 


Infoot  Brand'' 


FOR  CHILDREN 


WS  579 

White  Kid  Finish 
Firm  Soles 

Pink,  White  or  Blue 
Trimmings 


HIS  excellent  brand  of  Brit- 
ish made  children's  special- 
ties is  unequalled  anywhere 
for  quality.  We  carry  a  very  com- 
plete assortment  in  stock  and  can 
show  you  an  interesting  variety  of 
other  imported  designs  ready  for 
immediate  shipment. 


INFANTS' FOOTWEAR  LIMITED,  London,  E.C.I,  England 

GREENE-SWIFT  BLDG.,  LONDON,  CANADA 


Christmas  Greetings 


Hydro  City  Solid,  All-Leather 
Shoes  are  just  what  you  are  look- 
ing for  to  stimulate  your  med- 
ium trade  during  the  coming 
year.  Permanent  profitable  trade 
is  what  Hydro  City's  get  and 
hold. 

Do  not  fail  to  get  in  touch 
with  us  if  you  are  inter- 
ested in 


High  Quality, 

Medium  Grade  Shoes  for  1921 


HYDRO  CITY  SHOE  MFRS. 


KITCHENER 


Limited 


ONTARIO 


December,  1930 
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L.  B.  Holliday  &  Company, 

Huddersfield,  England  Limited 

Aniline  Dyes 

And  Coal  Tar  Products 

To  The  Leather  Industry: 

Can  you  guarantee  your  colored  leathers? 

Do  you  realize  that  such  a  statement  would  very  likely  influence  an  increase  in 
•  your  business? 

Today  men  come  to  you,  demanding  an  ironclad  guarantee — Can  you  cope  with 
their  demands? 

You  can  if  you  are  properly  equipped. 

The  equipment  you  use  and  the  ability  of  your  men  are  both  very  important  fac- 
tors. 

Yet  they  are  both  dependent  upon  the  dyes  and  colors  you  use. 
Dyestuf¥s  that  are  absolutely  guaranteed  will  therefore  help  you  to  guarantee  your 
product. 

Then  why  not  try  L.  B.  Holliday  &  Company   for   your   next   order   for  Dyes, 
Colors,  etc. 

The  following   is  a  list    of  our  products  which  are  of  particular  interest  to  the 
Leather  Trade  and  which  can  be  shipped  from  Canadian  stocks. 

CHROME  LEATHER  BLACK  G.  NEW  PHOSPHINE  R. 

CHROME  LEATHER  TAN  2G.  AURAMINE  O.  CONC. 

CHROME  LEATHER  BROWN  G.  ORANGE  11. 

BASIC  TAN  O.  PONCEAU  G. 

BASIC  DARK  BROWN  P.  BRILLIANT  BORDEAUX  2-B. 

MAGENTA  POWDER.  ACID  PRUNE  V. 

METHYL  VIOLET  2-B  CONC.  NAPHTHOL  BLUE  BLACK  10-B. 

FRENCH  BLACK  2938.  NAPHTHYLAMINE  BLACK  H. 

CHRYSOIDINE  R.  CONC.  LIGHT  ACID  BROWN  L. 

BISMARCK  BROWN  R.  CONC.  DARK  ACID  BROWN  L.  R. 

FAST  RED  A.  NIGROSINE  W.  S. 

Product  Samples,  Patterns  and  All  Particulars  from 

L.  B.  Holliday  &  Co.,  Limited 

Canadian  Office  and  Warehouse: 

27  St.  Sacrament  Street,  Montreal 

Orders  Supplied  Direct  from  Canadian  Stock.      New  Products  will  be  Added  from  Time  to  Time 
Gables,  "Dyewares,"  Montreal.  Telephone  Main  8105 
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Que  la  Providence  Daigne  Benir  vos 
Entreprises  de  TAnnee  qui 
Commence 

May  Providence  bless  your  undertakings  in  the  coming 

year. 

ONESIME  GOULET 

572  St.  Valier    Street,  Quebec 

I'Or  iK'xt  season  w  c  are  olTeriiiL;  i)r(igrL'ssi \'e  johhers  a  line  ol  "hcUcr-lliaii  the onliiiar}  " 
staples  at  "greater-tliaii-the-urdinarv"  \alues.  J  liis  luotwear  includes  Men's  and  Ijovs'  W  elts; 
Men's,  Women's.  Misses',  Boys',  Youths'  and  Children's  McKays,  besides  a  solid  line  of 
Standard  Screw  Shoes  for  Men  and  Women.  We  strongly  advis*  you  to  look  them  over 
before  placing"  }  our  requirements. 


figiBiiMiisiaHsiaHiiiaHaiMiMiiHiaHiaiMiiaiiHsiiaHiaiaaia 


At  $6.00 

We  have  for  immediate  de- 
livery io,ooo  pairs  of  men's 
colored  calf  boots,  with  single 
or  slip  sole,  Goodyear  welt, 
Blucher  straight  last,  recede 
and  medium  toe  at  $6.oo. 


The  Compliments  of 
the  Season^  and  all 
best  wishes  for  a  pros- 
perous New  Year. 


At  $5.75 


Men's  No.  i, 
side  Brogues 
with  slip  and 
double  sole,   Goodyear  welt. 

Try  us  with  sample  order,  if  not 
satisfactory,  can  be  returned. 

C.  N.  SABA  &  COMPANY 

84  Wellington  St.,  West,  TORONTO,  Canada 


I  V'l-f  iiilier,  I'J^^O 
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LAGACE  &  LEPINAY 

22  ST.  ANSELME  STREET 

QUEBEC 


Send  You 


Christmas  Greetings 

and  wishes  for 
A  Prosperous  New  Year 


For  1921  Handle  Our 


WOMEN'S  McKAYS 

Embracing  quality  and  style  introduced  by  skillful 
workmen  with  high-grade  materials. 

Shoes  for  Meriy  Youths  and  Boys 

A  line  of  footwear  that  is  distinctly  high  grade,  yet 
attractively  priced  to  appeal  to  those  who  demand 
style  and  quality  at  reasonable  figures. 


See  our  samples  for  next 
Season^s  selling 


SI 
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A  Merry  Christmas 
To  All! 

The  Montreal  Last  Co.,  Ltd. 

Manufacturers  of  Fine  Boot  and  Shoe  Lasts 


562  La  Salle  Avenue,      Montreal,  Canada 

M.  Lahrecque,  President  Established  1891 

We  have  a  modernly  equipped  plant  for  the  manufacture  of  every 
description  of  Lasts,  Fillers  and  Followers.       We  also  manufacture 

Wood  and  Paper  Patterns. 

Give   us  the  opportunity   of  showing  what  we   can   do  for  you. 


QUALITY  — 


C.S.F.Co. 


REG  D. 


—  SERVICE 


Wishing  You  A  Merry  Christmas 


and 


Bright  and  Prosperous  New  Year 

Canadian  Shoes  -  Findings  -  Novelty  Co. 

2  Trinity  Square  Adel.  1731  -4194)  TORONTO,  Ont. 
We  Are  As  Busy  As  The  Deuce — Reason — Quality  Goods — Prices  Right 

Originators  in  Canada  Wide  Calf  Gaiters  -That  Fit  Right.         H  you  have  tried  the  resl-TRY  THE  BEST 

"RIGHT  FORM  GAITERS"  REALLY  FIT  RIGHT 

IMMEDIATE  STOCK  SERVICE.  L.  Levy,  Mgr. 

CANADIAN  SHOES-FINDINGS-NOVELTY  CO.  ARE  NOW  SELLING  WINDOW  PAPERS  IN  COLOR 
SCHEMES  FOR  BACK  GROUNDS,  ETC.    ALSO  REPRESENT  FRANK  P.  TAYLOR  WINDOW  BOOKS. 
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mm  HARD  SOLE 

FeltS 

SOFT   SOLE  ^ 

KumfyS 


SHOW  QUALITY  and  WEAR  QUALITY 

Thirty-Jive  years  of  personal  service  to  the  Felt  Shoe  Trade 
has  taught  us  that  the  dealer's  confidence  is  the  most  valuable 
asset  of  our  business,  and  K.B.  Felt  Shoes  and  ''Kumfys"  are 
produced  with  this  idea  always  to  the  fore. 

Honestly  built,  splendid  Felt  Footwear  of  unusual  style, 
comfort  and  durability,  such  as  are  only  produced  by  skilled 
workmen,  carefully  selected  and  blended  materials,  and  modern 
methods.  They  are  the  K.B.  brand  and  the  generally  accepted 
standard  of  best  values  in  high  quality  felt  footwear. 


OUR  AIM  FOR  1921  IS 

Still  Better  in  Quality"  " 


Still  More  in  Quantity, 


99 


For  1921  we  will  have  two  complete  plants  in  full  operation,  and  100 i  increased  capacity. 

Cobourg  factory  makes  Felt         •        Port  Hope  factory  makes  Soft 
and  Leather  Sole  Staples.         •  •         Sole  '  Kumfys"  exclusiveh. 

The  New  Samples  will  be  in  the  hands  of  the 
leading  jobbers  in  January.  Buy  K.B,*s  early. 


CANADA  B» 

FELT  C  LIMITEDi^ 


ONTARIO 
A.C.KIMMEL  M<sR> 


1''  o       W  F.  A       IN    C  A  N  A  r:)  A 
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Christmas 
1920 


New  Year's 
1921 


Puissent  les  succes  que  vous 
rapportera  1921  compenser  pour 
vos  efforts  passes 

May  the  successes 
of  1921  repay  all 
your  past  efforts 

We  of  the  Beckwith  Box  Toe  send  you  one 
and  all— greetings.  In  adding  our  message 
to  the  chorus  of  good  wishes  rising  at  this 
festive  season  we  should  like  to  thank  you 
for  your  good  patronage  in  1920,  hoping  our 
efforts  to  serve  you  in  the  past  may  warrant 
your  patronage  in  1921. 

Beckwith  Box  Toe  Limited 

SHERBROOKE,  QUEBEC. 
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A  Shoe 

Properly  Welted 


And  the  Battle  is  Half  Won! 

It  is  at  this  stage  in  your  manu- 
facturing process  that  quality  is 
imperative. 

Get  the  combination  of  innersole, 
thread  and  Welting  right,  and 
you  have  built  the  foundation  of  a 
serviceable  shoe  that  brings  you 
repeat  orders. 

We  advocate  Quality  in  Welt- 
ing, we  discourage  the  pennywise 
economy  that  looks  for  job  lots 
and  inferior  selections  at  a  fraction 
of  a  cent  saving. 


Buy  Standard  No,  1  Double  Shoulder  Welting 

The  Welting  that  is  Used  by  Canada's  Class  "A"  Shoe  Manufacturers 

Barbour  Grooved  Endless  Welting 


Manufactured  by 

Brockton  Rand  Company 

Brockton,  Mass. 
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H.  O.  McDOWBLL 


IMPORTERS  (lUrr)!)  JOBBERS  V/j 
V        MANUFACTURERS>@^$^  SALES  AGENTS  H 


H.  N.  LINCOLN 


FACTORY  AND  BRANCH 
37  FOUNDRY  ST.  S. 

KITCHENER,  ONT. 


Representing 

American  Lacing  Hook  Co. 

Waltham,  Mati. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works 
Cliicago,  111- 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Boston,  Mass. 
Ceroxylon,  the  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

Boston,  Mass. 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 
Cincinnati,  O. 
Shoe  Machinery 

Hazen,  Brown  Co., 

Brockton,  Mass. 
Waterproof  Box  Toe 
Gum,  Rubber  Cement 

Lynn  Wood  Heel  Co.. 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  S'taying,  etc. 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 

Factory  Supplies, 
Needles,  etc. 

).  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Ont. 

Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Weltinf, 
etc. 

Safety  Utility  Economy  Co., 
Boston,  Mass. 
Electric    Heating  Equip- 
ment 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


BRANCH 
566   ST.   VALIER  STREET 
QUEBEC 


THE  LARGEST  SHOE  FACTORY  SUPPLY   HOUSE   IN  CANADA 


MAIN  OFFICE 
154  NOTRE  DAME  ST..  W. 

MONTREAL 


^'It's  easy  enough  to  look  pleasant, 

When  life  flows  by  like  a  song, 
But  the  man  worth  while, 

Is  the  one  who  can  smile. 
When  everything  goes  dead  wrong/' 


That  quotation  seems  to  hit  us  just 
about  right  this  year.  If  we  will 
hold  the  smile  just  a  little  longer 
there  will  be  real  cause  to  smile  as 
conditions  improve. 

While  thanking  our  friends  for 
their  co-operation  during  the  years 
past,  we  extend  to  the  Trade  our 
Best  Wishes  and  Hope  they  may 
enjoy  a  further  measure  of  Happi- 
ness and  Prosperity  in  the  years 
to  come. 
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We  can  Supply  you  with  Every  Need  of 

Blacking,  Stains,  Waxes,  Dressings, 
Cyclone  Bleach,  Etc. 


Ultra  Edge 

One  setting  edge  ink 

Uneeda  Edge 

The  King  Edge  Ink 

For  a  one  or  two  setting  edge 

Russet  King  Edge 

One  and  two  setting  for  russet  and  tan 
colored  shoes. 

King  Edge  No.  31  (Natural) 
Model  First  Setting 

A  stain  for  two  setting  edges 

Black  Diamond  Heel 

For  heels.     Made  in  all  colors. 

Colored  Heel  Stains 
Black  Diamond  Shank 
Black  Bottom  Dye 

A  dye  for  heels,  shanks,  top  pieces  and 
bottoms 

Striping  Dye 

Black  and  russet 

Cyclone  Bleach  (Made  in  Canada) 

For  removing  those  glucose  spots,  water 
stains  and  discolorations  on  soles  and 
giving  perfect  results  in  finishing 

Magic  Stain 

For  oak  and  union  leather.  Removes 
those  glucose  spots,  water  stains  and 
discolorations,  and  makes  a  hard,  smooth, 
uniform  finish. 

244  Sediment  Stain 

For  making  white  oak  bottoms 

Filling  Wax 
American  Eagle  Polish 
Gold  Bond  Polish 

For  stain  and  black  bottoms 

Slickum 

A  gum  to  use  where  a  high  polish  is 
wanted  on  a  paint  bottom 

Nevercheck 

tJsed  before  scouring  to  fill  and  make 
a  solid  heel 

Vamp  Dye 
Black  Tip  Dye 
Spirit  Black  Dye 
Welt  Dye 

Black  and  russet 


Look  Over  this  List  and  Send  in  Your 

Naphtha  Black 

For  raw  edges  of  vamps  and  tips 


Nonesuch  Filler 

A  filler  to  use  in  place  of  wax  for  heels 
■  and  bottoms 

Everbright  Kid  Dressing 

For  kid,  kangaroo  and  chrome  stock 

Colorless  Dressing 

For  colored  stock 

Gun  Metal  Dressing 

Made  for  dull  and  medium  bright  finish 

Dressing 

For  all  kinds  of  upper  leather 

Enamel  Finish 

For  heels  and  edges,  in  white  and  all 
colors 

Rubber  Stain 

For  making  velvet  bottoms 

Improved  Sediment  Stain 

A  stain  finish  to  take  the  place  of  paint 
or  wax  finish ;   will  cover  all  kinds  of 

leather 

Paragon 

A  wax  stain  for  shanks  and  foreparts 
on  black  and  colored  shoes 

Paragon  Thinner 
Redoakunion  Thinner 
Redoakunion 

A  paint  stain  for  all  kinds  of  leather 

Bottom  Stains 

Of  all  kinds 

Grain  Bottom  Cleaner 
Fakes 

Satin  Gloss 
Glossene 

Viscolene 

For  shoe  bottoms 

Ivory  Wax 

White,  red,  brown  and  black 

White  and  Black  Edge  Wax 
Ivory  Expedite  Wax 
Liquid  Wax 

For  making  high  gloss  polish  over  all 
kinds  of  bottom  finish 

Auto  Treeing  Composition 
Cutting  Board  Dressing 


Order 

Thread  Lubricator 
Hold  Tap  Sticker 

Apply  a  coat,  lay  on  your  tap  and  let 
dry 

Oil  Remover 

Removes  oil  spots  and  stain  from  leather 

Patent  Leather  Repairer 

Ruby  Filler  No.  1 
Cutter  "  2 
Flow    "  3 

Finishing  Room  and 
Dressing  Room  Supplies 
Baby  Cow  Polish 

A  friction  polish  for  russet  leather  of  all 

colors 

Upper  Edge  Stain 

For  the  raw  edge  of  black  or  russet 
leather 

Tanners'  Finish 

For  staining  and  uniforming  all  colored 
upper  leather  stock 

Russet  Leather  Repairer 

Liquid  repairer 

Crayon  Repairer 

Made  in  all  colors  to  suit 

Ooze  Calf  Cleaner 
Grain  Leather  Finish 
Leather  Filler 
White  Canvas  Dope 
Side  Lining  Cement 
Veneering  (Black) 
Veneering  (Russet) 
Inner  Sole  Stiffener 
Colorless  Stitch  Gloss 
Patent  Leather  Cleaner 
Russet  Leather  Cleaner 
White  Canvas  Cleaner 


Boston  Leather  Stain  Company 

109  Purchase  Street  Boston,  Mass.,  U.S.A. 

Sole  Canadian  Agents : 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitcliener  Quebec 
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Everybody 
Needs 
Rubbers 

Everybody  should  be  wearing 
rubbers.  Young  and  old — men, 
women  and  children — should 
protect  their  health  and  save 
their  shoes  by  wearing  rubbers 
on  wet  and  stormy  days. 

Impress  these  facts  on  your  cus- 
tomers and  make  more  money. 
In  fact,  a  timely  suggestion  to 
have  the  new  shoes  fitted  with 

Dominion  Rubber 
System  Rubbers 

will  result  in  sales  nearly  every  time.  Try  this  plan  for  a  short  time;  in- 
struct your  clerks  to  suggest  rubbers  to  every  customer,  put  the  corres- 
ponding style  of  rubbers  beside  each  pair  of  shoes  in  your  windows,  and 
watch  your  sales  grow. 

We  are  telling  your  customers  in  our  newspaper  and  magazine  advertis- 
ing, about  the  quality,  comfort,  fit  and  economy  of  DOMINION  RUBBER 
SYSTEM  RUBBERS.  A  little  effort  on  your  part  will  bring  increasing 
business  and  profits. 

DOMINION  RUBBER  SYSTEM  RUBBERS  give  you  a  complete  range  of 
styles  and  sizes  to  fit  the  shoes  of  every  member  of  the  family.  If  you  lack 
anything  to  complete  your  stock,  write  or  wire  the  nearest  service  branch. 

Dominion  Rubber  System 

Service  Branches  located  at 

Halifax,    St.  John,    Quebec,    Montreal,    Ottawa,  Brantford, 
Toronto,    Hamilton,    London,    Kitchener,    North  Bay,  Fort 
William,    Winnipeg,    Brandon,    Regina,    Saskatoon,  Calgary, 
Edmonton,    Lethbridge,    Vancouver    and  Victoria. 


DOMiNlOl 

•^RUBBER  ^ 


TED  00^ 
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A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
quality  circulation — every  reader  a  possible  buyer. 

Published  Monthly. 

HUGH  G.  MACLEAN,  LIMITED 

THOMAS  S.  YOUNG,  Managing  Director 


HEAD  Ol'I'ICE  -  :!47  Adelaide  Street  West,  TORONTO 
Telephone  A.  2700 


MONTREAL 
WINNIPEG 
VANCOUVER 
NEW  YORK 
CHICAGO 
LONDON,  ENG. 


^•jHiNc^  ll^t  Hoard  of  Trade  I'Adg. 

Electric  Ry.  Chambers 
Winch  Building 
29(i  Broadway 


Room  803.  63  E.  Adams  St. 
16  Regent  Street  S.  W. 


Authorized  by  the  Postmaster  General  for  Canada,  for  transmission 
as  second  clags  matter. 

SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1..50. 
Single  copies  15  cents. 
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The  Golden  Rule  of  Price  Markirg 


Thf  in-esent  conditions  in  the  retail  trade  demon- 
strate, beyond  question,  the  soundness  of  the  policy 
of  markino-  goods,  at  all  times  and  under  all  circum- 
stances, at  ])rices  which  are  based  on  replaceable 
\  allies. 

RetaKfers,  today,  may,  in  the  main,  be  divided  into 
three  classes. 

iMrst.  there  is  the  merchant  who  figured  his  selling- 
prices  as  above,  basing  his  resale  on  replaceable  values, 
and  setting  aside  for  the  "rainy  day"  the  extra  profit 
so  obtained.  He  now  has  this  reserve  to  draw  upon 
and  can  safely  follow  the  same  system  of  marking  as 
prices  recede. 

Second,  there  is  the  merchant  who  based  his  resale 
on  replaceable  values  alright,  but  made  the  mistake  of 
neglecting  to  establish  a  reserve,  on  the  supposition 
that  prices  would  never  recede.  lie  must  inevitably 
come  out  of  the  cycle  of  price  changes  with  less  mone}- 
than  he  started  with,  and 

Third,  there  is  the  merchant  who,  throughout  the 
ra[nd  rise  in  prices,  based  his  selling  price  on  original 
cost.  He  is  the  man  who  is  taking  the  big  losses  to- 
dav  and,  in  the  main,  will  be  eliminated  from  the  in- 
dustry altogether. 

It  is  the  third  class  that  is  pritnarily  responsible  for 
the  slashing  of  prices  to-day — for  shoes  are  certainly 
to  be  had  at  prices  much  below  what  would  be  justi- 
fied if  the  replacement  values  were  considered.  This 
slashing,  in  turn,  has  curtailed  the  turn-over  of  the 


iither  two  classes,  curtailed  the  demand  on  the  manu- 
facturer, and,  fina'ily,  driven  the  control  of  the  retail 
shoe  industry,  largely,  into  the  hands  of  the  depart- 
ment stores,  many  of  whom  have  not  hesitated  to  take 
advantage  of  the  manufacturers'  overloaded  stock  con- 
dition to  buy  at  cut  prices  and  sell  the  same  way. 

Summed  up,  it  is  poor  business  methods  that  are 
responsible  for  conditions  in  the  shoe  trade  to-day 
more  than  anything  else.  The  unsound  policy  of  a  cer- 
tain type  of  retailers  has  partly  nullified  the  correct 
business  policy  of  the  real  business  men  in  the  trade. 
It  is  a  mere  excuse  to  say  that  the  public  are  "demand- 
ing" this  slashing  of  prices.  Who  started  it?  Wasn't 
it  blazoned  forth  in  ])ig  news])aper  announcements  be- 
fore the  people  ever  thought  of  it?  Of  course  it  is  quite 
natura'i  now  that  they  ha\  e  been  told  so  often  in  these 
advertisements  that  shoes  are  obtainable  in  certain 
stores  at  pre-war  prices,  that  they  should  demand  the 
same  from  all  dealers. 

The  industry  to-day  still  faces  a  most  difficult 
situation.  Shoes  are  obtainable  in  many  places  at  less 
than  their  fair  market  value.  It  is  surely  evident,  then 
that  if  manufacturers  cannot  find  a  way  to  make  further 
recessions,  retail  i)rices  must  be  higher  instead  of 
lower. 

What  of  Shoe  Prices? 

Where  is  the  trend  in  shoe  prices?  This  is  the 
question  that  must  be  in  every  shoe  retailer's  mind, 
for  upon  the  answer  deiJends  the  projjcr  course  at  the 
present  moment. 

Personal  opinions,  in  general,  are  of  little  value, 
for  they  are  as  opposite  as  the  points  of  the  compass. 
One  shoeman  at  least,  within  the  past  week,  has  de- 
clared that  prices  next  spring  will  be  higher  than  ever. 
There  are  few  who  hold  this  view,  however,  because 
the  evidence  does  not  back  it  up.  The  average  opinion 
seems  to  run  around  twenty-five  per  cent,  reduction 
from  the  peak  of  a  few  months  ago. 

The  cost  of  shoes  depends  largely  on  the  cost  of 
raw  materials  and  of  labor.  What  of  the  cost  of  leath- 
er? Hide  prices  are  down — perhaps  65  to  70  per  cent... 
but  that  is  due  to  an  over-supply  and  a  greatly  reduced 
demand.  Latterly,  we  are  told,  the  buying  of  hides 
by  tanners  has  'been  nuu-li  more  brisk  in  the  belief 
that  the  bottom  has  1)een  leached.  Coupled  with  this 
is  a  greatly  reduced  su])ply.  .\ccording  to  the  Wall 
Street  Journal,  the  October  ofifering  of  hides  decreased 
nearly  40  per  cent,  as  compared  with  a  year  ago.  In- 
dications, therefore,  point  to  a  stiffening  in  prices. 
Aside  from  the  hides  the  reductions  in  raw  materials 
have  'been  very  light. 

What  labor  will  do — or  will  be  forced  to  do — is  not 
yet  clear.  Unemployment  is  a  great  chastener.  and  it 
may  be  that  we  shall  see  the  factories  of  the  country 
filled  with  much  cheaper  and  more  industrious  labor 
before  the  present  winter  is  over.    The  cost  of  living 
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must  recede,  however,  particularly  rentals,  or  we  shall 
have  that  most  undesirable  condition  of  labor  turned 
to  slavery. 

In  the  main,  therefore,  it  can  be  said  that 
the  recession  in  the  price  of  shoes  will  be  pretty 
much  the  same  as  the  recession  in  the  price  of  other 
things  on  the  average.  We  do  not  think  there  is  any 
evidence  .that  prices  of  footwear  were  increased  during 
the  war  by  any  greater  per  cent,  than  was  justified  by 
increases  in  other  lines  of  trade.  It  must  follow,  there- 
fore, that  the  recession  in  prices  must  be  regulated 
on  the  down  grade  by  just  the  same  conditions — the 
average  rate  at  which  the  prices  of  all  other  commo- 
dities recede. 


An  Expert's  Opinion  on  the  Financial  Situation 

Perhaps  the  best  indication  of  the  prospect  for 
1921  is  the  condition  of  the  money  market,  and  readers 
of  Footwear  will  be  pleased  to  know  the  opinion  of 
Mr.  John  Moody,  a  recognized  financial  diagnostician 
of  New  York.  Mr.  Moody  addressed  the  Board  of 
Trade  of  the  City  of  Toronto  a  few  days  ago  and  pre- 
dicted that  the  United  States  would  enter  the  year 
1921  with  the  prospect  of  definitely  easier  money.  He 
stated  with  every  assurance  that  commercial  paper 
would  drop  from  8  per  cent,  to  6  per  cent.,  and  call 
money  will  drop  to  4  per  cent,  by  May,  and  perhaps 
even  to  3  per  cent,  or        per  cent. 

Regarding  the  trend  of  prices  Mr.  Moody  gave 
it  as  his  opinion  that  during  the  next  ten  years  we  are 
likely  to  have  a  tendency  towards  lower  commodity 
prices,  but  he  cautioned  his  hearers  that  we  have  climb- 
ed a  long  way  since  1914  and  that  it  is  just  as  far  down 
as  it  is  up.  In  consecjuence  he  thought  the  deflation 
period  may  extend  over  some  years.  There  did  not 
appear  to  be  any  doubt  in  his  mind,  however,  but  that 
eventually  we  should  reach  the  same  price  level  as 
maintained  previous  to  the  world  war.  In  expressing 
this  viewpoint  Mr.  Moody  is  simply  affirming  what 
students  of  past  history  have  already  pointed  out, 
namely,  that  every  great  war  has  been  accompanied 
by  a  rapid  and  very  marked  inflation  of  prices  and 
followed  by  a  slower  deflation  to  a  point  almost  iden- 
tical with  that  from  which  the  rise  took  place.  For 
example,  and  just  as  an  isolated  case  from  many,  we 
have  before  us  the  index  numbers  of  wholesale  com- 
modity prices  in  the  United  States  over  the  period 
afifected  by  the  United  States  Civil  War  of  1866.  In 
1860  the  index  number  stood  around  77,  and  this  had 
increased  in  1866  to  190.  A  sharp  decline  is  noted  then 
to  120  by  the  end  of  1871  and  finally  to  70  in  1878.  In 
this  case  it  required  a  j^eriod  of  12  years  before  prices 
regained  their  former  level.  It  is  more  than  likely  that 
in  the  year  1866  there  were  those  who  predicted  that 
future  prices  would  continue  at  a  higher  level,  just  as 
they  are  predicting  today.  The  history  of  the  wars  of 
the  past,  however,  have  never  shown  this  to  ht  the  case. 
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and  it  seems  a  natural  conclusion  that  in  from  10  to  12 
years,  if  not  before  that  time,  the  average  prices  of  our 
staple  commodities  will  have  descended  to  the  same 
index  number  from  which  they  began  to  move  up  short- 
ly before  1914. 

In  the  shoe  trade  the  very  marked  price  deflation 
noted  in  certain  quarters  has  led  the  public  to  look 
for  an  almost  immediate  return  to  the  prices  of  1914. 
Mr.  Moody's  talk  would  indicate  however  that  in  this 
case  there  will  he  temporary  u])ward  reaction,  that  ihr 
drop  has  ])ecn  too  precipitious.  VVliere  a  number  ol 
industries  are  being  carried  on  side  by  side,  each  dc- 
I)ending  in  a  greater  or  less  degree  on  the  ojjerations 
of  the  others,  it  is  reasonable  to  suppose  that  variation 
in  i)rices  will  correspond  fairly  closely.  Return  to 
stabilized  prices  of  footwear,  therefore,  will  cf)incide 
pretty  closely,  we  judge,  with  the  return  of  other  com- 
modities to  the  same  condition. 


Discussing  the  Shoe  Fair 

On  another  page  of  this  issue  will  be  found  an  in- 
teresting article  which  presents  an  analysis  of  replies 
to  a  questionnaire  sent  out  by  the  Executive  at  the 
close  of  the  Montreal  Shoe  Fair.  This  questionnaire 
was  designed  to  ascertain  the  general  sentiment  with 
regard  to  the  most  suitable  location  for  the  Fair,  and 
how  often  it  should  be  held,  and  also  to  draw  out  con- 
structive suggestions  that  could  be  passed  on  for  the 
guidance  of  the  next  executive. 

It  is  an  outstanding  tribute  to  the  work  of  the 
1920  Management  that,  as  revealed  by  the  question- 
naire,, seventy  per  cent,  of  the  trade  are  of  the  opinion 
that  the  Fair  should  be  held  annually,  at  Montreal. 
In  view  of  this  feeling,  members  in  that  city  have 
taken  the  initiative  in  a  movement  to  have  a  building- 
erected  which  will  be  suitable  for  accommodating  the 
Fair  as  well  as  serving  other  community  purposes. 


Hides  a  Small  Factor  in  Shoe  Costs 


When  a  customer  complains  of  shoe  prices  and 
talks  about  the  drop  in  the  price  of  hides,  the  retailer 
has  an  answer  to  his  argument  which  leaves  him  no 
"come-back."  The  cost  of  the  hide  amounts  to  less 
than  10  per  cent,  of  the  retail  price.  In  other  words, 
the  cost  of  the  strij)  of  hide  required  to  make  tlie 
leather  for  a  shoe  retailing  at  $10.00,  would  not  be 
more  than  75  to  80  cents,  so  that  if  the  costs  of  the 
hide  were  nothing  at  all,  it  would*  not  make  any  verv 
appreciable  difference  in  the  retail  price.  .\t  least 
three-quarters  of  the  cost  of  a  pair  of  shoes,  from  the 
raw  materials  to  the  customer's  foot,  is  for  labor, 
in  the  general  sense,  and  until  there  is  a  general  reduc- 
tion in  the  scale  of  wages,  there  does  not  seem  to 
be  any  probability  of  a  further  decrease.  The  de- 
creases so  far  ha\e  been  paid,  for  the  nu)st  part,  out 
of  the  ])ockets  of  manufacturers,  jobbers  and  retailers. 
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Shoe  Retail  Prices 


There  is  a  noticeable  tendency  to  ])Ut  it  up  to 
the  retailer  to  reliex  e  the  present  situation  in  the 
shne  inciustry.  The  dam  that  is  holding  u])  the 
business  is  the  retail  price  of  shoes,  so  it  is  said. 
Other  branches  of  the  trade  urge  that  the  retailer 
open  up  and  start  things  moving.  This  attitude 
is  reported  much  more  in  evidence  on  the  other 
side  of  the  line  than  in  Canada.  U.  S.  tanners, 
jobbers  and  manufacturers  are  hjud  in  their  de- 
mands that  the  retailers  bring  down  their  ])rices 
to  replacement  \alues,  clean  out  their  stocks  and 
ccjme  across  with  orders  for  spring.  The  trade 
journals  join  in  uring  this  c(jurse  and  are  bringing 
the  wht^le  weight  ot  their  influence  to  bear  uj)on 
the  retail  trade  in  favor  oi  immed  ate  action. 
1  lie  following  extracts  from  an  ed. tonal  article 
in  a  recent  issue  of  the  lioot  and  .Slioe  Kecorder 
indicate  the  pre\-ailing  sentiment  : 

"lousiness  in  the  shoe  trade  is  not  good.  The 
\-olume  of  sales  is  small  and  growing  smaller. 
Retail  shoe  merchants  are  stocked  up  w.th  high- 
])riced,  war-]n-ice(l  good>.  b'actories  are  slowing 
up  and  the  production  of  new  goods  at  the  manu- 
facturing source  w  ill  be  meagre,  until  the  stock- 
jam  at  the  outlet  of  the  commercial  stream — the 
retail  merchant — is  removed.  This  is  a  plain 
statement  of  the  facts.  And  until  everybody  in 
the  shoe  trade  stops  talking  nonsense  which  the}- 
do  not  believe  themseh'es,  and  ajjplies  the  only 
remedv  that  will  cure  the  ailment — liciuidation  Dy 
lower  prices — the  shoe  industry  will  continue  in 
a  state  of  partial  ])aralysis. 

"The  stocks  on  hand  must  be  sold,  if  new 
stocks  are  to  take  their  place  and-  the  factory 
wheels  set  going  again.  At  present  ])rices  they 
won't  be  sold,  for  the  consuming  public  will  nor 
and  cannot  pay  the  war  prices  that  retail  shoe 
merchants  ask  and  no  after-dinner  oratory  or 
optimism  will  make  them  ])ay  it. 

"The  da\-  of  sacrifice  is  here,  the  opportunity 
io  get  l)ack  the  mone_\-  spent  e\  en  though  we  add 
no  new  dollar  to  the  old,  and  start  on  a  new  and 
normal  le\el. 

The  l)r\-  (ioods  bA-onomist  is  sounding  the 
same  n(jte — loudly  and  insistently.  Jn  the  lead- 
ing article  of  a  recent  issue,  headed  "Price  Stabil- 
izaticMi  Largely  Up  to  the  Retailer,"  it  states: 

"Don't  let  any  trade  development — such  as 
tlie  increased  business  in  your  store  which  more 
-eascjnablc  weather  and  the  a])])roach  of  Christ- 
mas arc  sure  to  bring — weaken  your  determina- 
tion. I)(jn't  let  it  deter  you  from  bringing  your 
piico  into  direct  line  with  tlio>e  luade  Irom  day 
to  da_\-  in  the  primary  markels.  'I'he  sooner  the 
|)ublic's  confidence  in  retail  store  prices  is  re- 
st(jred,  the  sooner  w:ll  the  nuicli  desired  le\'el 
ground  be  reached  and  a  price  basis  be  again  es- 
tablished -coMisistent  with  the  maintenance  of 
production,  the  general  employment  of  labor  and 
the  making  of  a  due  profit  alike  by  manufacturers, 
wholesalers  and  retailers." 

(  onditions  arc  somewhat  diffei'eiit  in  (  anada. 


and  we  are  \ery  doubtful  if  the  retailer  can  be 
fairly  charged  with  damming  up  the  commercial 
stream  at  the  outlet.  The  skeleton  of  the  old 
high-price-level-dam — over  which  last  s])ring  the 
flood  waters  of  trade  were  pouring  merrily  —  is 
still  there,  but  it  has  been  so  torn  open  with  cut- 
price  sales  and  cancelled  stock  "outlets"  that  it 
forms  no  (obstruction  to  any  trickle  of  demand 
that  reaches  it.  This  certamly  is  the  condition 
in  the  larger  cities.  The  jjublic  are  being  offered 
goods  at  prices  which,  in  a  few  cases,  are  actually 
no  higher  than  the  i)resent  re])Iacemejit  ccjst.  If 
cut-prices,  and  advertisements  of  cut-j)rices,  will 
stimulate  business,  there's  ])lenty  of  both.  A 
large  percentage  of  reta.lers  ha\  e  made  a  general 
reduction  in  their  jjrices,  \arying  from  KJ  or  l.S 
up  to  as  much  as  25  per  cent.,  and  they  are  doing 
some  business,  'i'he  s.tuation,  as  a  whole,  a])- 
pears  to  be  this:  The  iniblic,  in  the  larger  towns 
and  cities,  can  obtain  their  focjtwear  recjuirements 
at  any  (Mie  (jf  a  number  (jf  gocjd  stores  at  least  15 
])er  cent.  chea])er  than  last  sj)ring;  if  they  are 
looking  for  goods  at  a  pr.ce.  the\-  can  find  stores 
where  the  reducti(jn  is  as  great  as  25  per  cent., 
and  if  tliev  are  satisfied  to  try  and  ])ick  uj)  what 
they  want  at  slaughter  sales,  the}-  vvdl  iind  shcjes 
selling,  in  some  cases,  at  less  than  present  whole- 
sale prices. 

In  short,  shoe  prices  are  down,  l)Ut  the  jniblic 
a])])arently  belie\-e  thev  will  be  dow  n  further  next 
spring.  .Some  shoes  are  being  botight,  but  the 
stores  w  hich  are  adx  ertising  slaughter  reductions 
are  getting  most  of  the  business.  The  retailers 
who  have  not  reduced  their  prices  are  not  dam- 
ming up  the  trade,  but  are  simply  not  making 
their  turnover.  Their  customers  can  buy  more 
cheaply  elsewhere,  and  the}-  are  doing  so,  though 
slowly  and  cautiously.  1  he  man  who  maintains 
his  prices  is  taking,  we  fear,  a  ver}-  long  chance; 
the  public  ha\-e  tasted  the  blood  of  lower  prices, 
and  to  be  deprived  of  the  feast  which  they  have 
so  long  anticipated  will  greatly  antagonize  them. 
It  is  impossible  to  ])redict  what  cond.tions  will  be 
next  svunmer  ;  for  we  have  a  critical  winter  before 
us  which  ma}-  ha\  e  a  ])rofound  effect  upon  the 
situation.  Of  ccnirse  it  is  possible  that  the  lex  el 
of  prices  may  be  higher  than  it  is  now;  but  on 
the  other  hand,  it  may  be  low  er,  in  which  case  the 
retailer  who  Jias  old,  high-])riced  stock  on  his 
hands  will  be  in  an  unenviable  position.  Conces- 
sions to  the  public  seem  necessary  in  order  that 
the  legitimate  reta  ler  mav  get  his  share  of  any 
business  that  is  going.  It  is  better  to  sell  the 
goods  at  reduced  proiit  or  e\-en  at  cost,  and  gradu- 
ally reduce  stock,  than  to  hold  to  your  original 
figure  and  keep  it  on  vour  sheh  es.  The  situation 
seems  to  demand  that  prices  should  be  reduced 
to  the  figure  at  which  new  g"oods  bought  at  pre- 
sent manufacturing  i)rices  can  be  sold.  But  cut- 
ting below  replacement  values  is  not  sound  busi- 
ness and  it  will  be  a  thousand  joities  if  the  irre- 
sponsible elements  in  the  shoe  retail  trade  succeed 
in  forcing  prices  below  that  point. 
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Interesting  Echoes  of  the  Montreal  Shoe  Fair 

Should  the  Fair  be  Held  Annually,  and  Where? — Seventy  Per  Cent,  of  the  Trade  Say 
Yes,  at  Montreal— Many  Constructive  Suggestions  Submitted  in 
Replies  to  the  Questionnaire 


WIIIL1-:  tlie  AFontreal  Shoe  Fair  held  at  Mini- 
treal  last  July  ib  now  a  thing  of  the  past,  it 
remains  one  of  the  most  interesting  events 
in  the  hist(M-y  of  the  Canadian  trade. 
The  l)ig  l"\air  represented  weeks  and  months  of  un- 
tiring effort.  It  entailed  the  expenditure  of  many 
thousands  of  dollars ;  it  brought  together  men  of  all 
shades  of  opinion  and  experience ;  it  provided  a 
common  object  to  men  of  all  sections  of  the  industry 
from  one  end  of  the  coimtry  to  the  other. 

Like  all  great  undertaking-s  of  its  kind,  in  whatever 
sphere,  it  provoked  criticism — favorable  and  otherwise 
— but  in  the  main,  favorable. 

It  is  a  fitting  climax  to  this  great  event — for  it 
was  a  great  event — to  devote  some  space  in  the  De- 
cember number  of  "Footwear  in  Canada,"  the  closing 
issue  of  1920,  to  a  brief  review  not  only  of  wdiat  the 
trade  thought  of  the  Fair,  but  of  what  the  trade  looks 
for  in  the  future,  as  gleaned  from  replies  to  a  <|ues- 
tionnaire  sent  out  by  the  executive,  at  the  close  of  the 
historic  gathering  in  ■Nfontreci. 

Hold  the  Fair  Annually? 

In  answer  to  the  cpiestion,  "Do  yon  think  the  Shoe 
Exhibition  should  be  held  annually?"  sixty-four  re- 
plies were  received,  of  which  numljer  forty-seven  were 
directly  in  the  affirmative,  nine  were  directly  in  the  ne- 
gative, five  were  in  favor  of  holding  an  Exhibition  every 
two  years,  two  e\ery  three  or  four  years,  and  one  every 
five  years.  Hy  this  it  will  be  seen  that  75  per  cent,  of 
those  interested  voted  in  favor  of  an  annual  Shoe  Fair. 

Should  Montreal  be  the  Mecca? 

A  question  of  outstanding  interest  was  the  follow- 
ing: "Is  it  your  opinion  that  Montreal  should  be  the 
permanent  j)lace  for  such  an  Exhibtion?"  The  replies 
received  numbered  seventy,  forty-three  marked  "Yes," 
and  twenty-seven  "No,"  an  affirmative  percentage  of 
over  sixty. 

It  is  of  interest  to  take  these  analyses  in  conjunc- 
tion with  one  another.  Whatever  criticism  may  have 
been  made  of  the  details  and  expenses  of  the  Show 
at  Montreal,  75  per  cent,  of  the  replies  were  in  favor 
of  holding  an  annual  Exhibition  and  over  60  per  cent, 
of  these  in  favor  of  Montreal  as  the  appointed  Mecca 
of  such  an  event,  an  average  percentage  of  nearly 
seventy  in  favor  of  an  annual  Fair  at  the  great  French- 
Canadian  commercial  metropolis  of  Canada. 

Other  cities  will  be  interested  in  learning  the  votes 
recorded  in  their  favor  in  forty-nine  replies.  These 
were  as  follows:  Toronto,  24;  Quebec,  11  ;  Winnipeg, 
6;  Kitchener,  3;  Hamilton,  2;  Halifax,  1;  Vancouver, 
1  ;  a  Western  City,  1. 

Toronto  thus  heads  the  list  of  other  cities  with  a 
percentage  of  22.  In  a  fnial  analysis,  therefore,  Mon- 
treal obtains  an  oxcrwhelniing  xote  for  an  annual  l-'air, 
with  n^ironto  second  and  (Jnebec  third.  So  nnicli 
for  the  o])inions  of  the  trade  in  this  ])arlicular  regard 
as  re\-ealed  in  the  answers  to  the  (piestionn:iire. 

.\s  to  what  is  actually  taking  place,  we  give  here- 
with an  extract  from  the  minutes  tif  a  meetin"-  held 


in  the  Wind.-or  Hotel,  Montreal,  on  ( )ct(jber  2()th  last, 
the  meeting  comprising  a  joint  committee  of  shoe 
retailers  and  shoe  manufacturers,  being  the  executive 
in  charge  of  the  1920  Shoe,  Leather  and  Allied  Trades 
Fair : 

RES(JL\'ED:  That  this  Executive  nconmieiul, 
notwithstanding-  the  fact  that  a  great  majority  of  those 
who  exhibited  at  the  1920  exhibition  in  answering"  the 
questionnaire  sent  out  by  this  Executive  were  in  favor 
of  holding  the  Shoe  Fair  (1)  annually  and  i2)  in  the 
City  of  Montreal,  that  the  Shoe  Fair  should  not  be 
held  during  1921  for  the  following  reasons: 

1.  Tile  unsenled  state  of  the  shoe  industry  at 
the  present  time. 

3.  The  amount  of  expense  to  whicii  the  trade  has 
been  put  during  the  past  year  for  the  Made-in-Canada 
campaign,  special  assessment  of  Manufacturers'  Asso- 
ciation, etc. 

We  strongly  recommend  'that  tlie  Shoe  Fair  be 
held  in  1922  during  the  month  of  July  in  some  city 
where  there  is  a  suitable  e.\-hibition  building  and  ade- 
quate hotel  accommodation. 

Copy  of  this  resolution  to  be  sent  to  the  Shoe 
Manufacturers'  Association  of  Canada,  National  Shoe 
Retailers'  Association  of  Canada,  National  Shoe  Trav- 
ellers' Association  of  Canada,  also  to  the  Tanners' 
Association  of  Canada,  and  the  Rubber  Association  of 
Canada. 

"What  Feature  of  the  Shoe  Fair  Appealed 
to  You  Most?" 
The  replies  submitted  to  this  (|uestion  indicated 
general  agreement  as  to  the  value  of  the  co-operative 
spirit  produced  by  such  events  and  as  to  the  unifonuity 
of  the  booths. 

It  was  generally  conceded  that  the  Fair  constituted 
an  excellent  advertisement  for  Canadian-iuade  shoes. 

The  manner  in  which  the  ladies  were  entertained 
was  commended  by  several. 

One  exhibitor  compliments  Peter  Doig  in  the  fol- 
lowing apt  quotation  :  "Every  large  undertaking  is  the 
lengthened  shadow  of  one  great  man." 

A  well-known  Boston  firm  expressed  pleasure  at 
having  an  opportunity  of  exhibiting.  They  stated 
that  they  had  booked  a  number  of  new  accounts  and 
"made  lots  of  new  acc|uaintances  and  friends  among 
Canadian  manufacturers." 

Another  exhibitor  found  it  difiicult  to  draw  an\-  dis- 
tinction as  to  the  most  noteworthy  fealm-e.  Everv- 
thing  was  noteworthy.  Ili'  wrote:  "The  Slu)e  F-a'ir 
was  a  success  in  e\ fry  w;iy.  The  writer  had  occasion 
to  \  isit  the  Boston  h'air  he'd  the  following  week.  The 
Montreal  l'".xhibilit)n.  though  smaller,  was  far  the  bet- 
ter in  appearance." 

One  firm  subnn'tti'd  the  following:  "The  enthns- 
nuni  and  'i)ep'  of  the  m:\nagenient  and  oonnniltees 
g;ive  life  to  all  t'eatures  of  the  l'';iir."  Coupled  will) 
this  ol)si'r\ation  was  a  suggestion  th:it  efforts  "be 
made  ;U  futtire  e\ents  of  the  kind  to  induce  retailers 
to  attend  in  more  representative  numbers.    The  in- 
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adequate  attendance  of  the  retail  trade  at  the  Montreal 
Fair  was  commented  upon  in  (|uilc  a  number  of  the 
replies. 

Marked  im]:irovenient  in  the  workmanship  cjf  Cana- 
dian shoes  was  the  special  feature  noted  by  one  con- 
tributor. 


"What  Constructive  Suggestions  Have  You  to 
Make  Tliat  We  Could  Pass  On  for  the 
Guidance  of  the  Next  Executive?" 

One  of  the  most  helpful  influences  in  any  organi- 
zation or  undertaking  is  constructive  criticism  and 
sug"g"estion.  In  this  connection  we  give  below  the 
bulk  of  the  replies  received  in  answer  to  one  of  the 
most  important  questions  submitted  in  the  question- 
naire. The  extracts  will  make  interesting  reading,  not 
alone  for  those  who  played  a  leading  part  in  the  organi- 
zation and  detail  work  of  the  Montreal  Fair,  but  also 
for  exhibitors  and  prospective  exhibitors.  The  replies 
received  were  varied  and  interesting.  They  are  repro- 
duced in  a  slightly  condensed  form. 

Extracts  of  Replies 

"W'c  ^ufigest  that  tlie  Shoe  {•"air  aiul  tlu-  Convention  of 
Uclailers,  Manufacturers  and  Travellers  be  held  every  al- 
ternate year  in  Montreal.  On  the  intermediate  years  we 
l)elieve  it  would  help  the  retailers  if  conventions  were  held 
simultaneously  at  such  points  as  \'ancouver,  Winni])eg. 
Toronto  and  Halifax.  At  such  times  a  Fair  could  be  held, 
but  on  a  less  pretentious  scale." 

"If  another  Fair  is  held  make  it  a  means  of  reaching  and 
interesting  the  consuming  public.  The  National  Exhibition 
at  Toronto  is  the  place  where  the  greatest  number  of  our 
l)eople  meet  together  at  any  one  time." 


"Exhibit  only  'Made-in-Canada'  goods." 

"Leather  booths  should  be  six  to  eight  feet  deeper  than  this 
year's  dimensions." 

"The  question  is  asked  whether  the  Exhibition  should  be 
held  every  year.  I  have  interviewed  several  in  this  connection 
and  they  think  such  a  plan  too  expensive.  From  the  ex- 
perience of  Boston,  it  becomes  tiresome.  This  is  a  question  to 
be  discussed  by  the  Executive." 


"We  should  endeavor  to  get  more  manufacturers  to  ex- 
hibit. The  small  percentage  from  Ontario  was  not  repre- 
sentative." 


"(1)  We  suggest  a  permanent  building  suitable  not  only 
for  exhibition  (jurposes,  but  providing  accommodation  wherein 
Living  Model  Shows  might  be  held,  and  also  Conferences. 
The  "Under-One-Roof"  idea  tends  to  economy  from  every 
standpoint.  (2)  More  attention  might  be  given  to  the  possi- 
bility of  enlightening  the  general  public  as  to  the  home-made 
products,  not  only  of  Montreal,  but  Canada.  (3)  Steam  and 
electric  power  might  be  incorporated  in  construction  on  a 
much  more  elaborate  scale,  this  department  being  separated 
from  the  booth  or  sales  end.  (4)  Last,  but  not  least,  if  Mon- 
treal is  selected  as  a  permanent  location,  the  Show  should 
be  held  semi-aniuially  and  a  permanent  manager  appointed." 

■''I'lic  Shoe  Maiinfacturi-rs  and  allied  trades  can  be  de- 
pciidcd  on  to  atlciid.  The  main  point  is  to  devise  ways  and 
;iieaiis  of  .securing  the  attend;uice  an'l  interest  of  the  retailer, 


o.l'.e:\\  isc  tile  manu  I  act  urcr  is  apt  to  Ijecome  indifferent  to 
future  shows." 


"The  pul)lic  should  not  be  admitted  so  fretjuently,  and 
retailers  should  have  a  better  opportunity  of  looking  at  shoes. 
Next  year  may  not  be  'the'  year  to  hold  an  exhibit  in  the 
West,  but  in  my  opinion  a  Shoe  Fair  out  there  would  be  a 
very  fine  thing  to  bring  into  closer  touch  the  western  re- 
tailer and  the  eastern  manufacturer.  I  do  not  think  the 
opportunity  should  be  lost.  I'erliaps  at  a  later  date  something 
might  be  done." 


"Spend  less  money  for  entertainment.  Have  better  ar- 
rangements made  for  getting  information  during  the  Fair. 
Cut  Henry  Morgan  &  Company's  profits  by  lo  per  cent." 


"Provide  larger  booth  space  and  less  entertainment.  Allow 
merchants  more  time  for  buying.  Get  more  jobbers  as 
exhibitors." 


"The  President  of  the  Canadian  Manufacturers'  Associa- 
tion of  Canada  and  the  President  of  each  individual  section 
of  the  Association  should  get  together  and  approach  the 
Hon.  Minister  of  Public  Works  at  Quebec,  and  try  and  get 
the  Government  to  put  up  an  Exhibition  building  suitable 
for  conventions  and  exhibition  purposes.  .Vll  trades  would 
benefit  by  such  an  undertaking." 


"We  would  suggest  a  smaller  appropriation  for  social 
entertainment  and  a  fairly  liberal  amount  to  subsidize  the  local 
Press — the  latter  rather  important  item  seemingly  having 
been  overlooked  in  the  Montreal  Show.  Further,  while  not 
deprecating  the  value  of  good  old-fashioned  hospitality,  we 
think  that  too  much  prominence  given  to  that  end  of  the 
Fair  has  a  tendency  to  attract  those  more  interested  in  having 
'a  good  time'  than  in  promoting  the  interests  of  the  trade. 
A  moderate  social  programme  with  business  matters  given 
first  place  would  have  a  tendency  to  attract  a  larger  number 
of  retailers,  whose  main  object  in  attending  would  be  to  get 
information  of  value  in  settling  their  every-day  problems." 


"This  Fair  would  be  a  big  benefit  to  the  manufacturer  if 
all  the  jobbers  could  be  persuaded  to  book  their  samples  from 
the  manufacturers  during  this  particular  week.  This  would 
give  the  manufacturers  a  chance  to  bring  all  their  samples 
through  the  works  at  once,  instead  of  piece-meal,  as  is  usually 
the  case  when  jobbers  drop  in  at  different  times  to  order  their 
samples." 


"Why  not  handle  the  furniture  yourselves  and  get  the 
benefit  for  the  Association,  instead  of  lotting  outside  parties 
do  it?  Would  it  not  be  well  to  adinit  the  general  public 
by  ticket  only?  Tickets  might  be  given  to  their  customers 
by  the  Shoe  Stores." 

"We  submit  the  following: 

(1)  Improved  means  of  ingress  and  egress,  with  one- 
way aisles. 

(2)  Restricted  public  admision.  especiaJly  in  regard  to 
women  and  children. 

(,'!)  Improved  lavatory  accommodation  for  both  sexes. 

(4)  Higher-grade  catering. 

(5)  Preliminary  discussion  of  perniaiU'nt  exliibilion  bnlM 
iiig." 


"We  think  that  if  a  permanent  exhibition  building  could 
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be  obtained  in  conjunction  with  other  trades  it  would  be  a 
good  idea." 

"We  suggest  that  the  same  people  who  managed  the 
first  should  mjanage  the  next." 


"It  was  quite  all  right  to  spend  considerable  money  on  the 
Montreal  Fair,  but  in  future  the  Fair  should  be  a  business 
proposition,  and  suitable  arrangements  should  be  made  for 
the  ren  tal  of  furniture.  We  paid  $273.75  for  the  furniture, 
which  was  to  have  cost  us  $200  rental.  However,  the  Fair 
management  have  my  congratulations.  A  pleasant  memory 
indeed." 


"It  was  a  surprise  to  us  that  your  Committee  in  charge 
of  the  display  of  samples  on  live  models  refused  to  show 
samples  of  gaiters  and  men's  shoes.  We  think  this  decision 
most  unfair.  Certainly  the  action  of  your  committee  was 
hardly  in  keeping  with  the  best  interests  of  all  concerned. 
It  is  hoped  that  this  defect  will  be  remedied  at  the  next  con- 
vention." ■ 


"(let  the  ex])cnsc  down  to  a  more  reasonable  figure." 
"Uvlain  (ieo.  (iaks  and  Peter  Doig  for  their  good  team 
woik." 


"Spenil  less  money." 

"Let  the  Show  stand  on  its  own  feet.  Let  the  exhibitors 
pay  for  their  stands,  and  let  other  matters  take  care  of  them- 
selves." 


"While  we  did  not  take  manufacturing  orders,  we  sold 
floor  goods  to  the  value  of  ten  or  twelve  thousand  dollars. 
We  believe  that  Montreal  is  the  logical  place  for  the  Shoe 
Fair,  and  that  the  various  associations  connected  with  the 
Shoe  industry  should  be  encouraged  to  consider  Montreal 
the  most  advantageous  point  for  conventions.  The  Fair  was 
most  successfully  managed  in  every  detail,  and  the  only  criti- 
cism we  could  make  is  that  too  few  retail  merchants  were 
in  evidence.  This,  of  course,  could  in  no  way  be  considered 
a  fault  of  the  management  of  the  Fair,  and  no  doubt  at  any 
future  event  of  the  kind,  the  retail  trade  would  have  a  better 
idea  of  what  it  was  worth  to  them,  and  would  attend  in 
larger  numbers." 


Make  it  in  a  fireproof  building  and  in  a  cooler  place." 


"Carry  on." 


"The  general  programme  was  so  well  thought  out,  and 
held  on  such  an  elaborate  scale,  that  improvements  along  the 
line  of  entertainment  would  be  hard  to  secure.  We  would 
suggest  even  greater  uniformity  in  booths.  We  do  not  mean 
the  interior  decorations,  btit  in  general  partitions;  otherwise, 
one  manufacturer  prepares  his  display  along  an  idea  that  he 
has  in  mind,  only  to  find  that  it  is  ofTset  by  the  style  of 
decoration  used  by  his  neighbor.  By  having  the  partitions 
from  the  floor  up,  five  or  six  feet  in  height,  and  built  of  solid 
material  instead  of  lattice  work,  this  would  be  overcome.  It 
might  not  improve  the  general  effect  of  the  wihole  building, 
but  we  believe  the  effect  on  individual  booths  would  be  con- 
siderable. At  the  Montreal  Fair  it  was  necessary  to  use 
considerable  parlor  furniture,  with  the  result  that  some  hootlis 
looked  cramped.  The  real  intention  of  the  Fair  is  to  give 
the  manufacturer  an  opportunity  to  examine  the  merchandise 
on  exhibition;  therefore  the  different  booths  should  be  so 
constructed   that  those  interested  would   feel   free  to  walk 


in  and  examine  the  merchandise  without  having  to  be  in- 
vited into  the  booth  ])y  the  man-in-charge." 


"We  suggest  that  the  cxhil)ition  last  for  three  days  only." 


"Four  kinds  of  tickets  might  be  issued — manufacturers' 
tickets,  shoe  retailers'  tickets,  travellers'  tickets,  and  ladies' 
tickets,  these  to  admit  the  holders  to  the  particular  show  or 
entertainment  to  which  they  were  entitled.  W'e  think  that 
some  such  arrangement  would  eliminate  a  great  deal  of  the 
confusion  in  connection  with  tickets  that  was  experienced 
during  the  recent  Fair.  Further,  we  submit  that  no  person 
be  put  on  any  executive  or  committee  unless  he  be 
advised  of  the  fact  and  signify  his  willingness  to  act.  Lastly, 
a  budget  showing  the  proposed  revenue  and  detailed  expenses 
should  be  drawn  up  and  submitted  to  those  called  upon  for 
subscriptions — either  as  hosts  or  exhibitors;  also  a  detailed 
financial  statement  should  be  submitted  to  them  after  the 
books  and  accounts  are  closed." 


"The  next  Fair  might  be  run  with  a  programme  for  re- 
duced expenses." 


"Possibly  an  arrangement  by  which  all  boolhs  would  i)e 
put  in  just  'the  same  shape,  including  all  fittings  except  de- 
corations, would  lie  worth  considering,  the  expense  of  this 
to  be  covered  by  the  original  price  of  the  booths." 


"The  entertainment  was  posfei]>ly  more  elaborate  than 
would  be  necessary  again.  The  retailers  did  not  respond  as 
they  should  have  done.  If  possible  this  weakness  should  be 
overcome." 


"We  advocate  more  educational  exhibits  and  less  display 
of  furnishings." 


"If  another  Fair  is  held,  it  would  be  well  lor  the  Execu- 
tive to  make  an  arrangement  for  a  flat  rate  with  wliuniever 
looks  after  this  work." 


A  Handy  Outfit  for  Making  Window  Cards 

FOR  the  dealer  who  wants  to  change  his  window 
cards  frequently  and  to  waste  as  little  time  as 
possible  in  making  them,  a  rubber  stamping 
outfit  will  prove  very  useful.  Outfits  of  this 
kind  can  be  procured  with  alphabets  and  sets  of  figures 
in  dififerent  sizes  to  suit  individual  preference.  Any- 
one who  is  handy  with  a  paint  brush  can  produce  varied 
color  effects  very  simply  by  painting  over  the  outlines 
made  by  the  stamps.  An  artistic  effect  can  also  be 
obtained  by  sprinkling  gold  dust  over  the  letters  or 
figures  while  still  wet.  The  moisture  will  cause  the 
dust  to  adhere  and  the  latter  will  show  up  very  prettily 
in  gold.  Care  has  to  be  taken  in  this  case  to  use  just 
enough  ink  to  hold  the  dust  without  saturating  it  and 
changing  its  color.  Silver  dust  can  of  course  be  used 
in  the  same  way. 

One  cannot  expect  to  get  as  artistic  and  distinctive 
results  with  a  rubber  stamp  outfit  as  with  lettering 
done  by  an  expert  show-card  man.  but  a  neat  card  can 
be  procured  on  short  notice  and  with  small  expense. 


!  The  Convention  of  the  Canadian  Shoe  Manu-  j 

I  facturers'  Association  will  be  held  January  25th  j 
j       and  26th,  at  the  King  Edward  Hotel,  Toronto.  j 
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On  the  Trail  of  the  Christmas  Trade 


In  the  last  issue  of  "Footwear"  articles 
were  printed  which  emphasized  the  necessity 
of  appropriate  window  displays  and  window 
cards  to  create  the  Christmas  atmosphere. 
It  must  be  remembered,  however,  that  dec- 
orations and  printed  messages  are  not  suf- 
ficient; every  employee  in  the  store  must 
be  cheerful  and  pleasant  and  in  thorough 
accord  with  the  spirit  of  the  season.  Let  a 
holiday  smile  pervade  the  whole  organiza- 
tion. The  customer  looks  for  the  same 
cheerful,  good-humored,  "it's-a-pleasure-to- 
serve"  attitude  in  the  store  that  she  finds  in 
her  home  and  even  on  the  street  and  on 
board  the  trolley,  and  will  be  thoroughly 
antagonized  by  a  grouchy  salesman.  In- 
deed, if  there's  one  time  above  another  when 
discourteous  and  inefficient  salespeople  do 
greatest  damage  to  a  store,  it  is  at  Christ- 
mas-time. 

A  liberal  use  of  color  and  a  liberal  use  of 
courtesy  are  both  particularly  effective  in 
a  retail  store  at  the  season  when  the  holly 
clusters  around  the  walls  and  the  candles 
light  the  festive  board. 

About  Deliveries 

Shoppers  set  great  store  upon  receiving 
goods  promptly  at  Christmas  time,  and  in- 
deed they  often  wish  to  be  definitely  as- 
sured that  articles  purchased  will  be  deliv- 
ered to  a  given  address  at  a  specified  hour. 
You  can  make  a  very  favorable  impression, 
therefore,  by  stating  in  your  advertising, 
your  windows  and  on  placards  in  your  store 
that : 

'"We  pledge  ourselves  to  go  to  every 
possible  length  to  deliver  your  purchases 


exactly  at  the  hour  we  agree  upon,  and  all 
in  our  employ  have  been  instructed  accord- 
ingly." 

But  you  must  make  good  (jn  that  i^ro- 
niise.  Instruct  all  on  your  pay-roll  that 
they  are  not  to  promise  deliveries  at  a  speci- 
fied time  until  they  have  assured  themselves 
by  making  proper  inquiry  that  it  can  be 
done. 

It  might  be  a  good  idea,  too.  to  adx  ert'se 
in  your  window  cards,  your  newspaper  ads, 
or  circular  letters,  that  you  would  make 
"confidential  deliveries"  of  gifts  on  Christ- 
mas Eve,  where  it  is  necessary  to  sli])  them 
into  the  house  without  being  seen. 

Ready  for  the  Rush 

Despite  all  that  has  been  done  in  an 
educational  way  to  induce  the  publ'c  to 
"buy  early,"  the  week  before  Christmas  con- 
tinues— and  probably  will  to  the  end  of 
time — to  be  the  busiest  in  the  season  with 
retailers  who  cater  to  the  gift  business. 
There  are  many  stores  which  are  not  pro- 
perly prepared  to  take  care  of  this  peak 
load,  and  the  result  is  confusion  and  in- 
efficiency. The  store  manager  should  take 
care  to  see  that  the  aisles  are  clear  and  that 
there  are  no  obstructions  near  the  entrance, 
so  that  customers  can  move  about  without 
fear  of  stumbling  over  fitting  stools  or 
knocking  goods  ol?  show-cases.  Nothing 
draws  a  crowd  like  a  crowd,  but  inconven- 
ience and  personal  discomfort  in  shopping 
disgusts  and  annoys  the  better  class  trade. 

Very  frequently  donors  do  not  deliver 
their  presents  in  the  original  wrappings  in 
which  tliev  come  from  the  store.  Conse- 
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quenth'-,  the  recipient  does  not  always  know 
at  what  shop  the  present  was  purchased  and 
much  "ood  advertising-  is  lost  to  you  in  that 
way. 

An  excellent  way  to  overcome  that  draw- 
back and  also  to  attract  much  after-Christ- 
mas trade  to  3'our  store  is  to  insert  with 
each  purchase  of  footwear  that  leaves  your 
store  a  small,  neatly  printed  card  readino-  as 
follows : 

"These  goods  are  from  the  stock  of  (your 
firm  name  here)  and  left  here  in  good  order. 
Should  the  recipient  desire  to  have  them 
exchang-ed  for  a  dififerent  size,  it  will  be  our 
pleasure  to  do  so  and  render  any  service 
necessary  in  the  matter  of  fitting." 

This  is  merely  a  suggested  wording 
which  the  retailer  could  change  to  suit  his 
own  ideas,  but  he  should  avoid  making  it 
read  like  an  advertisement.  It  will  best  ad- 
vertise your  store  when  appearing-  not  to 
do  so  directly — by  announcing  a  service.  In 
the  slackness  of  the  post-Christmas  season, 
the  shoeman  will  be  in  a  position  to  render 
this  service  without  inconvenience  and  it 
w'ill  give  him  an  excellent  opportunity  of 
making  new  customers.  Even  though  the 
shoes  or  slippers  may  be  delivered  in  his 
own  carton,  the  personal  4n\i'iltati'on  wiil 
add  a  note  of  courtesy  which  is  bound  to 
be  appreciated. 

Getting  the  Salesteople  to  Co-operate 

If  you  intend  to  do  big  business  at  Christ- 
mas, be  ready  to  handle  it.  If  you  haven't 
enough  salespeople  and  know  that  you 
haven't  get  more.  Then  "sell"  them  one  and 
all  on  the  importance  of  making  special 
efYort  to  attend  to  the  wants  of  your  custom- 
ers promptly.  Caution  them,  though, 
against  running  away  from  one  customer 


in  order  to  wait  upon  another, 
tomer  who  is  left  to  look  after 
more  than  likely  to  lace  on. his 
silently  steal  away. 

Perhaps  it  might  even  be  a  good  plan  to 
ofl:'er  a  series  of  prizes  to  the  salespeople 
who  wait  upon  the  largest  number  of  cus- 
tomers satisfactorily. 

And  don't  forget  that  all  the  good  im- 
pression made  by  prompt  effic'ent  service 
by  the  salesman  will  be  spoiled  if  the  cus- 
tomer must  wait  unnecessar'ly  long,  while 
some  bungling  l)oy  or  girl  wra];s  up  the 
purchases,  or  clumsy  fingers  or  dusty 
brains  make  the  change.  It  will  pay  you  to 
make  special  efifort  to  see  that  jjarcels  are 
wrapped  promptly  and  change  made  quickly 
and  accurately. 

The  Window  Appeal 

Try  to  look  at  your  store  as  a  stranger 
would,  studying  first  the  windows,  then  the 
displays  inside,  and  the  goods  on  \iew  on 
top  of  the  show-cases,  or  on  convenient 
shelves  or  niches.  Arrange  your  windows 
and  silent  salesmen  displays  to  make  the 
strongest  showing  of  appealing-  gift  foot- 
wear— artistic  pumps,  fancv  sliopers,  dainty 
mules,  Romeos  and  Juliets,  ballet  slippers, 
etc.  It  is  well  to  have  a  focal  point  in  each 
display,  some  one  feature  that  is  presented 
as  the  main  attraction,  like  the  leading  lady 
on  a  music  hall  stage.  Try  and  make  your 
window  or  show-case  sell  that  one  thing, 
leaving  the  other  articles  as  second  choice. 
This  idea  of  concentrating-  attention  upon 
one  feature  may  i)erhans  be  o\-er-donc.  but 
when  used  judiciously  it  has  greater  selling 
force  than  the  "kitchen  garden"  type  of  dis- 
play, because  it  suggests  just  one  thought 
strongly  to  the  mind  of  the  pros])ectivc  cus- 
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Frequent  Changes  in  Displays 


L'umiiii;-  up  to  Christmas  your  store  win- 
dow should  be  changed  very  frequently. 
J  lave  windows  that  feature  "Gifts  for  the 
man,"  "Gifts  for  the  mother,"  "Gifts  for  the 
bride,"  "Gifts  for  the  old  folks,"  "Gifts  for 
the  home,"  "Gifts  for  the  boy,"  "Gifts  for  the 
girl."  Make  a  list  of  the  items  of  footwear 
suitable  for  each. 

Angling  for  After-Christmas  Trade 

In  the  rush  of  Christmas  trade,  don't 
forget  the  after-math ;  you  want  to  do  some 
business  after  the  25th  as  well  as  before  it. 
Lots  of  people  get  presents  of  money  at 
Christmas  and  it  would  be  worth  while  sug- 
gesting to  them,  diplomatically,  that  buying 
footwear  would  prove  a  very  good  way  to 
invest  it.  Advertise  conspicuously  in  the 
newspapers  and  in  your  window  cards  for 
several  days  following  Christmas  something 
along  this  line :  "A  way  to  invest  Christmas 
gift  money.  Why  not  treat  yourself  to 
something"  really  artistic  in  footwear  —  A 
pair  of  these  satin  dancing  pumps  for  in- 
stance? They  are  the  last  word  in  ball- 
room footgear."  You  can  vary  this  to  suit 
your  trade,  pointing  out  that  a  pair  of  good 
shoes  or  slippers  would  be  sensible,  satisfy- 
ing- and  appropriate. 


Another  Way  for  the  Clerks  to  Help 

Offer  your  clerks  a  bonus  based  upon  the 
increase,  during  the  two  weeks  preceding 
Christmas,  over  the  average  weekly  turn- 
over. You  may  get  their  co-operation  in 
another  way,  too,  if  you  offer  to  split  your 


)rolit  with  them  un  any  gifts  sold  to  tlieir 
jcrsonal   friends.     (iet  them   to  make  out 
lists  of  names ;  have  them  use  the  telephone, 
and  give  a  special  prize  to  the  employee  who 
sells  the  most  goods  in  this  way. 

Snappy  Ideas  for  Drawing  Business 

One  daring  shoeman  down  (jucbec  way 
last  Christmas,  sent  out  a  man  dressed  up  as 
Santa  Claus,  with  a  red  light  for  a  tassel  on 
his  cap,  a  lantern  in  his  hand,  and  an  illumin- 
ated sign  on  his  front  saying:  "My  favorite 

gift  shop  is  B  's,  at  417  Main  Street. 

You'll  find  many  valuable,  brand  new  sug- 
gestions there."  A  bit  radical,  perhaps,  but 
it  drew  business. 

When  you're  going  after  a  thing  at  all, 
w  hy  not  go  after  it  thoroughly  and  let  every- 
])ody  know  that  you're  doing  it.  Here's  a 
plan  that  will  attract  attention.  Prepare  a 
couple  of  dozen  good  pasteboard  signs  show- 
ing Santa  Claus  pointing  the  way  to  your 
shop.  Tack  them  on  the  fences  and  poles  up 
and  down  the  street  both  ways.  It  will  sug- 
gest your  store  to  many  shoppers  and  bring 
them  within  its  doors. 

The  "Confidential"  Letter 

Many  merchants  have  found  it  a  very 
effective  plan  to  get  out  a  confidential  letter 
to  husbands  and  send  it  to  every  man  among 
their  customers,  addressed  to  his  place  of 
business.  It  can  be  courteously  suggested 
that  a  pair  of  cosy  slippers  would  be  an  ap- 
propriate gift  for  mother  and  that  daughter 
would  surely  appreciate  a  pair  of  fancy 
pumps,  while  Johnny  would  be  tickled  to 
death  with  hockey  boots.  An  ofifer  to  deliver 
on  Christmas  morning  would  be  an  added  in- 
ducement to  visit  your  store. 

Letters  similarly  marked  "Confidential," 
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can  be  yotten  out  to  the  man-ied  ladies 
among  3-our  customers,  suggesting  footwear 
gifts  that  would  be  appropriate  for  mem- 
bers of  the  famil}-.  It  will  be  found  most 
effective  to  follow  the  letters  up  with  tele- 
phone calls.  A  definite  appointment  should 
be  made  with  your  prospect,  if  possible,  to 
at  the  store  and  look  over  your  gift 
estions. 
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Tree  on  the  Curb,  and — 

It  would  not  be  a  bad  idea  to  set  up  a 
Christmas  tree  on  the  curb  in  front  of  your 
store.  If  you  have  it  well  trimmed  and  lit 
up  with  little  colored  electric  lights,  it  will 
mark  your  location  very  prominently  and 
get  the  store  talked  about.  The  retailer 
should  use  every  possible  means  of  impress- 
ing the  public  with  the  fact  that  his  store  is 
a  place  to  buv  Christmas  gifts. 

A  Slide  in  the  Movies 

It's  not  too  late  to  run  a  slide  in  some 
of  the  moving  picture  houses,  urging  the 
fans  to  "Give  something  in  Footwear  this 
Christmas."  Point  out  that  there  is  a  foot- 
wear gift  to  please  every  member  of  the 
family;  that  they  can't  give  anything  more 
acceptable,  sensible  and  attractive;  that 
you  stand  ready  to  serve  them  in  every 
possible  way,  and  that  exchanges  for  size 
will  be  willingly  made  after  Christmas  is 
over. 

Opportunity  to  Clear  "Dead"  Ones 

Write  to  the  churches,  slum  workers' 
organizations,  welfare  societies,  etc.,  in  your 
community  stating  that  you  have  a  quantity 
of  footwear  that  will  be  cleared  in  lots,  from 
ten  pairs  up,  at  very  cheap  prices  and  sug- 
gest that  these  would  make  very  suitable 


gifts  for  community  Christmas  trees  and  for 
distribution  in  the  poorer  districts.  There 
are  many  organizations  which  engage  in 
charitable  work  of  this  kind  at  Christmas 
time,  and  an  o])portunity  is  offered  for  get- 
ting rid  of  dead  stock.  Shear  away  all  your 
|)rofit  on  stuff'  you  can't  move  and  make  the 
proposition  look  really  attractive. 

Little  Things  That  Count 

Remember  that  even  the  carton,  and  the 
]:)aper  and  string  have  their  influence  on  the 
customer.  He  wants  to  be  assured  that  he 
is  buying  something  that  is  a  really  appro- 
priate Christmas  gift,  and  if  the  parcel  has 
that  holiday  look  about  it,  he  feels  more 
satisfied.  Red  string  and  a  good  quality 
wrapping  paper  with  a  Christmas  label  on  it 
will  help  to  give  the  right  touch.  Decorative 
cartons  will  be  effective  in  promoting  the 
sale  of  gift  footwear  for  the  kiddies  in  par- 
ticular. 


Why  Not  a  Greeting  Card  P 

It  would  be  a  good  idea  to  get  out  a 
Christmas  or  New  Year's  greeting  card  to 
your  regular  customers.  It  might  be  word- 
ed like  this  : 

"We  respectfully  beg  to  offer  you  the 
compliments  of  the  season,  with  the  sincere 
wish  that  this  Christmas  may  bring  you 
real  happiness,  and  that  the  New  Year  of 
1921  may  be  the  most  prosperous  you  have 
ever  known." 

If  a  folder  card  is  used,  a  further  mes- 
sage might  be  added  on  the  inner  side : 

"Accept  also  this  expression  of  our  deep 
appreciation  of  your  past  patronage,  with 
the  assurance  that  we  stand  ready  to  serve 
vou  to  the  best  of  our  ability  in  the  future." 
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N.  S.  R.  A.  Officers  Take  Up  Im- 
portant Questions 

Dumping  of  Floor  Stocks,  the  Luxury  Tax  and 
Smuggling  at  Border  Towns,  Receive  At- 
tention—Speedy Action  by  Customs 
Dept.  One  Result 


AA[IlJ<:T1X(;  of  the  officers  of  the  National  Shoe 
Retailers'  Association  of  Canada  was  held  in 
Montreal  on  Nov.  11,  at  which  a  number  of  im- 
portant matters  came  up  lor  discussion,  some 
of  them  follow  in^-  upon  the  resolutions  passed  at  the 
convention  of  the  association  in  July.  Those  in  at- 
tendance were  Messrs.  Gales  and  Lasalle,  of  Montreal ; 
Ju])]).  Fej^^an  and  lUachford,  of  Toronto;  K.  A.  .Stevens, 
of  Ottawa,  and  II.  \V.  Risint^-,  of  St.  John. 

C)ne  of  the  matters  which  is  still  engaj^ing  the  at- 
tention of  the  officers  of  the  association  is  the  choice 
of  a  location  for  the  next  convention.  A  committee 
was  a])])ointed,  which  is  considering  the  matter  from 
every  angle  and  will  shortly  hand  down  a  recommen- 
dation. This  will  probably  ap])ear  in  the  next  issue 
of  Footwear. 

.\nother,  (jue.stion  w  hich  came  U])  at  the  Montreal 
con\ention  also  received  further  consideration.  This 
is  in  regard  to  advertisements  of  sales  by  U.  S.  con- 
cerns in  newspaper  in  border  towns.  It  will  be  recalled 
that  the  following  resolution  was  passed  at  the  July 
convention  : 

"That  this  association  deprecates  the  practice  of 
some  Canadian  news])a])ers  in  border  towns  and  cities 
receixing  ad\ertising  from  U.  S.  retailers,  in  which 
they  fail  to  indicate  that  goods  are  subject  lo  Canadia- 
customs  duty  thus  encouraging  the  avoidance  of  legiti- 
mate customs  duties,  and  they  suggest  that  immediate 
action  be  taken  by  local  merchants  to  rectifv  the  situ- 
ation, as  well  as  the  Made-in-Canada  campaign  of  the 
Canadian  Shoe  Manufacturers'  Association." 

This  matter  has  been  taken  up  with  the  Controller 
of  Customs  and  it  is  also  the  intention  to  get  in  touch 
with  the  newspapers  concerned. 

It  will  also  be  recalled  that  the  question  of  affili- 
ation with  the  Reta'il  Merchants'  Association  wa- 
brought  u])  at  the  convention  in  Montreal,  and  a  com- 
mittee has  now  been  apoointed  to  consider  the  matter 
and  make  recommendations. 

A  very  vital  question  with  the  shoe  retail  trade  is 
the  slaughter  sales  which  are  now  being  carried  on  in 
a  big  way  in  some  communities.  This  is  attributed,  in 
many  cases,  to  the  dumj^ing  of  floor  stock  bv  manufac- 
turers with  undesirable  concerns,  and  it  is  felt  that  it 
has  very  detrimental  effects  u])on  the  trade.  The  mat- 
ter received  consideration  at  some  length  by  the  officers 
of  the  association,  and  a  committee  has  been  ap])ointed 
to  draft  a  strong  letter  to  the  Canadian  .Shoe  Manu- 
facturers' .Association. 

A  sDecial  committee  has  also  been  anuointed  to 
meet  with  other  branches  of  the  indu<tr\-  when  mat- 
ter^ of  luulual  interest  re(|u're  joint  consideration. 

The  matter  of  the  l.uxnrx-  Tax  has  been  taken  ud, 
and  a  letter  Iia^  been  -cut  toSii'  llcnrx'  1  )ra\  ton  urLjing 
that  this  tax  is  hurlfnl  to  the  trade,  especiallv  when 
collectcfl  as  at  present  by  means  df  tax  stamps,  and  it 
is  suggested  that  a  larger  revenue  could  be  collected 


1)\    indirect   taxation    without  detriment   io  business. 
This  letter  is  re])rintc(l  below  : 
Sir  11  ein-y  I  )raylon, 

.Minister  of  l-'inaiice, 
Ottawa,  ( )nt. 
Dear  Sir,— .\t  a  meeting  of  the  .Vaticjual  SIkk-  Re- 
tailers' -Association  of  Canada,  held  on  .\ovember 
11th,  1920,  the  following  resolution  was  unanimously 
ado])ted,  and  we  beg  to  place  same  in  y(nn-  hands  foV 
your  consideration  : — 

Res(;lved,  that  the  .Valional  Sh(je  Retailers'  .As.so- 
ciati(jn  of  Canada,  having  studied  closely  the  effect 
of  the  aj)plication  of  the  Luxury  Tax  u;)on  the  retail 
shoe  business,  find  that  it  is  almost  impossible  to  ap]>l\' 
this  method  of  taxation  in  such  a  way  as  to  do  justice  to 
the  trade  and  to  the  public,  and  it  has  been  found  im- 
possible to  obtain  anything  like  a  uniform  interi)reta- 
tion  of  the  act. 

We  find  that  the  imposition  of  such  a  tax  is  a  seri- 
ous handicap  to  the  efficiency  of  our  sales  people,  and 
thus  adds  enormousl\-  to  the  cost  of  doing  bus'ness. 
W'c  also  feel  that  the  risk  devolving  upon  the  merchant 
is  unjust  and  unfair,  when  taking  int(j  ccjnsideration 
that  the  honor  and  rejiutation  of  a  house  will  rest  upon 
the  efficiency  of  its  most  inexperienced  servant. 

Experience  has  proven  to  us  that  the  vast  majority 
of  the  public  resent  this  particular  form  of  taxation, 
and  with  the  individual  this  ammmts  almost  to  a  re- 
volt, hence  the  loss  of  .sales. 

W'e  would  respectfully  recommend  to  the  Co\ern- 
ment  that  the  Luxury  Tax  be  discontinued  at  the  earl- 
iest possible  date,  and  that  immediate  relief  be  given 
from  the  present  method  of  collecting  by  stamps,  and 
that  there  be  substituted  in  its  stead  a  simple  tax  to 
be  collected  from  the  manufacturer  or  producer. 

In  making  this  recommendation,  we  are  impressed 
with  the  belief  that  the  collection  of  such  a  tax  as  pro- 
posed would  net  the  Government  a  much  larger  return 
than  the  ])resent  Luxury  Tax  because  of  the  relatively 
small  expense  in  collecting  it,  an^  further,  that  it 
would  tend  to  remove  many  (obstacles  which  now  ham- 
f)er  trade. 

Yours  \ery  truly. 
The  National  Shoe  Retailers'  Association  of  Canada. 


A   Brogue  Oxford  shown  by  Boyden   Mfg.  Co. 


\  ery  serious  consideration  was  gi\  en  b\-  the  offi- 
cers to  ways  and  means  of  increasing  membershii).  in 
ovdvv  to  make  the  a.ssociation  Dominion-wide,  and 
l)lans  are  under  way  t'or  a  campaign  w  hich,  it  is  ho|)ed, 
w  ill  be  effecti\e  in  bringing  more  of  the  western  men 
into  the  organization. 

rile  officers  of  the  association  had  a  \  eiw  pleasant 
ex])erience  w  hen  in  Montreal  which  perhaps  repaid  the 
out-of-town    men    for    the    time    spent    on  the  trip. 
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Three  Examples  of 
Good  Shoe  Retail 
Advertising 

These  ads  are  a  relief 
after  one  has  seen  sheaves 
of  glaring,  flaring,  price- 
smashing  announcements. 
Rannard  ads  are  always  dis- 
tinctive. Once  having  be- 
come acquainted  with  them 
one  could  spot  one  a  mile 
away,  figuratively  speaking — 
because  of  individuality  of 
lay-out  and  consistent  use  of 
similar  type  in  every  ad. 
This  type  combines  legibil- 
ity and  attractiveness  in  an 
unusual  degree.  The  cut  al- 
so is  excellent  though  hire 
it  has  suffered  somewhat  in 
reproduction  from  the  news- 
paper. 

The  Cowan  ad  appeals 
both  on  account  of  its  sim- 
plicity and  its  timeliness.  It 
has  a  message,  and  states  it 
as  plainly  as  possible.  It 
would  be  improved,  we  think, 
by  the  use  of  an  artistic 
name  plate,  and  more  dis- 
tinctive type.  It  is  a  good 
rule  to  follow,  when  you  are 
advertising  a  stylish  product, 
us;  stylish  type. 

The  Calder  ad  is  neat  and 
illustrates  the  advantages  of 
line  drawings  of  shoes  for 
newspaper  reproduction. 
These  are  perhaps  a  trifle 
over-drawn,  but  the  efi"ect  is 
clean-cut.  The  repetition  of 
the  price  appears  unneces- 
sary. If  it  had  been  omitted 
in  the  second  instance  and 
the  body  of  the  type  narrow- 
ed and  lengthened  it  would 
probably  have  been  an  im- 
prov<;ment. 


QUALITY! 

QO  FIRMLY  IS  THE  WEAL  OF 
<J  QUALITY  PLANTED  IN  OUR 
ORGANIZATION,  THAT  IT  COMES 
FIRST  IN  MIND  IN  THE  ACQUI- 
SITION OF  MERCHANDISE. 

IN  CONSEQUENCE,  THERE  IS 
NOTHING  IN  OUR  STORES  THAT 
IS  CHEAP  IN  QUALITY.  WHAT- 
EVER YOU  PAY,  YOU  ARE  SURE 
TO  GET  THE  HIGHEST  QUALITY 
POSSIBLE,  WITH  THAT  PRICE  IN 
OUR  STORES,  QUALITY  ENTERS 
INTO  EVERY  TRANSACTION. 


WOMEN'S  BLACK  KID  LACE  BOOT.S 
FLEECE  LINED.  ASBESTOS  FELT  JN- 
TER-LINED  SOLE.  RUBBER  HEEL  SIZES 
m  TO  8. 

$10  anil  $tl 


Our  Three  Stores  Are  Prepared  as  Never  Before,  Of- 
ft»ripg  the  Finest  Footwear  Made  in  the  Different  Grades 
at  Prices  Consistent  with  the  Highest  Quality. 


9^  ^"^^ 


Two  l\ew  Arrivals  in 
Evening  Slippers 

SILVER  SATIN 

Perfectly  plain,  with  medium  lenglh  vamps 
and  full  Louis  heels. 


BLACK  SATIN 

A  plain  pump  with  medium  lenglh  vamps 
ind  Baby  Louis  heels, 

Geo.  W.  Cowan 

"Shoe$  that  Satiify" 


Shoes    that    wUI    liold  theli 
o  w  D    In     uiatt-t^jU-'*,  Biyle, 
worl^LaJuilitp.  (11 
uound  qiuillt,  ajtBln-it  i\ml- 
lAT    tTpca    at    higher  prtcn 

It*al    Clever    Footwear,  but 


^  Medium  Vamp 

m  Military  Heel 

m  (iooi  Walking  Sole 

M  In  All  Sizes  and 

=  Widths. 


i  OranvilV  Street 


$12.50 


Opp.  DTT^dalp'a 


'Ihrough  the  couite.sy  of  Ale.'^srs.  Gales  and  LaSalle. 
they  were  entertained  at  luncheon  by  the  Kiwanis 
Club,  and  it  happened  that  the  Club  on  the  .same  oc- 
casion was  entertaining  a  number  of  noted  moving 
picture  stars,  who  were  enroute  from  Ottawa  on  their 
return  to  the  States  after  having  appeared  at  the  open- 
ing of  a  new  theatre. 

Action  Re  Smuggling  Gets  Results 

Following"  upon  the  representations  made  to  the 
Controller  of  Customs  by  the  association,  special  cus- 
toms inspectresses  have  been  apointed  and  that  immed- 
iate results  are  being  obtained  is  evidenced  by  the 
following  newspaper  rejjort  of  occurences  at  Windsor 
ferry  dock  : 

W  indsor,  Dec.  2. — Hundreds  of  Windsor  women, 
returning  this  afternoon  from  shopping  tours  in  De- 
troit, were  searched  at  Windsor  ferry  dock  by  Mrs. 
Martha  Ogilvie,  a  special  officer  assigned  by  the  Do- 
minion Government  to  break  up  the  smuggling  habit 
among  women  at  border  points. 

Less  than  an  hour  after  Mrs.  Ogilvie  arrived  un- 
announced, the  freight  shed  of  the  Customs  offices, 
where  women  shoppers  vvere  given  the  "third  degree" 
by  Mrs.  Ogilvie.  was  strewn  with  dainty  lingerie,  high 
top  shoes,  and  other  "things"  too  numerous  to  men- 
tion, found  concealed  on  many  of  the  fair  smugglers. 

Mrs.  Ogilvie  was  too  busy,  she  said,  to  be  interview- 
ed by  reporters  as  to  her  methods  of  search.  Women 


with  stockings  concealed  in  baby  buggies,  and  wearing- 
hats  bearing  the  hall-mark  of  Detroit  fashion  shops, 
vvere  ordered  into  the  sanctum  of  Mrs.  Ogilvie,  who 
searched  them  to  determine  whether  or  not  they  had 
dutiable  goods  concealed  in  their  clothing. 


Improvements  to  Getty  &  Scott  Plart 

SOME  time  ago  (ietty  cK:  Scott.  I..td.,  of  (ialt,  Out., 
commenced  the  transformation  of  their  group  of 
(jf  buildings  on  North  Water  St..  with  the  ()l:)ject 
of  providing  increased  convenience  and  accommo- 
dation and  im])ro\  ing  the  general  appearance  of  their 
plant.  One  notable  improvement  that  has  been  mad.' 
is  the  en'argement  of  the  office  quarters,  where  the 
clerical  staff  and  the  heads  oi  the  departments  have 
now  as  much  space  as  the  first  floor  of  the  original 
factory  building"  occupied.  In  the  work-rooms  too,  a 
great  change  has  been  wrought.  I  he  whole  interior  of 
the  plant  has  been  painted  white,  including  even  the 
boiler  room  and  tunnel,  with  the  resut  that  the  light 
has  been  considerably  im])roved  and  a  general  atmos- 
phere of  freshness,  cleanliness  and  cheerfulness  has 
been  produced. 

I'lant  No.  ,\  the  hUest  addition  t'>  the  ct)mpany's 
factory,  will  soon  ])e  in  full  operation  turning  out  a 
high  grade  of  ladies'  slii)i)ers  and  sln)es.  The  necessary 
machinery  has  been  installed  in  this  building,  and  the 
l)owc'r  is  being  supi)lied  from  l'\'ictor\'  No.  2. 
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New  Parisian  Footwear  Styles 

"■   By  '  Countess  Maud"  

What  They  are  Wearing  in  the  World's  Centre  of  Fashion,  as  Seen  by  "Foot- 
wear's Parisian  Correspondent" — Comtromise  Between  American  and 
French  Last  is  Fvidenced — FJongated  Shapes  Becoming  More 
Popular — Demand  for  Extravagant  and  Fantastic 
Designs  Continues 


W  ith  winter  faslvioiis  sumptuous  furs,  over- 
coats and  dresses, — llie  (|uestion  of  feminine  foot- 
wear naturally  becomes  a  matter  of  extreme  im- 
portance. 

Luxury  reigns  everywhere  and  extends  over 
all  the  accessories  of  elei^ant  "toilette."  More- 
oxer,  for  some  years,  the  Parisian  lady  has  dis- 
played ])articular  care  in  the  choice  of  Footwear. 

In  the  Morning 

For  shopping',  the  footwear  for  the  Woods, 
the  boot,  is  preferred.  It  is  worn  extremely  high. 
This  winter  the  leg-  of  the  boot  is  often  of  cloth 
or  gabardine,  matching  the  color  of  the  overcoat 
or  dress,  with  patent  leather  vamp ;  buck-skin 
legs  are  also  seen  with  patent  leather  heel  and 
vamp,  boot-maker's  style.  Some  very  elegant 
boots  are  made  of  glazed  kid,  of  all  styles.  Some; 
with  tip  perforated  or  with  vamp  cut  in  an  orig- 
inal manner  and  forming  a  shoe-strap,  standing 
out  upon  the  leg,  of  undyed  cloth.  Boots  are 
made — particularly  laced  styles — bordered  with 
a  narrow  strip  of  patent-leather.  A  genuine  nov- 
elty is  the  boot  of  light  gabardine  ornamented 
with  very  supple  modern  additions  made  of 
leather  or  patent.  One  also  sees,  to  match  the 
dress,  the  closed  shoe,  laced  on  the  side,  with 
bootmaker's  heel,  very  well-set,  fitting  nearly 
about  the  ankle  and  instep.  It  is  made  of  glazed 
kid  of  all  styles:  rust-colored,  smoke-colored, 
black  taupe,  sea-blue,  beaver  and  mahogany. 

However,  many  women  remain  faithful  to  the 
"Richelieu"  shoe,  laced  in  front  or  at  the  side,  of 
l)atent-leather,  very  finely  perforated.  The  new 
elongated  shape  of  this  style  is  particularly  ele- 
gant. Some  are  also  very  inconspicuously  varie- 
gated with  gray  silk  or  piping  of  white  leather. 

The  Afternoon. 

The  fantastic  shoe  triumphs  to  a  certain  ex- 
tent everywhere.  With  numerous  cuts  and  over- 
laid stri])s  variegated  with  different  leathers  or 
sup])le  skin,  it  is  extremely  luxurious  an  dclegant. 
The  elongated  sha])e  is  most  in  demand.  More- 
over, all  up-to-date  footwear  is  becoming  refined 
and  some  styles  ha\e  almost  pointed  toes.  It  is, 
in  short,  the  American  shape,  adapted  and  cor- 
rected to  suit  the  small  feet  of  Parisian  women, 
and  we  are  bound  to  acknowledge  that,  with  pres- 
ent dress  styles,  this  footwear  is  extremely  "chic" 


and  wins  the  ai)]jroval  (jf  the  most  fastidious 
women.  It  may  be  readily  understood  that  it  is 
more  rational  and  graceful  than  the  shore  shapes. 
.Something  that  is  extremely  "chic"  is  the  shoe 
entirely  open  on  the  tipper  ])art  of  the  foot  or  cut 
out  in  an  original  design.  It  is  made  of  very 
supjjle  patent-leather,  adorned  with  narrow  stri])s 
or  thongs,  reminding  one  of  the  buskin  or  sandal. 
-Still  others  are  of  glazed  kid  of  various  colors 
forming  a  minute  checker-board  effect  or  with 
line  ])iping  around  very  small  supports  which  hold 
^teel  buckles  and  close  the  shoe  on  the  side. 

You  see  particularly  the  "Charles  IX"  shape, 
with  pointed  toes,  patent-leather,  of  very  simple 
l)ut  elegant  lines,  the  shoe  with  two  straps,  the 
"Due  de  Guise,"  the  shoe  with  very  fine  straps 
supporting  the  uppers  having  a  patent-leather 
vani]).  lined  and  piped  with  white  leather  . 

There  is  a  large  assortment  of  up-to-date 
styles,  some  more  graceful  than  others.  The  key- 
note of  the  style  is :  It  is  the  shoe  which  shows 
the  greatest  possible  amount  of  transparent 
stocking. 

In  the  Evening. 

The  footwear  is  finer,  more  luxurious,  and  dis- 
plays to  a  still  greater  extent  the  lines  of  the  foot. 
One  sees  models  in  satin,  wath  gold  and  silver 
cord,  sewed  with  ornamental  designs.  The  shoe 
worn  in  the  evening  generally  matches  the  dress 
and  usually  it  is  of  the  same  material.  It  is  cut  in 
a  fantastic  and  affected  manner,  being  ornamented 
with  brilliant  buckles,  velvet  bows,  tulle,  etc. 
Some  are  of  silk  sewed  with  goM  and  silver,  form- 
ing unique  sandals,  neatly  cut  about  the  instep. 
Others,  of  satin,  are  ornamented  with  a  wide  strap 
like  that  of  rustic  "sabot,"  of  velvet  embroidered 
and  spangled  with  gold,  diamonds,  and  pearls. 

The  great  boot-makers,  anxious  about  the  har- 
mony which  must  exist  permanently  between 
dress  and  footwear,  are  stimulated  by  the  most 
u])-to-date  fashions  to  create  shapes  which  will 
complete  artistically  the  luxurious  "toilette." 

The  trend  of  fashions  this  winter  will  be  very 
dift'crent  from  last  year's:  narrow,  refined,  longer 
skirts.  However,  a  delightful  freedom  will  be 
displayed  in  the  evenings,  where  all  the  most  or- 
iginal "fantasies,"  the  most  sumptuous  finery,  will 
be  mingled,  justifying  the  most  variegated,  the 
frailest,  the  most  elegant  footwear. 
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Attractive  New  Shoe  Store  in  London,  Ont. 

Opened  by  Progressive  Retailer — Second  Move  Into  Larger  Premises- 
Thriving  Trade  in  Medium  Priced  Goods 


SlMPLlCrf^'  of  decoration  characterizes  the  new 
store  of  L.  Kaufman,  London,  Ont.    Just  inside 
the   door    one  is  met  by  the  genial  proprietor. 
One  of  Mr.  Kaufman's  strong-  points  is  to  be  on 
the  job  and  to  keej)  in  personal  touch  with  his  trade. 

Mr.  Kaufman's  earliest  experience  in  the  shoe 
l)usiness  was  as  a  factory  man  with  the  manufacturers 
of  the  Nettleton  Shoe  in  Syracuse.  l"'rom  there  he 
came  to  Canada  and  spent  considerable  time  with  the 
Regal  Shoe  Co.,  of  Toronto,  in  their  factory.  I'"inall\- 
he  settled  in  London  and  worked  in  the  manufactur- 
ing department  of  S.  Sterling  &  Co. 

.\fter  some  time  with  tliis  firm,  he  recognized  a 
goc/d  opportunity  for  o])ening  a  shoe  store  in  the 
south  end  of  the  city,  and  with  a  stock  supplied  by  the 
Sterling  Co.  Mr.  Kaufman  started  u])  in  a  small  vva\' 
at  132  Waterloo  St.  South  in  1913. 

For  some  time  Mrs.  Kaufman  handled  the  l:)usiness 
during  the  dav  while  Mr.  Kaufman  continued  in  the 
manufacturing.  ilowexer,  it  \\»as  not  long  before 
the  new  venture  retpiired  the  services  of  both  Mr. 
and  Mrs.  Kaufman.  At  this  time,  he  severed  all  con- 
nection with  the  Sterling  Co. 

With  such  a  successful  retail  exj^erience  on  Water- 
loo St.,  Mr.  Kaufman  felt  the  lure  of  Dundas  St.,  Lon- 
don's shopping  centre,  just  three  years  after  his  first 
opening,  he  rented  a  narrow  store  in  the  up-town 
section.  .Success  again  attended  his  enterprise  and 
very  soon  he  was  forced  to  find  larger  quarters,  mov- 
ing twice,  finally  into  his  new  and  attractive  store  at 
222  Dundas  St.  '  ■ 

This  store  is  twenty  b^-  eighty-five  feet,  giving  a 
line,  roomy  elifect.  In  the  immediate  front  stands  a 
six-foot  glass  case  where  special  lines  of  children's 
shoes  are  on  display. 


The  mahogany-finished  shelving  is  of  the  single 
carton  variety  and  runs  without  a  ledge  from  the 
Hoor  to  a  height  within  easy  reaching  distance.  A 
])leasing  feature  which  breaks  the  monotony  of  rows 
and  rows  of  uniform  carton's  is  the  three  full-length 
mirrors  on  either  side  of  the  store,  which  are  built 
into  the  shelving.  Here,  the  customers  are  able  to 
get  a  full  length  \iew  of  themseUes  as  the  shoes  arc 
being  fitted. 

Oak  benches  are  used  for  sealing  and  are  ])laced 
lo  give  the  greatest  efificiency  in  handling  a  crowd  of 
l)urchasers.  There  are  ten  of  these  benches  giving 
a  total  seating  capacit}-  for  fifty  customers.  In  the 
centre  of  the  store,  the  cash  and  wrapping  ofifice  is 
located.  Here  an  up-to-date  system  including  a  cash 
register  is  used.  The  stock  of  findings  is  also  con- 
veniently arranged  and  sold  at  this  office.  Mr.  Kauf- 
man's private  office  is  situated  in  the  balcony  to  the 
rear  of  the  store.  Under  this  ofiice  is  the  repair  room 
and  reserve  stock  room  for  findings. 

Women's  shoes  are  at  the  front  on  the  right  side 
(){  the  store  with  misses'  and  children's  to  tlie  rear. 
On  the  left  is  the  men's  department  with  the  boys' 
and  }ouths'  shoes  next  in  line.  Rubber  footwear  and 
tennis  gods  are  located  towards  the  rear  on  the  men's 
side. 

Mr.  Kaufman  has  had  the  store  entireh-  re- 
modelled. A  handsome  wallpaper  runs  from  the 
shelving  to  the  decorated  ceiling.  Palms  and  ferns 
are  placed  with  good  taste  at  intervals  on  the  fix- 
tures and  floor.  The  floor  itself  is  a  polished  hard- 
wood, while  the  store  is  heated  by  steam. 

i\Ir.  Kaufman  has  a  decided  ])reference  for  uniform 
labels  and  cartons  and  uses  his  own  design  exclusive- 
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The  Kaufman  store  is  20 
ft.  in  width  by  85  ft.  long. 
Shelving  is  in  mahogany 
finish  and  cartons  and  lab- 
els  are   of    uniform  design. 
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complete  range  of  po;)ular-priced  styles  are 
in  stock,  and  while  Mr.  Kaufman  is  naturall}' 
exi)ert  shoe-making  and  high-priced  goods,  he 
can  sell  the  middle-priced  goods  to  better  ad- 
store  front  is  V-shaped  and  has  a  bright  back- 
pannelled  in  mahogany.  The  wi;idows  are 
give  a  maximum  display  without  the  appear- 
crowding.    Only  the  most  up-to-the-minute 


Kaufman  would  rather  lose  a  sale  than  sell  unsuitable 
goods  to  a  customer. 

While  the  growth  of  the  Kaufman  business  has 
been  phenomenal,  no  freak  sales  nor  wild  cat  schemes 
are  ever  indulged  in.  Mr.  Kaufman  is  a  member  of 
the  London  Shoe  etailers'  Association  and  is  a  booster 
of  early  closing  and  similar  activities  of  the  associa- 
tion. 


Do  any  of  us  carry  our  stocks  on  our  shelves  for 
a  market  rise,  or  are  we  turning'  them  at  cost,  |)lus 
a  reasonable  profit,  forgetting  the  replacement  value? 
This  is  the  only  way  to  cultivate  a  healthy  and  steady 
growth,  and  retain  the  confidence  and  good  will  of 
our  customers.  The  former  might  be  interpreted  as 
a  profiteering  method  and  the  latter  as  a  sound  and 
sane  one.  Estrblish  a  sinking  fund,  is  an  idea  I 
recommend  to  retailers  and  you  will  better  be  able  to 
stand  the  storm  when  it  breaks.  Keep  merchandised 
stock  down  to  only  essentials.  The  day  of  specula- 
tion is  past. 

I  took  a  trip  r round  the  circuit  some  weeks  ago, 
visiting  the  principal  cities  of  the  Middle  W  est.  Rep- 
resentative merchants  I  found,  without  exception 
who  were  making  the  greatest  advances,  were  those 
who  were  making  the  fastest  turnovers  and  selling 
goods  at  close  mrrgins,  thereby  increasing  their  pairs 
and  the  gross  and  net  profits.  In  these  days  of  high 
prices  people  are  looking  for  values,  and  the  stores 
that  are  giving  them  are  the  ones  that  are  getting 
the  business. — Frank  F.  Ballon. 


Mr.  L.  Kaufman. 

window  fixtures  are  used  and  the  Kaufman  store  is 
noted  for  its  attractive  window  trims. 

In  the  window  as  well  as  the  interior,  the  newest 
electric  fixtures  are  used,  making  the  store  one  of  the 
best  lighted  on  Dundas  St. 

Mr.  Kaufman  attributes  his  ])rcse.nt  success  to 
giving  his  customers  "value,"  and  real  painstaking 
service,  and  is  a  thorough  believer  in  treating  a  cus- 
tomer "white"  if  you  want  him  to  call  again.  Mr. 


The  United  Shoe  Machinery  Company  of  Canada 
report  a  very  large  demand  for  their  shoe  repairing 
machines;  in  fact,  the  orders  for  these  are  the  best 
in  the  historv  of  the  company. 


The  Toronto  Shoe  Repairers'  Association  has  re- 
ccnl}'  been  gathering  in  a  number  of  new  members, 
among  them  being  several  returned  men  who  have 
taken  the  six  months'  course  provided  by  the  Dept.  of 
Civil  Re-establishment  and  arc  now  setting  up  for 
themselves.  ' 
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A  Story  of  Achievement 


Readers  of  "Footwear"  will  remember  that  a  little 
over  two  months  ago  (on  Sept.  1),  the  Reyal  Shoe  Co.. 
Ltd..  of  Toronto,  was  taken  over  ])y  the  Corson  Shoe 
Manufacturing-  Co.,  Ltd.,  with  C.  S.  Corson  as  presi- 
dent and  managing  director.  The  new  company,  which 
has  the  right  to  manufacturee,  under  license,  "Regal" 
shoes  for  the  Dominion  of  Canada  and  Newfoundland, 
is  now  completely  installed  in  its  new  quarters  in  the 
Cowan  Bldg.,  Sterling  Rd..  Toronto,  and  is  busy  turn- 
ing out  orders. 

It  will  be  interesting  to  follow  the  career  of  the 
man  who,  in  a  few  years,  has  built  up  the  efficient 


Mr.   C.   S.  Corson 


organization  which  is  now  distributing  shoes  all  over 
the  Dominion  of  Canada.  Like  many  another  suc- 
cessful business  man,  he  started  early  and  started  at 
the  ])ottom.  His  first  job  was  with  Garside  and  White, 
a  Toronto  shoe  wholesale  house,  where  he  worked  as 
a  messenger  boy.  h'rom  this,  the  bottom  rung  of  the 
ladder,  by  dint  of  great  perseverance  he  ascended 
eventually  to  the  position  of  shipper,  in  which  ca])acity 
he  received  the  magnificent  remuneration  of  $6.00  per 
week.  In  1900  the  South  African  War  offered  him  the 
oi)portunity  of  increasing  this  salary  by  three  dollars, 
and  so  he  donned  the  khaki — and  ol¥  to  South  Africa. 

in  1902  the  youthful  veteran  returned  to  his  home- 
town and  took  a  position  with  the  J.  D.  King  Company. 
After  five  years  with  this  concern,  he  determined  to 
"start  something,"  and,  taking  the  train  to  iioston, 
presented  himself  to  the  Regal  Shoe  Com])any  and 
secured  the  Regal  agency  for  Canada.  When  he  had 
been  three  years  on  the  job.  he  had  created  such  a 
demand  for  Regal  shoes  that  the  com])any  decided  that 
they  should  establish  a  plant  for  their  manufacture 
in  Canada,  which  they  did,  and  in  1*)11  the  plant  started 
operating  with  C.  S.  Corson  in  charge. 

And  now — Mr.  Corson  heads  his  own  comi)anv.  and 
is  turning  out  shoes  in  a  model  factory.  'I'he  plant  is 
all  on  the  one  floor,  and  the  work  passes  successive! v 
through  the  various  dei)artments,  from  the  upper  cut- 
ting room  to  the  ship])ing  room,  without  returning 


o\-er  the  same  groinid  at  anv  stage  of  the  ])r()ccss.  The 
sole  leather  cutting  department  is  in  the  centre  of  the 
floor. 

The  idant  is  splendidly  lighted,  and  modcrnl}' 
equipped  in  every  ])articular.  The  entire  i)lant  was 
remox  ed  from  the  old  building  and  installed  in  the  new 
])remises.  with  the  addition  of  some  new  machines. 
The  sanitary  arrangements  and  provisions  for  the  com- 
fort of  the  employees  is  unexcelled. 

The  Corson  Shoe  Company  is  cjuite  busy,  and  when 
-Mr.  Corson  was  asked  to  what  this  activity  could  be 
attributed,  he  said:  "This  just  goes  to  show  what  a 
well-established  agency  business  will  do — when  the 
agents  are  supplied  with  the  right  kind  of  shoes — the 
main  thing  is  the  quality  of  the  i:)roduct ;  when  the 
ciuality  is  there  the  demand  will  follow.  We  are  not 
making  shoes  for  stock,  but  just  working  on  i)lacing 
business." 


A  Bogus  Representative 

A MAN  representing  himself  as  \l.  R.  Bails  and 
carrying  credentials  to  ])rove  himself  a  repre- 
sentative of  'i"he  Scholl  Mfg.  Co.,  Chicago,  has 
been  approaching  shoe  merchants  of  Baltimore, 
Md.,  and  Washington,  D.C.,  and  after  gaining  confi- 
dence by  this  means,  asking-  them  to  cash  personal 
checks  which  were  later  returned  by  the  banks  marked 
"no  funds." 

An  E.  R.  Bails  was  associated  with  the  firm  from 
May  to  September,  1919,  but  is  no  longer  with  them 
and  any  merchant  who  encounters  the  man  using  these 
identification  papers  should  have  him  apprehended  at 
once,  notifying  the  Scholl  Mfg.  Co.,  213  W.  Schiller 
St.,  Chicago,  who  will  have  him  prosecuted  to  the 
extent  of  the  law. 


New  Appointment  for  H.  W.  Ashton 

W.  H.  Ashton,  formerly  credit  and  office  manager 
for  Ames-Holden-McCready,  Ltd.,  has  accepted  a 
similar  position  with  Messrs.  Thos.  Ryan  &  Co.  Ltd., 


Mr.    H.   W.  Ashton 


Princess  Street.  \\  innipeg.  l'\)()twear  extends  con- 
gratulations  to  Mr.  Ashton  and  wishes  him  success  in 
his  new  position. 
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How  to  Advertise  Shoes  Successfully 

Four  Factors  in  the  Game: — The  Merchandise,  the  Customer,  the  Medium 
and  the  Copy — They  Must  be  Known 


THERE  are  four  simple  things  which  will  guide 
any  retailer  in  improving  his  business:  1. 
Kncnv  the  nierchaiuiise.  2.  Know  the  cus- 
tomer. S.  Know  every  medium  in  the  town 
which  can  be  used  for  advertising.  4.  Un- 
derstand the  importance  of  short,  terse,  but 
very  specific  advertising  coj)}'.  Of  course,  this  is  the 
hardest  thing  in  this  quartette  of  fundamentals.  These 
rules  were  laid  down  by  Frank.  E.  Fehlman,  of  New 
York  City,  before  the  s])ecial  Retail  Merchandising 
session  of  the  recent  c(jnvention  of  the  Associated 
Advertising  Clubs  of  the  World,  at  New  Orleans. 

'"The  way  to  study  merchandise  is  to  start  with  a 
wholesaler  or  his  salesman  who  sells  you  your  goods. 
Ijefore  he  lea\es  town  he  should  be  made  to  dictate 
a  complete  description  of  the  merchandise  you  are 
buying,  which  can,  in  turn,  be  given  to  your  sales- 
l)eople  on  the  arrival  of  the  merchandise  and  discuss- 
ed by  them  in  detail. 

Tell  the  Story  of  Your  Merchanise 
"More  than  one  retail  store  with  which  I  have 
been  connected  has  used  this  method,  and  our  com- 
petitors always  wondered  why  our  salesmen,  while 
paid  no  higher,  could  give  such  s])lendid  descriptions 
of  the  merchandise  they  were  selling.  It  was  because 
we  made  the  manufacturer  tell  us  the  whole  story  of 
the  merchandise,  the  raw  product,  how  it  was  assmbl- 
cd,  where  the  costs  were  reduced,  where  the  shipping 
facilities  were  better,  and  how  the  final  arrival  of  the 
merchandise  in  our  store  was  really  an  event,  because 
the  goods  could  give  our  customers  better  style,  more 
comfort,  better  wearing  service,  lower  price,  etc. 

"Pick  up  any  newspaper,  and  look  over  the  adver- 
tisements. You  will  do  well  if  you  find  good  local 
advertisements  written  by  local  dealers,  even  in  the 
metropolitan  papers. 

"Millions  of  dollars  have  been  employed  in  adver- 
tising retail  stores,  which  might  well  have  been  saved 
and  put  into  better  store  fronts,  larger  salaries  or 
higher  rents,  and  would  thus  have  returned  twice  as 
much  in  net  revenue. 

"The  ii\e  and  ten  cent  stores  advertise  more  by 
buying  locations.  They  don't  require  salespeople  of 
genius.  All  they  need  is  ordinarj^  individuals  who 
know  how  to  push  a  cash  register  key. 

"The  newspapers  are  helping  retailers  more  to- 
da\-  than  they  ever  did  before  by  having  service  men 
who  can  write  good  advertisements,  and  who  know 
how  to  pick  out  the  real  story  of  a  store,  but  the  best 
advertising  in  the  world  is  that  which  is  done  by  the 
store  owner  himself  or  an  employe  whom  he  trains 
to  express  the  ])ersonality  f)f  the  store  itself. 

Important  to  Know  Your  Trade 
The  i-ccond  essential  is  to  know  }()ur  customer, 
if  \  on  arc  ad\crtising  to  millmen,  railro.-id  men  or 
fanners,  talk  service,  ewearini;  (pialities  and  the  a(la])t- 
abilit)-  of  \onr  merchandise  to  the  li\cs  ol  these  cus- 
lomei-s. 

".Selling  a  Packard  car  to  ;i  banker  is  an  entirely 
different  ))roposition  than  selling  a  Maxwell  or  a 
podge  to  a  man  who  has  s.-ived  up  a  thoiis.and  dollars. 


and  can  aff<jrd  a  comf(jrtable  family  car.  Different 
arguments  must  be  used. 

"Selling  a  $35  serge  suit  is  entirely  ditlerent  from 
selling  a  l;inc\-  tweed  to  a  broker  on  b'ifth  avenue 
who  will  gladly  i)ay  $12.S  to  $'150  for  a  suit  which  will 
not  wear  one-third  as  long  as  the  serge. 

"Unless  you  know  your  custcMiiers,  you  can't  write 
advertising  to  reach  them.  ()f  course,  this  means 
more  time  and  more  th(night,  expended  on  the  ad\er- 
tising. 

"In  choosi.ng  advertising  mediums,  dealers  in  some 
towns  use  moving  |)ictures  and  street  cars,  and  derive 
splendid  returns  from  their  investments.  Others  spend 
all  their  money  on  street  cars. 

■^Other  merchants  have  used  billboards,  and  spent 
over  half  their  appreciation.  The  thing  to  do  is  to 
study  your  own  local  market — know  your  merchan- 
dise, know  your  customers,  and  then  j^lan  to  use  me- 
diums that  will  get  you  the  quickest  results  at  the 
lowest  possible  cost. 

"Sometimes  you  have  to  experiment  for  two  or 
three  years  before  you  can  finally  pick  out  one  thing 
which  delivers  the  greatest  net  returns  for  the  least 
amount  of  money  invested. 

"In  general,  we  find  that  the  newspa])ers  are  the 
backbone  of  anv  advertising  cam]^aign. 

Preferred  Positions  Help 

"There  are  certain  positions  in  a  newspaper  which 
the  better  for  you,  and  it  is  up  to  you  to  find  out 
where  these  positions  are.  In  a  small  town  (under  5,- 
000  or  even  up  to  25,000)  your  advertising  pulls  bet- 
ter if  it  is  on  the  page  which  carries  local  news.  I 
know  one  dealer  wdio  pays  a  premium  of  50  per  cent, 
for  a  certain  position  on  the  local  page  for  a  period 
of  eight  years.  He  has  proved  conclusively  the  value 
of  this  space.  After  you  have  picked  out  the  various 
mediums  you  expect  to  use,  at^portion  a  certain 
amount  for  one  year.  If  it  is  $2,000,  stick  to  your 
$2,000.  If  you  expect  to  have  special  propositions  lay 
aside  $200  for  that  purpose,  but  never  exceed  the  al- 
loted  amount.  The  mere  fact  that  you  have  an  arbit- 
rary figure  set  the  first  of  the  year  makes  yovr  a  bet- 
ter buyer  of  space,  and  more  exacting  in  checking  up 
your  returns. 

"Not  one  merchant  in  one  hundred  does  this  to- 
day, but  more  will  do  it  in  the  next  ten  years.  The 
national  advertiser  has  been  compelled  to  do  it.  Other- 
wise his  advertising  would  have  cut  into  his  net  pro- 
fits to  such  an  extent  that  his  banker  would  question 
his  ability  to  conduct  the  business. 

Watch  Your  Headlines 

"After  \()U  have  studied  your  medium,  you  are 
read}-  to  ])rcpare  your  copy.  The  psychologist  has 
i'ix  i'u  us  a  great  many  things  well  worth  considering 
in  preparing  copy.  One  of  the  first  things  is  that  an 
average  i)erson  can  read  at  one  glance  a  line  of  three 
to  sex'en  words  which  contain  not  more  than  two 
syllables. 

"Why  go  against  the  law  of  vision  ?  Why  string 
out  a  headline  of  14,  15  or  16  words? 

"(  )ne  thing  to  watch  continuously  is  the  way  tlie 
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newspapers  handle  their  headhnes  in  their  big  stories. 
Newspapers  are  compelled  to  tell  the  story  of  the 
world's  events  in  headlines.  Few  people  read  the 
complete  story.  They  read  the  headlines  and  the  sub- 
headings, and  pass  on. 

"Advertising  is  competing  with  the  news  columns, 
so  it  follows  that  you  must  have  your  headings  as  in- 
teresting as  the  news  headings;  otherwise  they  are 
not  read  at  all. 

"This  requires  time  and  study,  and  not  ex  cryone 
can  do  it.  After  you  have  mastered  the  art  of  getting 
your  headlines  down  to  a  few  words,  you  are  then 
ready  to  prepare  your  copy.  Women  will  read  from 
150  to  200  words,  while  most  men  will  not  read  more 
than  50  to  60. 

Any  of  the  big  mail  order  houses  offer  splendid 
examples  of  terse,  specific  copy.  Mail  order  houses 
depend  upon  pictures  and  words  to  sell  merchandise. 

Study  Methods  Used  by  Others  Successfully 

"Last  year,  the  largest  house  in  this  country  sold 
more  than  $160,000,000  of  merchandise  that  way.  Get 
one  of  their  catalogues,  and  study  the  lines  of  merch- 
andise that  are  similar  to  Aours.    See  how  they  de- 


Mr.   G.   L.   Jarvis  of  the  United   Shoe  Ma- 
chinery   Co.,    who    was    some    time  ago 
transferred  from  the  Kitchener  District 
to  the  Montreal  Sales  Dept. 


scribe  it.  Then  plan  your  advertising  along  the  same 
general  lines. 

"Specialty  shops  which  are  selling  style,  prestige, 
Paris  importations,  etc.,  do  things  in  a  different  way, 
but  the  average  merchant  depends  upon  head  lines, 
clean  cut  illustrations,  and  short  copy  to  sell  his  of- 
feriiTgs. 

"The  next  ten  years  are  going  to  see  a  great  change 
in  retail  store  copy.  .Syndicate  service  and  special 
writers  on  newspapers  have  done  a  great  deal,  but 
the  retailers  themselves  are  at  last  alive  to  the  im- 
portance of  good  copy,  and  they  are  devoting  a  cer- 
tain amount  of  time  to  it  themselves,  employing  spe- 
ciqil  writers. 

"If  the  retailer  could  just  remember  that  his  ad- 
vertising must  sound  as  he  talks,  and  must  breathe 


his  own  ]5ersonality,  he  could  not  go  very  far  wrong 
in  the  preparation  of  his  copy. 

Seek  Co-operation  of  Your  Employees 

"Encourage  your  store  employes  to  submit  ideas 
for  copy,  and  don't  expect  every  advertisement  to 
bring  people  in  out  of  breath,  money  in  their  hands, 
an.xious  to  get  the  merchandise  you  offered  the  day 
before. 

"Advertising  works  slowly  but  surely.  It  is  ])lan- 
ned  and  conceived  in  the  idea  of  building  up  business. 

"Customers  want  news,  but  they  want  it  told  brief- 
ly and  with  an  a])preciati()n  of  their  needs. 

"Put  more  money  into  the  brains  preparing  the 
copy,  and  your  space  will  yield  tremendous  returns. 

"It  took  the  national  advertisers  a  long  time  to 
learn  this  truth,  but  most  of  them  now  know  it. 

Project  yourself  into  your  advertising.  That  is  the 
kind  of  advertisin"-  that  will  he  read." 


Government  Returns  Show  Marked  De- 
velopment in  Footwear  Production 

THE  development  of  the  Canadian  shoe  and 
leather  industry  is  strikingly  brought  out  in  a 
compilation  of  customs  returns  for  the  fiscal  year 
ended  March  31.  1920,  jJu'blished  by  the  Depart- 
ment of  Trade  and  Commerce  in  their  weekly  bulle- 
tin. These  figures  show  the  value  of  the  imports  and 
exports  of  the  principal  classes  of  goods  for  the  fiscal 
years  1914,  1919  and  1920.  Among  the  various  com- 
modities there  are  few  for  which  the  returns  indicate 
such  a  marked  development  in  home  production  as 
footwear.    The  export  fitrures  are  as  follows: 

(Fiscal  year  ended  March  .-il ) 
1914  '  1919  1920 

Boots  and  Shoes  $  82,529  $1,130,334  $5,679,720 
Sole  leather  2,336,491       2,130,334  2.773,642 

Upper  leather  113,916       2,220.162  7,421,047 

The  import  figures  are. 
Boots  and  shoes     4,349,587       2,709,523  2.731.591 
Leather  3,035,609       7,856,609  12.572,196 

The  increase  in  exports  of  boots  and  shoes  from 
1914  to  1920,  it  will  be  noted,  is  quite  phenomenal. 
From  $82,529  to  $5,679,720  is  a  jump  not  often  record- 
ed in  the  same  space  of  time.  Of  the  latter  total.  $2,- 
754,076  is  accounted  for  by  the  exports  to  Great  Brit- 
ain and  $350,874,  by  the  exports  to  the  United  States. 
The  development  which  has  taken  place  is  further 
emphasized  when  it  is  considered  that  the  value  of 
the  imports  has  been  decreased  almost  40  per  cent, 
from  1914  to  1920,  though  at  the  same  time  the  value 
of  the  goods  about  doubled. 

The  increase  in  the  exports  of  upi)cr  leather  is  also 
quite  remarkable,  having  grown  in  the  six  years  from 
the  almost  negligible  figure  of  $113,916  to  a  total  of 
$7,421,047.  The  greater  part  of  this  increase  is  due 
to  the  growth  of  trade  with  Great  Britain,  the  increase 
during  the  period  mentioned  being  from  $32,378  to 
$4,529,964.  There  was  also  a  noteworthy  develop- 
ment in  the  export  of  upper  leather  to  the  L^nited  .Stat- 
es, the  figures  for  the  fiscal  year  ended  March  31,  P)20. 
being  $2,182,668.  as  compared  with  $71,843  for  the 
fiscal  year  ended  March  31.  1914. 

The  figures  quoted  above  indicate  how  progres- 
sive and  active  the  Canadian  footwear  industry  has 
become  and  how  firmly  it  is  establislied  as  one  of  the 
basic  industries  of  the  country. 
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Analysis  of  an  Investigation  Into 
Shoe  Retail  Business 

Figures  on  the  Costs  of  Operating  Footwear 
Stores  in  Canada,  the  States  and  Hawaii 


THE  Bureau  of  Business  Research  of  Harvard 
University  has  recently  issued  Bulletin  No. 
20,  "Operating  Expenses  in  Retail  Shoe  Stores 
in  1919,"  which  presents  an  analysis  of  the 
reports  received  by  the  Bureau  from  one  hundred  and 
ninety-seven  retail  shoe  stores.  These  stores  are 
located  in  thirty-seven  states,  Canada,  and  Hawaii. 
A  very  interesting  table  is  printed  in  the  Bulletin, 
which  summarizes  the  results  of  the  investigation, 
showing  the  percentage  of  net  sales  to  which  the  var- 
ious items  of  selling  expense  amount.  For  each  item 
the  lowest,  highest  and  average,  or  common,  figures 
are  stated.  The  lowest  figure  for  each  item  is  tht 
lowest  found  in  any  store  for  that  particular  item. 
No  store  had  the  lowest  figure  for  every  item.  Simi- 
larly, no  one  store  had  the  highest  expense  for  every 
item. 

The  figure  for  net  sales,  on  which  the  percentages 
in  the  table  are  based,  is  determined  by  deducting  re- 
turns and  allowances  from  gross  sales.  The  figure 
for  net  sales  includes  both  cash  and  charge  sales  and 
represents  the  real  volume  of  business  done. 

This  table  follows: 

Lowest    Highest  Common 
Operating  Expenses  in  Retail  Shoe  Stores  in  1919 

Xet  Sales  =  100% 

Wages  of  Salesforce  4.79%     14.91%  8.3% 

PM's   3.29  OS) 


0  03 

7.8.-> 

1.3 

W  rappings  and  other  .selling 

0  O.'j 

1.17 

0,2 

0.) 

17.5 

10.3 

Och\'ery  Expense 

1.75 

0.3 

Buying,  Management  and  Office 

9,68 

4.2 

Office  Supplies,  Other  Buying  and 

Management  Expense  .    .    .  . 

0.02 

2.27 

0.3 

Total  Buying  and  Management 

1  27 

9.78 

4.5 

0  59 

9.84 

2.3 

Heat,   Light,  and    I'ower    ...    .  .-. 

0.11 

1.98 

0.5 

Insurance  (excej^t  on  huil(lm"'s). 

0.07 

1.72 

0.5 

Taxes  (except  on  buildings,  income 

and  profits)   

0.04 

1.67 

0.4 

l\C]^ctil3      *J1       fcjLUlV.       J-^ IjLllJJIilCllL       .  .  . 

0.0 1 

3.86 

0.2 

Dep^reciation   of  Store  Equipment 

o.o:i 

2.48 

0.3 

8.49 

2.9 

Total  I'^ixed  Charges  and  Upkeep 

3  41 

15.36 

7.4 

Miscellaneous  Expense  

0.07 

4.79 

1.1 

Losses  from   Bad  Del)ts   

1.95 

0.2 

Total  Expenses  

13.63 

35.63 

24.0 

Total  Expense 

In  1919  the  total  expense  of  operation  in  these  re- 
tail shoe  stores  ranged  from  13.62  per  cent,  to  35.63 
per  cent,  of  net  sales.  The  common  figure  was  24  per 
cent. 

(jrou])ing  the  stores  according  to  the  volume  i  f 
sales,  it  appears  that  in  the  stores  with  sales  between 
$30,000  and  $59,000  a  year  in  1919,  the  common  figure 
for  total  expense  was  about  23.1  of  net  sales.  In 
stores  with  sales  less  than  $30,000  a  year,  the  total 
expense  generally  was  slightly  under  24  per  cent.  In 
the  group  of  stores  with  sales  between  $60,000  and 
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J.  A.  Massicotte       F.  X.  Charbonneau         C.  H.  Deguise  Guide. 


How's  this  for  a  bag!  Messrs.  F.  X.  Char- 
bonneau and  C.  H.  Deguise,  of  Charbonneau 
and  Deguise,  shoe  manufacturers,  Montreal, 
have  just  returned  from  a  four  days'  hunting 
trip  at  St.  Roch  Mekinac,  Quebec.  They 
were  successful  in  bagging  four  bears,  one 
moose  and  two  deer,  besires  numerous  par- 
tridge. Messrs  Charbonneau  and  Deguise  are 
in  the  centre  of  the  picture,  on  the  left  is 
Mr.  J.  A.  Massicotte,  shoe  manufacturer,  of 
Quebec,  and  on  the  right  the  guide. 


I 


— 


i 

i 
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$149,000  a  year,  total  expense  commonly  wa.s  about 
25.5  per  cent,  of  net  sales;  and  in  stores  with  sales  of 
$150,000  and  over,  total  expense  centered  around  25.8 
per  cent.  It  is  apparent  from  these  figures  that  total 
expense  was  slightly  higher  in  the  stores  with  a  vol- 
ume of  annual  sales  above  $60,000  than  it  was  in  the 
stores  with  annual  sales  of  less  than  $60,000. 

A  comparison  of  the  statements  from  stores  thai 
reported  for  both  1918  and  1919  showed  that  total  ex- 
pense was  approximately  the  same  in  percentage  of 
net  sales  in  both  years. 

Percentages  of  Various  Classes  of  Goods  Sold 

The  Bulletin  also  shows  interesting  figures  regard- 
ing the  kind  of  merchandise  sold  in  1919.  An  inquiry 
was  made  regarding  the  sales  of  men's  women's  and 
children's  shoes,  rubbers,  findings  and  hosiery.  Each 
merchant  was  asked  to  state  the  percentage  of  each 
kind  of  merchandise  to  the  total  sales  of  his  store. 
In  a  majority  of  the  stores  the  sales  of  men's  shoes 
were  from  25  per  cent,  to  30  per  cent,  of  the  total 
sales.  In  only  one-eighth  of  the  stores  did  sales  of 
men's  shoes  amount  to  40  per  cent,  or  more  of  the 
sales. 

Women's  shoes  constituted  about  50  per  cent,  of 
the  total  sales  in  a  majority  of  the  stores  from  which 
reports  were  received  by  the  Bureau.  Only  two  mer- 
chants stated  that  their  sales  of  women's  shoes  were 
less  than  30  per  cent,  of  their  total  sales.  A  substan- 
tial number  reported  that  their  sales  of  women's  shoes 
were  .more  than  60  per  cent. 

The  sales  of  children's  shoes  generally  were  from 
12  per  cent,  to  25  per  cent,  of  the  total  sales.  In  over 
one-half  the  stores  the  sales  of  children's  shoes  were 
not  over  15  per  cent,  of  the  total  volume  of  business. 

The  sales  of  rubbers  generally  were  less  than  10 
per  cent,  of  the  total  sales  and  in  many  stores  not 
over  6  per  cent. 

The  sales  of  findings  apparently  constituted  a  small 
portion  of  the  sales  in  retail  shoe  stores,  generally 
about  2  per  cent,  or  3  per  cent,  of  the  net  sales. 

The  sales  of  hosiery  in  retail  shoe  stores  also  were 
small,  according  to  the  reports.  For  twenty-four  stores 
information  was  furnished  regarding  their  hosiery  sales 
and  in  all  but  one  of  these  stores  the  sales  of  hosiery 
were  less  than  10  per  cent,  of  the  total  sales.  In  over 
one-half  the  stores  the  sales  of  hosiery  were  less 
than  5  per  cent,  of  the  total  volume  of  business. 

A  considerable  cjuantity  of  further  information,  en- 
larging on  the  figures  given  in  the  above  table,  is  con- 
tained in  the  bulletin,  which  will  be  found  very  inter- 


esting and  valuable  l)y  the  shoe  retailer.  It  is  priced 
at  $1.00  and  is  obtainable  from  the  Bureau  of  Business 
Research,  Harvard  University,  Cambridge,  Mass. 


A  Progressive  Young  Shoeman 

J.  F.  Bluteau.  assistant  manager  of  the  Globe  Shoe, 
Limited,  Terrebonne,  P.  Q.,  has  had  a  wide  experience 
in  the  shoe  business.  In  1911  he  went  into  the  em- 
ploy of  the  old  Star  Shoe  Company,  Montreal,  serving 
as  a  ticket  writer.  After  two  years  in  the  ofHce  Mr. 
Bluteau  was  given  charge  of  the  shipping  department 


Mr.  J.  F.  Bluteau 

of  the  same  firm,  which  position  he  held  until  1916. 
In^  1916  he  was  appointed  chief  clerk  of  the  factory 
ofifice  of  George  A.  Slater,  Limited,  Ontario  Street. 
Maisonneuve,  P.  Q.  Severing  his  connection  with  that 
firm  in  1917,  Mr.  Bluteau  joined  the  Globe  Shoe  Limi- 
ted, as  assistant  manager.  He  has  full  charge  of  the 
sales  de])artnu'nt  of  this  firm. 


Trading  Certificates  Draw  Business 

Trading  certificates  proved  to  be  good  business 
getters  for  a  large  new  store  recently  opened  in  Chi- 
cago. Each  man  or  woman  who  visited  the  store  was 
given  a  trading  certificate  good  for  one  dollar  on  the 
purchase  price  of  any  pair  of  shoes  redeemable  before 
January,  1921. 
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Brothers  Join  in  Shoe  Business 

THI'".  Bates  Shoe  Co.,  shoe  retailers,  15  Danfortli 
Ave.,  Toronto,  is  now  operating-  the  business 
formerly  carried  on  under  the  firm  name  of  Bates 
and  Richardson.  The  latter  partnership  has  been 
dissolved,  and  the  present  partners  in  the  concern  are 
Mes.srs.  O.  E.  Bates  and  S.  T.  Bates.  S.  T.  Bates  was 
formerly  of  Winnipeg  from  which  city  he  has  just  re- 
cently returned  to  join  his  brother  in  his  shoe  business 
in  Toronto.  He  has  both  retail  and  wholesale  exper- 
ience, having-  formerly  retailed  shoes  on  Portage  Ave., 
Winnipeg-,  for  seven  years.  At  present  he  has  the 
agency  for  a  number  of  eastern  houses,  and  he  hopes  to 
make  a  couple  of  trips  a  year,  carrying  their  goods.  The 
remainder  of  the  time  he  will  attend  to  the  retail  busi- 
ness with  his  brother. 


Montreal  Shoemen  Take  Initiative  in  Move- 
ment to  Erect  Building  Suitable  for 
Exhibition  Purposes 

THl^  first  ])ractical  step  towards  securing  a  build- 
ing in  Montreal,  which  could  be  used  for  con- 
ventions, exhibitions,  concerts  and  public  gath- 
erings of  every  kind,  was  taken  at  a  meeting  held 
in  the  Windsor  Hotel,  on  December  2nd.  This  meeting 
which  was  called  on  the  initiative  of  Montreal  members 
of  the  National  Shoe  Retailers'  Association,  was  at- 
tended by  representatives  of  a  large  number  of  organi- 
zations and  industries,  in  which  the  shoe  industry 
formed  a  prominent  part. 

Mr.  Peter  A.  Doig  presided  at  the  meeting,  and 
outlined  the  events  which  had  resulted  in  this  move- 
ment being  started.  He  pointed  out  that,  when  the 
Shoe  Fair  and  Convention  was  held  in  Montreal,  the 
difficulty  as  to  accommodation  had  arisen,  and  that  a 
simi  of  between  twenty  thousand  and  twenty-five 
thousand  dollars  had  to  be  expended  in  order  to  put 
the  Coliseum  into  shape.  Arising  out  of  this,  a  ques- 
tionnaire had  been  sent  out  to  the  shoe  trade  asking 
their  opinion  as  to  whether  an  exhibition  should  be 
held  annually,  and  if  so,  where.  The  majority  of  an- 
swers were  favorable  to  an  annual  exhibition,  and 
to  the  event  being  held  in  Montreal.  The  subject 
was  considered  by  the  executive  of  the  shoe  retailers 
and  manufacturers,  and  while  it  was  agreed  that  the 
Fair  should  he  held  annually,  and  that  Montreal  was 
the  logical  location,  it  had  to  be  admitted  that  it  would 
not  be  wise  to  hold  the  Fair  in  the  city  because  of  the 
lack  of  accommodation. 

All  the  opinions  expressed  by  subsequent  speakers 
were  to  the  efifect  that  such  a  building  was  a  vital  ne- 
cessity to  the  commercial  and  social  development  of  the 
city,  emphasis  being  laid  on  the  fact  that,  from  a  musi- 
cal point  of  view,  Montreal  had  been  a  great  loser  by 
reason  of  there  being  no  available  hall  for  concerts. 

The  proposal  was  endorsed  from  several  points  of 
view,  and  by  speakers  representing  commercial,  trade 
imion,  selling,  social,  and  athletic  interests. 

Among  the  speakers  indentified  with  the  shoe  trade 
were  Mr.  K.  LaRose  and  Mr.  C.  P.  Slater. 

The  question  of  ways  and  means  was  discussed, 
and  the  following  committee,  with  Mr.  P.  A.  Doig  as 
chairman,  was  appointed  to  study  this  and  other  cpics- 
tions:  Messrs  F.  W.  Stewart,  City  Improvement  Lea- 
gue :  J.  T.  Foster,  Montreal  Trades  and  Lal)or  Council : 
['liilip  I'".  Layton  ;  Henri  Viau,  Chamber  of  Commerce 
and  secretary  of  the  Shoe  Manufacturers  Association  ; 
Henry  I'hilliiis,  Rotary  Club;  John  ,\.  l*>azer,  Mon- 


treal Publicity  y\ssociation  ;  Emile  LaRose,  National 
Amateur  Athletic  Association;  L.  1.  McMahon,  Young 
Men's  Canadian  Club  ;  C.  H.  Winter,  Montreal  Elec- 
trical Club ;  and  Aid.  J.  E.  Sansregret,  Retail  Mer- 
chants' Association  of  Canada.  Mr.  J.  A.  Beaudry 
was  appointed  secretary.  The  committee  was  given 
power  to  add  to  its  numbers. 


Promotion  in  A.  H.  M.  Ranks 

J.  P.  Quesnel,  who  was  recently  appointed  Manager 
of  the  Quebec  Division  of  Ames-Holden-McCready, 
Limited,  started  his  career  in- the  shoe  trade  in  1895, 
when  he  went  with  Clement  Lafleur,  boot  and  shoe 
manufacturers  and  jdlibers  in  rubbers,  as  office  clerk. 

Messrs.  Daoust,  Lalonde  &  Company  gave  him 
charge  of  their  stock,  when  they  formed  their  company 
in  1897.  He  stayed  with  them  up  to  1902,  when  Mr. 
J.  I.  Chouinard  left  the  retail  shoe  business  to  go  into 
the  wholesale  boot,  shoe  and  rubber  jobbing,  and 
took  him  in  as  Manager. 

In  1901,  A.  L.  Breithaupt,  President  of  the  Berlin 
Rubber  Manufacturing  Co.  Limited,  appointed  him 


Mr.  J.   p.  Quesnel 

Selling  Agent,  of  "Daisy"  brand  of  rubbers,  in  the  Pro- 
vince of  Quebec. 

He  remained  with  this  latter  Company  up  to  the 
time  of  the  amalgamation  of  the  dififerent  Rubber  com- 
panies, when  T.  H.  Rieder,  who  was  then  appointed 
General  Manager  of  the  Canadian  Consolidated  Rub- 
ber Company,  employed  him  as  salesman  for  their 
various  brands  of  rubber  footwea-r. 

Mr.  Rieder,  shortly  after  his  appointment  as  pre- 
sident of  the  Ames  Holdeil  McCready  System,  engaged 
Mr.  Quesnel  as  Assistant  Manager  of  the  Quebec  Di- 
vision, which  position  he  ably  filled  imtil  his  recent 
l)romotion  to  the  managership. 

Mr.  Quesnel  is  well  and  favorably  known  to  the 
.shoe  trade  of  the  entire  Province  of  Quebec  and  vicin- 
ity, and  his  appointment  as  Manager  has  been  most 
favorably  received. 


Industrial  Samsons  who  are  endeavoring  to  bring 
jtrices  down  with  a  crash  are  themselves  likely  to  be 
buried  in  the  wreckage. 
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Chain  Selling  Scheme  Adjudged  Legal 

JL'D(;jMENT  in  favor  of  the  Certificate  Shoe  Co., 
which  has  been  operating  a  sale.s  scheme  in  Mon- 
treal on  the  chain  system,  and  against  which  a 
complaint  was  laid  by  the  Merchants'  Association, 
has  been  handed  down  by  Judge  Cusson.  Their  scheme 
is  as  follows :  A  person  buys  a  coupon  for  75  cents, 
which  entitles  him  to  go  to  the  company  and  purchase 
a  book  of  four  similar  tickets  for  $3.  He  then  sells 
these  four  tickets,  receiving  the  three  dollars.  His 
friends  are  then  entitled  to  go  and  pay  $3.00  each  for 
a  book  which,  in  turn,  they  sell  to  four  other  people. 
When  these  four  friends  have  bought  their  books  from 
the  company,  the  man  who  originally  sold  them  the 
first  seventy-five  cent  ticket  is  entitled  to  receive  a  pair 
of  shoes  for  nothing". 

The  contention  made  by  I'eter  Bercovitch,  K.C., 
who  appeared  for  the  Merchants'  Association,  in  asking 
for  the  issuance  of  a  w^arrant  charging  the  Certificate 
Shoe  Co.  with  conducting  a  lottery,,  was  that  the  coin- 
pan}-  received  money  for  which  the  return  was  very 
problematical,  and  also  that  anyone  buying  one  of 
these  coupons,  under  section  263B  of  the  Criminal  Code 
of  Canada,  was  liable  to  conviction  and  a  fine  of 
$20.00.  Judge  Cusson,  however,  ehld  that  there  was  no 
law  which  rendered  the  operation  of  the  system  in- 
itiated by  this  company  a  criminal  ofifence. 

It  is  stated  that  the  Merchants'  Association  will 
a-k  the  Sui)erior  Court  to  issue  a  writ  of  mandamus 
ordering  Judge  Cusson  to  issue  a  warrant  in  order 
that  an  encjuette  into  the  scheme  may  be  made. 


In  a  shoe  store,  as  elsewhere,  cleanliness  is  next  to 
godliness.  Some  customers  would  even  be  inclined  to 
reverse  the  order. 


Our  association  is  anxious  to  prevent  the  dum])ing 
of  American  shoes  into  Canada  and  these  figures 
would  show  you  to  what  extent  it  has  been  done.  If 
you  happen  to  know  of  any  concrete  facts,  kindly  re- 
port to  this  ofifice  and  steps  will  be  taken  to  jjrotect 
our  industry  against  such  dumping. 


A  Pilgrim  1921  Calendar 

ONE  of  the  most  interesting  calendars  that  has 
ever  come  to  our  desk  is  that  of  the  United 
Shoe  Machinery  Corporation  for  the  year  1921. 
It  is  designated  "A  Pilgrim  Calendar  for  the 
Year  1921,"  and  consists  of  a  little  booklet  approxi- 
mately 3  in.  X  5  in.  attached  to  a  cardboard  folder, 
which  can  be  set  up  for  use  on  the  desk. 

The  booklet  begins  with  a  salutation  which  says  in 
part:  "Because  of  the  tercentenary  anniversary  of  the 
landing  of  the  Pilgrims  at  Piymouth  in  December, 
1620,  the  thoughts  of  many  in  this  country  and  abroad 
are  now  turning  to  Massachusetts  and  the  significant 
events  which  took  place  there  300  years  ago.  A  Pil- 
grim 1921  Calendar  is  therefore  most  timely. 

"Much  that  may  be  looked  for  in  this  Calendar  is 
omitted  because  of  space  limitations,  and  also  for  the 
reason  that  a  great  deal  that  has  been  pictured  and 
written  about  the  Pilgrims,  and  accepted,  is  assump- 
tion or  fiction.  Even  so,  there  remains  much  of  deep 
human  interest  that  is  known  concerning  the  migra- 
tion, voyage,  arrival  and  early  experiences  of  the  Pil- 
grims, and  both  brevity  and  omissions  will  be  stimula- 
tive to  further  reading  afcout  a  series  of  events  roman- 
tic, heroic,  and  big  in  world  consequence." 

The  booklet  is  splendidly  illustrated  with  genuine 
wood  engravings  of  historic  pictures. 


Statistics  of  Shoe  Imports  Reveal  Cheaper 
Prices  to  Canada 

BELO\V  we  reprint  an  interesting  circular  letter 
regarding  the  import  of  U.  S.  shoes  that  has 
been  sent  out  by  iMr.  Henry  Viau,  secretary- 
treasurer  of  the  Shoe  Manufacturers'  Associ- 
ation of  Canada,  to  the  shoe  manufacturers  of  the 
Domini.on  : — 

So  much  has  been  said  concerning  the  quantities 
of  shoes  imoorted  from  the  U.  S.  and  the  dumping 
of  these  during  the  last  few  months,  that  maybe  the 
following  statistics  taken  from  the  U.  S.  reports  would 
interest  you  : — • 


CHILDREN'S 

WOMEN'S 

MEN'S 

1930 

Pairs 

Value 

Average 

Pairs 

Value 

Average 

Pairs 

\'alue 

.\verage 

Jan  

13,435 

$14,291 

$1.06 

44,007 

$129,321 

$2.94 

14,741 

$47,773 

$3.24 

J-eb, 

6,259 

7,720 

1.23 

36,084 

117,309 

3.25 

9.485 

30.507 

3.21 

March   .  . . 

.  10,525 

9,813 

.9;! 

43,150 

155,936 

3.61 

9,7  84 

31.060 

3.17 

April  

5,942 

6,961 

1.17 

81,538 

295,822 

3.63 

19,565 

83,430 

4.31 

May   

.  19,830 

19,357 

.98 

86,515 

342,580 

2.80 

39,827 

7  9.654 

3.67 

June  .... 

.  13,208 

11,803 

.89 

54,183 

158,321 

2.92 

35,945 

65.844 

2.54 

July  

5,309 

8,625 

1.63 

23,430 

91,517 

3.86 

10,083 

;!7,684 

3.T4 

.A.ugust  . . 

755 

942 

1.25 

16,957 

83.065 

4.84 

4,513 

33.136 

7.34 

Sept  

3,801 

3,271 

1.16 

27.073 

108.453 

4.00 

4.938 

39.369 

5.94 

Total 

78,064 

.$82,783 

$1.06 

412,936 

$1,381,123 

$3.36 

138,870 

$4;)8,346 

$:!.40 

RECAPITULATIO.X 

Pairs 

Values 

.\\erage 

Children's 

78,064 

$  83,783 

$1.06 

Women's 

412,926 

1.381.123 

3.36 

128,870 

438,346 

3.40 

Year  1920 

(9  months) 

619.860 

$1,903,353 

$3.07 

Year  1919 

876,277 

2,512,412 

2.86 

Year  1918 

2,413,089 

2.41 

Courteous  attentujn  is  flattering.  b'awnmg  ser- 
vilitv  is  disgusting. 


The  Shoe  Manufacturers  who  have  not  already 
secured  their  reservations  for  January  25th  and 
26th,  1921,  at  the  King  Edward  Hotel,  Toronto, 
are  requested  to  do  so  through  Mr.  Henri  Viau, 
Secretary  of  the  Shoe  Manufacturers'  Association 
j        of  Canada,  137  McGill  Street,  Montreal,  at  once. 


I 


96 


FOOTWEAR    IN  CANADA 


December,  1920 


A  Growing  Industry 

MR.  George  F.  Davis,  vice-president  of  Bennett 
Ltd.,  Chaml)ly  Canton,  speaking  before  the 
Tariff  Committee  at  Montreal  on  November 
18th,  presented  a  factum  for  the  manufactur- 
ers of  leather  fibre  products  for  heels,  soles  and  other 
parts  of  boots  and  shoes.  He  said  they  purchased 
leather  cuttings,  which  would  otherwise  be  waste  mat- 
erials from  Canadian  leather  firms,  to  the  extent  of 
$150,000  a  year,  and  turned  them  into  leather  board, 
a  material  which  was  of  real  use  in  keeping  down  the 
high  cost  of  shoes.  Starting  seven  years  ago  with 
an  output  of  four  tons  a  day,  they  had  increased  to  16 
tons  a  day.  They  had  developed  the  largest  industry 
of  its  kind  in  the  Empire,  supplying  two-thirds  of  the 
Canadian  market,  utilizing  Canadian  materials.  But 
they  had  to  meet  competition,  and  occasional  dumping 
from  similar  enterprises  in  the  United  States,  and  asked 
that  the  present  duty  of  25  per  cent.  British  i)referential 
and  25  per  cent,  general  be  continued,  not  to  increase 
prices  but  to  give  them  an  assured  market. 


A  ''Round  Table"  for  Retail  Shoe  Salesmen 

AT  Boston,  Mass.  on  the  evening  of  November 
17th,  there  was  inaugurated  a  unique  education- 
al movement  of  particular  interest  to  retail 
shoe  merchants — the  "Boston  Round  Table" 
of  the  Retail  Shoe  Salesmen's  Institute.  This  meeting- 
will  be  the  first  of  a  course  of  twenty  extending  through 
the  winter,  and  will  be  attended  by  75  picked  sales- 
men and  saleswomen  from  the  Boston  stores,  all  of 
which  are  behind  the  "Round  Table"  because  of  its 
official  endorsement  by  the  Boston  Retail  Shoe  Sales- 
men's Association  and  the  Massachusetts  Retail  Shoe 
Merchants  Association.  The  class  will  study  scientific 
shoe  salesmanship  and  shoe  manufacture,  guided  by 
special  text  books  and  every  possible  form  of  demour 
strative  material,  working  models,  factory  inspection 
etc. 

This  is  the  first  time  such  a  course  has  been  or- 


ganized in  the  vStates  or  Canada  and  the  success  of  the 
"Boston  Round  Table"  will  be  followed  by  an  extension 
of  the  work  all  over  both  countries.  This  would  seem 
entirely  practicable  as  the  "Round  Table"  is  sponsored 
by  the  Retail  Shoe  Salesmen's  Institute  which  is  sup- 
jjortcd  by  the  majority  of  the  most  important  con- 
cerns in  the  footwear  industry. 

During  the  coming  winter  it  is  pur]Kjsed  to  thor- 
oughly cover  the  following  subjects  in  the  "Round 
Table"  meetings ;  retail  shoe  salesmanship,  correct 
fitting,  materials  in  shoes,  shoemaking,  footwear  mer- 
chandising, stockkeeping,  window  and  store  display 
and  advertising,  introduction '  to  shoe  store  manage- 
ment. Meetings  will  be  conducted  by  directors  selec- 
ted ])y  the  Institute,  with  an  oral  questionnaire  cover- 
ing the  above  subjects  as  presented  in  text  'book  matter 
and  daily  store  experience.  Discussions  will  also  be 
frequently  held  on  current  trade  conditions,  with  ad- 
dresses by  trade  leaders  on  these  and  other  topics. 

4.  

!  ! 

I  The  Convention  of  the  Canadian  Shoe  Manu-  1 

j  facturers'  Association  will  be  held  January  25th  j 
j        and  26th,  at  the  King  Edward  Hotel,  Toronto.  j 

1  1 
 .  , —  ^ 

Market  Conditions  in  British  Columbia 

THE  shoe  market  in  British  Columbia  is  quiet 
at  present,  though  steady  and  retailers  in  gen- 
eral seem  to  be  waiting  for  a  re-adjustment 
of  prices  in  the  near  future. 
Small  orders  from  B.  C.  merchants  are  keeping  the 
local  shoe  factory  busy  according  to  Mr.  J.  Thurston, 
factory  supentendent  of  J.  Leckie  Co.  Ltd.,  who  attri- 
butes this  condition  to  the  unwillingness  of  the  dealers 
to  lay  in  large  stocks  of  Eastern  goods  and  then  be 
caught  with  those  stocks  on  hand  when  the  re-adjust- 
ment of  prices  comes  about  and  which  the  retailers 
appear  to  think  will  be  soon. 
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W.  M.  Angus  Appointed  General  Manager 
A.  H.  M.  System 

Mr.  W.  M.  Angus,  who  was  recently  appointed  Gen- 
eral Sales  Manager  of  the  Ames  Holden  McCready 
System,  was  born  in  Montreal  and  entered  the  employ 
of  Ames  Holden  &  Company  in  1891  as  a  stenographer. 
He  got  interested  in  shoes  'both  from  the  standpoint 
of  production  and  selling,  and  was  eventually  trans- 
ferred to  the  Sales  Department  under  H.  B.  Ames 
(now  Sir  Herbert  Ames).  When  Mr.  Ames  retired, 
Mr.  Angus  took  his  place  in  charge  of  sales. 

He  was  subsequently  appointed  JManager  of  the 
Branch  at  St.  Johii,  New  Brunswick,  and  was  in  charge 


Mr.  W  M.  Angus 

of  the  business  in  the  Maritime  Provinces  for  eighteen 
years.  In  March,  1919,  he  became  Manager  of  the 
Quebec  Division  of  the  Ames  Holden  McCready  Sys- 
tem, which  necessitated  his  return  to  Montreal.  Dur- 
ing his  administration  the  Ottawa  and  Quebec  Bran- 
ches of  Ames  Holden  McCready  Limited  were  opened. 
On  November  1st  last,  Mr.  Angus  assumed  his  present 
position  for  which  he  is  exceptionally  well  qualified. 


Social  Activities  in  Beardmore  Organization 

The  Athletic  and  Social  Association  of  the  Toronto 
lunployces  of  Beardmore  &  Co.  held,  on  Wednesday 
evening,  December  1st,  the  opening  entertainment  of 
a  series  they  have  planned  for  the  winter  months. 

Their  first  entertainment  took  the  form  of  a  com- 
bined Euchre  and  Dance  at  Riverdale  Masonic  Hall 
and  was  a  huge  success,  about  two  hundred  and  fifty 
of  the  employees  and  their  families  participating  and 
enjoying  the  dancing  until  a  late  hour. 

Prizes  were  presented  for  those  successful  in  the 
Euchre,  the  first  prize  for  the  Ladies  being  won  by 
Mrs.  Slean  and  the  second  by  Mrs.  Birks,  while  Mr. 
Sweetman  was  the  winner  of  the  gentlemen's  first 
prize  and  Mr.  Morton  the  second. 

The  prizes  were  presented  by  Mr.  George  Beard- 


more, who  together  with  Mr.  Alfred  Beardmore  and 
Mr.  and  Mrs.  Torrance  Beardmore  attended. 

Mr.  Beardmore,  in  a  very  neat  speech,  expressed 
his  great  pleasure  at  being  present  and  complimented 
the  Association  on  the  splendid  attendance  and  the 
entertainment  they  had  given  and  hoped  to  have  the 
pleasure  of  attending  many  more  in  the  future. 


Conditions  in  Winnipeg  Shoe 
Retail  Business 

Prices  Considerably  Lowered— Shoe  Mer- 
chants Reducing  Stocks— Some  Look 
for  Decrease  in  Wages 

From  our  Winnipeg  Office 

The  Retail  shoe  business  in  Winnipeg  is  operating 
under  abnormal  conditions  at  the  present  time  and 
has  been  for  a  number  of  months  past.  At  the  first 
of  this  year  stocks  were  heavy  and  buying  for  spring 
was  also  heavy,  despite  the  fact  that  prices  had  reached 
the  highest  point  ever  recorded.  Firms  that  were  wat- 
ching the  trade  closely,  however,  tightened  their  buy- 
ing immediately. 

Before  mid-summer  goods  were  ottered  at  sub- 
stantial reductions  and  some  of  the  large  stores  car- 
ried on  weekly  sales  at  one  third  to  one  half  the  former 
l)rice.  This  induced  the  customers  to  buy  liberally  of 
the  bargains  and  to  look  for  further  offerings,,  but  busi- 
ness continued  fairly  strong  until  the  end  of  June, 
when  sales  commenced  to  drop. 

This  fall  business  has  not  been  as  good  as  the  same 
period  last  year.  Any  firms  who  have  been  able  to 
keep  up  there  trade  have  done  it  by  forced  sales  and 
marked  down  prices. 

In  looking  over  the  Retail  display  windows  in 
Winnipeg  today,  particularly  in  clothing  and  boots 
and  shoes,  one  who  is  conversant  with  present  market 
prices  oft'ered  by  the  manufacturer  will  quickly  dis- 
cern that  merchandise  is  being  offered  at  very  cheap 
prices.  Winnipeg  has  been  fortunate,  however,  in  the 
fact  that  while  there  have  been  a  few  stores  which 
have  placarded  their  premises  with  glaring  signs  and 
advertisements  tending  to  cause  hesitation  on  the  part 
of  the  buying  public,  because  of  propaganda  that 
merchandise  is  on  the  toboggan  slide,  arid  a  general 
chaos  in  business,  the  trade  in  general  have  kept  their 
windows  and  advertisements  sane  and  in  keeping  with 
good  business  policy,  marking  down  their  merchandise 
and  drawing  attention  to  dependable  goods  at  reason- 
able prices. 

We  all  know  the  farmer  was  the  first  to  take  his 
loss  on  the  raw  hides.  The  leather  man  and  the  manu- 
facturer likewise,  found  it  necessary  to  take  inventor- 
ies at  reduced  figures.  The  wholesale  and  retailer  figure 
that  their  stocks  are  not  worth  what  they  paid  for 
them,  but  .«hould  be  leased  on  the  prices  now  quoted 
by  the  manufacturer.  There  is  also  a  feeling  among 
Winnipeg  shoemen  that  before  the  manufacturers  will 
be  able  to  get  their  plants  running  that  labor  niav  have 
to  make  concessions  willingly  or  unwillinglv.  which 
will  bring  about  further  reduction. 

Meantime,  retailers  all  along  the  line  are  giving 
their  first  attention  to  reducing  stocks  and  cleaning 
up  their  liabilities,  but  it  no  (loul)t  will  take  some 
considerable  time  before  the  i)ublic  can  i)e  induced 
to  loosen  up  and  business  can  be  brought  back  to  its 
former  activity.  Reductions  are  from  12'/.  to  25  per 
cent. 
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A  Brockton  Shoe  Manufacturer's  View 
of  Market  Situation 


BELOW  we  print  an  item  taken  from  the  Wall 
Street  Journal,   rqporting;    the   bpinion  of  a 
Brockton  shoe  manufacturer  upon  the  situation 
in  the  footwear  industry.    His  statements  can 
be  looked  upon  as  fairly  important,  as  the  Journal  has 
facilities  for  obtaining-  authentic  information:— 

A  South  Shore  shoe  manufacturer  states  that  the 
Brockton  shoe  manufacturing  district  is  running  about 
30  per  cent,  of  capacity,  and  that  there  is  no  cutting — 
the  initial  jjrocess  in  the  manufacture  of  a  shoe.  Plants 
are,  in  other  words,  finishing  up  work  begun  some  time 
ago. 

There  is  absolutely  no  sign  of  the  Spring  buyers 
who  should  now  be  contracting  for  their  early  1921 
requirements,  and  he  does  not  think  they  will  show  up 
before  January  1,  by  which  time  they  may  feel  more 
assurance  as  to  the  stability  of  prices. 

He  feels  that  prices  will  settle  to  a  point  about 
40  per  cent,  below  the  high  level  of  early  1920.  Sole 
leather  is  off  30  per  cent,  in  general  and  can  be  bought 
as  low  as  40  per  cent,  off  from  former  highs ;  upper 
leather  is  off  anywhere  from  33  1/3  per  cent,  for  best 
grades  to  "make  your  own  price"  for  poorest  grades, 
which  are  now  unsalable. 

In  addition  to  these  material  reductions,  this 
manufacturer  is  confident  that  labor  will  do  its  part 
to  return  l>rockton  shoes  to  the  market.  He  states  the 
Boot  &  Shoe  Makers'  Union,  which  controls  the  shoe 
labor  in  Brockton,  is  far  superior  in  average  intelli- 
gence and  administration  to  the  bodies  controliing 
labor  in  the  North  Shore  shoe  towns. 

When  it  can  be  pointed  out  to  the  shoe  worker 
that  some  of  his  living  costs  have  made  material  reduc- 
tions, and  that  acceptance  of  a  wage  reduction  will 
!>pell  resumption  of  manufacturing,  this  observer  be- 
lieves the  shoe  worker  will  accept  a  20  per  cent,  wage 
reduction. 

This,  alone  will  mean,  he  states,  a  reduction  of  say 
25  cents  in  the  labor  cost  of  making  a  pair  of  medium 
grade  shoes,  the  present  cost  now  being  $1.25  to  $1.35. 


Mr.  E.  P.  Cornet,  who  has  gone  into  partnership 
in  the  Chilliwack  Shoe  Co.,  with  Mr.  C.  W.  Muir- 
head,  was  for  ten  years  in  the  shoe  business  in  Van- 
couver and  for  some  years  past  had  been  manager  of 
the  Ingledew  Shoe  Company's  Granville  Street  store. 
The  Chilliwack  Shoe  Co.  is  continuing  in  business  in 
the  Opera  House  Block,  for  the  present,  but  early  in 
the  spring,  hopes  to  be  able  to  move  into  its  new 
premises,  construction  work  upon  which  will  shortly 
htt  started. 


Certain  exaggerated  rejjorts  have  been  circulated 
regarding  an  embargo  on  hides  ordered  by  the  De- 
l^artment  ol  Agriculture.  It  would  appear  that  the 
ruling  issued  by  the  Department  is  not  designed  to 
prcjhibit  the  impcjrtation  of  hides  into  Canada,  ])Ut 
(jnly  to  keep  out  diseased  skins.  11  ides  and  skins  of 
all  sorts  will  recjuirc  a  certificate  of  freedom  from 
disease  before  they  are  allowed  into  the  country. 

Smoking  outfits  and  a  writing  tahle  in  its  men's 
department  are  an  interesting  feature  of  a  high  class 
Birooklyn  shoe  store. 


An  Authoritative  Opinion  Upon  Condi- 
tions in  Shoe  and  Leather  Industry 

ICditor.  l<'(jot\vear  in  Canada: — 

Dear  Sir: — A  letter  just  received  by  our  senior 
member  from  Mr.  Richard  Young,  president  of  the 
Richard  Young  Leather  Co.,  and  whose  authority  oii 
leather  cond.tions  in  America  goes  unquestioned,  seems 
so  timely  and  of  such  importance  to  anyone  inter-  • 
ested  in  leather,  and  particularly  shoes  under  the  pre- 
sent strain,  that  we  believe  that  your  readers  will  be 
glad  to  have  its  contents  ])assed  on  to  them. 

Mr.  Young  states  in  ])art :  "There  seems  so  much 
confusion  regarding  prices  of  leather  that  a  few  word.-; 
on  this  subject  seems  timely. 

"During  the  three  years  prior  to  May  1st  the 
leather  business  was  very  active  and  advanced  to  un- 
precedented prices.  At  that  time  manufacturers  were 
justified  in  increasing  purchases  of  hides  and  skins, 
based  on  orders  which  they  had  taken  from  shoe 
manufacturers  which  they  ex])ected  would  be  carried 
out  in  good  faith,  but  early  in  May  a  reaction  set  in 
and  many  orders  were  cancelled  unjustifiably.  Great 
quantities  of  shoes  were  returned,  deliveries  postponed 
or  unwarrantable  concessions  in  prices  demanded. 
Export  orders  for  leather  were  cancelled,  drafts  for 
large  amounts  shipped  were  dishonored  and  goods  had 
to  be  recalled  at  great  expense,  and,  upon  receipt  here, 
were  sold  at  very  heavy  loss. 

"This  was  followed  by  demoralization  in  the  trade, 
resulting  in  stagnation  such  as  was  never  before 
known,  and  prices  of  a.l  kinds  of  leather  declined  in 
excess  of  anything  justified  by  the  reduction  in  raw 
material,  owing  to  the  fact  that  there  has  been  but 
slight  decline  in  tanning  mater. al  and  none  whatever 
in  lal)or. 

"The  experience  of  leather  and  shoe  manufacturers 
during-  the  extraordinary  conditions  prevailing,  makes 
it  obvious  that  greater  care  should  be  taken  in  giving 
and  accepting  orders,  and  that  there  is  a  clear  under- 
standing to  avoid  cancellation,  as  it  is  generally  recog- 
nized that  this  is  largely  responsible  for  the  present 
distress. 

"Fortunately,  I  think  prices  have  reached  bottom. 
Finished  leather  in  nearly  all  lines  is  below  replace- 
ment value.  Tanners  and  shoe  manufacturers  through- 
out the  country  are  not  averaging  more  than  50  per 
cent,  of  normal  production.  I  think  the  stock  of  shoes 
in  the  hands  of  wholesalers  and  retailers  is  not  over- 
large  and  is  rapidly  being  depleted,  and  when  they 
enter  the  market  in  the  near  future  to  replenish  they 
will  find  the  manufacturers  unable  to  meet  their  de- 
mands for  prompt  delivery. 

"1  look  forward  with  confidence  to  steady  im- 
provement in  the  shoe  and  leather  business  during  the 
next  three  months,  and  great  prosperity  in  1921.  Crops 
are  good,  labor  is  well  employed  and  well  paid,  there 
are  millions  of  people  in  our  country  all  needing  shoes, 
and  while  exports  are  temporarily  suspended,  Europe 
must  in  the  future  lot)k  to  us  for  su])])lies  which  we 
alone  can  furnish." 

We  value  these  views  as  most  sound  and  believe 
the  trade  generally  can  accept  them  as  an  honest  sur- 
vey by  one  who  knows. 

Sincerely  yours, 

Charles  A.  Ahrens,  Limited. 
Fred  H.  Ahrens,  Sec'y-Treas. 
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Toronto  Repair  Man  Returns  from 
Overseas  Trip 

MR.  A.  Prior,  a  prominent  member  of  the  Tor- 
onto Shoe  Repairers'  Association,  has  just 
recently  returned  from  a  trip  to  the  Old  Land 
extending  over  two  months.  Mr.  Prior  sailed 
for  England  on  August  21  on  the  S.S.  Megantic,  and 
arrived  in  Toronto  again  on  Wednesday,  Nov.  17.  He 
tells  "Footwear"  that  he  found  conditions  in  the  shoe 
repairing  trade  over  there  pretty  good.  In  the  city 
of  Nottingham,  where  Mr.  Prior  spent  the  greater  part 
of  his  time,  prices  were  equal  to  those  prevailing  in 
Toronto,  and  there  was  plenty  of  good  stock  in  the 
stores.  J"larly  cosing  was  the  rule  and  all  the  shops 
shut  up  at  one  o'clock  on  Thursdays.  Mr.  Prior  wa  i 
so  favorably  impressed  with  the  conditions,  mdeed, 
that  he  contemplates  going"  back  to  England  next 
April  and  setting  up  in  business  for  himself  there. 
However,  he  says  he  has  no  complaint  to  make  of  the 
conditions  in  Canada.  He  came  over  from  the  Old 
Land  originally  in  1913  and  arriving  in  Toronto  with 
$5.00  in  his  pocket,  he  immediately  set  himself  to  his 
trade,  locating  on  Jones  Ave.  He  now  has  two  shops 
on  that  street. 


Toronto  Ass'n  Have  Enjoyable  Evening 

THE  Toronto  Shoe  Repairers  Associaticjn  had  a 
very  enjoyable  meeting  Thursday,  Nov.  25. 
After  a  brief  discussion  on  business  conditions, 
the  remainder  of  the  evening  was  given  over  to 
a  musical  entertainment,  which  was  supplied  by  an  A. 
No.  1  Hawaiian  Band,  well  supported  by  the  lungs 
of  the  members  present.  There  were  instrumental 
pieces,  solos,  choruses,  old-time  and  new  fangled  popu- 
lar songs,  in  which  everyone  joined  with  a  roar. 
It  was  quite  a  novel  treat,  and  well  worth  hearing. 


New  "Universal"  Repair  Equipment 

THE  Universal  Leather  Cutter  as  shown  here- 
with is  being  manufactured  by  the  Universal 
Shoe  Machinery  Co.  of  Canada,  Limited,  Mon- 
treal. This  cutter,  besides  being  useful  for  the 
shoe  repair  man,  can  also  be  used  by  shoe  manufactur- 
ers, harness  makers,  etc. 

In  addition  to  cutting  leather  according  to  patterns 
for  shoes,  it  can  also  be  used  to  plot  out  heel  patterns 
on  a  bend  or  Jumbo  Block.  This  machine  does  away 
M'hh  the  old  system  of  cutting  leather  with  a  knife, 
which  operation  is  very  expensive  these  days  when  the 
cost  of  labor  is  so  high. 

"^he  Universal  Heel  Reducer,  photograph  of  v  Hich 
is  herewith  reproduced,  is  also  a  money  and  time 
saver.  It  can  be  adjusted  to  any  height  of  heel,  and 
does  away  with  the  old  system  of  removing  heels  with 
screw-drivers.  This  machine  is  also  l)eing  manufac- 
tured by  the  Universal  Shoe  Machinery  of  Canada, 
Limited,  Montreal. 


New   22   ft.    model    FF    Universal   finishing   machine   with    stitcher  leg 

attached 


Protecting  the  Customer's  Modesty 

The  proprietor  of  a  Brooklyn  repair  shop  protects 
the  feet  of  his  while-you-wait  customers  from  the  vul- 
gar gaze  by  setting  them  in  separate  cabinets.  The 
dividers  between  the  cabinets  are  3  ft.  high  and  they 
have  small  swinging  doors.  The  customer  thus  enjoys 
privacy  as  to  his  limbs — and  pays  for  it  at  the  rate  of 
$2.65  for  half  soles  and  $4  for  full  bottoms.  This  re- 
pair man  has  applied  as  many  as  1,500  pairs  of  rubber 
heels  in  one  day. 


The  Connaught  Shoe  Co.,  Ltd.,  have  opened  a  job- 
bing and  retail  business  at  510  Danforth  Ave.,  Toron- 
to, carrying  a  representative  stock  of  heavy,  medium 
and  light  Goodyear  welts.  Mr.  C.  W.  James,  Jr.,  is 
vice-president  and  general  manager. 


+ — 


Assembly  drawing  of  a  leather  cutting  machine  re- 
cently   placed    on    the    market    by    Universal  Shoe 
Machinery  Ltd. 


New    heel    reducer  machine 
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A  Brief  History  of  the  Hamilton  Repairers'  Ass'n 
and  a  Cliat  on  Association  Work  in  General 


IT  is  close  on  four  years  now  since  the  Hamilton 
Shoemakers'  and  Repairers'  Association  was  born. 
It  was  a  healthy  ch.ld  from  the  beginning,  though 
of  course  it  has  had  some  of  the  ailments  to  which 
growing  youngsters  are  prone.  There  is  always  a 
little  trouble  to  be  expected  when  a  child  is  teething, 
and  then  when  it  gets  its  teeth,  sometimes  it  bites  off 
more  than  it  can  digest  properly  and  there  is  some 
little  discord  within  its  members.  Even  that  happens 
w.th  some  grown-up  folk  at  times,  and  we  must  always 
make  allowances  for  the  frailties  to  which  the  human 
race  is  err.  An  association  is  no  better  and  no  worse 
than  the  average  member.  And  it  behooves  every  man 
to  ask  himself:  What  sort  of  an  association  would 
this  be  if  every  member  in  it  were  just  like  me?  If 
the  members  were  all  Smiths,  or  Johnstons,  or  Doolans, 
would  it  be  an  active,  progressive,  broad-th'nkmg 
organization,  a  credit  not  only  to  the  trade  but  to  the 
whole  community?  It  is  easy  to  see  the  mote  in  a 
brother-member's  eye,  but  a  lot  of  feillows  never  dis- 
cover the  beam  in  their  own.  They  walk  in  semi-dark- 
ness, stumbling  and  swearing  and  blocking  the  path- 
way of  others,  while  all  the  time  they  imagine  they 
have  the  only  true  light.  These  are  the  men  who  im- 
pede the  progress  of  an  association  and  prevent  it 
doing  its  best  work.  Luckily  they  are  not  very  num- 
erous. But  then  there  are  a  lot  of  decent  fellows  who 
really  believe  the  association  is  worth  while,  pay  their 
fees  regularly  without  demur,  and  attend  the  annual 
banquet — but  as  to  doing  any  work,  well  they're  just 
too  busy  in  the  shop,  and — oh,  Idt  George  do  it ;  he 
used  to  do  it  and  doesn't  mind. 

There  are  very  few,  if  any,  associations  that  have 
not  to  contend  with  these  difficulties,  and  after  an  un- 
availing struggle  some  lie  down  and  die  a  natural 
death.  However,  there  are  always  a  number  of  fair- 
minded  men  who  do  their  best  by  the  association  and 
don't  consider  themselves  infallible,  but  show  some 


respect  for  the  other  fellow's  opinions.  Such  are  the 
back-bone  of  any  organization. 

It  generally  ha])pens,  however,  that  one  man  sets 
the  ball  njlling  at  the  outset,  and  it  is  probaljly  to  Mr. 
T.  Revell  that  the  chief  credit  must  go  for  fathering 
the  Hamilton  Association.  In  the  early  ])art  of  1917 
Mr.  Revell  sent  out  letters  to  practically  all  the  shoe- 
makers in  Hamilton,  inviting  them  to  attend  a  meeting 
for  the  purpose  of  discussing  the  formation  of  an  as- 
sociation. Some  twenty-five  members  of  the  trade 
assembled  on  Jan.  29,  1917,  in  the  Sons  of  England 
Hall,  which  resulted  in  the  association  being  formed, 
with  Mr.  John  Ross  as  president;  Mr.  Thomas  Gray- 
son, vice-i)resident,  and  Mr.  Fred  Tebbs,  secretary- 
treasurer.  The  executive  committee  for  the  first  year 
consisted  of  Messrs.  T.  Revell,  F.  Clark,  H.  Hender- 
son, H.  Wood,  A.  Millar  and  W.  Greer. 

The  objects  of  the  association  as  set  forth  in  the 
by-laws  are  to  "discuss  and  decide  upon  all  matters 
of  mutual  interest  to  its  members.  It  is  provided  in 
the  constitution  that  the  officers  shall  be  a  president, 
vice-president,  secretary-treasurer,  and  six  other  mem- 
bers of  the  association,  these  forming  the  management 
of  the  association,  to  whom  all  urgent  questions  for 
adjustment  shall  be  referred. 

One  of  the  first  steps  taken  was  to  ap])oint  a  com- 
mittee to  draw  up  a  price  list,  which,  after  being  pre- 
sented to,  and  discussed  by,  those  interested,  was 
adopted  and  put  into  efifect  on  March  1,  1917.  All  the 
members  were  provided  with  large  printed  posters  or 
cards,  to  hang  up  in  their  shops  to  warn  the  public 
that  on  and  after  that  date  the  charges  for  shoe  repair- 
ing would  be  increased. 

A  motion  was  also  carried  that  members  having 
sewing  machines  should  stitch  for  their  fellow-mem- 
bers only. 

Another  forward  step  made  by  the  association  is 


Mr.   Roeer  Chadwick,   member  of  executive. 


Mr.    H.    Henderson,  President 


Mr.  C.  Hunt,  member  of  executive 


December,  1920 


FOOTWEAR   IN  CANADA 


101 


the  provision  for  early  closing  one  day  a  week,  ihe 
members  close  their  shops  at  one  o'clock  on  Wednes- 
day afternoon  the  year  'round. 

The  Hamilton  association  has  also  been  act.ve  m 
a  social  way.  Picnics,  euchre  parties  and  outings  have 
been  held,  which  have  helped  to  create  the  right  spirit 
among  the  members.  In  many  cases,  the  Toronto  and 
HamiTton  men  have  joined  in  these  activities.  They 
have  had  picnics  and  baseball  games  together,  and 
have  alwavs  been  represented  at  each  other'.'--  ban- 
quets. The  first  annual  banquet  of  the  Hamilton  asso- 
ciation was  held  on  March  24th  of  this  year,  and  not 
only  was  there  a  large  attendance  of  the  local  men, 
but  quite  a  delegation  came  over  from  Toronto  and 
joined  with  a  will  in  the  proceedings  of  the  evening. 

It  will  be  seen  that  the  Hamilton  Shoemakers'  and 
Rei)airers'  Association  is  now  well  past  the  swaddling 
clothes  stage  and  may  actually  be  said  to  be  in  long 
pants,  though  it  has  got  room  to  grow  a  bit  yet.  .\s 
the  active  and  enthusiastic  secretary.  -Mr.  A.  R.  Wil- 
ton, says:    "We  as  an  association  are  still  ali\e  and 


a  live  executive.  Three  years  without  missing  a  single 
meeting  is  the  record  of  the  secretary,  and  the  greatest 
credit  is  due  to  him  for  his  fidelit}-  and  enthusiasm  in 
boosting  the  interests  of  the  association. 


Repairers'  Organization  Needed  in  Vancouver 

IT  appears  that  the  Shoe  Repairers  Association, 
which  was  formed  in  Vancouver  some  time  ago 
with  much  enthusiasm,  has  practically  ceased  to 
exist.  Just  why  the  organization  has  been  allowed 
to  lapse  cannot  be  fully  learned.  At  this  moment  in 
the  shoe  repair  business,  when  leather  has  never  been 
known  to  be  so  high  in  price  and  findings  of  all  kinds 
are  mounting  up,  it  requires  all  the  resources  of  the 
members  of  the  trade  to  educate  the  public  in  the 
matter  of  fair  prices.  This  can  only  be  accomplished 
successfully  and  expeditiously  when  they  work  on  a 
united  instead  of  an  individual  basis.  There  is  one 
thing  certain,  and  that  is,  the  figure  which  is  being 
charged  patrons  today  on  most  jobs  is  not  sufficient  to 
allow  a  proprietor  the  wages  of  a  journeyman,  and, 
with  the  increased  cost  of  living,  the  probable  rise  in 
rent,  etc..  shoe  repairing  in  Vancouver  afifords  little 
more  than  a  bare  existence.  It  is  hoped  'by  some  of 
the  members  that  the  craft  will  get  together  and  re- 
organize the  Shoe  Repairers'  Association,  for  they  feel 
that  by  doing  this  and  working  together  with  interest 
there  is  a  bright  fture  ahead,  for  the  members;  but 
co-operation  must  prevail  or  the  association  will  die 
of  lack  of  interest  as  it  did  before. 


Gee.  H.  Llewellin,  member  of  executive, 
Hamilton  Shoe  Repairers'  Association. 

kicking,  we  have  our  ups  and  downs,  some  members 
going  out  and  others  coming  in,  and  with  all  we  are 
steadily  growing;  there  are  now  sixty-five  names  on 
our  roll,  and  in  time  we  hope  to  enroll  more.  There 
are,  of  course,  dififerences  of  opinion  to  be  contended 
with  and  overcome  and  minor  d.sputes  among  the 
members  to  be  settled."  This  latter  condition  is  the 
lot  of  every  association  that  we  have  ever  had  any 
knowledge  of.  As  a  matter  of  fact,  if  there  were  no 
dififerences  of  opinion,  why  form  an  association?  If  all 
were  agreed  as  to  the  proper  policy  for  the  repair  men 
as  a  wtiole  to  adopt,  there  would  be  little  need  for  the 
men  to  get  together  unless  for  social  ])urposcs.  The 
object  of  an  association  is,  if  |)ossible.  to  find  common 
ground  on  which  all  can  stand,  to  advance  with  the 
spirit  of  the  times,  to  broaden  out  every  niein])er  by 
contact  and  conference  with  his  fellows,  and,  finally, 
to  use  the  lever  of  unity  for  the  elevation  of  the  trade. 

Secretary  Wilton  states :  "As  an  association  we 
shall  have  to  hang  closely  together  just  now,  for  the 
public  is  beginning  to  demand  lower  prices  and  we 
are  not  prepared  yet  to  lower  prices,  in  fact  my  opinion 
is  they  should  go  up." 

The  Hamilton  organization  is  fortunate  in  having 


Disabled  Soldiers  Operating  Repair  Shop 

THE  X'eterans'  Shoe  Repairing  Shop,  operated 
solely  by  disabled  veterans  of  the  Canadian 
army,  is  the  latest  addition  to  Vancouver's  shoe 
repairing  trade.  This  new  establishment, 
owned  and  managed  by  Messrs.  Gilbert  and  Towler, 
733  Pender  St.  ^\^,  opened  on  November  1st  and  is 
already  hard  put  to  cope  with  the  business  coming  in. 
Mr.  Gilbert  is  a  firm  believer  in  aggressive  business 
tactics  and  advertising  and  believes  in  getting  out 
out  after  the  business  if  the  business  does  not  come 
to  him. 

The  shop  is  fitted  up  with  the  latest  shoe  repairing 
machinery,  a  new  Champion  Ideal  curved-needle  stitch- 
er and  the  latest  type  22-fo()t  finisher  l)eing  included  in 
the  equipment. 

On  account  of  the  present  retail  shoe  situation, 
Mr.  Gilbert  anticipates  a  very  good  season  this  winter 
and  since  his  estal^lishment  is  comprised  solelv  of  re- 
turned men.  the  new  venture  should,  and  will,  be  well 
supported  by  the  citizens  of  Vancouver. 


Making  Edges  on  Rubber  Heels 

Making  edges  on  rubber  heels  and  on  rul)l)er  soles 
calls  f(jr  speci.'il  sha])ing,  as  in  a  short  time  the  ten- 
dency ol  riibl)er  heels  and  soles  is  to  s])read  out  and 
the  line  shape  of  the  edge  is  quickly  destroyed,  so 
that  in  making  edges  a  somewhat  under-cut  shaj)c  is 
called  for.  but.  of  course,  not  to  any  extreme.  It  is 
the  practice  in  some  shops  to  trim  the  edges  straight, 
and  the  scourer  later  on  takes  oft^  until  the  rubber  is 
slightly  undershaped.  The  undershaoed  edge  is  objec- 
tionable in  mater'al  that  retains  its  shai)e  during  wear, 
but  as  rubber  is  bound  to  spread  over,  the  under-cut- 
ting is  to  counteract  the  evil  tendencv  of  si)reading 
over  and  showing  badly  on  the  shoe. 
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Growth  of  the  Brantford  Shoe 
Repairers'  Association 

Eighteen  Months  Old  and  Takes  in  Practically 
Every  Man  in  the  Local  Trade 


ON  the  evening-  of  June  9,  1919,  the  shoe  repairers 
of  the  telephone  city  were  all  together  with 
one  accord  in  the  Y.M.C.A.  Building,  and,  being- 
seized  with  the  importance  of  an  organization 
to  raise  the  status  of  the  trade,  they  decided  in  short 
order,  to  form  one — that  was  how  the  Brantford  Shoe 
Repairers'  Association  l)egan,  eighteen  months  ago. 

At  the  first  meeting  practically  the  whole  trade  was 
present,  and  Mr.  Thompson  Smith  was  asked  to  act  as 
chairman  of  the  meeting.  The  election  of  of¥icers  was 
held  the  same  evening,  and  Mr.  Smith  was  chosen  as 
chairman,  Mr.  Frank  Sheppard,,  vice-president,  and 
J.  W.  Stevens,  secretary-treasurer.  The  next  step  was 
to  adopt  a  price  list,  which,  as  the  present  secretary 
advises  us,  has  worked  out  to  the  benefit  and  satis- 
faction of  all. 

Meetings  have  since  been  held  on  the  fourth  Thurs- 
day of  every  month,  and  a  large  percentage  of  members 
is  always  in  attendance. 

In  June  of  this  year  the  first  annual  meeting  was 
held,  and  the  following  officers  were  elected  for  the 
ensuing  year :  President,  W.  S.  Pettit ;  vice-president, 
J.  W.  Stevens ;  secretary-treasurer,  S.  Hall.  At  the 
close  of  the  meeting  the  members  adjourned  to  Laing's 
Parlors  where  they  partook  of  refreshments  provided 
by  the  president-elect. 

Another  social  event  took  place  on  the  evening 
of  Oct.  27,  when  the  Association  entertained  their 
brethern  of  the  Hamilton  org^anization.  Progressive 
games  were  taken  part  in  by  everybody  and  were  fol- 
lowed by  witty  speeches,  tuneful  songs  and  tasty  re- 
freshments. The  evening  proved  so  enjoyable  that  it 
is  expected  that  a  return  visit  will  be  paid  to  Hamilton 
by  the  Brantfordites  in  the  near  future. 


The  shoe  repairers  of  |-}rantford  are  to  be  congratu- 
lated on  the  live  spirit  that  ])ervades  their  Association. 
Tliey  have  practically  the  whole  trade  rounded  up, 
and,  as  the  secretary  states,  the  Association  has 
brought  the  repair  men  much  closer  together,  and  every 
one  has  lived  up  to  his  obligations  as  a  member. 


A  Few  Repairing  Hints  from  "Shoe 
Repair  Shop" 

Very  sharp  knives  are  necessary  in  the  trimming 
of  rubber  soles.  Repairers  should  be  ver}-  careful  in 
doing  all  work  along  this  line  as  it  takes  more  accuracy 
and  practice  than  the  trimming  of  leather  soles. 

*  *  * 

Ha\e  you  ever  stopjied  to  tliink  that  the  arrange- 
ment of  your  shop  makes  a  great  deal  of  difi'erence  in 
expediting  your  work  ?  Have  your  materials  and  tools 
arranged  so  that  it  will  take  the  least  number  of  steps 
possible  to  periorm  our  duties.  Every  step  you  take 
costs  money,  for  it  takes  time,  and  time,  of  course, 
means  money  during  the  working  hours  you  are  in 
your  shop.  Having  your  materials  near  at  hand  means 
speed  in  turning  out  work.  All  these  small  details  are 
worth  thinking  about.  One  may  feel  that  it  does  not 
take  long  to  do  this,  that,  or  the  other  little  thing, 
but  it  is  not  the  doing  of  one  thing  that  counts,  it  is 
the  doing  of  it  often.  If  you  will  stop  to  think  of  the 
unnecessary  moves  made  during  one  year  you  will 
find  that  they  amount  to  a  considerable  waste  of  time. 

*  *  * 

All  liquid  material  used  in  a  shop  should  be  kept 
in  a  special  container,  to  protect  it  against  evaporation 
and  dirt.  When  some  of  the  liquid  is  lost  by  evapora- 
tion, the  density  of  the  remaining  fluid  increases,  and 
in  many  instances  prevents  good  work  and  uniform 
results.  If  it  is  not  properly  covered  it  will  become 
dirty  and  perhaps  gritty,  and  will  wear  the  material 
and  also  the  machinery.  The  proper  care  of  liquid 
compounds  is  one  of  the  many  precautions  necessary 
to  secure  the  best  results  in  workmanship. 
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Get  the  Public  "Sold"  on  Shoe  Repairing 

Bigger  Business  Awaits  the  Repair  Men  When  They  Start  to  Advertise  Consistently— 
A  Large  Part  of  the  Community  Have  Not  Yet  Got  the  Shoe  Repair 
Habit— They  Must  be  Educated 


THE  ])roportion  of  shoe  repair  men  who  do  any 
newspaper  ad\ert!sin;^"  is  exceedingly  small. 
Newspaper  s[)ace  is.  of  conrse,  ex])ensive,  and 
the  clientele  to  which  the  average  repairer  ap- 
peals does  not,  as  a  rule,  cover  a  wide  area.  His  lousi- 
ness is  more  or  less  localized.  There  are,  of  course, 
in  the  big  cities  large  down-town  shops  that  appeal  to 
the  lousiness  communitv  of  people  regardless  of  their 


ECONOMIZE 

BY  HAVING  YOUR 
SHOES  REPAIRED 

We  guarantee  expert  work- 
manship and  prompt 
delivery 


place  of  residence,  and  these,  in  some  cases,  make  use 
of  newspaper  space,  but  this  is  the  exception  rather 
than  the  rule. 

From  a  casual  consideration  of  the  question  it 
would  appear  that  the  repair  business  lends  itself  very 
well  to  collective  advertising,  but  we  don't  know  of 
any  association  in  Canada  which  has  adopted  this 
method,  the  objection,  of  course,  being  on  the  grounds 
of  expense.  However,  we  would  like  to  see  it  tried 
out,  for  from  the  experience  in  other  lines  of  business 
we  are  led  to  believe  that  the  increased  volume  of 
work  would  much  more  than  compensate  for  the  ex- 
])enditure.  A  couple  of  dollars  a  week,  or  even  a  dol- 
lar a  week,  subscribed  by  fifty,  or  a  hundred,  or  two 
hundred,  men,  accord.ng  to  the  size  of  the  communitv, 
would  provide  funds  for  an  advertising  cam]xiign  that 
should  bring  results.  The  object  of  such  ad\-ertising 
should  be  to  sell  the  public  an  idea — the  idea  of  hav- 
ing their  shoes  repaired.  In  other  industries  this  sys- 
tem has  proved  extremely  effective.  Take,  for  in- 
stance, the  electrical  industr}'.  The  Society  for  Elec- 
trical Development  has  a  slogan  "Do  it  Electrically," 
and  millions  of  dollars  worth  of  advertising  sjjace  has 
been  used  in  putting  this  idea  across,  with  the  result 
that  the  demand  for  appliances  with  which  the  i)ublic 
can  "Do  it  Electrically"'  has  grown  to  such  joroportions 
that  they  have  overstepped  the  limit  and  now  the 
power  in  many  localities  is  not  available  to  operate 
the  appliances.   Similarly,  the  idea  that  the  repairers 


want  to^  get  into  the  cranium  of  the  man  on  the  street 
is  to  "Sa\-e  ^'our  Shoes."  Shoe  retailers  and  big  de- 
partment stores  are  ajopealing-  to  the  public  by  every 
artifice  the  advertising  man  can  devise  to  buy  new 
shoes,  while  the  repair  trade,  as  a  whole,  is'  silent 
about  the  repairing  of  old  ones. 

Of  course,  ])roadly  speaking,  there  arc  innumerable 
ways  of  advertising-  besides  buying  space  from  the 
newspapers.  Itvery  man  in  business  advertises  one 
way  or  another,  sometimes  to  his  own  detriment 
rather  than  to  his  advantage,  "^'our  window  is  an 
advertising-  medium  ;  it  carries  a  message  to  the  pub- 
lic and  gives  a  definite  impression  of  the  character  of 
your  shop.  Ask  yourself:  Is  that  impression  good  or 
bad  ? 

Your  work  advertises  itself,  and  satisfied  customers 
are  more  valuable  to  you  than  sandwich  men.  The 
general  appearance  of  your  store  and  vour  attitude  in 
meeting-  the  public  also  have,  a  decided  effect  upon 
your  reputation  for  better  or  for  worse. 

However,  these  things  cannot  be  termed  "adver- 
tising" in  the  restricted  sense,  for  they  were  operative 
before  the  word  itself  came  into  existence.  But  aside 
from  newspaper  and  circular  advertising-,  there  is  an- 
other means  of  carrying  a  definite  message  to  the 
public.  There  is  one  little  preacher  who  will  speak 
on  any  text  you  want  and  always  stick  to  it — that  is 
the  window  card.  And  the  repairer  can  use  it  to  tell 
the  passer-by  what  he  stands  for  in  the  shoe  repair- 


I  For  Want  of  a  Sole 

I  The  Shoe  Was  Lost 

I  And  it  was  a  perfectly  good  shoe,  too. 

1  All  it  Deeded  v^as  an  expert  repair  job, 
]  such  as  we  guarantee  you.  | 


ing-  business.  It  is  always  wise  to  cai)italize  a  good 
name.  Suppose  your  store  goes  under  the  name  of 
Mxpert  Shoe  Repairers,  Ltd.,  a  card  like  the  following 
would  be  appropriate  and  eft'ectixe: 

EXri'Jri^  SllOl'.  kl'l'AI  RKRS.  LTD. 
What  this  name  stands  for: 
Rei)airs  neatly  done — whether  of  the  linesl 

or  nuist  substantial  ch;iracter 
(July  the  best  grade  of  leather  in  all  work 
Larelul  treatment  of  xour  shoes 
A  fair  i)rice 
Courteous  attention 
There  are  a  lew  mam  ideas  which  the  shoe  re- 
pairer should  keep    in     mind     in  advertising,  either 
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tlirouj^li  the  medium  of  window  cards,  in  the  newsi)a- 
per  or  by  circular:  the  economy  of  havinj^'  shoes  re- 
paired; the  high  tjuality  of  work  turned  out;  dependa- 
bility of  service,  and  courteous  treatment  of  customers. 
Any  interesting-  facts  he  can  tell  about  the  business 
also  make  good  window  card  material,  if  put  in  a  brief 
snappy  way,  and  will  ha\e  an  educative  efifect  upon 
the  public. 

Tn  these  days  the  i)ublic  is  in  a  mood  to  listen  to 
ad\  ice  on  how  to  economize.  Prices,  in  the  past  year 
or  two,  have  soared  so  high  that  the  breaking'  point 
has  been  reached,  and  the  mass  of  the  ])eo])le  are  now 
doing-  their  best  to  reduce  exi)enses.  It  is  a  time  when 
the  shoe  renairing  business  should  thrive  greatly,  but 
it  is  to  be  feared  that,  as  a  whole,  shoe  repairers  are 
not  taking-  advantage  of  the  opportunity  to  get  people 
into  the  habit  of  having-  their  shoes  repaired  who  have 
not  been  accustomed  to  do  so  in  the  ])ast.  There  is, 
at  the  moment,  the  possibility  of  increasing-  the  volume 
of  shoe  repairing-  to  proportions  never  before  realized. 


F 


OU  DON'T 


scrap  your 
automobile  when 
the  tires  wear  out. 


a 


Why  throw  away 
good  pair  of 
shoes  just  because 
the  sole  is  broken. 


In  1919  there  were  over  19,000,000  pairs  of  shoes  pro- 
duced in  Canada,  and  perhaps  18,000,000  would  be  a 
fair  estimate  of  the  number  distributed  for  home  con- 
sumption. The  retail  price  would,  on  the  average,  be 
at  least  $10.00.  Would  it  then  be  unreasonable  to 
estimate  that,  if  the  public  were  properly  educated, 
an  average  of  $3.00  would  be  spent  for  repairs  on  each 
])air  o{  shoes.  No  one  would  seek  to  deny  that  an 
expenditure  of  less  than  one-third  the  original  cost  of 
a  pair  of  shoes  for  the  purpose  of  doubling  their  life 
would  be  a  first-class  investment.  And  at  this  esti- 
mate the  volume  of  the  shoe  rei)airing  business  for  the 
year  would  reach  a  total  of  $54,000,000.  There  are  no 
statistics  to  show  what  the  turn-over  actually  is,  but 
it  is  doubtful  if  it  reaches  anywhere  near  this  figure. 
'  To  increase  the  volume  of  the  shoe  repairing  busi- 
ness to  this  ])roport!on  in  any  community  would  re- 
f|uire  united  action  oi-i  the  part  of  the  repair  men.  A 
flelinile  camuaign  would  be  necessary,  and  all  would 
have  to  bring  the  same  message  to  the  public  and  ham- 
mer incessantly  ujxjn  the  same  idea — "it  ])ays  to  have 
your  shoes  re])aired."  \'cwspai)er  advertising  is  un- 
(loubtedlv  the  most  effective  form  of  i)ul)licity  when 
carried  out  systematically,  but  window  cards  and  cir- 


culars will  also  get  results.  If  the  shoe  rejjairers'  asso- 
ciations in  the  various  towns  and  cities  would  start 
even  window  card  campaigns  in  an  efTort  to  "sell"  the 
l)ublic  on  sh(je  re])airing-,  that  would  be  bound  to  have 
beneficial  effects.  The  fact  of  the  matter  is  that  the 
])ublic  have  not  been  "sold"  on  shoe  rei)airing.  Some- 
times a  man  will  have  his  shoes  reijaired  and  sometimes 
he  won't,  just  according-  to  his  mood.  He  hasn't  any 
\  erv  definite  ideas  on  the  economy  of  it ;  he  has  had  no 
convincing  arguments  presented  to  him  in  its  favor, 


It  pays  to  have 
your  shoes 
repaired 

WE  KNOW  HOW 


and  isn't  sure  whether  or  not  it's  worth  while.  And  the 
average  woman  feels  that  anything  more  than  very 
minor  rei)airs  will  necessarily  s])o\\  the  style  of  her 
shoe,  drag  it  out  of  shai)e  and  make  it  uncomfortable. 
Xo  doubt  ex])eriences  with  some  who  call  themselves 
shoe  repairers,  but  who  have  little  knowledge  of  the 
craft  and  less  knowledge  of  what  a  woman  wants  and 
exi)ects.  are  res])onsible,  to  a  large  extent,  for  this  atti- 
tude. This  prejudice  on  the  part  of  many  women  is 
something-  the  legitimate  shoe  re])airers  have  to  com- 
bat, they  have  to  convince  the  public  that  it  is  big  sav- 
ing of  dollars  and  cents  to  have  shoes  repaired,  and 


You  Needn't 
Be  Afraid 

to  send  your 
finest  shoes  to 

Smith's 
Shoe  Repair 
Shop.  ' 

We  treat  them 
with  care. 


that  if  they  are  brought  to  a  good  repair  shop  in  time, 
they  can  be  practically  renewed  without  injury  to 
shape  or  comfort.  Good  workmanship  is  an  excellent 
argument,  Init  in  these  days  people  have  been  educated 
to  expect  that,  if  you  have  something-  good  to  ofl:'er. 
vou'll  let  them  know  about  it. 


4.,,. 


According  to  Bradstreet  84  per  cent,  of  all 
firms  that  fail  are  non-advertisers. 
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Canadian  Innersole  Manufacturing  Concern  Es- 
tablish Ttiemselves  in  Up-to-Date  Plant 

IN  the  year  1906,  Herbert  F.  Kenworthy  went  to 
Hoston,  Mass.,  and  there  engaged  in  the  felt  busi- 
ness.   He  found  the  field  so  large  and  productive 
that  he  induced  his  brother,  Harry  J.  Kenworthy, 
to  join  him,  and  in  that  manner  was  laid  the  founda- 
tion of  the  present  Kenworthy  lirothers  Company. 

The  business  originally  consisted  of  piece  felts  en- 
tirely, but  it  was  soon  found  that  there  was  a  con- 
stantly growing  demand  for  cut  heel  pads.  They 
were  quicl<  to  enter  into  the  manufacture  of  these  and 
their  business  in  that  line  soon  ran  into  many  millions 
of  pairs  annually  ;  shipments  going  to  wherever  shoe 
factories  are  hn-ated  in  Canada  as  well  as  in  the  L'nited 
States. 

The  principal  business  to-day  is  the  manufacture 
of  Kendex  for  innersoling  purposes.    The  Kendex  was 


Mr.  H.  J.  Kenworthy 

originally  planned  and  produced  to  meet  the  then 
growing  demand  for  fil)er  outsoles  and  in  that  product 
they  had  a  truly  remarkable  article  as  it  contamed  no 
rubl)er  whatever.  It  soon  came  to  the  attention  of 
some  of  the  large  rubber  manufacturers,  who  immedi- 
ately saw  its  merits,  and  suggested  that  a  somewhat 
similar  material  be  produced  for  use  as  an  innersole 
in  their  lines  of  canvas  footwear.  This  was  a  compar- 
atively easy  step  and  resulted  in  the  well-known  ar- 
ticle, as  now  found  in  rubber-soled,  canvas  and  leather 
footwear.  The  demand  for  this  innersole  became  so 
large  that  they  discontinued  the  outsole  l)usiness  en- 
tirely and  now  confine  themselves  to  the  innersoles. 

The  manufacturers  claim  many  advantages  for  the 
Kendex  insole  which  are  well  worth  while  l)ringing 
out  in  this  article,  it  is  safe  to  say  that  everyone  at 
some  time  has  had  burning  or  stinging  feet.  Kendex 
is  claimed  to  overcome  this,  as  it  is  said  to  prevent  the 
compounds  used  in  the  manufacture  of  rul)ber  and  the 
tanning  extracts  used  in  leather  from  reaching  the 
foot.  It  is  further  stated  that  it  is  almost  a  perfect 
insulator,  keeping  the  foot  cool  in  summer  and  warm 
in  winter.  The  manufacturers  also  claim  that  it  will 
not  stain  the  most  delicate  hose.  Anotlier  feature  of 
the  i)roduct  is  a  slight  cushion  effect,  which  is  said  to 
add  to  the  comfort  of  the  wearer. 


The  Kendex  insole  is  also  recomiucnded  for  the 
relief  of  calloused  feet.  In  many  instances  the  cus- 
tomer had  a  perfectly  good  pair  of  shoes  which  did 
not  have  this  insole,  and  this  prompted  the  manufac- 
turers to  put  on  the  market  the  Kendex  slip  insoles, 
which  are  now  on  sale  at  leading  shoe  stores  in  Can- 
ada and  the  United  States. 

The  Kenworthy  IJros.'  line  to-dav  includes  a  full 
range  of  piece  felts,  s])ecial  attention  being  given  to 
the  boot  and  shoe  recpiirements,  and  heel  pads  in  a 
variety  of  styles  and  sizes  to  fit  any  shoe,  which  come 
neatly  packed  all  one  way  in  cartons  oi  1,000  ])airs. 
These  pads  are  produced  in  special  (|ualities  of  felt 
as  well  as  from  imitation  leather  in  any  color,  com- 
bined with  felt,  and  from  light  weight  Kendex  in  four 
colors,  oak,  brown,  grey  and  white.  The  two  latter 
styles,  that  is,  the  combined  imitation  leather  and  the 
Kende.x  can  be  embossed  with  the  makers'  or  jobbers' 
name. 

The  company  also  makes  a  full  range  of  felt  tongue 
linings  in  any  width,  which  ccjmes  in  rolls  averaging 
about  20  yards  to  the  roll.  In  addition  thev  manufac- 
ture the  following  s|)ecialties :  Kendex  for  rubber- 
soled  canvas  lines- in  two  colors,  oak  and  white,  which 
yulcanize  to  the  outsole;  for  stitch  downs;  for  iMc- 
Kays,  turns  and  Goodyear  welts;  sock  lining  in  four 
colors,  oak,  white,  grey  and  brown.  Their  product  is 
also  adapted  to  many  other  uses,  such  as  brake  linings 
for  automobiles  and  friction  clutches  and  as  an  anti- 
squeak  in  automobile  body  construction. 

Having  rapidly  built  up  a  very  substantial  busi- 


Mr.   Herbert  F.  Kenworthy 

ness  in  Canada,  which  resulted  in  their  organizing  a 
Canadian  comi)any,  known  as  Kenwortlu-  llrothers  of 
Canada,  Limited,  last  December,  in  which  enterprise 
Canadian  capital  was  inxited  to  join,  this  company 
has  now  erected  a  \  ery  substantial  plant  at  St.  Johns. 
One.,  where  they  produce  materials  identical  with 
those  made  in  the  States,  using  Canadian  raw  ma- 
terials in  their  process  of  manufacture.  The  cai)acity 
at  this  ))lant  at  the  jiresent  time  is  15.000  scpiare  feet 
of  Kendex  daily,  with  ample  room  for  ex;)ansii)n  to 
meet  the  growing  demand. 

This  ])roduct.  the  manufacturers  slate,  is  now  be- 
ing used  in  Canada  by  practically  all  the  maruifac- 
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Kcndex   is  manufactured 
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those  who  sijoke  chiimed  tliat  tlicsc  taxes  were  re- 
s])onsible  for  a  consideral)le  share  of  the  present  unem- 
jjloyment,  for  the  public  simply  refused  to  buy  shoes 
on  wiTich  they  would  pay  the  taxes,  and  '.n  conse- 
(|uence  the  country  was  overstocked  with  a  class  of 
shoes  for  which  there  had  i)reviously  been  a  large 
demand. 

Mr.  T.  M.  Rieder,  president  of  the  Ames,  Holden, 
AlcCready  Com])any,  IVIontreal,  said  that  the  profits 
made  during  the  last  three  years  "either  have  been  or 
will  be  dissipated  during  the  present  year."  Under 
examination  he  said  that  his  company  had  made  a 
profit  of  five  per  cent,  on  its  j^referred  stock,  which 
represented  the  invested  stock.  The  common  stock 
represented  good-will  and  no  dividend  had  ever  been 
paid  on  it. 

In  support  of  their  claims,  a  lengthy  memorandum 
was  presented  on  behalf  of  the  manufacturers  by  Mr. 
J.  D.  Palmer,  of  the  Hartt  Shoe  Company.  Some  ex- 
tracts from  this  memorandum  follow: 

In  1915  the  average  net  profits  on  turnover  were 
one  per  cent.,  and  the  same  on  capital  and  in  1918  a 
prosperous  year,  only  5.29  per  cent.,  on  turnover  and 
7.37  on  capital.  The  United  States  had  1,500  factories 
producing  1,000,000  pairs  of  shoes  a  day  as  compared 
with  Canada's  60,000,  one  company  alone  turning  out 
50  per  cent,  more  than  all  the  Canadian  factories. 

It  was-claimed.the  official  reports  of  the  Bureau  of 
Foreign  Commerce  of  the  United  States  showed  that 
the  average  price  per  pair  at  which  each  of  the  principal 
lines  of  footwear  was  entered  for  export  to  Canada 
was  less  than  the  stated  value  for  similar  footwear  to 
foreign  countries  of  a  similar  climate  to  that  of  Canada. 

Canada  Dumping  Ground. 

The  average  price  to  all  other  countries  was  $1.84 
for  children's  boots  and  shoes,  as  compared  with  96 
cents  in  Canada;  $4.55  for  men's  boots  and  shoes,  as 
compared  with  $3.46  to  Canada,  and  $3.60  for  women's 
l)oots  and  shoes,  as  compared  with  $3.44  to  Canada. 

The  explanation  given  was  that  U.  S.  manufactur- 
ers have  been  selling  to  Canada  surplus  stock,  floor 
goods,  leftovers  of  sea.sonal  styles  and  generally  slow 
selling  lines,  at  prices  which  have  been  in  many  cases 
below  the  cost  of  production.  Such  footwear  had  not 
been  offered  in  the  United  States  at  all  in  order  to  pro- 
tect the  regular  lines,  but  were  sent  to  Canada  at  "bar- 
gain |)rices." 

The  present  (lej)ression  in  the  ])0(it  and  shoe  indus- 
try and  the  consecpient  uncmi)loyment  were  due  in 
some  measure  also  to  this  practice  of  dumping,  which 


turers  of  canvas  rubbed-soled  footwear,  as  well  as  by 
slipper  manufacturers  and  many  manufacturers  of  higii 
grade  welts,  McKays,  and  stitch  downs. 

The  officers  of  the  Canad  an  organization  are  as 
follows:  Herbert  F.  Kenworthy,  president;  Harry  J. 
Kenworthy,  1st  vice-president;  F.  S.  Arend,  2nd  vice- 
president;  A.  P.  Hittl,  sec. -treasurer  and  manager. 

Mr.  Horace  d'Artois,  of  224  Lemoine  Street,  Mont- 
real, is  their  selling  agency  for  the  province  of  Quebec 
and  Ontario,  and  is  a  director  of  the  company  as  well. 

The  Canadian  business,  while  still  in  its  infancy, 
has  already  showed  a  success  and  the  company  state 
that  they  propose  ultimately  to  expand  and  include  an 
export  business  throughout  the  world.  Quality  is 
their  keynote  for  "the  quality  is  long  remembered, 
while  the  price  is  soon  forgotten." 


Shoe  Manufacturers  Present  Interesting 
Statement  in  Support  of  Tariff 


MANY  interesting  statements  and  figures  were 
presented  by  the  representatives  of  the  Can- 
adian shoe  manufacturers,  when  they  appear- 
ed before  the  Tariff  Commission  recently  to 
urge  the  necessity  of  adeqttate  protection  for  the  shoe 
industry.  It  was  claimed  that  the  prices  charged  by  the 
manufacturers  for  Canadian-made  shoes  were  not 
and  never  had  been,  profiteering  prices,  and  that  the 
tarifif  had  not  been  used  by  them  for  the  purpose  of 
increasing  their  charges  to  the  wholesale  and  retail 
trade.  They  contended  for  the  maintenance  of  the 
present  protection,  on  the  ground  that  U.  S.  manu- 
facturers had  a  capacity  beyond  the  needs  of  their  own 
market  and  would  be  glad  to  flood  their  surplus  into 
Canada  if  gi\  en  a  chance  by  the  dropping  down  of  the 
tarift'  bafrier. 

One  manufacturer  claimed  that  dumping  even  now 
is  in  progress,  telling  Sir  Henry  Drayton  of  a  carload 
of  boots  and  shoes  (jf  which  he  had  just  learned  com- 
ing from  the  United  .States  invoiced  at  $2.50  a  pair. 
Those  shoes  c(nild  be  made  by  his  company  at  a  cost 
of  $5  or  $6  a  pair,  but  the  "duiuped"  shoes  v\  i)uld  sell 
for  about  $4.75  a  pair. 

lie  thought  that  the. law  against  "dumping"  should 
be  applied  in  this  case. 

Score  Luxury  Tax. 

i-oud  coni])laint  was  launched  against  the  luxury 
taxes  instituted  at  the  last  session  of  ])arliament.  All 
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Here's  a 
New  Selling  Proposition 

that  enables  you  to  meet  conditions  that  the  times  and  the  trade 
require. 

We  say  it  with  sincerity  that  you'll  not  find  better  "looking" 
shoes  than  these  on  the  market,  and  there's  a  satisfied  customer 
with  every  pair,  because  there's  "quality"  there,  too. 

Concentration  of  our  efforts  lets  us  offer  you  these  shoes  with 
our  STANDARD  OF  WORKMANSHIP  at  priccs  that  mean  "popularity." 

This  is  wishing  you  Christmas  and  New  Year  prosperity  in  a 
substantial  way. 

This  is  not  an  in-stock  proposition,  but  deliveries  can  be 

made  quickly. 

WRITE  FOR  PARTICULARS 

The  Talbot  Shoe  Company,  Limited 

St.  Thomas,  Ontario 
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;i])])arentl\-  was  witliiii  the 
hiiiril  of  the  Canadian  law. 


k'ltcM-  hnt  not  within  tlie 


Needs  Home  Market. 

In  the  hist  Fiscal  year  950,000  ])airs  of  Ijoots  and 
shoes  to  the  \  alue  of  $2,731 had  come  into  Canada, 
all  l)Ut  a  few  l^eint;-  from  the  United  States.  While 
readjusting.^-  to  war  conditions  the  industry  needed  all 
the  Canad  an  mari<et  it  could  i^et.  The  industry  wanted 
to  develo])  an  export  trade,  and  if  its  unit  costs  were 
kept  low  hy  keeping-  the  home  market  it  would  j^ive 
in  turn  the  Canadians  any  adx  anta^e  in  e.xtra  economy 
::4ained  hy  any  foreii^n  l)usiness  ohtained. 

The  tariff  item  in  which  they  were  interested  was 
that  t;i\  inL;'  17 '  j  per  cent.  British  ])referential  and  2? 
per  cent,  general  on  hoots  and  shoes  ])eg\g'ed  or  wire- 
fastened,  with  unstitched  soles  close-edged,  and  20  per 
cent.  British  preferential,  and  .i0  per  cent,  general  on 


Hurlbut  welt  cush- 
ion sole  Blucher  Ox- 
ford in  mahogany 
calf,  gun  metal  and 
all  patent,  sizes  8  to 
10 -4 


boots  and  shoes,  slippers  and  insoles  of  any  material 
not  otherwise  proyided. 

Heavy  Duty  Levy. 

This  i)roduction  was  reduced  by  duties  they  had 
to  pay  on  classes  and  kinds  of  leather  not  manufac- 
tured in  Canada,  $7,000,000  worth  haying  been  im- 
ported in  the  fiscal  year  ending  March  31,  1920,  as  well 
as  >^2,000,000  worth  of  findings.  For  these  two  item.s 
they  contributed  $2,000,000  to  the  Custom  reyenue,  as 
vyell  as  yaried  amounts  on  large  quantities  of  ma- 
chinery, machine  jjarts,  tools,  thread  and  other  supplies 
on  which  hea\y  duties  are  paid. 

"These  duty  ])ayments,"  says  the  memorial,  "which 
increase  the  cost  of  the  raw  materials  entering  into 
the  production  of  shoes,  yery  materially  reduce  the 
protection  afforded  by  the  tariff  on  lioots  and  shoes  and 
place  the  Canadian  manufacturers  in  a  still  weaker 
position  to  combat  imported  goods."'' 


A  man  must  serye  his  time  to  e\  ery  trade  whether 
it  ])e  to  stand  steady  before  the  enemy,  or  t(;  stitch  a 
shoe.  ICxperience  alone  can  make  a  \\'ellington  or  a 
lloby.— Capt.  Marvatt. 


N.  C.  R.  Profit-Sharing  Plan 

A rR()h" I T-sharing  plan  of  an  original  and  un- 
usually liberal  character  was  announced  to  the 
Canadian  employees  of  the  .\ationa!  (,'ash 
Register  Co.  recently  by  ITederick  1j.  Pat- 
terson, yice-])resident  of  the  company.  Briefly  sum- 
marized, the  ])lan  calls  for  a  clean  fifty-fifty  diyision 
of  ])rofits  betvyeen  the  company  and  all  employees,  wdio 
are  not  members  of  the  company,  with  the  odds,  if 
■any,  inclining  in  favor  of  the  employees. 

The  ]jr(jlits  of  the  company  are  to  be  determined 
an  outside  firm  of  accountants.  From  the  total 
profits  will  be  deducted  an  amount  equal  to  six  per 
cent,  interest  on  the  mone\  .n\ested  by  the  company 
—  but  this  iinestment  will  take  no  account  of  the 
thousands  of  dollars'  worth  of  patents  and  the  "good- 
will" belonging  to  the  company.  As  a  balance  to  this 
six  per  cent,  return  on  the  ct)mi)any's  capital,  the  em- 
ployees get  the  highest  vyages  paid  for  like  class  of 
work. 

After  this  six  ])er  cent,  interest  is  deducted,  the 
remaining  ])rofits  are  divided  equally  between  em- 
ployees and  company.  The  employees  are  to  be  paid 
not  in  stock  or  bond.-^,  but  in  spot  cash  as  close  as  pos- 
sible to  the  acccnuiting  dates  which  are  on  January  1 
and  July  1 — an  tuuisually  generous  feature,  as  the 
company  has  to  wait  for  its  money  because  payments 
for  its  ])roduct  often  extends  over  a  ])eriod  of  time. 


Well  Known  Toronto  Shoeman  Passes 

T(  )ROXTO  has  lost  one  of  its  veteran  shoemen  in 
the  person  of  i\lr.  Joseph  Johnson,  who  passed 
a\vay  suddenly  at  his  home,  21  Dundonald  St., 
on  Xo\'.  13.    i\lr.  Johnson's  death  was  caused  by 
heart  failure,  and  he  had  been  confined  to  his  bed  for 
about  three  weeks  ])revious. 

Horn  in  riirmingham,  England,  in  the  year  1858, 
Air.  Johnson  came  to  Canada  thirty-five  years  ago  and 


Co-operation  between  the  local  and  provin- 
cial organizations  shoulid  be  closer.  These  or- 
ganizations should  do  their  best  to  get  in  all 
the  merchants  who  arc  not  members,  and  hold 
lively  meetings  to  discuss  all  matters  and  bring 
out  new  ideas  for  the  betterment  of  retailers  and 
consumers. — C.  Sofio. 


Mr.  Joseph  Johnson 

went  into  the  shoe  business.  ]'or  many  years  he  had 
conducted  a  shoe  business  at  the  corner  of  Parliament 
and  Carlton  Streets,  and  was  a  well-known  and  po])U- 
lar  figure  among  shoemen. 

.Mr.  Johnson  lea\-es  his  widow  behind  him,  and  is 
also  sur\'ived  by  his  son,  llarold  J.  Johnson,  who  is  .n 
the  shoes  business  in  Toronto,  and  three  daughters. 
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TANGUAY  Hunting 
and  Hockey  Boots  are 
Prime  Favorites 


PATENTED 
1917 


It's  a  well  kown  fact 
that  every  Sportsman 
— or  Sportswoman — 
seeks  the  best.  That's 
why  Tanguay  Hockey 
and  Hunting  Boots, 
with  the  unbreakable 
laces  find  such  large 
sales.  The  customer 
is  easily  convinced 
and  quick  to  appreci- 
ate this  superior  Tan- 
guay feature.  You'll 
find  it  a  real  pleasure 
to  sell  them. 


In  addition  to  our 
Sporting  footwear  we 
manufacture  a  line  of 
working  shoes  that 
are  equally  as  well 
known.  It  includes 
McKays  and  Stan- 
dard Screws  for  Men. 
Women  and  Children. 
These  latter  are  real 
staple  shoes — strong- 
ly made,  smart  in  ap- 
pearance—long wear- 
ing to  a  degree. 


PAT.  APP'O  FOR 


If  you  have  not  yet  seen  our  samples, 
a  postcard  will  bring  them 


PAT.APP'OFOR 


Jos.  Tanguay 

34  King  St.,  Corner  St.  Dominique  St.,  QUEBEC 

Joie,  Sante  et  Wishes  you  a  Happy 

Bonheur  pour  and  Prosperous 

UAnnee  Nouvelle  New  Year 

1921 
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FOOTWEAR   FINDINGS  I 

Happenings  in  the  Shoe  and  Leather  Trade  1 

i(ii]isiiaisHHiH!iiiiisiiiiiiiai]iiEiiMii§iisaigiE]Hiais[aiais 


On  Nov.  20,  it  is  reported,  sheepskins  changed  hands 
at  Newmarket,  Ont.,  at  a  price  of  50  cents  a  piece.  One  year 
ago  skins  of  like  (inality  were  selling  at  $5.00  each.  Calf- 
skins brought  6  cents  a  pound,  as  against  16  cents  a  year  ago. 

Peter  L.  Slayer,  a  Toronto  shoe  merchant,  who  owned 
a  store  at  the  corner  of  Albany  and  I'loor  Streets,  died  re- 
cently at  the  home  of  his  sister  in  Petersburg,  Ont. 

The  Dominion  Tanneries,  Limited,  which  operated  a 
plant  at  Woodstock,  Ont.,  for  some  years,  is  reported  to  be 
about  to  surrender  its  charter  and  obtain  dissolution. 

Supplementary  letters  jiatent  have  been  issued  to  the 
Tillsonburg  Shoe  Company,  Ltd.,  increasing  their  capital 
stock  from  $50,000  to  $100,000. 

The  United  Shoe  Repair  Shops,  Ltd.,  Montreal,  has  been 
incorporated  with  a  Dominion  charter,  capital  stock  $50,000. 

Atlas  Footwear,  Limited  (La  Chaussure  .\tlas,  Limitee), 
has  been  incorporated  with  a  capital  stock  of  $10,000,  head- 
quarters at  Montreal,  and  is  authorized  to  carry  on  the  busi- 
ness of  shoe  manufacturing. 

Simon  McLeod,  shoe  dealer  Ste.  Therese,  Que.,  has  as- 
signed to  V.  Lamarre. 

Edward  Howe,  harness  and  shoe  dealer,  .\rthur,  Out., 
has  assigned  to  Guelph  Trust  Co. 

The  Hurlbut  Co.,  Ltd.,  has  obtained  an  extra  provincial 
license. 

Harry  Cohen,  shoe  dealer,  Montreal,  has  sold  out. 

O.  Barriere  &  Co.,  shoe  merchants,  Montreal,  have  been 
registered.  The  partners  are  Thos.  Dussault  &  Omer  Bar- 
riere. 

The  Elite  I-'ootwear  Co.,  Ltd.,  Montreal,  has  been  regis- 
tered. 

Real  Fit  Footwear,  shoe  jobbers,  has  been  registered  by 
Max  Rosenstein. 

The  assets  of  Roy  &  Mercier,  shoe  manufacturers,  Que- 
bec city,  have  been  sold. 

A.  De  Belanger,  shoe  dealer,  St.  Raphael,  Que.,  has  as- 
signed to  J.  P.  E.  Gagnon. 

J.  A.  Brunet,  shoe  dealer,  Montreal,  had  a  small  tire  on 
his  premises  recently.  His  stock  escaped  with  slight  damage 
from  smoke  and  water. 

Alfred  Longpre,  of  Montreal,  also  had  his  stock  dam- 
aged by  smoke  and  water. 

Louis  Schwartz  &  Co.,  shoe  dealers,  Montreal,  has  been 
registered  by  Mrs.  L.  Schwartz. 

The  Adams  Brothers'  leather  goods  warehouse.  Market 
.St.,  Winnipeg,  was  destroyed  by  lire  on  Nov.  10,  with  an 
approximate  loss  of  $400,000,  which  is  fully  covered  by  in- 
surance. The  cause  of  the  fire  is  being  investigated  by  police 
and  lire  officials. 

The  Perth  Shoe  Co.,  Ltd.,  Perth,  Ont.,  have  recently 
shut  down  their  plant. 

W.  W.  Babitch  has  taken  over  the  retail  shoe  business  at 
454  Queen  St.,  W.,  Toronto  formerly  operated  by  J.  J.  Davis. 

H.  Reid,  4  Yorkville  Ave.,  Toronto,  has  purchased  the 
shocmaking  and  repairing  business  of  II.  (iallienne. 

Joe  (jelensun,  shoemaker,  Uegina,  Sa^k.,  has  sidd  to 
Kowolshuka  &  liaroclenchuk. 

On  Oct.  ;J7  several  members  of  the  llaniiltun  Slioeniakers' 


and  liei)airers'  Association  made  a  trip  to  Brantford,  where 
they  spent  a  thoroughly  enjoyable  and  profitable  evening  with 
the  local  association. 

.\.  J.  Machin,  of  2401  Clarke  Street,  Montreal,  has  been 
ap|)ointe(l  Canadian  representative  of  Joseph  Dawson  &  Sons, 
manufacturers  of  high  grade  , men's  shoes,  Northampton, 
iuigland. 

Peter  Doig  of  Montreal,  made  a  trij)  to  Toronto  during  the 
week  of  Nov.  15. 

.\.  -\.  Halm,  retailer,  of  Stratford,  was  in  Toronto  for  a 
few  days  recently  and  visited  some  of  tiie  wholesalers. 

Mr.  Knechtel,  of  Knechtel  &  Co.,  Stratford,  made  a  busi- 
ness trip  to  Toronto,  three  weeks  ago. 

F.  VV,  Delafield,  of  the  Yale  Shoe  Co..  Gait,  Ont.,  reports 
that  business  is  coming  along  nicely  with  his  firm  and  they 
are  very  busy.  In  the  last  month  they  have  been  forced 
to  work  three  nights  a  week  to  keep  up  production. 

F.  W.  Colofif,  of  the  Tillsonburg  Shoe  Co.,  made  a  trip 
to  the  north  during  the  hunting  season  with  a  party  of 
Tillsonburg  friends. 

Etl.  Lewis,  the  well-known  leather  ma'n,  of  45  Front 
St.,  E.,  Toronto,  has  recently  returned  from  a  six  weeks 
business  trip  to  England. 

The  stock  and  good-will  of  the  business  owned  by  J.  J. 
Davis,  454  Queen  St.,  W.,  Toronto,  has  recently  been  pur- 
chased by  \V.  Babitch,  and  his  line  of  shoes  is  now  com- 
plete for  the  season. 

A.  R.  Ostrander  has  lately  moved  his  stock  of  shoes  from 
his"  former  retail  store  at  354  Royce  Ave.,  Toronto,  to  more 
up-to-date  premises  at  2841  Dundas  St.,  W.,  where  he  is 
better  equipped  to  handle  his  growing  business. 

Fred  Dufton  has  opened  an  office  and  warehouse  at  50 
l-'oundry  St.  S.,  Kitchener,  where  he  represents  Clarke  & 
Clarke,  of  Toronto,  Wickett  &  Craig,  of  Toronto,  Bonner 
Leather   Co.,   of   Montreal   and    Lucien    Borne,   of  Quebec. 

United  Shoe  Jobbers  of  Canada,  Limited,  Montreal  have 
been  incorporated  with  a  capital  of  $20,000  to  carry  on 
business  as  jobbers. 

Jas.  Ross  Brown,  who  for  many  years  conducted  a  shoe 
shop  in  Collingwood,  Ont.,  died  some  weeks  ago  at  his  resi- 
dence in  Toronto. 

Mr.  Crosby,  who  has  latterly  held  the  position  of  adver- 
tising manager  with  Gutta  Percha  &  Rubber,  Ltd.,  Toronto, 
has  retired  from  active  service,  in  which  position  he  is  suc- 
ceeded by  C.  F.  Breckon.  F.  T.  Abbott,  who  was  formerly 
Mr.  Crosljy's  assistant,  has  been  appointed  manager  of  the 
printing  ar.d  stationery  department. 

J.  Scott,  a  veteran  member  of  the  shoe  repairing  craft, 
died  recently  in  New  Westminster,  B.C..  as  a  result  of  an 
infection  of  the  throat.  Mr.  Scott  was  a  native  of  Stfaforth, 
Ont. 


WANTED — .•\  good  second  hand  (i  or  7  ft.  lieam  Sole  Leather  Dieing- 
mi  .Machine,  Parsons  or  U..S.M.  Co.  make.  Give  description  and  best 
■:ish  iJiicc.     Hon  4'J5,   Kootwear  in  Canada.  Toronto.  TJ 


Shoe  Clerk  or  Manager 


sc-i'Us  position.  Could  nivc  cash  security  or  would  invest.  Twenty 
years'  exiieriencc  and  first  class  references.    J.  M.,  185  Seatpn  St.,  Toronto 


MELTONIAN 

Boot 
Polishes 

and  Creams 

A  splendid  line  of  first  class  polish  for  you  to  carry,  Meltonian 
finds  favor  with  the  public  wherever  it  is  featured.  It  is  attract- 
ively put  up  in  the  most  convenient  packages  for  your  trade. 
Samples  and  prices  will  be  cheerfully  given.  We  can  quote  you 
attractive  values. 

Robert  D.  Ayling 

23  Scott  Street 

Phone  Main  7613 
TORONTO 

Agents  for  sole  manufacturers 
E.  BROWN  &  SON,  LTD.  LONDON  &  PARIS 
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The  Season's 


Greetings 


'T'HE  Lady  Belle  Shoe  Company  wishes  lo  thank 
^     its  friends  for  their  patronage  dnring  the 
past  year. 

We  wish  you,  one  and  all,  a  Christmas  replete 
with  Happiness  and  Good  Cheer,  and  a  Year 
following  full  of  increasing  Prosperity. 


The  Lady  Belle  Shoe  Co.,  Limited 


Kitchener,  Ontario 


Subscribers'  Information  Form 

Many  letters  reach  us  from  subscribers  enquiring  where  certain  goods  can  be 
obtained.  We  can  usually  supply  the  information.  We  want  to  be  of  service  to 
our  subscribers  in  this  way,  and  we  desire  to  encourage  requests  for  such  informa- 
tion.   Make  use  of  this  form  for  the  purpose. 


Date. 


.19 


'FOOTWEAR  IN  CANADA" 

347  Adelaide  Street  West,  Toronto. 


Please  tell  us  where  we  can  secure  (give  description  as  fully  as  possible) 


Name  . 
Address 
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Order  of  ^ho^^^^ss^^^^ 2)iSpoSQl  "Board 

Government  Property 
— FOR  SALE 


i 
1 
I 


FACTORIES 
AERODROMES 
BUILDING  MATERIAL 
FURNITURE 
DOMESTIC  EQUIPMENT 
MACHINERY 
POWER  PLANT 
STEAM  PLANT 
ELECTRICAL  PLANT 
AGRICULTURAL  MACHINERY 
ROAD  BRIDGES 
RAILWAY  MATERIAL 
DOCK  MATERIAL 

etc., 


CONTRACTORS'  STORES 
TEXTILE  GOODS 
CLOTHING 
BOOTS  AND  SHOES 
MEDICAL  STORES 
FERROUS  AND  NON-FERROUS 
METAL 

CHEMICALS  AND  EXPLOSIVES 
RIVER  AND  CANAL  CRAFT 
MOTOR  LAUNCHES  AND 

STEAMERS 
MISCELLANEOUS  STORES 
etc. 


i 
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The  Management  and  Staff 
of  the 

United  Shoe  Machinery  Company 
of  Canada  Limited 

join  in  extending  to  you 

Hearty  Christmas  Greetings 

with  the  wish  that  the 

New  Year 

may  bring  you  Peace  and  Plenty 


Montreal 


Christmastide 
Nine  teen-Twenty 


December.  1920 


FOOTWEAR    IN  CANADA 


15 


This  National  Cash  Register  Shows 

1.  The  business  handled  by  each  clerk 

2.  The  business  in  each  department 


With  this  register  you  know  which 
clerks  are  the  most  valuable.  You  can 
fix  wages  on  actual  selling  records. 

It  gives  you  printed  and  added  records 
which  you  need  for  a  profit-sharing 
or  bonus  system.  This  makes  your 
employees  vitally  interested  in  increas- 
ing your  business. 


This  register  tells  which  departments 
of  your  business  are  making  the  most 
profits. 

It  tells  when  a  department  is  not 
producing  as  it  should.  You  know 
when  to  start  a  selling  campaign  to 
put  any  department  back  on  a  pay- 
ing basis. 


It  is  the  best  way  to  get  the  facts  you  must  have 

about  your  business 

We  make  cash  re^istets  for  every  line  of  business 

NATIONAL 

CASH  REOISTER  CO. 

OF   CANADA  LIMITED 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ackerman,  Son  &  Co.,  B.  F   12C 

Aird  &  Son    34 

Ames-Holden-McCready    . .  .  -.   20 

Armstrotig,  \V.  D   120 

Iteckwith   Box  Toe  Co   (iO 

Bennett  Limited    H 

Blouin,    rierre    41 

Boot  and  Shoe  Workers'  Union    124 

Boston    Blacking    Co                                   .  118 

Boston  Leather  Stain  Co   OIJ 

lireithaupt  Leather  Co   1!) 

Brockton  Rand  Co   07 

Broclie    &    Harvie    120 

Brown  &•  Son,  E   Ill 

Borne,  Lucicn    57 

lieardniore  &  Co  

Citadel  Leather  Co   55 

Columbus  Rubber  Co   50 

Clarke-  Bros   13 

Connaught  Shoe  Co   120 

Charbonneau    &    Deguise    12 

Canadian  Consolidated   Rublier  Co   3-70 

Canadian    Phillips   Co   32 

Canadian  Shoes- Findings-Novelty  Co   04 

Champion  Shoe  Machinery  Co   121 

Clarke  &  Co.,  A.  R   12S 

Cobourg  Felt   Co   05 

Corson  Shoe  Co   1 

Cote,  J.  A.  &  M.    44 

Cote  &  Son,  A.  A   17 

Cummings,   Nathan    5.S-5t) 

IJaoust,  Lalonde  &•  Co   S 

Duclos   &   Payan    38-3!) 

Dupont  &  Frere    4 

Uufresne   &   Locke    40-47 


I'dwards  &  Edwards    118 

Elite   Footwear  Co   123 

ICureka  Shoe  Co   50 

Fortuna  Machine  Co   11!) 

I'Vanklin    Machine    Co   120 

Freeman,  Louis  G  

Frank   &   Bryce    56 

Franks,  Arthur    51 

Coulet,    Onesine    02 

Galibert,   Paul    117 

Getty   &   Scott    1011 

Girouard   Limitee,    La    Maison    120 

tilohe  Furniture  Co   54 

Globe    Shoe   Co   21 

llinde  &  Dauch   Paper  Co   120 

Holliday  &  Co.,  L.  B.    01 

Holters    Co   24-25 

Humberstone  Shoe  Co   54 

Hydro   City   Shoe   Mfrs   00 

Infants'   Footwear  Limited    00 

Industrial    Export    Co   26-27 

International   Supply    Co   OS 

ln;lepcndent   Rubber  Co   4!) 

Kelly  &  Co.,  Tbos.  A   122 

Ken  worthy    Bros   127 

King   Brothers   Co   120 

King  Paper  I!o.\  Co   ll.s 

LaDuchesse   Shoe   Co   120 

Landers    Bros.    Co   122 

Landis  Machine  Co   122 

Lagace  &  Lepinay    03 

Lennox  &  Co.,  John    (! 

Lady  Bell  Shoe  Co   112 


Marois,  A.   E   40 

Montreal   Last   Co   64 

Melius  &  Cowley    116 

Miner    Shoe    Co   42-43 

Metropolitan    Shoe   Co   !) 

McLaren  Co.,  J.  A   45 

Myles    Shoe    Co   14 

Maranda   &   Desormeau    123 

Millner   Co   54 

Ministry    of    Munitions    113 

Montreal  SlipiKr  &  Gaiter  Co   123 

Montreal    Stencil    Works    IIO 

Morse  Redden  Co.,  Inc   51 

Narrow    Fabric    Co   123 

National  Cash  Register  Co   115 

New  Castle  Leather  Co   23 

New  Shoe  Machinery  Co   54 

New  York  Wood  Heel  Co   126 

.N'atural    Tread    Shoes    32 

Panther  Rubber  Co   2 

Robinson    Co.,   Jas   28-31 

Robson   Leather  Co   48 

Ross    &    Shaw    11!» 

Rapaport    &    Co.,    1   52 

Saba    Co.,    C.    N   02 

Star  Shoe  Co   IS 

Samson  Enr.,  J.  E   30 

Sisman   Shoe  Co.,  T   10 

Spaulding  &  Sons  Co.,  J   S.'I 

Tillsonburg  Shoe  Co   7 

Tanguay,  Joseph    10!) 

Tetrault  Shoe  Mfg.  Co   37 

Talbot  Shoe  Co   107 

United   Shoe   Machinery   114-12.5 

United  States  Hotel    123 

Upham,    H.    W   120 

Unisersal   Shoe  Machinery  Co.  of  Canada  51 

X'alentine  &   Martin   ^  13 

White  Shoe  Co   53 

Yale  Shoe  Mfg.  Co   22 


The  attractive  .set  of  Melco  De  Lux  Glass  Fixtures  pictured  above  would  add  100%  to 
the  efficiency  of  your  window  displays.  We  have  sets  to  fit  any  size  window  and  at  prices  to 
fit  any  size  pocketboot.     Let  us  send  you  illustrated  circular. 

VALANCES 

A  fuvtlier  improvement  for  your  windows  would  be  the 
jise  of  Valances  at  the  top  of  the  plate  glass.  We  sug- 
gest you  let  us  furnish  you  with  illustrations  of  designs 
and  prices. 

Everything  in  Fixtures 

We  liave  anything  you  may  need  in  Wood  or  Metal 
Fixtures,  Window  Rugs,  Plushes,  Artificial  Flowers,  Shoe 
Disijlay   Trees,  etc. 

Write  for  our  Lalc.si  Lalaloffue 

Melius  &  Cowley 

Entire  14th  Floor  Medinah  BIdg.    -  Chicago 


Melco  De  Lux 
Glass  Fixtures 


Glass  Fixtures,  like  diamonds,  are 
graded.  Some  are  clear  and  pure, 
some  are  clouded  and  poorly  moulded. 
The  diflference  between  the  clear  and 
clouded  is  that  one  make  is  protected 
from  the  fire  and  fumes,  while  the 
other  is  not.  Hence,  the  diflference  in 
color.  You  will  find  no  mould  mark 
or  seams  on  Melco  De  Lux,  neither 
will  you  find  any  discolored  or  clouded 
glass.  Melco  De  Lux  is  made  by  the 
new  process.  Do  not  accept  the  in- 
ferior kind.  Get'  the  best  for  less 
money. 
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Christmas  1920 — 

the  New  Year  1921 


Paul  Galibert  takes  this  opportunity  of  thanking 
his  many  friends  in  the  shoe  and  leather  industry  for 
their  patronage  and  co-operation  during  1920.  He 
looks  forward  to  continued  team-work  and  even 
greater  prosperity  in  1921. 


Que  Van  nouveau  ecarte  de  vous  les  epreuves 
et  vous  apporte  le  bonheur 

May  the  New  Year  be  free  from  trials  and  filled 

with  happiness 


118 
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PAPER 

BOXES 


We  manufacture  paper  boxes  of 
every  description  for  Boots  and 
Shoes.  Send  us  your  enquiries 
stating  sizes  and  quantity. 

THE  HOUSE  OF  SERVICE 

THE 

King  Paper  Box  Co. 

Limited 
Everything  in  Paper  Boxes. 

864  LASALLE  AVENUE,  MONTREAL 

PHONES:    LASALLE  440—2085 


Edwards  &Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 

Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

Edwards  &  Edwards  Limited 

H'ad  Off  ice  a  nd  SnleRooms  Tanneries 

27  Front  E.  Toronto       Woodbridge,  Ont. 

Qu  bee  and  Maritime  Provinces 

JOHN  McENTYRT"LTD^«J;i»iVAL,''^^^^^ 


Number  7 


BOX  TOE  GUM 


This  Makes  a  Hard,  Strong,  Slightly  Flexible 
Box,  the  Gum  Being  Very  Smooth  Spreads 
Nicely  and  Evenly,  Making  a  Smooth,  and 
Even  Toe  Which  Conforms  Perfectly  to  the 

Shape  of  the  Last. 


Manufactured  by : 

Boston  Blacking  Company 

152  McGill  Streety  MONTREAL,  Canada 
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Indian  Moccasins,  Chrome  Moccasins,  Shoe  Packs,  Fancy 

Indian  Slippers,  Showshces 

We  are  the  Exclusive  Agents  for 

ARMAND  BASTIEN,    BASTIEN  BROS.,    HENRY  ROSS,    Indian  Lorette,  P.Q. 

The  Home  of  the  Indian  Tanned  Goods 

ROSS  &  SHAW 


Successors  to  Chas.  F.  Ross 

32  Front  St.  W.         -  Toronto 


Tel.  Adel.  4147 


7oTtuna 


iving 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively      Manufcacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       •      NEW  YORK 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores — in  miniature- 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer 


WA^ViWfXt  riKANOAL.COHMUtCJAL  & 

TIADt  ttWVAPU^tfK*  CIUA7  WUI^ 


Over  33  years   in  its  field 

''CANADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Picific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THF 
COMMERCIAL." 

Branchei  at 

Vancouver.  Toronto,  Montreal,  Chicago,  New  York,  I^ondon,  Eng. 


The  MONTREAL  STENCIL  WORKS,  Limited 

ESTABLISHED  1875  221-223  McGiU  St.    Montreal  Tel.  Main  1434  &  6616 

Makers  of 

STEEL  DIES,  SHOE  STAMPS, 

Shoe  Lining  Markers. 
StencilSf  Marking  Inks  and  Supplies,  Numbering  Machines 

RUBBER  and  BRASS  STAMPS  For  All  Purposes 


LET  US  HEAR  FROM  YOV 
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Connaught  Shoe  Company 

510  Danforth  Ave.        Toronto,  Ont. 

Wholesale  and  Retail 

Heavy,  Medium 
and  Light 
Goodyear 
Welts 

Always  in  Stock 


Brodie's 


PATENT  FLOUR 


An  ideal  adhesive  for  all  shoe 
manufacturing  requirements. 

It  is  clean  and  smooth  work- 
ing, and  for  fine  work  can  be 
easily  reduced  by  simply  add- 
ing water.  Let  us  send  you 
samples  and  prices. 

Ws  free  from  lumps 


WRITE  US  TO-UAY 


Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


ENGRAVEROF  FINE  STEEL  STAMPS  &DIES 
230,cj^>NE3)^M0NTREALVHo/i,^  675 


MY  STAMPS  ARE'UPTO  GATE  IN  DESIGN 
1.  ADO  AN  ARTISTIC  FINISH  TO  VOUR  SHOeS«iv> 
■  WHICHWILL  INCREASE  YOUR  GALES- 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.L 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 

ppiWWAii  J'.a,#i  .1!! 


4.  —  Ihcy  save  time  in  packing. 

5.  — They  save  storage  space. 

6.  — They     have     strong  adver- 

tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"    explains   all — write  for 

it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 


])cconil)cr, 


J9;J0 
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CHAMPION 
Shoe  Repair  Machinery 

Largest  and  Most  Complete  Line  of 
Shoe  Repair  Machinery  on  the  Market 


30,000  in  Use  Everywhere 

Adopted  by  U.  S.  Army  and  Marine  as  Stand- 
ard Machines. 

Champion  Peerless  Straight 
Needle  and  Awl  Shoe  Stitcher 

Only  Machine  of  this  kind  on  the  Market. 


Champion  Peerless  Combination 
Harness  and  Shoe  Stitcher 

Indispensable  in  Every  Harness  and  Shoe  Re- 
pair Shop. 


P^^^^A^,?  fS?>V^?7xr'tf^^P°'''^     ^°  Machine  Gives  You  this  Working    harness^  Tshoe'^It^tcAIr 

&  AWL  SHOE  sTiTCHtK  Facility 

Champion  Universal  Model  Curv- 
ed Needle  and  Awl  Shoe 
Stitcher 

Built  on   Solid  and    Thorough  Mechanical 
Lines — 

Covers  Every  Requirement  of  New  Custom 
Work  and  Half-soling. 


Champion  New  Model  Combin- 
ation Clincher,  Sole  Fastener  and 
Heel  Slugger 


An  Extraordinary  Labor  Saver  and  Money 

UNIVERSAL     MODEL     CURVED       Maker   COMBINATION  CLINCHER 

SOLE     FASTENER      &  HEEL 
SLUGGER 


NEEDLE  &  AWL  SHOE  STITCH- 
ER 


Leaves  the  Sole  Pliable  and  Flexible. 


Champion  Line  Includes  Over  Thirty  Different  Models  Repair  Outfits  Consisting  of  Stitchers  and  Finishers 
Champion  Machines  are  Sold  on  Terms  Net  Cash,  or  on  Monthly  Payments.  They  are  Not  sold  on 
Royalty.  Write  us  for  Particulars,  Prices  and  Terms. 

Champion  Shoe  Machinery  Company 

3723-41  Forest  Park  Boulevard  St.  Louis,  Mo. 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformih), 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
days,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9, COO  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,    BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catalogue  with  prices  and  terms. 


Landit  No.  12  Shoe  SUtcher. 
Sold  outrlrthf  — No  royally. 


Landis  Machine  Co.,  isis  N.25thst.,  St.  Louis,  U.S.A. 


December, 


1920 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  diSance  of  the  shopping  di^rid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
European  plan,  $2  a  day  and  up.     Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HICKEY,  Manager 


SHOE  RACKS 


We  Make 
"SHOE  RACKS"  OF  ALL  STYLES 
END  WOOD  CUTTING  TABLES 
HARDWOOD  DIEBLOCKS 
TABLES  FOR  SHOEMAKERS 
WOODEN  BOXES  OF  ALL  KINDS 

Maranda  &  Desormeau 

no  Delorimier  Ave.  MONTREAL 

Phone  East  9604 


The  Elite  Footwear 
Co.,  Limited 

Manufacturers  of 

Medium  Grade 

WOMEN'S 
McKAYS 

and 

TURNS 

FOR  JOBBERS  ONLY 

F.  X.  LEBLANC      597  De  Lanaudiere  St. 
General  Manager  MONTREAL 


ENGLISH   ARCTIC  SLIPPERS 


So-Restful 


MADE  IN  CANADA 

REGISTERED 

Hand  Turned 
with  Cushion 
Sole 

SOLD  BY  ALL  LEADING  JOBBERS  AND  MADE  IN  CANADA  BY 

Montreal  Slipper  &  Gaiter  Company 

287-291  NOTRE  DAME,  W..  MONTREAL 
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vWORKERS  UNION 


UNIOfWlSTAMP 

Factory 


WORKERS  UNION/ 


UNIOr^STAMP 

factory 


.WORKERS  UNION 


UNIOrwlSTAMP 

Factory 
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Look  for  the  Union  Stamp 
When  the  Salesman  Calls! 


Salesmen  are  now  on  the  road  with  sam- 
ples for  the  Spring"  and  Summer  of  the 
1921  season. 

Before  you  consider  your  selection  of 
styles  look  first  for  the  Union  Stamp, 
the  one  and  only  guarantee  of  union- 
made  footwear,  acceptable  to  the  union 
man  and  his  family. 

It  will  cost  you  no  more  to  have  the 
Union  Stamp  on  your  footwear;  and  to 
aid  you  in  your  selection  we  would  be 
glad  to  send  you  a  list  of  manufacturers 
making  Union  Stamp  shoes,  on  re- 
quest. 

Made  in  all  grades,  in  all  styles,  at  all 
prices,  for  every  member  of  the  family 
—UNION  STAMP  SHOES. 


Boot  and  Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  SUMMER  STREET      -      BOSTON,  MASS. 

COLLIS  LOVELY  Gen  l  Pre.t'      CHAS.  L.  BAINE,  Gen'l  Sec'y-Treas 
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iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy 
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INSOLES 

FOR  EVERY  PURPOSE 


We  have  a  large  stock  and  can  make 
immediate  shipment  at  reduced  prices 

PREPARE  FOR  WINTER 
ORDER  YOUR  SUPPLY  NOW 

Prices  and  samples  gladly  sent  on  request 


United  Shoe  Machinery  Co.  of  Canada^  Limited 

City  Office :  MONTREAL  Main  Office  &  Factory  : 

227  Craig  Street  West.  Bennett  Avenue,  Maisonneuve 

Toronto  Kitchener  ^  Quebec 

90  Adelaide  Street  West  46  Foundry  St.  South  28  Demers  Street 


FOOTWEAl>:    IN    CANADA  Dcccmlxr,  ni-o 


THE  Established  1863 

KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturers  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  Flexible  and  Wax  Splits  for  Home  and 
Export  Trade 


The  Peterboro  Sh 


oe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  staple  line  of  Footwear,  prominently  known  for 
its  superior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  yon  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask. 

MAKERS  OF  THE  "PETERBORO"  SHOE 


We  design  manufacture  and  export 

FINE  WOOD 


HEELS 


of  Every  Description 

New  York  Wood 
Heel  Company 

25-29  Quincy  Street 

Brooklyn,  New  York 


EST'D 
1895 


H.  W.  UPHAM 

Maritime  Province  Headquarters  for 
Shoe  Repairer's  supplies  of  all  kinds. 


Prompt  Service 

SUSSEX 


Fair  Prices 

N.B. 


"La  Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 


Get  in  touch  with 
your  jobber  early  and 
let  him  show  you  the 
splendid  "La  Duchesse" 
models  he  has  wait- 
ing for  you.  In  a 
variety  of  leathers, 
lasts  and  patterns,  and 
radiating  good  work- 
manship and  unusual 
value. 


Jobbers 
only 


La  Duchesse  Shoe  Co, 

Registered 

MONTREAL 


For  Better  Lines  of 

WHITE  CANVAS  SHOES, 
FELT  SHOES  and  SLIPPERS, 
GAITERS  and  LEGGINGS, 
RUBBERS,  Etc., 

Our  Service  Has  Stood  the  Test. 
WE  SOLICIT  A  TRIAL  ORDER 

La  Maison  Girouard  Limitee 

(E.  T.  Shoe  Go.)      ST.  HYACINTHE,  QUE. 
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CANADA 


"Prosperity 
Ahead" 


T7'  ENDEX  is  the  logical  re- 
-■-^  quisite  for  the  more  up-to- 
date  manufacturer  of  shoes.  If 
you  have  never  used  it,  you 
cannot  know  why.  We  can  tell 
you  that  it  will  not  crack,  swell 
or  shrmk.  We  can  claim  ab- 
solute fastness  of  color,  flex- 
ibility, and  ease  m  workmg. 
We  can  show  you  that  it  is  a 
non-conductor  and  a  comfort- 
givmg  feature  of  the  shoe — 
all  these  things  are  true  but 
makers  say  you  cannot  appreci- 
ate Kendex  till  you  have  tried 
it. 


HEEL  PADS         TONGUE  LINING  PIECE  FELTS 

Ken  worthy  Bros,  of  Canada  Limited 

St.  Johns,  Que. 

Represented  by— Horace  d'Artois,  224  Lemoine  St.,  Montreal,  Que. 


KENDEX 

for 

1921 


J9ZO 


Keep 


"Going  Strong" 
Through  1921 


with 


CLARKE'S 
PATENT  LEATHER 


A.  R.  CLARKE  &  CO.,  Limited 

The  Largest  Patent  Leather  Manufacturers  in  the  British  Emt)ire 
MONTREAL         TORONTO  QUEBEC 


